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Marketing plan is a documentation of planning that demonstrates the ways through which an organisation uses their marketing strategies to outreach the specific target within the market. The purpose of the marketing plan is to attract the customers towards the hotel despite the current climatic condition. The profile of the customers, porter's five forces analysis and B2B analysis of Sheraton Parco de’ Medici Rome Hotel will be also described. The situational analysis of the hotel will be also conducted to determine the marketing plan effectively. This plan will also highlight the aim and objectives of the following company. The strategies of the company and marketing mix will be evaluated. Furthermore, a Gant chart and process of controlling the business will be also discussed. 


[bookmark: _Toc128019132]SOSTAC 	
SOSTAC is a marketing planning framework which is developed by PR Smith in 1990s. the following wheel includes many factors such as situation, objectives, strategy, tactics, action and control that are discussed below. 
[image: ]
Source: (Pan,2019)
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[bookmark: _Toc128019134]SWOT analysis 
Strengths
Strong brand image
The strength of the Sheraton Parco de’ Medici Rome Hotel is having a strong brand reputation in the Italy which can help the business to attract more customers. They also provide their service across many countries and have 84 branches in various places (marriott, 2023).
Attractive location
The location of the hotel is one of the prime reason of its likability among the customers. It fulfils the needs of the customer and work as a perfect holiday destination for tourists (Tripadvisor, 2023).
Weaknesses
Lack of promotion: The hotel does not have strong social media image and neither focuses on marketing which makes it difficult to maintain the competitive advantage.
Opportunities 
Increase profitability level.
Having a strong brand reputation can help them to increase their safe function and enhance profitability level.
Attract more customers.
Promoting their business through digitalisation and AI technology can help them to attracts more customers and increase the sales margin of the hotel.
Threats 
Outbreak of natural calamities: The pandemic has caused a huge destruction for the hotel chain and to regain the position new techniques need to be incorporated.
[bookmark: _Toc128019135]The customer’s profile. 	
	Background
	Tourist of all ages can visit as the hotel provides services for every age. However, it is luxurious hotel and high-income personnel can afford.

	Goals
	To increase the revenue earning of the hotel and become the topmost hotel chain based on the choices of the customers.

	Features
	It consists of 8 beautifully decorated bars as well as restaurants serving all the best cuisines around the world. Wi-Fi is also available and free in the lobby.

	Challenges
	Pandemic has led to a huge which is needed to be recovered.



[bookmark: _Toc128019136]Porter’s five forces
Sheraton Parco de' Medici Rome Hotel to identify their competitors which can also provide similar services to their customers. The following business also has to identify its potential and entrants in the hospital industry and have to enhance the base of customers to increase the sales margin of the business. Sheraton Parco de' Medici Rome Hotel has to analyse the substitute of threats which can affect the business negatively. 
[bookmark: _Toc128019138]PESTEL analysis 
Italy has a significant political progress and alliances with other countries is also quite good. Though it also falls under the corruption but it has maximum tourists visit due to its appealing locations. It is considered as the most developed country based on GDP that provides huge opportunists for the hospitality industry to invest and bring in the best industries. The country is quite socially active as young people utilised the public spaces and there are range of pubs, cafeteria, discos, restaurants and many more. Though Italy is a technologically developed country. The government provides incentive in the form of tax credit. However, Italy faces various environmental issues such as soil erosion, flood, climate change which may hamper the hotel business (Pan,2019).
Positive influence
The stable financial condition can be quite beneficial for Sheraton Parco de Medici Rome hotel to expand its business.
Negative influence
Sheraton still lacks behind in its promotional strategy that using artificial intelligence as a promotional tool to upgrade its business.
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To investigate the current trends of the marketing field at Sheraton Parco de’ Medici Rome Hotel to increase the base of customers.
[bookmark: _Toc128019140]Objectives 
1. To identify the benefits of finding current marketing trends in the hospitality industry to increase the base of the customers within 6 months.
2. To analyse the challenge to find out the current marketing trends within Sheraton Parco de’ Medici Rome Hotel within 4 months.
3. To evaluate the mitigation strategies to overcome the challenges within 8 months.
[bookmark: _Toc128019141]Creating Customer Value and Engagement 
The hotel needs to create an engaging website and enhance its social media presence to maintain the position in the market. For creating customer value by offering free Spa facility, couple packages, using loyalty programs (Chaffey and Ellis- Chadwick, 2019). This will be beneficial for both the existing as well as aspiring customers and a strong brand image will be ascertained. Visitor engagement will be increased by implying content marketing wherein the existing customers share their videos of holidays and experiences to attract new customers. Increasing the quality of the website by hiring experts for the work. Mainly digital marketing such as social media (Instagram), content and video marketing channels will be used (forbes, 2021).
[bookmark: _Toc128019142]Effective use of Digital Marketing
The management of the hotel needs to hire experts who will maintain the website and conduct activities to increase the visitor engagement. For attracting new customers, exiting offers can be displayed by influencers to attract the customers and daily promotional activities through social media (Arya, 2018).
[bookmark: _Toc128019143]Strategy
Sheraton Parco de’ Medici Rome Hotel has to gather relevant data for their customers as well as competitors which can help them to improve the quality of their service efficiently. They also have to use social media marketing which can help them to promote their products and services efficiently to increase the sales margin (Ryan, 2012).
Bowman’s strategy clock 
Bowman’s Strategy Clock is developed by Cliff Bowman and David Faulkner To understand the position of the company and compare it with its competitors. Based on this model, Sheraton Parco de’ Medici Rome Hotel can follow Hybrid strategy. As this strategy can help the hotel to attract customer by their consistent quality and differentiation in the form of services and facilities which are not offered by other hotel of this range (Smith and Zook, 2020).
[bookmark: _Toc128019144]Tactics
Marketing mix
Product
Sheraton Parco de’ Medici Rome Hotel offers effective room services and accommodation to international tourists. They also provide comfortable service to their customers so that they can encourage them to purchase their service for a more time. They also have to provide more options with room service like lawns, bars and others which can enhance the experience of their customers. They also have to provide effective quality food which can help them to enhance the reputation of the brand effectively (Nguyen-Viet,2023).
Price
The following Hotel Jane has a total of 84 branches across various countries which can help the business to attract more customers and increase the sales margin of business. They also have to provide their service at a reasonable price which can help customers to purchase their service easily and in an affordable way. They also have to Promote coupons and vouchers which can help the business to encourage customers to purchase their services efficiently (Othman et al.,2019).
Place
Sheraton Parco de’ Medici Rome Hotel is located in the central city of the U.S. which can help the business to attract global customers towards their organisation. This can also help the business to increase its sales margin and enhance its profitability level. They have more than 84 outlets across various countries which can assist to the company to increase its base of customers and promote its service in many places (Othman et al.,2021).
Promotion
Sheraton Parco de' Medici Rome Hotel has to use social media platforms which can help them to promote their products and services efficiently. For instance, using AI technology to get the feedback from the customers regarding their experience. Using media as well as video marketing to attract customers from overseas. This can also help them to enhance their preparation of the brand and increase the base of customers. Promoting the brand can also help the business to expand its growth internationally (Lahtinen et al.,2020). 
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	Objectives
	Week 1-2
	Week 3-4
	Week 5-6
	Week 7-8
	Week 9-10
	Week 11-12

	Preparation
	 
	 
	 
	 
	 
	 

	Market Research
	 
	 
	 
	 
	 
	 

	Marketing Channels Schedule
	 
	 
	 
	 
	 
	 

	Gathering Feedback
	 
	 
	 
	 
	 
	 



Analysis 
The Gantt chart has highlighted the various activities that has been undertaken in this plan. According to it, the marketing plan will need 3-4 weeks to formulate and the market research will continue till the 6th week. The marketing channels and schedules will go on till week 10 and gathering feedback will continue till week 12. 
[bookmark: _Toc128019146]Control
USP or unique selling point is a differentiated value that an organisation has that cannot be replicated or imitated by any other businesses. According to Helmold and Samara (2019), this is one factor that helps in gaining consumer base and competitive advantage. the hotel industry can have many USPs like digital transactions, automated booking and consumer services through the use of artificial intelligence, provide efficient luggage handling and so on. KPIs can also be used in the process to help measure the success of the various initiatives undertaken. Consumer feedback can be integrated with the business strategy to make the services offered much more streamlined and efficient (Housden, 2008).


[bookmark: _Toc128019147]Conclusion 
It can be concluded that, a marketing plan for Sheraton Parco de’ Medici Rome Hotel has been discussed. SWOT and PESTLE analysis have been conducted of the organisation along with highlighting the competitors and collaborators. The aims and objectives have also been identified along with details of a marketing mix. A Gantt chart have been provided to highlight the action plan and control methods like use of KPI and consumer feedback have also been suggested. Sheraton Parco de’ Medici Rome Hotel can further integrate operations like creating a positive brand image and connecting with consumers through social media to assist its marketing strategy. 
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SWOT Analysis

(Nguyen-Viet 2023)

Strength: The organisation has a strong brand image which it has
developed through effective marketing and can be effective for future
development. It is one of the best luxurious hotel with good brand
image.

Weakness: Lack of technological integration can reduce the competitive
advantage of the company

Opportunity: Incorporating digitalisation and implementing new.
‘marketing techniques is essential for the growth in the market.

Threat: Lack of technology in operation has the potential to decrease
profitability and productivity




image7.png
Customer profile

Background Tourist of all ages can visit as the hotel provides services for every age.
Goals To increase the revenue earning of the hotel and become the topmost
hotel chain based on the choices of the customers.

Features It consists of 8 beautifully decorated bars as well as restaurants serving all
the best cuisines around the world.
Challenges Pandemic has led to a huge which is needed to be recovered.
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PESTLE
Analysis

« Positive influence

* The stable financial condition can be quite
beneficial for Sheraton Parco de medici
Rome hotel to expand its business
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promotional strategy that using artificial
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its business.
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