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Introduction

The Seacrest Lodge, earlier recognised for its grace and sophistication, has observed a reduction in its sales, occupancy rates and customer satisfaction. It can be identified that the owner is encouraged to inquire the awareness and understanding because of the recession that is associated with changing or differing customer’s needs along with the dynamic coastal business (Tatuev et al., 2017). The assignment intends to execute a comprehensive analysis to perceive whether a strategic concern might recuperate the resort and continue its repute as the best destination for vacation. According to Burgess (2012), the hotel has experienced various financial issues in the span of three years that are comprehensively evaluated in this report. Nonetheless, an innovative solution is advised for enhancing the financial wellbeing of the lodge and promotes its brand repute. While, the major goal is based on implementing approaches, which help in improvising the financial stability of the lodge and appeal to the customers who are conscious about the quality, costing and overall experience. 

Main Body

Balance Sheet Analysis
It has been analysed that Seacrest Lodge conducts a thorough analysis of its financial status, which demonstrate from 2021 to 2023. Nonetheless, the reduction in the value of cash and equivalents from £100,000 to £20,000 in 2021 and 2023 respectively might make it difficult to fulfil upcoming financial responsibilities. In accordance with this, it focuses on the necessity of implying strategic financial management. There was a stable decline in account receivable totalling £30,000 from 2021 to 2023, recommending a potential decrease in sales. In order to protect one’s financial welfare, it is important to analyse credit processes and debt collection approaches. However, queries associated with asset management rise because of the projected fall in the value of equipment and property from two million pounds to a half million pounds in 2021 and 2023 respectively. While, for making practical decisions on depreciation, changing investment priorities and strategic asset sales, it is essential to comprehensively understand the aspects and reasons behind this downfall (Burgess, 2007). 
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	Considering the projected increase in account payable from £30,000 to £50,000 in 2021 and 2023 respectively, which recommend probable straining on current cash flow. In this regard, effective management of accounts payable is important to avoid liquidity issues and maintaining resilient relations. Regardless of the remaining balance of £1,500,000, it is important to conduct a comprehensive analysis of the conditions and scenarios of the long-term loan. However, it is decisive to integrate the financial objectives associated with its current situation for minimising the risk of unpredictable financial responsibilities. While, the considerable downfall in equity is evident, i.e., from £620,000 and £300,000 in 2021 and 2023 respectively. Considering the reduced value for shareholders, undoubtedly, it is important to quickly conduct strategic outcomes for regaining and improvising investor’s confidence.

Income Statement Analysis
Focusing on the evaluation of last three years, the Seacrest Lodge has observed a reduction in its financial performance. However, the lodge, a well-placed and expensive resort by the sea, has been experiencing constant reduction in the sales. In this aspect, while focusing on the statistics, a reduction from £1,200,000 to £960,000 can be seen in 2021. Nonetheless, there are some issues associated with the capability to sustain the number of customers because of the declining occupancy rates that is instigated by the existing decrease in numbers (Yang, 2014). Though the revenue has been falling, for which a comprehensive assessment of operating costs demonstrates an upsurge from £900,000 to £1,100,000 in 2021 and 2023 respectively. Subsequently, it recommends that the concern has been more complicated. Considering this aspect, it further recommends the possibility of operational inadequacies; it is quite practical for conducting a thorough analysis of particular costing elements for immediately identifying opportunities that will eventually help in minimising costs and improvising performance. 
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Meanwhile, the above analysis specifies a considerable downfall in revenue that is expected to £150,000 in 2023. In accordance with this downfall, it is quite practical to understand that the company is currently facing a deficit, demonstrated through negative revenue. It can be identified that prompt response is important for reversing the financial downfall; thus, a thorough reversal approach is required in this aspect. Nonetheless, implementing a dual strategy is eventually important for efficiently addressing the current financial issues. In order to address the increasing expenses created by inadequacies, it is undoubtedly important for executing a comprehensive analysis of operational aspects as the major and initial step. However, a critical analysis of operational aspects is important; thus, it is vital to emphasis on integrated endeavours for increasing the revenue.

Key reasons behind the decline in profitability, taking into consideration, real-world events and the current economy

Change in Consumer Needs
It can be identified by Tatuev et al. (2017) that shifting in changing consumer needs considerably influence the decision-making process. It can be identified that if services and facilities do not integrate with continuously change preferences, there is an evident risk that customers’ satisfaction levels might reduce, resulting to a downfall in consumer retention. However, the firm’s long-term wealth and well-being will rely considerably on its skills and capability to adjust with the changing needs of the customers (Williams sand Benjamin, 2017). Nonetheless, it is sometimes difficult to stay upgraded and provided the customisation to every customer. 

Economic downturn
According to, there is a focus on the spending of vulnerable leisure along with the profitability on the Lodge, which also notifies the effect of extensive economic downfall or sustained economic challenges. Throughout the economic downfall, industries usually rely on optional expenditures such as hotel business, which usually perceive a decline in the revenue distributed for covering such expenses. For instance, if Seacrest Lodge depends on discretionary expenditures, it may have certain challenges throughout economic downfall. It can be identified by him that reduced expenses on unnecessary items, for example luxurious travelling by the customer might result to a downfall in profitability (Ortega, 2016). Eventually the company’s predictability towards financial risk demonstrates the necessity for it to resist economic changes and adjusting to changing customer needs and demands. Nonetheless, by implying preventive practices, it is evident to minimise the impact of these challenges. In this aspect, the Lodge might recognise to develop and sustain revenue diversification approach for decreasing its reliance on discretionary expenditure (Pappas, 2015). It has been examined that firms could improvise their resilience throughout the economic downfall through implying cost-effective approaches, optimising operational proficiency and offering value-added experiences, which integrates with changing customer preferences (Ortega, 2016).

Risk assessment 
	Risk
	Likelihood
	Impact
	Mitigation Strategies

	Client dissatisfaction, PR issues, or poor online reviews.

	Moderate to high
	The lodge's reputation, reservation numbers, and customer confidence may suffer.

	Proactive online reputation management requires rapid issue resolution and consistent high-quality service. 


	System failures, cybersecurity problems, and technological obsolescence are concerns.

	Moderate
	Financial loss, operational disruptions, and data breaches are possible.

	Strong cybersecurity rules, frequent system updates, and backup plans for technical failures are crucial.


	Staff shortages, operational inefficiencies, and service interruptions are examples.
	Moderate to High 
	Customers may be unhappy, reviews may be negative, and money may be lost.
	Comprehensive training regimens, cross-training, and backup plans for unforeseen disruptions are crucial. 




By analysing the risk assessment of the Seacrest Lodge there are various aspects, i.e., technological dependency, operational challenges, and need of ensuring customer satisfaction. However, ineffective online assessments, issues associated with public relations and dissatisfied customers are likely to create a bad brand image for the hotel (Poulston, 2008). 
	It can be identified that numerous concerns, for example, cybersecurity breaches, technological undesirability and system failures are recognised as the major part of risks within the technological domain. According to Panai (2018), system failures might interrupt important activities, resulting to a reduction in customer experience quality and overall operations. However, challenges affiliated with cybersecurity not merely result to financial challenges yet it also compromise the privacy and confidentiality of the customers. This is specifically important considering the increase in digital challenges. Because of the fast rate of technological enhancement, proper measures should be implied for avoiding technological undesirability. 
[bookmark: _Toc159515572][bookmark: _Toc159940336]Nevertheless, operational risks, for instance shortage in human resource, operational ineffectiveness and service issues offer extra issues. It has been analysed that these human resource shortages might impact the service quality and level of client satisfaction. Subsequently, operational inadequacies may lead to high expenditures and decreased profitability (Berezina et al., 2016). It can be examined that interruption in service not merely result to client dissatisfaction yet it also have the capability to damage the repute of the lodge. In order to effectively regulate operational challenges, it is important to emerge a complete strategy that values “human resource management, operational process optimization and contingency planning”.  

Comprehensive turnaround strategy to revitalize the lodge's financial health and restore its reputation as a premier vacation destination or most viable financial outcomes

Revenue Diversification
	The lodge might improvise the financial wealth and customer involvement through expanding its revenue sources. It can be examined that offering fascinating packages might extend customer’s stay and improvise the possibility of their future return (Yeh, Chen and Hu, 2012). Nonetheless, customised packages comprise of rational lodging, entertainment and meals might be modified to fulfil consumer needs and seasonal trends. Moreover, one practical strategy includes developing associations with companies, which are in close immediacy with the company and offer distinguishing products and services, which improvise customer satisfaction (Park and Jang, 2013). 	

Dynamic pricing strategy
It can be identified that company dynamic pricing approach for optimising income through altering rates on the basis of seasonal changes, local events, demand and market fluctuations. 	However, this particular technique is implemented for optimising maximum revenue. In this aspect, market data and analytics are utilised in real-time for effecting pricing decisions; assuring that competitiveness is continued in times of low demand. Rohani and Nazari (2012) suggest that implementing an adaptive pricing approach might integrate Seacrest Lodge with market conditions and that might be increasing revenue. Apart from dynamic pricing, the company offers customised packages for specific events comprising vacations, celebration and different experiences. Nonetheless, the “Adventure Explorer Package” provides “Festive Getaway Package” is intended to for people who like to spend holidays effectively. While, the package induce a sense of exclusiveness through modifying it to the specific interest of the client who purchase them (Viglia, Mauri and Carricano, 2016). 

Conclusion
Conclusively, the company is perceived to be a critical juncture and to attain a complete and effective evolution, it is crucial to imply preventive outcomes and have a clear strategic vision. In this aspect, the financial analysis have demonstrated a considerable downfall in the revenue and sales considering the last three years, which focuses on the critical factors necessitating proper attention. However, the understanding associated with operational issues, concerns are affiliated with consumer satisfaction, and potential challenges have been revealed through a comprehensive analysis of balance sheet, income statement and major financial ratios. Subsequently, implying a thorough approach is significant for efficiently handling these issues. In order to appropriately place a brand within the market, it is essential to focus on a comprehensive understanding of evolving market dynamics, consumer needs and rivals. Nonetheless, through implementing strategies associated with rebranding that values customer’s experience, the firm might focus on its repute as a top and outstanding vacation destination.
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Balance Sheet (in GBP)

Asset/Liability

Cash and Equivalents
Accounts Receivable
Property and Equipment
Total Assets

Accounts Payable
Long-term Debt

Total Liabilties

Equity

2021
£100,000
£50,000
£2,000,000
£2,150,000
£30,000
£1,500,000
£1,530,000
£620,000

2022
£80,000
£40,000
£2,000,000
£2,120,000
£40,000
£1,500,000
£1,540,000
£580,000

2023
£20,000
£30,000
£1,800,000
£1,850,000
£50,000
£1,500,000
£1,550,000
£300,000
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Income Statement (in GBP)

Item

Revenue

Operating Expenses
Net Income

2021
£1,200,000
£900,000
£300,000

2022
£1,100,000
£950,000
£150,000

2023
£950,000
£1,100,000
-£150,000





