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Executive Summary
The focus of consultancy at The Grove Hotel in Narberth is to raise hotel revenue and look at all the current issues. According to Romashko B (2020), many influences can impact the previous wicked previous results, such as the target market in the area, uniqueness and offers. Although every hotel is different, the outcome can be similar. Some properties base their revenue on guests’ opinions and demands from the client. However, it can be challenging to determine the right actions to improve the wanted result. 
The Grove Hotel asked the Consultancy Direct company to assist in refining the problems that occurred with the revenue last year 2020 and to express correct steps to increase hotels 'strategy for a better future. The report's principals will base their findings on customer segmentation and forecasting demand, and yield management and pricing. All these points are necessary to discover the hotel’s issues when the income is decreasing. (Altexsoft, 2018)
The consultancy team’s procedure to establish all major keys will be to identify the previous and current issues with the takings at the hotel, see expectations of the management team in the future and prepare an action plan to convert profitability of the property. As part of the report, it will reveal why the complications appeared, what guests think about the establishment and the plan to know what to do when the revenue starts to drop again. (Altexsoft, 2018)
The guests are always the most important at the hotel, but not always that is the central issue because something is not right. The management departments in each hospitality property look at customer demand before arrival, expectations during their stay, TripAdvisor reputation, recommendations to others to visit in the future. However, the staff, competition and unpredictable challenges can change everything. The team may not be trained up to standards and not selling the products in the right way, as well as competency and not professionalism can pull the best income down. Szende P (2021, p.101-102) states that the competition can be in the surrounded areas as well as online judgement. The challenges can vary, depending on the location, supplies and many more, but the main one since the beginning of 2020 is the pandemic, were hit the hospitality industry globally. ‘’Uncertainty in the next weeks due to the coronavirus.’’ (Catala Consulting, 2020) This statement was written when all the businesses closed and added that ‘’we don’t have any miracle solutions’’, which shows that the ongoing virus is the principal issue, which was unexpected and not sure when will it finish. 
Investigating the issues that The Grove Hotel can face due to low revenue, the research will be broad and focusing on many characteristics to identify the solution. The report will look at the situation in the last five years ago to compare to the current one, see how the hotel uses the marketing strategy and target market in the area, as well as the newest technology, communication and measuring the costs of distribution. Few hotels, especially in Pembrokeshire look at every tiny element of the business plan to ensure no outstanding part for a perfect business. Numerous miss the minor points like marketing or technology because they think it is not crucial. Every detail must be examining and checking how it works to see if the revenue will work well. (Netaffinity, 2021)
According to Mistry S (2021), uniqueness and trends are the main competitions that the hotels face to meet guests’ demands and get the finest from the other businesses. ‘’Profitable business’’ is the motto for the hoteliers who are opening their new hotel. Not always, it can be easy to complete a plan and stick to it. Substitutes are necessary and often used. Alternatives that the consumers are looking for are on demand and the hotels must always go with the updated news. Sometimes organising more noteworthy events can boost up the profitability and reputation of the hotel. Many clients can recommend the venue, which leads to enormous profits in the future.
The Grove Hotel is desperate to detect the revenue problem and find the best solution to increase the earnings soon. The main aim is to look at the principles of the customer experiences and how the expectations can be met, as well as the marketing strategy, technology, challenges, and crises and how to obtain the wanted results using consultancy company to direct them in the right way with the accurate steps.







Introduction
‘’Value for money’’ or ‘’satisfying your customer’'. (SiteMinder, 2019) These statements manifest that guest is the most important for each business and should look after exceptionally well. However, the guest can be a little element to the major issue when investigating the hotel’s revenue. The revenue team with services and products in the hotel is key. Uniqueness and exclusive offers that is what guests will come to see. 
Demands and expectations are on the top of the list to improve to surprise the customers with distinctive experiences. However, during large parties, opinions and recommendations to others can be crucial to expand the profitability. The growth of modern technology and current communication methods will help identify the problems that the Grove hotel may face. As a part of the consultancy report, the company will explore the competition and challenges that the hotel may not be aware of. SiteMinder (2019), believes that market segmentation and marketing of the hotel cannot be avoided. One of the tasks that the sales team must investigate in the occupancy rates and predictions of the possible reservations. However, from time to time, unexpected situations can occur where not much can be done during crises because of natural disasters, pandemics, and closure. 
The Consultancy Direct company has a role in bringing to light the issue, which has the Grove in Narberth to see why their revenue has gone lower than average. Using SWOT and PESTLE Analysis to help with the problem. Also, can be considered the marketing mix. Hayes D, Miller A (2010, p. 269-272), expose that marketing mix, forecasting and management strategy are the key to success. These principles of past, present and future data can help with optimising the greatest results. As an outcome, the hotel can be delighted with an enormous number of guests coming. Occasionally little indication from outside consultancy can bring special effects. 






Scope and Analysis
The report is based on The Grove Hotel in Narberth in Southwest Pembrokeshire. This is a Michelin 5 star and 3 AA Rosettes boutique hotel. The Hotel is in a stunning landscape in the view of Preseli Hills. The hotel has 26 rooms in total, 16 in-house and ten rooms in the cottages next to the hotel. It has a long history starting in the 15th century, when it was occupied by a ‘'Ty Hir’’ or ‘'Longhouse, which the Bailiff of Tenby owned. ‘’ (The Grove Narberth, 2021) All of the rooms, suites and cottages have their name, which is very individual to the place. The rooms names are after herbs and flowers, and people who occupied the place many centuries ago. 
The recent reviews from the hotel guests are mostly positive; however, not everyone has the same views about their stays. TripAdvisor (2021), states that over 66% of asked previous guests agreed that their visit was excellent. Luxury 8 course tasting menu or bistro a la carte are the menus for everyone. The services, facilities and value for money were the keywords that travellers wrote on the feedback. Spacious bedrooms, friendly staff, tasty with colours and flavours meals, modern and unique décor. These were guests' reviews from the previous stays. However, some opinions were a little negative and not much the hotel cannot do much about because of the location. Located 10.4miles from Tenby and 12.3miles from St Clears, Narberth is adamant about finding among forests and hills. The pessimistic feedback was given for the location, but the hotel cannot do anything about it. (Booking.com, 2021)
As the hotel faces negative reviews because of the location, many customers from around the UK or even Europe are not coming so often. The distance to the property can be difficult and the revenue, which is the main issue now, must be reviewed and improved. To see all criticism of people, the analysis must be completed, and results summarised. As the first method used, the consultancy team accomplished a SWOT Analysis (Strengths, Weaknesses, Opportunities and Threats) for the hotel, to see all aspects that can impact the revenue. (Fredericks L, 2020)

SWOT Analysis
	Strengths
	Weaknesses
	Opportunities
	Threats

	15th century, historic hotel
	Far away from town location
	Increase   bookings.
	Pandemic crises

	Countryside, Preseli hill's    location
	Marketing 
	Technology 
	Airbnb/ cheaper accommodations

	Brand reputation
	Irregular cash inflow
	More events
	

	Michelin, 5 stars
	Lack of trained staff
	Selling branded products
	

	Food quality/ variety of menus/ local supplies
	
	
	

	Facilities/ treatments
	
	
	

	Services, guest satisfaction
	
	
	


The SWOT Analysis allowed the researcher to understand deeply about the hotel, all beneficial and rejected points. The hotel’s strengths are the 15th century historical background, which can bring many tourists to explore more about old properties in Pembrokeshire. The views from around the hotel oversee by the Preseli Hills in outstanding countryside with breath-taking nature. As a famous hotel in Pembrokeshire and Wales hotel, the brand standards and reputation are magnificent, being one of the numerous places with Michelin star and 3 AA Rosettes establishment. 
The food quality is the finest, using Eynon’s of St Clears butchers located about 12miles from Narberth and own grown vegetables, fruit, and herbs from the garden. (Eynon’s, 2021) Countless hotels do not worry too much about the variety of menus; at the Grove, there are separate menus for the bistro restaurant and the fine luxury dining. Also, there is a vegan, vegetarian, pescatarian and a full menu in the fine dining restaurant. Their facilities are free parking and pets allowed, as well as some suites with disabled access and in room massages as a relaxing treatment on request. (Grove, Narberth, 2021)
The hotel’s services are two types of restaurants, afternoon tea, special celebrations (weddings, birthdays, Christmas, graduation), Romantic Escapes, Gourmet Escape and wine or kitchen skills masterclasses. Some services are not for everyone, so every guest can find something for themselves and satisfy their needs. (Grove, Narberth, 2021)
Another part of SWOT Analysis is weaknesses, which are not very pleasant and often not noticed in the first place. Although the location was a strength, the distance to the nearest cities is far. The marketing site can be rigid due to the promoting and keeping up to date with the news to inform others of any changes. As the report is about finding a solution to increase the revenue, the irregular cash inflows play an enormous role. During the pandemic, 1 in 10 people left the hospitality industry since the beginning of March 2020. (BBC News, 2021). Required vacancies not filled and lack of them can cause to lower- income during busy seasons. 
The opportunities that can bring a small light to the property are the increase in booking, leading to an increased in offers and discounts. As of 15th century building, the technology can be hard to implement, so using updated computer systems and online reviews can develop quicker check-ins. More bookings and events, weddings, conferences, and meetings can start in larger groups, suggesting greater takings with the reopening coming. The Grove is aware of their beautiful products, and they are trying to sell as much as possible. Honey and flower seeds from their garden, and homemade Welsh cakes free on arrival or locally produced Wickedly Welsh chocolates. (Wickedly Welsh Chocolates, 2021)
The last part of the analysis is the current pandemic crises, which closed all hospitality properties for many months. During the lockdown, indoor and outdoor seats were entirely out of use and gradually opened when the restrictions eased. Another threat after the reopening to choose cheaper accommodation is a surrounded area such as Airbnb or hostels. All these methods can be used to identify the problem with the revenue of the hotel. (Business School, 2020)
Another method that can be necessary for any business is PESTLE Analysis (Political, Economic, Social, Technological, Legal and Environmental), which shows all main categories to look at when planning to improve the revenue at the hotel. 

PESTLE Analysis
	Political
	Travel bans, government restrictions, taxes

	Economic 
	Investments, inflations, weakened currency, budget.

	Social 
	Social media, discriminations, nationalities, languages

	Technological 
	New technology, social media, blogs, travelling websites, reputation.

	Legal 
	Data protection, premises licenses, welfare and safety of guests and property, truth in menu law

	Environmental 
	Eco-friendly alternatives, climate, nature, healthy, organic


The political side now in the hospitality, including the Grove hotel is travel bans and government restrictions. So many local tourists can visit the hotel, but not a lot abroad. The taxes can be changed awaited to the current pandemic updates. The economy of the whole country has alternated, so the hotel has more complex too. The Grove hotel was planning to invest in more room expansion and extend its budget. However, the inflations and weakness of the currency may not attract too many visitors. (Farooq U, 2019) 
Social impact is the trendier part of the modern hospitality world. Everything is posted on social media can show reputation, marketing, opinions about the hotel. However, in the hospitality world in the UK, over 43% of workers make foreign nationals, conducting discrimination and language barriers. (Wingett M, 2021). Social media is a part of modern technology, as well as blogs and travel websites. Everything links to reputation and others’ opinions, which can assist or ruin the business. 
As the research is comprehensive and all point must be included, law and legal features followed. (Frue K, 2019) Premises licenses, for example, for selling alcohol until midnight is a rule at The Grove. Data protection of all the personal details, welfare and safety of guests and staff and truth in the menu to tell the customer every ingredient in allergy or dislike. (Grove, Narberth, 2021) Last of the angle to consider is the environment, such as eco-friendly alternatives, the climate in the area, nature like bees and flowers at The Grove and organic straight from the garden fruit/ vegetables and local farm produce. 
The Consultancy Direct team advanced their research and applied another strategic method to criticise and investigate the revenue problem at the Grove hotel in Narberth. Marketing Mix (4P’s - Product, Promotion, Place and Price), were contemplated to reveal a wider understanding of the issue. (Set Up My Hotel, 2021)

Marketing Mix
	Product
	Services, facilities, masterclasses, attraction

	Promotion 
	Brochures, commercial television, radio, websites, social media, travel guides, hospitality magazines

	Place
	Countryside, hills, landscapes

	Price
	Peak/ off peak seasons, offers, packages, discounts



The product can be the facilities, which are restaurants, special celebrations, and free parking for guests, pets allowed in the bistro and most suites and rooms on the ground floor with disabled access. As a part of attractions, wine masterclasses, floristry, seafood, or meat skills took their place to convey another way of recreation. (Grove, Narberth, 2021)
The crucial element is promotion, where the hotel is using brochures with all attractions, offers. The commercial television, radio, websites implement their awards and passion for the industry and competitions where chefs took their shot and participated. (Grove, Narberth, 2021) 
The place is outstanding with breath taking Preseli Hills views in the countryside location. As a part of magnificent Pembrokeshire, tourists from all over the world are coming to explore the uniqueness in dishes, enjoyable services and spectacular views. (Grove, Narberth, 2021)
The last factor is price changing in peak and off-peak seasons, special packages and offers for couples, families or special celebrations. Discounts and escapes are available on different days of the week and hours. the selection is wide and the range of occasions to be celebrated at the Grove. (Grove, Narberth, 2021)






Main body
As analysed before, many impacts could cause the revenue of the hotel to fall. Some of the points can be positive and some negative due to different SWOT and PESTLE analysis. The way to improve the revenue of the Grove hotel in Narberth is to increase the booking and get more visitors through the door. However, it may not be as easy because of the components that do the whole business work together. Sometimes only one element does not work and the entire system fracture. (Verret C, 2008, p.91)
To investigate the issue correctly and solve the problem in the most relevant way for the hotel, management techniques must be used to see if the company goals and met. As this report states that the revenue is not right, appropriate steps must be taken to enhance the incomes. According to Square (2016), the staff is more motivated with employee recognition from the employer. As a result, they will more effectively and sell more products, which means more bookings and guests. To acknowledge the issues that can pull the company down, constructive feedback and criticism must be considered. Guests about their stay can make some opinions but some from workers to perceive what was not realised before. 
Providing training and development of the future career is the key to success. To manifest to staff members that their work is crucial at the hotel to continue with outstanding service, supplying them with appropriate training and new skills will give the company many beneficial sites. Borrowing from Armstrong M (2006, p.71), the employer must know their staff and see potential in some, but others let go. ‘’One underperformer on the team can reduce the team’s productivity by 30 to 40%’’. 
To summarise the management techniques, the Grove hotel needs to review their team and see what can be changed or managed. Although the members can be trained very well and have many skills or knowledge, their attitude towards the other colleagues does not have to be excellent. As an outcome, they can spread negativity around the others and the customers can feel that too, so they are not too keen to come back. (Tranter K et al., 2008, p.209-212)
As a consultant of this project, the role is to find out why the hotel is facing the issue and its cause. Going through many techniques and methods, the revenue problem could occur because of the current pandemic crises, which globally affected the hospitality industry. (Baskas H, 2020) The experts agree that it is an unexpected situation and the solutions in this matter limits due to the virus, which no one controls. However, some safety measures can be put in place to make sure that the guests can feel comfortable during their vacation. Travel bans and restrictions are stopping numerous travellers across the globe from visit magnificent Wales. The occupancy rates dropped by 30% at the beginning of the pandemic in Wales. (Hospitality Net, 2020)
The Grove hotel was planning over 2020 to refurbish and invest in their rooms and suites to make them more modern and elegant. However, the economy was in crises too. Although the pandemic is easing slowly, the changes can be started soon. This popular Narberth hotel is completing its tasks to charm more tourists in the future. (Grove, Narberth, 2021) As of irregular cash inflows, the marketing and promotions can be boosted in travellers' magazines and local newspapers, as well as social media such as Facebook or Twitter. For the visitors, whose cannot leave their homes quite yet because of the restrictions, the internet and media platforms are the best ways to reveal updates about the hotel. (Severt N, 2018)
15th century hotel with a character. Modern technology and eco-friendly alternatives were introduced. That is how this property is managing its business. Being up to date with the news and customer demand, the Grove instigated a menu for every client and their needs. Organic, healthy, and tasty. Not just food, but wines too. That is their motto to exhibit the requests that can be met with a bit of help. Helping the environment and people become fitter and trendier extremely popular around the hotels. More visitors are asking about substitutes for their dairy milk or vegan alternatives in their meals. (Grove, Narberth, 2021)
Using analytical skills, analysing this information is giving a broader view of the problem. Not only solving this issue is a matter but also remembering and learning something from this report. (Doyle A, 2020) Cognitive skills are helping with paying attention to tiny details, where are needed when trying to conclude about the revenue in the hotel and what could cause it. (The rTMS Centre, 2020)
Borrowing from Frost & Sullivan (2021), studies show that to raise revenue, tasks must be set, and priorities are written. Main the essential steps for the hotel are to create exclusive offers and unique discounts with packages, so that everyone can find something for themselves. As the hotel cannot manage the crises, it is up to the government to open or close the businesses; the Grove can initiate their activity in public life and reveal that they are keen to ameliorate their reputation to the top. Showing on online platforms that the refurbishments of the rooms and garden started, and the nature of healthy organic foods are still ongoing can attract peoples’ attention quicker. All safe measures in place to make guests feel safe and want to come back. (Gov Wales, 2021) All of the cleanings are made regularly and sanitised in all areas to make sure it is secure. (Grove, Narberth, 2021)
The remaining activities that can take place a little later in a year are to present modern technologies such as online check-in or mobile room service. (Grove, Narberth, 2021) As an ancient building, the touchable door key cards are not available. The atmosphere of rustic and wooden property cannot be spoiled by too much engineering news. Also, using a large area outside, the marquee can be opened and up to 200/ 250 guests' banquets, birthdays, weddings, or conferences organised. To raise the takings of the place, space already there, set up to make it intimate for dedicated events. 
The Financial Times (2021) statistics reveal that since the beginning of Covid-19 in March 2020, the Grove dropped with the revenue down from 97% occupancy on average to 32%. When the restrictions were implemented more, it fell to 0% when the hotels closed end of March 2020. As of July 2020, the reopened rooms were occupied 72% by residents and other Welsh tourists. The numbers were rising and dropping each month as the rules were changed. Now in just started peak season May until around October, the bookings increased to 68% becoming more popular and is visited by tourists from around Europe. 
The Grove is a family and pet-friendly hotel. (Grove, Narberth, 2021) They are not separating the guests and their needs. In 2019 42% of tourists came with their dogs and in 2020, the hotel opened 51%. Countless states that it is difficult to find a hotel in Wales with a pet-friendly approach. Other than pets, the market segmentation can be challenging for hotels. At the Grove, customer segmentation is not an issue. All age groups are very welcome, and no discrimination are allowed. As a hospitality industry. Over 70% of staff at the Grove are foreign and language barriers and nationalities can mix in different departments. The segmentation that can occur in the hotel is demographic (age, gender, education, religion, profession), psychographic (values, lifestyles, goals), geographic (country, city) and behavioural (loyalty, spending, browsing habits). (Thomas S, 2020) Studies show that all these segmentations can appear as discrimination, where at the Grove is impossible to see. They are very understandable and friendly as a long-term hoteliers' company. 
To summarise given statistics and facts about this consultancy, tourists gradually increase as the pandemic ease. However, some visitors may stay like to take a negligible risk and go abroad on holiday, but the survey in Wales showed that ages 19-50 in 62% prefer to stay local. To use this advantage, the Grove hotel must prioritise their tasks and applying the above analysis to attract these residents to visit the Grove hotel in Narberth. The statistics can change and update daily, weekly, or monthly, but now they are promising for the revenue to increase and boost the sales and management at the hotel. (Gov Wales, 2021)


















Findings and Results
	Department 
	Investigation 
	Steps 

	Kitchen 
	Organic foods, local produce
	Vegan menus, vegetarian menus, pescatarian menus, local farmers, butchers, fruit& vegetables from the garden

	Food & Beverage
	Wine alternatives, up sales, wine classes
	Wine substitutes, wine matching, up sales of drinks

	Reception
	Increasing bookings, social media, websites, events, selling brand products, systems
	More online and telephone bookings, promoting on social media, greater reputation, up to date websites about the hotel, organising events, selling original brand products, newer systems.

	Rooms
	Cleaning safety measures, treatments
	Cleaning frequently, sanitising all areas, relaxation treatments.

	Garden& Maintenance
	Refurbishment of rooms, marquee in the garden, innovative technologies
	Investing in refurbishing and rooms, marquee with more space outside, modern technologies



The findings and results of the research that shows why the revenue of the Grove hotel dropped down. Although the pandemic did not help, other factors could influence the income in the past couple of months. Above table display each department and the possibilities of change or what they are already doing to see if the takings will increase in the future. 
The first department is the heart of each hotel, the kitchen. They are promoting varieties of manus and going with the trends. (Grove, Narberth, 2021) More tourists are asking about vegan or gluten-free substitutes or what is wines’ origin. The Grove hotel has two restaurants; one is luxury (The Fernery) with a range of 5, 7 or 10 tasting menu courses and the second one (The Artisan) with a bistro menu. In both alternatives to dairy, gluten or vegan can be found. For the more exciting connoisseur wines, meats and fish have their list saying how far from the hotel they are coming from, for example, honey 20ft or pork 7miles. Intolerances and allergies must be controlled for every guest not to risk any illnesses. 
Another department linked to the kitchen is food and beverage, which is a wine matching, food allergies and alternatives. The Grove, as a hotel they have highly qualified sommeliers to help them find the best tastes and match according to guests' palette. (Grove, Narberth, 2021) Upselling the drinks and promoting them is part of the role, so the marketing with wine classes can show people whose did not visit Grove yet what opportunities are there. 
Moving on around the hotel, reception as first and last contact for the guest department has the greater role in growing the booking promoting on social media and the hotel website and show extraordinary events on travellers guides and internet platforms. According to The Good Hotel Guide (2021) events are the finest at this place, ‘’attention to detail and the excellence of brand standards service are beyond expectations. ‘’ Honey from the garden and local Wickedly Welsh Chocolates are exceptional with the Grove logo on it. They are selling local pottery and guidebooks too. (Trip Advisor, 2016) The Grove is updating the computer systems and using the Sage to protect the personal details of their guests. 
Rooms and the housekeeping department take all needed precautions to regularly follow safety measures and sanitise the rooms and public areas. A study from CDC (2021), conveys that all public surfaces at the hotel must be sanitised every 8 minutes. They are leading to an increase in staff numbers. Face masks, gloves and cleaning equipment are provided to all housekeeping teams to ensure there are no germs and bacteria. During the stay in the rooms, spa relaxation treatments are available on request by highly qualified beauty experts to make the customer feel the wonderful atmosphere of the countryside with luxury. (Grove, Narberth, 2021)
The last departments join by the garden and maintenance teams because most of the time, they are working together. The garden members must look after the garden, including flowers and vegetables; the ferns in the Fernery restaurants or summer flowers in the Artisan restaurant are looked after. In the cottages with herb names in them, the natural herbs are smelling most of the year to indicate the room’s name. (Grove, Narberth, 2021) The maintenance department is working alongside to ensure that the room’s refurbishments and outside marquee plan are going into the plan. Outdoor spaces are needed and constantly improved to protect visitors from the pandemic but still enjoy themselves. Modern technology introduced to the public, so it easier to plan and schedule the work ahead. (Advanced Hospitality Technologies, 2020)
All the results are considered, and the solutions made for the hotel to find the best out of all outcomes to ameliorate their incomes and become more approved by the locals who are not willing to travel abroad on their holiday soon. 
 
Action Plan
	Number
	1
	2
	3

	Problem
	Low revenue
	Marketing strategy
	Recruiting/ training staff

	Solution
	Agreed on reviewing the negatives and turn into positives using SWOT and PESTLE analysis
	Assess promotions and marketing of the hotel, using social media, brochures, and modern   technology.
	Calculate how many staff in each team is needed, how many during busy and off-season times.

	Needed tools.
	More open space, more supplies, offers.
	Facebook, Twitter, websites, guides, magazines, brochures
	Training, recruitment

	Desired Outcome
	To rise the incomes by bringing local tourists and residents instead of going abroad on vacation
	To attract more visitors to stay at the Grove and not choosing another accommodation.
	To deliver the best service possible and to have highly qualified staff.

	Time Scale
	1 month
	1 month
	3 months

	Completion Date
	01st July 2021
	01st July 2021
	01st September 2021

	Planned budget.
	25,000
	10,000
	Depending on how many people recruited



The three key issues listed above that the priorities must be taken as soon as possible. The budget is £25,000 to raise the revenue indicating needed tools, £10,000 to improve the marketing side. The recruitment of inexperienced staff it depends on the amount recruited and if they are a trainee or fully qualified, part-time, or full time and what training is needed. Full-time staff can earn between £1500 - £3000 depending on what position monthly and part-time staff between £500 - £900. The training can be included in working hours such as fire training or outside working hours, for example, wine training costs £78 per person. Including the consultancy fees of £25,000 with the recommendations and initiatives of change for preferable business takings. 

Recommendations
· Low revenue – by twisting around some elements of already doing actions towards it, the desired outcome can be surprising. More open outdoor spaces, various supplies and offers can attract families, couples, the elderly, and groups.
· Marketing strategy – reviewing what has been done in the past, Facebook, Twitter, travellers' magazines and guide or local brochures can have a newer look and by upgrading, the convert must see by regular or new customers.
· Recruitment and training staff – to deliver exceptional service in each department and have qualified and passionate members to enjoy being part of their team.






Conclusion
To recap the report, The Consultancy Direct would like to thank Mr. Neil Kedward for his time taking to choose our company as an expert in consultancy in hotel issues. As a consultant of this project, I much appreciate that your trust came towards me where I could show how to increase the revenue of your hotel and see other possibilities for the future that could have been missed before. Although the report is a construction of many aspects of the problem, it comes all to one topic, which is the takings and promoting the business. As a consultancy company, we are specialised in other areas of issues that can be consulted, and feasible solutions suggested. Once again, thank you for choosing The Consultancy Direct and contact us for any additional help with your business in the future.
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