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Executive Summary 
The report analyzes the dissembling financials of the City Hotel in the last three years and provides practical remedies towards reversing the decline. The review of recent financial statements shows drastically declining revenues against continued high costs and increasing debt levels, all of which have led to considerable losses. These findings indicate insufficient cost management, suboptimal pricing, and the inability of the hotel to adapt rapidly to the changed trends in the market. The turnaround plan will cover the cuts in costs, renegotiation of debts, and improved cash flow. Other strategies shall include the generation of income targeting marketing and dynamic pricing, as well as alternative revenue sources. Besides improving management accounting systems, a more adaptive organizational culture could ultimately help the City Hotel return to profitability. Broader market conditions may inhibit progress; decisive action and disciplined financial leadership create a real opportunity for sustainable turnaround.














Introduction
The City Hotel revenues have plummeted alongside declining occupancy levels and guest satisfaction scores in the last three years. Though concerned about the hotel’s future, the owner wishes to ascertain whether any meaningful turnaround can be affected. Recent financial figures indicate that the hotel's performance has fallen from good earnings into a huge loss, thereby indicating that the pressing issues would include rising costs, changes in the market, and inefficient operation. The discussion that follows will expand on the analysis of past performance and suggest measures that can restore the hotel to a state of profitability.

Financial Performance
An analysis of the financial statements for City Hotel during 2021-2023 reveals some ugliest trends. The revenue level dropped from about £5.3 million in 2022 to roughly £2.3 million in 2023, which indicates a substantial decline in income. The cost of goods sold also declined, but the decline did not shelter the hotel from profitability (Drury, 2021). Employee costs remain high, topping £1.23 million in 2023. External costs, while at a lower level than in previous years, are still high at more than £1 million and have thus contributed to a negative operating income of about -£1.22 million for the year 2023. The trend that worries the most is consistent increase in depreciation and amortisation that reached a total of £661,590 in 2023 and is an indication that capital spending on this property might not have provided much to revenue (Seal et al., 2019).
The hotel balance sheet validates the increment in non-current assets at the hotel, but the benefits derived from this growth have not shown up clearly in the results. Goodwill is still a hard item, something which can be positive for branding if steadiness in income occurs, but it has not been able to avert the dramatic drop in operating performance (Walker, 2021). Current assets have decreased from about £1.89 million to £1.28 million, with the difference consisting mostly in lower cash holdings and a reduction in trade receivables. This indicates weaker bookings and further indicates liquidity strain.

The non-current liabilities have increased from £8.73 million to £12.23 million, with accrued debts of various forms, including lease debt. This means that the hotel, therefore, requires more cash every month to settle finance charges (Atrill and McLaney, 2021). Such an increase of debts adds greater financial risks while also constraining the usable cash for running day-to-day operations. It also implies that the hotel is at risk of being insolvent. A number of key ratios indicate that, indeed, the City Hotel is under financial stress. This indicator of profitability has turned negative due to a sizeable drop in net income (Bhimani, 2006). The liquidity measures indicate that the hotel has a rather alarming current ratio of approximately 0.64, meaning current assets are apparently unable to cover current liabilities (Guilding, 2014). In terms of solvency, further borrowings have increased gearing levels, which is of concern to the hotel in case trading loses strength (Jagels, 2007). All these issues underline extreme urgency for action relating to cutting costs, restructuring debts, and starting up revenue again.

Causes for the Decline
Another possible challenge may be the hotel's weaker position in the market. Urban hotels are normally very competitive; City Hotel's failure to meet the developing trends in its industry could lead to losing market share to new entrants or online platforms (Walker, 2021). Macroeconomic declines may lead to cutbacks in business travels and even fewer visitors, which erodes general demand (Bhimani, 2006). 

There are also signs of poor cost management: while income plummets, personnel costs and external costs do not have a corresponding decline, indicating an infrastructure cost base established for occupancy levels that the hotel currently does not achieve (Jagels, 2007). At the same time, fresh debt and lease commitments have increased the fixed costs that a hotel must now pay, while the increased depreciation indicates that capital improvements have not generated enough new revenue (Seal et al., 2019). 

Another might be the rigidity of operations. This hotel may already have changed its staff schedules and expenses to meet demand; however, any fluctuation in the market seems to have delayed City Hotel's actions with the downward market trend (Tranter et al., 2014). Thus, a shortfall may be a source of deteriorating serious operating losses (LU, 2025).

An Action Plan for Turnaround
The first and immediate step is to stabilize the finances of the hotel by negotiating with creditors on deferral or reduction of repayment (Atrill and McLaney, 2021). This would provide temporary relief and assist with liquidity. Equally important would be to contain costs, which may have to be done by focusing on core areas, reducing staffing, and renegotiating supply contracts. Traditional management accounting techniques could be used to enhance resource allocation (Oncioiu et al., 2020). 
It is also extremely important to preserve working capital. This could involve tightening credit terms, thus encouraging customers to pay more quickly and conserving a minimum amount of stock that does not result in the cash being tied up (Drury, 2021). Such an ambition would be in addition to increasing sales via marketing. This could include targeted campaigns in particular markets or publicity through social media advertisements that promote booking direct. While the marketing may involve a cost, it will be a worthwhile investment that pays off as long as it achieves higher occupancy (Walker, 2021).
It can be said that larger revenues cannot be made without proper management of revenues. For price differentiation to take effect during this cost-minded period when occupancy is down, the hotel must increase markups on high business periods (Tranter et al., 2014). Package offerings seem to be another idea that this hotel may consider, which could include room accommodations along with meals, local attractions, etc. for the purpose of increasing revenues (Jagels, 2007). Partnership possibilities can also be cultivated outside the business with local businesses or tourist organizations.
Through efficient hotel operations, that would bring higher returns. The management of the hotel would consider every department and resolve any duplication of resources (Seal et al., 2019). The guest-to-staff ratio would be the control that could govern the cost of employees not interfering with service quality since staff cover would equal the number of actual guests. There may also be opportunities for linking salaries or bonuses with productivity, thus bringing efforts in line with revenue goals (Guilding, 2014).
The letters, being treated to stringent watch from the security department, manage to release some capital projects toward repair works to avert any damages that would irk the visitor (Bhimani, 2006). Thus, to curtail expenditure of any kind would blemish the reputation of the entire property. Any other new capital investment should henceforth only be planned wherever a clear return from it can be derived.
Quick action has to be taken through timely reporting of occupancy, tariffs, or rates as well as labor hours so that a manager perceiving some negative trend can act to mitigate the degeneration (Oncioiu et al., 2020). What Walker (2021) puts forward is that customer communication can be improved to allow customers greater engagement with the staff, since part of the input into customer experiences are customer-staff processes. This is another reason for training all staff to resolve customers' queries quickly according to standard service provisions since repeat customers would expect a similar experience, one which they perceive positively. Tranter et al. (2014) emphasize that clear communication from the leadership, realistic targets for the teams, and accountability are-as important. The most important point is to apply the aforementioned to ensure that the staff really is aware of what the hotel's goals are in order to support momentum and implement reparation plans quickly. 

Economic and Market Conditions
In the process of rehabilitation, LU (2025) says that it is going to be the economic downturns and changes in ice tourist patterns that will affect the City Hotel in more far-reaching ways. Furthermore, if the declines in business travel continue, or worse if many of those guests begin choosing budget alternatives, then the first target of the hotel should be events and guests looking for short breaks. Walker (2021) suggests that would probably be the best way to shed a longer, haul tourist line burden and to ensure reasonable occupancy. During future capital investments, on the other hand, owners must stay afloat in a variable market. Under such a scenario, it would be better to apply any incremental changes to their facilities, rather than to undertake heavy and risky capital projects. Jagels (2007) states that "partnering with tourist offices or local councils to attract additional visitors is obvious to bring more fruits, however, changes inside must deal with a lot more in-deep structural issues."
Well, in truth, this would be subject to very broad conditions like macroeconomic dipping or changing patterns of tourism flow affecting the City Hotel's efforts toward recovering (LU, 2025). The next thing that the hotel should focus on will be nearby happenings or guests who want to take short breaks, rather than considering long-haul tourist traffic because such changes could result in less occupancy if corporate travel is down, or if these guests switch to budget alternatives. This may be the best way to reduce the longer haul tourist line burden and to ensure adequate occupancies (Walker, 2021). However, when they are considering any future capital investments, owners should remember the very uncertain market conditions. For such conditions, incremental improvements are sometimes better than big and risky projects (Jagels, 2007). Partnering with tourism offices or local councils might add visitors to such halls but really deeper structurally rooted problems still need to be addressed internally.

Potential Outcomes
In contrast to what management has put in place, the others will only work if the achievement of goals and results are properly monitored by management and adjusted accordingly (Seal et al., 2019). If a continual turnaround does not take place, the hotel owners may start looking into alternative perspectives, such as leasing out the restaurant to an outside operator or converting underused meeting space to coworking space, which will remove fixed expenses and allow constant inflow of income (Bhimani, 2006). Alternatively, if a property does not seem to have a chance at recovery, and profitability will not say hello anytime soon, then selling or closing the hotel may come up (Oncioiu et al., 2020). Though extreme, this course may save whatever asset value is left.

Conclusion
A rapid but rational approach to financial management and flexible operation strategies must now be introduced into City Hotel's circumstances. Heavy financial losses have been incurred from very low sales revenue, high running costs, and excessive levels of borrowing (Drury, 2021). However, there remains a possibility of turnaround strategies focusing on deep cuts on selected costs, carefully-marketed sales promotion, pricing that equilibrates supply and demand, and cultural change within the organization (Seal et al., 2019). The leadership team must cautiously plan resource distribution, rapidly respond to varying occupancy levels, and manage consistent guest experiences (Tranter et al., 2014). 

Recommendations
The hotel could then look forward to some recovery based on debt reduction, non-essential expenditure cuts, and reinvigorated sales strategies. If implemented immediately, such strategies give the hotel a fair chance toward recovery (Atrill and McLaney, 2021; Jagels, 2007). In the case of continued adverse market conditions, or in the scenario of liabilities outweighing new profit streams, other avenues like leasing sections of operations or selling the property could become essential considerations. Nonetheless, if management develops a strong plan and insists upon constant improvements, City Hotel could have a chance for restoring its financial health(Bhimani,2006);(Walker,2021).
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