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[bookmark: _Toc159845912]1.0 Introduction
Seaview Resort, which taunts the seashore, was the go-to option for those seeking a sophisticated and visceral getaway during vacation (Prideaux, 2020). The objective of this case study is to analyze the problems that led to the resort losing money and make recommendations on what to do to get the money back in bags. Among the aims of the report are to make innovations in income, reduce costs and debt, improve customer service, deepen the services offered, and keep continuous monitoring of progress. Our resort, Seaview is suffering from a list of problems, such as falling income, rising expenses, a fixed gross profit but a category of decreased net profit, affordable average room prices and a low number of guests at the hotel. The assessment proposes certain ways for resort functionalization to strengthen its present income, restore its image and make sure its future is secured.

[bookmark: _Toc159845913]2.0 Financial Performance Analysis of The Seaview Resort (2020-2022)
[bookmark: _Toc159845914]2.1 Total Revenue Analysis
Over the last three years, the Seaview Resort has seen a decline in its total revenue. The resort's total revenue declined from £480,000 to £430,000 from 2021 to 2022, and in 2020, the total revenue of the company was £520,000. With less revenue flowing in, the Seaview Resort may not be able to pay its expenses, make necessary upgrades, or offer excellent service. 
[bookmark: _Toc159845915]2.2 Operating Expenses Analysis
The rising operating expenses of the resort during the three previous years are another factor for consideration. The resort's operating expenses were £390,000 in 2020, £400,000 in 2021, and £450,000 in 2022. Operating expenses have increased, which is concerning since they haven't been maintaining pace with the drop in revenue. The resort might be struggling with higher costs across the board, including labor, maintenance, and supplies costs, as seen by the rise in operational expenses (Bondarenko, 2021). The resort has to analyze these costs thoroughly to find ways to be more efficient and save costs. Keeping costs low is essential for any plan of action to succeed. 
[bookmark: _Toc159845916]2.3 Gross Profit Analysis
Throughout the three years, The Seaview Resort's gross profit was stable. The resort's gross profit fell from £130,000 in 2020 to £80,000 in 2021 and a loss of £20,000 2022. This means the resort's gross profit margin decreased as the revenue fell. Gross profit margins that decline with sales are a indicator that the resort is unable to keep its products and services profitable and reduce costs (Edwards, 2023). However, the resort should look deeper into this to see what factors are driving higher operating expenses when revenue from sales is declining.
[bookmark: _Toc159845917]2.4 Net Profit (Loss) and Net Profit Margin Analysis
The drop in net profit and net profit margin at The Seaview Resort over the previous three years is the most worrying part of its financial performance (Brammer, 2019). The hotel made £78,000 in profit in 2020, enough for a net profit margin of 15%. However, in 2021, net profit dropped to £40,000, a loss of 8 per cent from the previous year. In 2022, things got even worse, with a loss of £47,500 in net profit and a worrying -11% net profit margin. As can be seen from the sudden decline in net profit and net profit margin, the resort's profitability is fast decreasing. Ineffective cost management, falling occupancy rates, and potentially a fall in the average room fee might all play a role (Mesnard, 2021). 
[bookmark: _Toc159845918]2.5 Average Room Rate and Occupancy Rate Analysis
Average Room Rate (ARR) and Occupancy Rate are two critical KPIs to examine to understand the drop in profitability (Wang, 2020). The Seaview Resort's average room rate fell from £250 in 2020 to £230 in 2021 to £210 in 2022. The falling ARR is an indication that the resort is under price pressure or that its visitors are not finding sufficient value in their stay.
In addition, the Occupancy Rate dropped from 2020's 70% to 2021's 65% and 2022's 60%. Reduced income and profitability may ensue if the resort's rooms are not being filled to full. Strategies to enhance ARR and occupancy rate at The Seaview Resort are necessary to reverse the property's declining profitability (Yunitasari, 2020). As an example, it may improve its marketing efforts, upgrade its rooms, provide more alluring packages and experiences, and attract more customers. 
[bookmark: _Toc159845919]2.6 Balance Sheet Analysis
The balance statement for The Seaview Resort at the end of 2022 shows a total asset value of £1,200,000, broken down as follows: £250,000 in current assets; £800,000 in property and equipment (including £100,000 in inventory); and £150,000 in other assets. The resort has considerable obligations, however, with £750,000 in total liabilities, including £180,000 in current liabilities and £500,000 in long-term debt. The resort's equity is now at £450,000. The Seaview Resort's balance statement reveals it has accrued substantial debt, which is harmful to the company's bottom line (Ferranti, 2021). The resort's financial stability may be improved if the recovery approach includes decreasing debt and increasing equity.
[bookmark: _Toc159845920]2.7 Cash Flow Analysis
The Seaview Resort had substantial difficulties in its financial flow throughout the year 2021.   The operating cash flow was -£80,000, with capital expenditures of £30,000, leading to a net cash flow of -£110,000.   The presence of negative cash flow is a major anxiety since it suggests that the resort's activities were unable to generate enough cash to meet its costs and investment requirements (Plewa, 2022). To enhance cash flow, the resort should prioritize optimizing its operations, reducing costs, and identifying prospects for revenue expansion.
[bookmark: _Toc159845921]3.0 Key Reasons Behind the Decline in Profitability of The Seaview Resort
[bookmark: _Toc159845922]3.1 Supply and Demand Analysis
The decline in occupancy and revenue at The Seaview Resort could be better understood if one looks at the industry standard for supply and demand, which is the hotel industry. Factors influencing supply and demand include market circumstances, customer preferences, and competing products (Lerner, 2022). Alterations to customer spending habits may influence demand, whilst changes in the quantity of accessible rooms may influence supply. People cannot take vacations when their discretionary income is low, for example. Since individuals are seeking for more affordable solutions, this encourages competitors to provide better rates on hotels. Seaview Resort has to examine all of these factors thoroughly if it wants to increase occupancy rates and stop losing revenue.
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Figure 1: Supply Chain Demand Analsyis (Xuan, 2022)
[bookmark: _Toc159845923]3.2 Market Positioning using Bowman's Strategy Clock
Seaview Resort has to examine Bowman's Strategy Clock thoroughly if it wants to strengthen its position in the market. In order to stop the decline in ARR and Occupancy Rate, the resort may use this framework to assess how competitive it is in terms of price and perceived value, and then formulate a pricing strategy accordingly. The resort may decide to enhance revenue and tourist numbers, emphasize economical prices, or stand out based on its existing circumstances. It may also opt to utilize a hybrid method.
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Figure 2: Bowman's Strategy Clock (Campos, 2023)
[bookmark: _Toc159845924]3.3 Growth Strategy with Ansoff Matrix
The resort's financial assessments and growth initiatives might benefit greatly from the Ansoff Matrix. This approach categorizes growth strategies into four main areas: product development, market development, market penetration and diversification (Dawes, 2021). The declining occupancy and revenue make it even more important to use the Ansoff Matrix to thoroughly evaluate all possible expansion strategies. Reaching previously unreachable populations is known as market development, while increasing marketing efforts to gain new customers is called market penetration. By following the above tow framework, The Seaview Resort can find the key reasons behind the decline in profitability.
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Figure 3: Ansoff Matrix (Dawes, 2021)
[bookmark: _Toc159845925]3.4 Declining Revenue and Rising Expenses
The major cause of The Seaview Resort’s declining clientele and lackluster financial health is the reduction of its clients numbers over the last three years. The local resort collected £520,000 in 2020, however in the beginning of the pandemic the amount declined from £520,000 to £480,000 and even to £430,000. This precipitous decline in revenue is a sign that the lodge failed in its attempts to bring in clients and is heading for nonprofitability. Furthermore, the resorts’ cost of operations consistently rises thus leading to decline in its profits. In 2020, it cost £390,000 to run the resort. The next year, the cost has jumped to £400,000, whereas, in 2022, the resort had to spend £450,000 which is 15.4% more than the previous year. The blend of falling income from previous level and increasing payroll, material, and maintenance expenditures is a warning signal of financial strain in the resort (Kashyap, 2021). To be successful the Seaview Resort has the need to go through a meticulous expense analysis and find ways to save the money.
[bookmark: _Toc159845926]3.5 Plummeting Gross Profit and Net Profit
The company's net profit and net profit margin fell dramatically along with the company's gross profit, which fell from £130,000 in 2020 to £80,000 in 2021 and a loss of £47500 in 2022. With a net profit margin of 15% in 2020, the resort earned £78,000. In 2021, however, it fell to only £40,000, a decline of 8 per cent from the previous year. Things feel worse from there in 2022, with a net loss of £47,500 and a pathetic net profit margin of just -11%.
Profit for Seaview Resort in 2020 was £78,000 (15.0% of total). A decline of 8% from 2020 brought that figure down to £40,000 in 2021. By 2022, things had become even worse, with a terrible £47,500 in net loss (a negative net profit margin of -11%) being reported. There has been a significant decline in net profit and the net profit margin, indicating that the resort's profitability is fast declining.
[bookmark: _Toc159845927]3.6 Average Room Rate and Occupancy Rate Decline
Resort has other obstacles too, such as Aggregate Room Rate and Occupancy Rate, which are exactly the ones which determine the profitability of the organization. In 2020 the ANR was £250 but, now in 2022 it is £210. This means that either the rival resorts are undercutting them on price or they are not offering good value to their clients. On the top of this, the number of people coming to the resort nose-dives from 70% in 2020 to 60% in 2022 which can be seen as a negative tendency for the resort’s fill rates. Due to this reduced occupancy, airline companies have fewer passengers to fly, and thus, earnings and revenue are greatly cut off. Resort should set clear strategies in place to enhance critical marks such as customer satisfaction and occupancy rates to flip the situation. You can do that by implementing better campaigning, upgrading the accommodation to offer more alluring packages and widening the range of customers.
[bookmark: _Toc159845928]3.7 Financial Debt Burden and Negative Cash Flow
The resort's financial statements show a concerning amount of debt. The present obligations are £180,000, and the long-term debt is £500,000, for a total of £750,000 in debt (Park, 2022). The paltry sum of £450,000 in equity significantly compromises the resort's financial security. When a business has too much debt, it may hurt its bottom line and prevent it from making growth investments.
With an operational cash flow of -£80,000, capital expenditures of £30,000, and a net cash flow of -£110,000 in 2021, The Seaview Resort faced a significant financial cash flow deficit. Having a negative cash flow shows that the resort's activities were not profitable enough to cover all of the resort's costs, including capital expenditures (Patten, 2018). As a result, it is more important than ever to find ways to boost profits by streamlining processes and reducing expenses.
[bookmark: _Toc159845929]4.0 A complete turnaround strategy to revitalize the Seaview Resort's financial health and restore its reputation.
[bookmark: _Toc159845930]4.1 Revenue Enhancement Strategy
The Seaview Resort has to develop a revenue expansion strategy to reverse the trend of falling revenues. This necessitates a rise in average hotel prices and an increase in occupancy levels. The resort would be good to put effort into advertising if it wants to increase visitor numbers by appealing to a smaller audience and highlighting its special features (Menon, 2022). To increase demand and justify increased customer costs, the resort may also decide to make improvements and upgrade its rooms and services. Guests might be encouraged to choose The Seaview Resort over competitors by offering a variety of tempting packages and experiences.
[bookmark: _Toc159845931]4.2 Cost Optimization Strategy
With increasing operating expenses, the resort must find ways to cut down wherever possible. A comprehensive cost analysis should be performed to find ways in which efficiency may be increased and costs lowered (Zhao, 2021). This involves looking for ways to reduce labor costs, such as cross-training workers and adjusting schedules. Preventative maintenance practices and supplier agreements may help keep repair costs in check. The resort might also look at buying in bulk to save money on supplies.
[bookmark: _Toc159845932]4.3 Debt Reduction and Equity Raising
The resort's massive debt must be resolved as quickly as possible. The ratio of debt to equity has to be lowered. Debt consolidation, better terms, and/or debt restructuring might all be part of the solution (Corrado, 2018). Equity funding may be attained via a variety of channels, including investments, partnerships, or the sale of ancillary assets. Reducing debt and increasing ownership will boost the resort's financial stability and development prospects.
[bookmark: _Toc159845933]4.4 Enhanced Customer Experience
Improving the customer experience is essential for retaining and attracting new customers. The Seaview Resort must place a premium on enhancing the quality of service it provides to guests. For this reason, firms need to implement customer satisfaction survey methods, train personnel to consistently exceed customers' expectations, and address issues as soon as they emerge (Joshi, 2023). The resort may also use technological amenities, such as online check-in and booking systems, to improve customers' experiences.
[bookmark: _Toc159845934]4.5 Diversification and Innovation
The resort's long-term survival and the variety of customers it can accommodate depend on its ability to diversify its sources of revenue (François, 2020). The Seaview Resort is considering expanding its business model to include wedding and conference services. Introducing innovative elements, such as eco-friendly policies, wellness and spa offers, and recreational activities, may help the resort stand out from the competition and cater to the evolving demands of its clientele.
[bookmark: _Toc159845935]4.6 Regular Performance Monitoring
Constantly monitoring progress is crucial for the turnaround plan to succeed. Establishing and reviewing key performance indicators (KPIs) is essential (Harrison, 2021). The approach may be modified based on the information gleaned from this monitoring. Keeping abreast of developments in one's field and adjusting to shifting market circumstances are also important.


[bookmark: _Toc159845936]5.0 Conclusion
In conclusion, the resort's profitability and competitive advantage may be restored by implementing the following measures: increased revenue, optimized costs, decreased debt, improved client experiences, diversified income streams, and continuous performance monitoring. The resort is attempting to broaden its customer base via advertising, updated rooms, and special offers. If it can reduce expenses and control its debt, it will be more secure financially. Long-term success may be ensured by focusing on providing first-rate service to customers and developing novel products. The sustained revival of the resort depends on constant monitoring of performance and the incorporation of market changes.
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