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This essay has been written to describe the marketing strategy of Hilton hotel and Best Western. The objective of hotel marketing is to satisfy the needs of customers offering a good service, with adequate quality, with guarantees and with a price that can be adjusted to the real market situation. It is a way of thinking that turns ideas into reality. 
The history of the Hilton hotels starts in 1919 when Conrad Hilton, a humble New Mexico entrepreneur who until then collaborated with his father in the construction of a hotel and a warehouse in New Mexico, acquired a small 40-room hotel in Cisco, Texas called Hotel Mobley. This initially family business was soon joined by another series of small establishments with which Hilton was consolidated. 
After 11 years, in 1930 Hilton opened its first high-end hotel in El Paso, Texas that continues hosting visitors with the name of “Hotel Plaza”. It was between 50s and 60s that Hilton hotels began to expand around the world. 
Today, with more than a century since the opening of the first hotel, Hilton Worldwide Holdings Inc. is one of the largest hotel companies in the world, with more than 6.215 hotel, resorts and properties, with more than 983.465 rooms in 118 countries.
The history of the Best Western is more recent, in 1946 Best Western Motels is founded by M.K. Guertin, a hotelier with 23 years of experience in the business. The chain begins as an informal link between properties with each hotel recommending other lodging establishments to travellers. 
It is in the 80`s when the company expands to places like Spain, Portugal, Denmark or Italy.
In 2019 Best Western announces the acquisition of renowned global hotel brand WorldHotels® representing a collection of approximately 300 unique and special hotels and resorts in premier destinations around the world.
In 2020 Best Western Hotels & Resorts leads the industry with its response to the COVID-19 crisis by launching several initiatives to protect its guests and its hoteliers. A few of these initiatives include the brand’s industry-leading We Care Clean program; a support package for front line workers; elite status protection for BWR members; and unprecedented measures that afforded its hotel owners (members) much-needed financial relief during a time of immense challenge. But despite this for example in the social media, in Instagram, the Hilton shares more information about all the anti-covid hygienic measures, and they were partner with Americal Express to donate up to one million hotel room nights to the healthcare people. 
The first impression visiting the websites of each hotel is for example the Hilton focuses more on vacation and luxury tourism, most of the pictures of the hotels are of paradisiacal beaches and some of them as well for conferences or business people that is why in the target customer segmentation represents middle aged professionals with high income levels. Hilton is well known for its high quality hotels and efficient service however, the Best Western are aimed at guest looking to get an experience in unique hotels with a good level of comfort and it focuses on the family and middle class people, do not show so much luxury, also the fact that one of the first photos are discount coupons make us see that needs this type of promotions to obtain more reservations, unlike the Hilton is as well established chain that does not need to focus in discounts. Although it also has another type of discount with points, Hilton offers four different American Express credit cards, but as a customer it seems a more sophisticated system, not are direct as a discount on the first reservation, it is a type of loyalty discount, the more reservations you make at the Hilton, the more points you will have to make it cheaper.
The number of brands of each chain is another big difference and the segmentation of the Best Western into three types (Best Western, Best Western Plus and Best Western Premier) is a step to continue increasing the satisfaction of all the customers within the same brand makes clients find easier the concept and type of hotel they are looking for. The Hilton hotel chain has divided its general market into small groups to offer a more personalized service focused on the need of each guest so for example Waldorf Astoria is for celebrities and rich people, Hampton by Hilton segment executives and business people Conrad, Hilton Grand Vacation is for families and groups of young people and somany more like Canopy, Signia & Hilton, Curio Collection by Hilton, Double Tree, Embassy Suites, Hilton Garden Inn, Tru, Homewood Suites, Home2 and Hilton Honors. 
Competition in the hotel industry is ferocious. Hotel marketers are trying to find new ways to surprise their customers and also an original approach that permit them to stay away from the competition.
Comparing the price of the two chains for example in London in the Best Western can be found rooms from 60 pounds in low season and the cheapest room for the Hilton it cost around 100 pounds, looking for a simple, individual room with no extras. Reserving a room for an indicated date as December 31 in each of the 2 hotels, we can see the difference, in the Best Western the cheapest would be 86 pounds and in Hilton 144 pounds, this can be because Best Western has hotels from two star to four but Hilton just starts with hotels of five stars and they are more close to emblematic places of the city and near to the centre.
In 2001 Hilton introduce a new initiative that establish a service brand (Equilibrium) and service culture (Esprit/Hilton moments), with support from an HR employment strategy, which includes an employee training and development club (Esprit). Esprit has been designed to embrace the key principles of employee recognition, respect and reward giving to the employees who demonstrate a good customer service motivation and recognition.
The objective of hotel marketing is to satisfy the needs of customers by offering a good service, with adequate quality, with guarantees and with a price that can be adjusted to the real market situation. It is a way of thinking that turns ideas into reality; In addition, it also looks for the appropriate channels to be able to put them into practice. 
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