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[bookmark: _Toc150446095]Introduction
The case study organization Seaview Resort situated on a picturesque coastline encounters a major fall in revenue, customer satisfaction and occupant because of the increased competition, changing preferences of the consumers and subpar quality of the service. The owner of the organization, James Henderson looks for a turnaround strategy in order salvage the future of this business. The fundamental goals comprise analysis of recent financial performance of the business revealing the reasons behind the fall in profitability and developing a detailed strategy for restoring the reputation and revitalizing the financial state. The main recommendations include minimization of cost by selling assets and renegotiating debt, major investments in upgrading service and amenities and lastly diversification that can be achieved through eco-friendly and experiential tourism products. The recommended steps are expected to assist The Seaview Resort in regaining its financial stability and rebuilt itself as a benchmark destination for vacations, syncing the evolving market intricacies and customer expectations.
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[bookmark: _Toc150446097]Causes and Effects of the Decline in:
Revenue: The revenue of the resort has experienced a fall of 17% from 2020 (£52000) to 2022 (£430000). This decline is largely because of the lower average room rate, abbreviated as ARR ,as well as occupancy rate. The fall seen in ARR is of 16% from  £250 (2020) to  £210 (2022), reflecting that the resort has decreased its prices for attracting a high number of customers. 
Occupancy: On the other hand, such strategy has not been enough because the fall seen in occupancy rate is by 10% from 2020’s 70% and 2022’s 60%, reflecting that the organization is not effective enough to fill its rooms and produce sufficient amount of revenue. The core rationale for the occupancy rate being low are the enhanced competition from latest and modern vicinity’s resorts and varying preferences of customers towards experiential and eco-friendly tourism (Elkhwesky, 2022). The reviews by the customers of the reports represent that the amenities of the resort are obsolete and the quality of service are declining that negatively impacts the reputation as well as loyalty of customers.
Customer Satisfaction: The customer satisfaction of the customers of the resort has degraded over the last three years as proved through the reviews and ratings of the customer (Dimitrios et al., 2020). The customers of resort have raised concerns regarding the inefficient cleanliness, management and convenience of the rooms, the inferior variety and quality of food and beverages, limited options of activities and entertainment, and unprofessional and unfriendly staff (Nuseira and Aljumahb, 2020). These factors laid to decreased level of customer satisfaction and retention, and a worse level of customer churn and dissatisfaction (Ramos and Mundet, 2021).

[bookmark: _Toc150446098]Financial Data and Ratios
	Ratio Name
	Formula
	Calculation
Result 2020
	Calculation
Result 2021
	Calculation
Result 2022

	Net Profit Margin
	Net Profit / Total Revenue
	78,000 / 520,000
	0.15 or 15%
	40,000 / 480,000
	0.083 or 8.3%
	17,500 / 430,000
	0.041 or 4.1%

	Current Ratio
	Current Assets / Current Liabilities
	250,000 / 180,000
	1.39
	250,000 / 180,000
	1.39
	250,000 / 180,000
	1.39

	Debt-to-Equity Ratio
	Total Liabilities / Equity
	750,000 / 450,000
	1.67
	750,000 / 450,000
	1.67
	750,000 / 450,000
	1.67

	Average Room Rate
	Total Revenue / (Occupancy Rate * Number of Rooms)
	520,000 / (0.7 * 1000)
	742.86
	480,000 / (0.65 * 1000)
	738.46
	430,000 / (0.6 * 1000)
	716.67

	Occupancy Rate
	Number of Rooms Occupied / Number of Rooms Available
	700 / 1000
	0.7 or 70%
	650 / 1000
	0.65 or 65%
	600 / 1000
	0.6 or 60%


Net Profit Margin: The net profit margin of the resort has decreased from 15% in year 2020 to 4% in year 2022 which means a fall of 11%, showing that the entity getting less profitable and efficient. The operating expenses of the resort have risen to £450000 in 2022 from £390000 in 2000, an increase of 15%, whereas the decline experienced in revenue is by 17% from £520000 in 2020 to £430000 in 2022. This suggests that the resort is putting huge funds that what it earns and thereby not sufficient enough to control its costs and optimize revenue (Van Tuan et al., 2021).
Current Ratio: The current ratio of the resort is essential from the view that it computes the ability of a firm to pay for current obligations. The idea ratio which the average of is 1.5 however by the end of 2022 the resort’s current ratio stood at 1.39, indicating that the resort is experiencing a low level of liquidity and may encounter challenges when it comes to pay for its short term liabilities like utilities, payroll and suppliers. The current assets of the entity are £250000 whereas its current liabilities are £180000 showing the lower levels of cash flow and working capital (Chang and Sokol, 2022).
Debt-to-Equity Ratio: The debt-to-equity ratio of the resort is effective in gauging its leverage along with the financial risk. The computed value of this ratio at the end of year 2022 is 1.67, which is greater than the average of the industry that is 1 (Zorpas et al., 2021). This indicates that the entity has a high level of debt and depends greatly on external source of financing to finance its operations. The total liabilities of the firm stood at £750000 on the other hand its equity is £450000, representing that the resort has a low solvency level and may encounter difficulties to repay its debt particularly £500000 of long-term debt (CHAMIDAH et al., 2020).

[bookmark: _Toc150446099]Internal Factors:
Internal challenges are faced by the Seaview Resort mainly branching from an inefficient and unmotivated management as well as staff. The insufficient training and customer-service-based team has led to inferior quality of service and low levels of customer satisfaction (Japutra and Situmorang, 2021). In addition to this, the outdated and poorly management amenities of the resort do not sync with the customer expectation, resulting to decreased occupancy as well as revenue. Ineffective marketing and pricing strategies additionally add to decreased market share and profitability (Karunarathne et al., 2021). To combat such problems, an emphasis on staff training, facility upgrades and quality enhancement is essential.
[bookmark: _Toc150446100]External Factors:
The resort is externally impacted by an intensely competitive coastal market in which new and highly modern resorts located nearby provide better quality, value, variety for money. This increased competition results consumers in switching brands and find substitutes accessible to them (Trung et al., 2021). The evolving landscape of customer preferences toward environment friendly and experiential tourism also levy challenge because the entity does not provide for such trends and further leads to low customer retention and attraction. Moreover, externals factors like the Covid-19 pandemic, political instability and climate change have negatively influenced wider travel and tourism domains that results into low demand and revenue (Smart et al., 2021). Following the pace of the evolving external conditions is important for the success of the resort.
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	Strengths
The case study resort is situated at a picturesque coastline and has been a natural attraction for vacationers looking for relaxation and luxury (Ranasinghe et al., 2020). The report carries a strong history and a loyal base of consumers, which can be optimally utilised for resorting the reputation and image of the brand. A wide potential is available with the resort to enhance its performance and profitability, if it can incorporate a detailed turnaround strategy and put funds in updating the facilities and service quality (Russen et al., 2021).
	Weaknesses
The quality of services provided by the resort is poor because staff are unprofessional, unfriendly and unresponsive to the needs and complaints of the customers. The amenities of the resort are outdated, not synchronised with the preferences and expectations of the customers and poorly maintained such as experiential and environmentally friendly tourism (Liu et al., 2021). The finances of the resort are weak because it possesses low liquidity, solvency and profitability levels along with a high debt level and operating expenses.

	Opportunities
The coastal resort industry has the potential to prosper with the post-pandemic era, with high number of people seeking to travel and enjoy seaside’s natural beauty and tranquillity. The resort can get into diversification of its revenue streams by providing an additionally experiential and eco-friendly tourism products as well as services like organic gardens, solar panels, spa treatments, cultural tours, hiking trails and yoga classes (Sanabria-Díaz et al., 2021). The resort can innovate its pricing and marketing strategies by utilising the social media and digital platforms, establishment of loyalty and referral programs and providing customized and dynamic pricing to fascinate and hold a greater number of consumers.
	Threats
The resort encounters exemplified competition from newer and more modern resorts in the vicinity that can provide improved variety, quality as well as value for money and serve the dynamic preferences and expectations of the customer. Furthermore,  the resort encounters huge risk of losing its customers to its competitors because of the low level of customer loyalty, retention and satisfaction and greater level of dissatisfactions and complaints among customers (Smart et al., 2021). The resort encounters the challenges of volatility and uncertainty because of the macroeconomic and environmental factors, some examples are the Covid-19 pandemic, the instable political conditions and the climate change that can impact the field of travel and tourism and the patterns of customer demand and behavior.



[bookmark: _Toc150446102]Alternative Solutions
	Solution
	Pros
	Cons

	The foremost solution is to sell some of the assets of the resort like the property and equipment which will assist in the reduction of its debt and operating expenses (Milano et al., 2020). The solution involves updating the amenities of the resort as well as its facilities like the renovation of rooms, enhancements in cleanliness and maintenance and addition of most recent and environmentally friendly features for increasing the revenue and occupancy.
	The particular solution can prove itself beneficial in reduction the financial burden and enhance the efficiency and profitability. It can additionally assist the resort in attracting a high number of customers by providing them better value and quality of money.
	This solution can also costly as well as risky because the resort may have to sell its assets while incurring a loss on the sales or selling these at a value below to their market value. It can also impact the capacity as well as competitiveness of the resort as it has decreased the inventory levels or lead to decrease in scale of operations. 

	Another alternate solution or the solution 2 is to renegotiate the terms with the lender like increasing the repayment period, decreasing the interest rate or converting some of the debt into equity, to enhance its cash flow and solvency. The solution involves making investments in enhancing the quality of services provided by the resort as well as level of customer satisfaction (Stylos et al., 2021) . It encompasses training and motivating staff, improving the communication and feedback mechanisms and providing more activities and entertainment options for enhancing the profitability and market share.
	This solution has the advantage of helping the resort to smoothen its cash flow and solvency problems and preventing defaults on its debt obligations. It can also assist the resort in enhancing its customer satisfaction and loyalty by providing improved service and experience. 
	[bookmark: _Hlk150445752]The particular solution can be tough and uncertain because the resort may not be capable of negotiation required terms with its lender or may experience legal or contractual problems (Ramos and Mundet, 2021). It can also impact the ownership and equity of the resort as it may lose some of its stake or control with the business.


[bookmark: _Hlk150445725]On the basis of the evaluation criteria feasibility, sustainability and effectiveness solution 1 is the best solution because it outlines the greatest possibility to combat the problem and accomplish the objectives when having the least risks and disadvantages (Elkhwesky, 2022).

[bookmark: _Toc150446103]Recommendations
[bookmark: _Hlk150445822]The advised alternative solution of selling assets of the resort, decreasing debt and operating expenses and upgrading amenities to enhance the revenue and occupancy. The action plan involves a detailed analysis of market, asset valuation, amenity enhancements focusing on eco-friendly features, negotiation with possible buyers and reduction of debt (Aladag et al., 2020). A marketing campaign will foster the improvements of the resort for attracting environment conscious and experiential travelers. Expected benefits comprise improved financial efficiency, improved market shared and enhanced customer satisfaction. On the other hand, possible challenges comprise difficulties in asset sale because of market competition, uncertainties concerning desired results when there are changes in competitors or market conditions and potential delays in project. Even after these risks, the solution intends to revive the financial health and reputation of the resort while synchronizing with the dynamic customer preferences (Karunarathne et al., 2021).

[bookmark: _Toc150446104]Conclusion
The resort encounters falling customer satisfaction, revenue and occupancy because of the competition, changing preferences and issues in service quality. Objectives comprise involving analysis of historical financial performance, determination of reasons for decline in profits and formulating a detailed turnaround strategy. Recommendation involves selling assets to decrease the debt and expenses,  and directing funds for upgrades in amenity leasing to improved revenue and occupancy. This solution can eliminate financial burdens, improve efficiency and reputation and increase the market share. Future research must involve analysis of competitors adapt the strategies, discover innovation and diversification opportunities and develop loyalty programs and community partnerships for sustaining enhancements.
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