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Introduction 

The geographical area which has been selected here has been around the Berkshire area of the United Kingdom. Cliveden Hotel has been the five-star hotel which has been popularized in recent years for the services they have been providing for the customers. They are providing services of a riverside guesthouse and along with it a luxurious Spring cottage which takes extra cost yet has been quite comfortable for the guests to enjoy and pass a good long time in the hotel. The purpose of the market plan is to find out the necessary marketing mix, along with its micro environment through Swot analysis, and the report would discuss the macro environment through Pestle analysis. Further the study would discuss the necessary value creation which has been attained and along with it the effective digital marketing strategies. 


Marketing Mix 
Product – The Cliveden Hotel, in Berkshire UK has been providing 24 hours service for their customers at a very reasonable price. It has been observed that the hotel has been providing a free cancellation policy for their guests and along with it no booking for fees and along with secure booking for the customers. They are also providing riverside cottages at a low price and a luxurious Spring cottage for their guests. 



Price - The Cliveden Hotel has been located in the Berkshire area in the United Kingdom. Specifically, it is located in the Cliveden Road, placed in the Maidenhead area across the city of London, UK. It has been along the roadside which has been helping them to attract the necessary tourists whom they have been targeting as their potential customer. 




Place – The price of the services which Cliveden Hotel has been providing are quite rangable and has been providing special discounts for their guests who have been their subscribed customers and it has been providing to be their competitive advantage within the market. The range of price has been regarded around 70 to 80 pound per night for the rooms and has been helping them to attract necessary customers to attain their services.  




Promotion –
The promotional strategies which have been adopted by Cliveden Hotel has been through social media and also through their websites. The innovative promotional policies have been providing them with a competitive advantage in the Berkshire area and has been helping them to attain necessary profit from the chain of hotel business across the UK (Hu and Yang, 2020). 

1. The Marketing Environment (Micro-SWOT) 
	Strength 
	Weakness 

	· Cliveden Hotel have been providing quality service for their customers at a very low price which has been providing them with the necessary competitive advantage across the chain of hotels industry in the UK. 
· The Spring House of Cliveden Hotel has been one of the necessary services which the hotel has been providing to their customers and has been proving to be a competitive advantage (Castle, 2021). 
· The Cliveden Hotel provides 50 % for their regular customers on attaining their services which has proven to be their competitive advantage. 
	· Cliveden Hotel’s strategy has been one of the oldest strategies to attain necessary customer satisfaction and can be adopted by other chains of hotels across the UK. 
· The location of the hotel is not actually based on the city of London rather it is in the outskirts of the city which is resulting in the hotel to face less advantage over their competitive hotels. 

	Opportunity 
	Threats 

	· The Spring House which has been an innovative inclusion within Cliveden Hotel has been providing the hotel with a competitive advantage over the luxurious hotels existing in the UK (Castle, 2021). 
· The price at which Cliveden Hotel has been providing their services has been proving to be their competitive advantage in the chain of hotel industry across the UK. 
	· The unique nature of Cliveden Hotel location and their location is quite adaptable for the other chain of hotels which can lead this hotel to face subsequent loss. 
· The competitiveness within the Berkshire area among the other hotels have increased in recent years, resulting in Cliveden Hotel to face necessary threats.  





2. The Marketing environment (Macro) PESTEL 

Political: The UK has been quite a stable country until the issue of Brexit in 2020. This has resulted in rise of necessary tension within the country in recent years, yet they are providing necessary benefits for the chain of hotel business which are helping Cliveden Hotel to continue with their business (Casañ, et al., 2021). 
Economical: On the basis of the recent economic condition the UK has faced various backlashes, naming it the global pandemic or even the Brexit issue. Yet economically they are still one of the front-runners in the world leaving the Cliveden Hotel to enjoy necessary economic advantage from the country. 
Social: It has been observed that socially the country of UK has a very rich heritage across the globe which is resulting in Cliveden Hotel to attain necessary customers from the society through necessary promotional strategy. 
Technological: Technologically the UK has been one of the strongest nations which has existed in the world. The technological advantage of the UK has been providing the organizations like Cliveden Hotel to use necessary innovative tools to attain (Casañ, et al., 2021).  
Legal: Cliveden Hotel has been following the necessary UK labour Law of 2006 through which they take necessary care of their employees from time to time (Christodoulou and Cullinane, 2019). 
Environmental: Cliveden Hotel has always believed in attaining necessary recycling processes through which they can attain an effective help on attaining necessary environmental issues existing in the globe. 



3. Creating Customer Value & Engagement

Customer’s value and engagement signifies the value created by customers which cannot be just measured by the purchase habits of the customers, it rather includes consumer’s behavioural characteristics to identify their key interests (Zhang et al. 2017). Addressing this aspect Cliveden House Berkshire would integrate customer feedback processes to understand and identify specific customer behaviour as well as their perception of the brand and its services. This further would address the “segmentation” by segregating customers into groups through identification of specific behaviour. Cliveden House aims to target consumers of all ages, however, the customer’s belonging to the age group between 22-60 appears to be the main target group of customers. Considering a little expensive service cost, people having a steady financial background have been the main target audience for this brand which directly addresses the “target” aspect in this regard. The concerned organisation already offers facilities such as “free Wi-Fi”, “breakfast”, “indoor and outdoor pool”, “air-conditioned facilities” and “free parking” which essentially helped them achieve business success over the years (Cliveden, 2021). Cliveden House would further offer facilities such as semi open & restaurant, public computers and poolside bar to the current and potential visitors which essentially addresses the “positioning” aspect in this regard.
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Figure 3: Key aspects of customer value and engagement
(Source: Harmeling et al. 2017)
Effective customer engagement appears to be one of the key requirements of a business that essentially help organisations to enhance profitability (Harmeling et al. 2017). Highly engaged customers essentially showcases its commitment towards the brand by purchasing more and promoting the products and services. Addressing this aspect, the concerned brand would conduct surveys on consumers to identify their needs as well as collecting feedback regarding the product and services. This further will help the brand to enhance effective consumer engagement. Effective selection of marketing channels essentially helps brands to ensure appropriate product availability as well as incorporate a proper operational system. Cliveden House would use direct marketing as a channel to eliminate the role of intermediaries and increase business profitability. Issues regarding less consumer engagement can be seen in this business, especially considering the increased competitiveness. Social media emerged as one of the major innovative tools that significantly helps businesses to enhance communication between brands and the consumers (Iankova et al. 2019). Implementing this concept, the concerned organisation would increase its focus on using social media platforms such as Facebook, Instagram and Snapchat as direct communication tools to enhance consumer engagement.

4. Effective Use of digital Marketing 

Considering the increased market competitiveness digital marketing appears to be one of the major promotional tools that essentially enhances brand communication process with customers. Appropriate application of digital marketing aids a business to increase its product reach within the market as well as improve the customer conversion rates which further increases business profitability (Patrutiu-Baltes, 2016). The concerned organisation would essentially integrate email marketing as a digital marketing tool to create brand awareness among the customers. Email marketing in the form of sending commercial messages to the consumers is considered to be a direct marketing channel that significantly enhances communication between the brand and consumers. A dedicated marketing team would be appointed to look after the email marketing process that certainly would integrate efficiency within the entire process.
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Figure 4: Key aspects of digital marketing for Cliveden House
(Source: Jacobson et al. 2020)
Commercial contents such as advertisements, solicit sales and request business would be used by Cliveden House to increase product and service awareness among the consumers. Apart from that, social media marketing emerged as another significant marketing tool that essentially can improve the overall communication process that avoids any form of business complex (Jacobson et al. 2020). A dedicated social media expert would post advertisement and sales contents on social media platforms such as Facebook, Instagram and Snapchat to enhance communication with the customers. Issues regarding less reach of social media contents can be seen in this regard which further is to be mitigated through constant posting on the mentioned media platforms.

Conclusion

[bookmark: _Hlk88222138]It is quite necessary from Cliveden Hotel to understand the necessary market conditions and the surroundings around the Berkshire area. They are required to attain more innovative approaches like producing new promotional techniques like including the regular customers in their advertisements which would help them to reach more customers and attain necessary profit from the market. 
Regarding customer value and engagement, less consumer engagement appears to be one of the major challenges that essentially can hamper necessary marketing efforts. Addressing this issue, an effective social media marketing strategy can be adopted to enhance consumer engagement for Cliveden House. On the other hand, a major challenge regarding digital marketing in the form of limited social media post reach can emerge in this regard. Addressing this particular challenge, posting social media contents on a frequent basis can certainly be a major way to ensure implementation of effective digital marketing and communication strategies for the business.
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