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External Market Factors / Competitors

Vision / Business Plan & Business Trends
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Market Segments & Target Markets
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Vision / Business Plan & Business Trends
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UK
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TRAVEL

BAR &
RESTAURANT

SPA &
LEISURE

MEETINGS &
CONFERENCES

WEDDINGS




The Product (& competitive strengths)
Market Segments & Target Markets

External Market Factors / Competitors

Vision / Business Plan & Business Trends




Marketing — “identifying,
anticipating and satisfying
consumer demand”



Resources (Team / Marketing Tech
/ Marketing Budget)
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External Market Factors / Competitors
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Key Marketing Principles
for your Business
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/ Marketing Budget)
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Market Positioning / Branding

Key Marketing Principles
for your Business
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/ Marketing Budget)
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Vision / Business Plan & Business Trends
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Pricing &
Revenue Management

Market Positioning / Branding

Key Marketing Principles
for your Business

Resources (Team / Marketing Tech
/ Marketing Budget)

The Product (& competitive strengths)
Market Segments & Target Markets

External Market Factors / Competitors

Vision / Business Plan & Business Trends
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Pricing &
Revenue Management

Market Positioning / Branding

Key Marketing Principles
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Market Segments & Target Markets

External Market Factors / Competitors

Vision / Business Plan & Business Trends
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Brand Assets
(logo / photography
/ video)

Place
(third party
distribution)

Pricing &
Revenue Management

Market Positioning / Branding

Key Marketing Principles
for your Business

Resources (Team / Marketing Tech
/ Marketing Budget)

The Product (& competitive strengths)
Market Segments & Target Markets
External Market Factors / Competitors

Vision / Business Plan & Business Trends










Website & SEO
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(logo / photography
/ video)
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(third party
distribution)

Pricing &
Revenue Management

Market Positioning / Branding

Key Marketing Principles
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Resources (Team / Marketing Tech
/ Marketing Budget)
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Market Segments & Target Markets
External Market Factors / Competitors

Vision / Business Plan & Business Trends







Database & Direct Marketing
Website & SEO

Brand Assets
(logo / photography
/ video)

Place
(third party
distribution)

Pricing &
Revenue Management

Market Positioning / Branding

Key Marketing Principles
for your Business

Resources (Team / Marketing Tech
/ Marketing Budget)
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External Market Factors / Competitors
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Website & SEO
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/ video)
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Market Positioning / Branding

Key Marketing Principles
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Resources (Team / Marketing Tech
/ Marketing Budget)
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Market Segments & Target Markets
External Market Factors / Competitors

Vision / Business Plan & Business Trends







Other Marketing Collateral / Sales / PR /
Advertising / Partnership Marketing

Social Media Marketing
Database & Direct Marketing
Website & SEO

Brand Assets
(logo / photography
/ video)
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(third party
distribution)
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Market Positioning / Branding

Key Marketing Principles
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Vision / Business Plan & Business Trends
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Marketing Action Plans /
Marketing Expenditure / Evaluation

Other Marketing Collateral / Sales / PR /
Advertising / Partnership Marketing
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Website & SEO
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(logo / photography
/ video)
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(third party
distribution)

Pricing &
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Market Positioning / Branding

Key Marketing Principles
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Resources (Team / Marketing Tech
/ Marketing Budget)

The Product (& competitive strengths)
Market Segments & Target Markets
External Market Factors / Competitors

Vision / Business Plan & Business Trends
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Key Marketing Principles
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/ Marketing Budget)
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Strategy — “the identification of long-
term or overall aims and interests
and the means of achieving them”

HIGHER
OCCUPANCY
AND MORE

CUSTOMERS

MORE
ADDED
VALUE SALES

BETTER
AVERAGE
RATE & SPEND
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