
12                                       Journal of Tourism, Culture, and Management Studies | Apr - Jun 2025 

 

Journal of Tourism, Culture, and Management Studies (JTCMS) 

Vol. 2, No. 2, Apr – Jun 2025, pp. 12-25 

ISSN: xxxx - xxxx, DOI: https://doi.org/10.17051/JTCMS/02.02.02                                                                              

  

 
 

From Crisis to Resilience: Managing Tourism Destinations 
through Disasters and Recovery 

 

K. Sánchez1, R. Martínez2 
 

1,2Department of Construction, University of Extremadura, 10003 Caceres, Spain 
Email: martinrec@unex.es 

 

Article Info 
 

ABSTRACT  

Article history: 

Received : 10.02.2025 
Revised    : 19.03.2025 
Accepted  : 11.04.2025 

 

 
Strategic community engagement offers significant revenue 
opportunities through local campaigns. By localizing website statistics 
based on visitors’ IP addresses a powerful insight is possible since we 
can analyze those reports. Any other metrics can then be used to cross 
reference this data, and thus find new markets where marketing 
investment may be needed.Value driver analysis facilitated 
enhancement in the control over expenditures for properties 
implementing priority-based budgeting. Hotels providing such full 
spectrum of services and exceptional services were able to attract 
family travelers on the basis of value. Local property experience 
leveraging strategic partnerships without cost increases.Students in 
higher education courses and online trainings play an active role in 
visitor experience education. With detailed briefs and co-creation 
session, such properties bring out genuine narratives that connect with 
target audiences. The level of guests’ expectation depends on 
standardized certifications and they would expect consistent practices 
in all the hotels. 
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1. Community Engagement Initiative ROI 
As patterns of travel change, destination 
organizations are looking for new ways to resolve 
older problems. With comprehensive Google 
Business Profiles experience, properties saw their 
rankings improve on Maps as well on Search 
results. By maintaining effective business 
information as well as high quality images, hotels 
can effectively do so within the local region. 
By implementing value based promotions 
properly, properties get away from the damage of 
reputation caused by excessive discounts. Hotels 
partnering with local organizations enjoy direct 
benefits to the community and also reduce 
operational costs. Individuals who successfully 
implement financial policies and robust internal 
controls during community engagement initiatives 
remain stable through the life of the property. 

Without doubt, properties that are actively 
engaging with their communities can successfully 
draw in a variety of guest segments, from 
corporate groups to families who are celebrating. 
Beyond classic hospitality offerings, these 
partnerships include food plus wine tours, 
historical site visits, as well as seasonal outdoor 
activities geared towards travelers seeking real 
experiences [1]-[5]. 
 
1.1 International Market Recovery Strategies 
Data driven market analysis provides huge return 
on global expansion strategies. Effective 
international recovery approaches are also shown 
in Brown Hotels’ successful entry into Greece, 
which resulted in a 19% rise in direct bookings 
and a 55% cut in cost per booking. 
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Fig 1. Country-Specific Marketing Campaign Results 

 
Persona based strategy is remarkable in its success 
with targeted marketing initiatives. Those that 
conduct through research about domestic and 
international traveler preferences have reach to 
better engage. As hotels forge ahead by strategic 
asset creation, they communicate with receptive 
audience about different property appeal. 
Performance Max campaigns allow properties to 
increase effective reach by selecting plus 
combining location-specific assets in real time. But 
these implementations ultimately translate into 
close connections with prospective guests through 
content delivery that is highly relevant to theirs. 
 
1.2 Travel Corridor Opportunity 

Capitalization 
The systematic implementation of strategic 
corridors development creates immense 
opportunities. Properties with AI-powered 
campaings serve as properties that effectively use 
the analysis of historical data together with 

current trends to match rapidly to any fluctuating 
travel demands. For travel goals, Performance Max 
allows hotels to streamline the advertisements 
across the multiple formats and reach customers 
on their entirety of the decision making journey. 
Through analysis of properties individually, 
properties do a great job in distinguishing on what 
selling point to focus on, based on the hotel 
characteristics. 
Enhanced market access transforms global 
alliances into trajectories of recovery. This puts in 
place the UNESCO Sustainable Tourism Pledge 
based on 3,300+ Accor hotels in more than 96 
countries as an example of forging effective 
partnerships. Together with 300 public plus 
private organizations the Glasgow Declaration on 
Climate Action in Tourism is a collection of 
properties that commit to substantial emissions 
reductions. Properties benefit from elevating the 
global standards of sustainability through 
membership to organizations such as GSTC. 
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Successful elimination of unnecessary plastic items 
takes place where hotels using reusable 
alternatives participate in the Global Tourism 
Plastics Initiative. Through these collaborations, 
properties can invite some innovation away from 
sustainable plus positive futures with the help of 
shared expertise as well as resources. 
International partnerships enable market 
positions to be strengthened through increased 
visibility, as well as increased operational 
excellence [6]-[11]. 
 
1.3 Corporate Travel Account Management 
Strategic rate management and account nurturing 
transform revenue landscapes through Corporate 
Travel Partnerships. By analyzing corporate 
patterns of booking properties capture huge 

chances for continuous growth in addition to 
strengthening customer relationships. 
Systematic implementation of corporate rate 
structures results in exceptional stability. 
Corporate accommodations properties minimize 
the concerns with their unbeatable balance of 
professional base of clients that reflect the 
behavior of their employers. Hotels that have gone 
with corporate housing programs are reporting 
large maintenance plus repair cost savings. 
Properties aim through the careful analysis of 
determinants affecting acceptance to identify 
factors impacting on the adoption rate. These 
constructs establish some preliminary bases that 
will be utilized for future growth in trade with 
domestic tourism markets. 

 
Table 1: Major Crises Affecting Tourism Destinations and Their Immediate Impact 

Crisis Type Common Impact on 
Tourism 

Notable Examples Recovery Timeframe 
Estimate 

Natural 
Disasters 

Infrastructure damage, 
cancellations 

Earthquakes in Nepal, 
Tsunamis in Indonesia 

6 months to 3 years 

Health 
Pandemics 

Travel bans, loss of jobs COVID-19 global 
shutdown 

1–4 years 

Political 
Instability 

Decline in international 
arrivals 

Arab Spring impact on 
Egypt & Tunisia 

1–2 years 

Terrorist 
Incidents 

Reputation damage, fear 
factor 

Paris attacks, Sri Lanka 
bombings 

6 months to 2 years 

Environmental 
Crises 

Ecological damage, loss of 
appeal 

Wildfires in Australia, oil 
spills in Gulf 

1–3 years 

 
The changing business travel patterns are 
impacted by ever changing market demands. In 
2023, the sector is at USD 245 billion and has a 
projection of 220 million outbound business trips 
in 2024 (173 million in 2023). To convert these 
upside properties strategically, cost effective 
conversion techniques are revealed. Use of 
systematic documentation, and regular audits 
ensures that properties are made more efficient in 
their operation. 
Strategic account management is very profitable 
because it provides better relationship with the 
clients. An efficient communication channel can be 
utilized by the properties implementing corporate 
housing staff to streamline the operation. 
Competitive positioning of hotels thus is based on 
factors similar to what a traveler is looking for. 
Properties have agile revenue management 
strategies by carefully monitoring 5–10 primary 
competitors. Both secondary plus tertiary 
competitive sets, and properties implementing 
them, achieve complete market visibility in 
different segments. 

Through strategic partnerships, as well as local 
engagement, properties are able to deliver 
compelling experiences with little increase of cost. 
Differentiating themselves, hotels offering special 
amenities such as complimentary shoe shines and 
winter car snow removal do well. Wide ranging 
offerings, combined with exceptional service 
attracts the business traveler that represents a 
large volume of these travelers, the favorable 
TMCs, and the corporate purchasing at the 
negotiation table. Using continuous facility 
improvements plus service enhancements, these 
properties effectively, and in an environment of 
changing corporate travel demands, capture 
market share. 
 
1.4 Bleisure Travel Opportunity Capitalization 
Extended stays in combination with activities that 
include business plus leisure reshape knowledge 
work demands. The patterns that emerge from 
analyzing 500 properties as they adapt to 
successful bleisure travel behavior distinguish 
themselves between accommodation segments. 
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Fig 2. Workation Package Revenue Data 

 
There is substantial growth in the extended 
accommodation bookings, because remote work 
trends have greatly increased. Hotels in Los 
Angeles to Lake Como convert venues in to 
corporate workstations, and properties with 
month long stays see very steep demand increases. 
By April 2021, day use workspace booking to soar 
to 35 percent and account for 9 percent of the total 
rentals. Upgraded work packages, that include 
breakfast bags plus private work space, work for 
hotels that implement premium packages at USD 
109 per day [12]-[15]. 
 
2. Extended Business Stay Conversion Rates 
Flexible accommodation options of extended stay 
properties have proven highly resilient. According 
to professional client bases, hotels offering 
corporate accommodations take care of anything 
by way of concerns since employee behaviour is an 

extension of employer relationship. Business 
professionals in the hunt for temporary office 
space are attracted to properties that have in-room 
kitchens as well as better amenities. Other 
companies tend to sign month and yearly 
agreements just for getting use of the offices and 
then they utilize the bedrooms for overnight sleep 
and spaces for work desks in addition. 
 
2.1 Local Experience Add-On Performance 
Local partnerships really provide substantial 
ancillary income via authentic guest experiences. 
Lifestyle focused renovations of properties are 
used to effectively transform relatively traditional 
midmarket offerings into properties with 
properties implementing properties. Hotels, 
working with their neighbour businesses, 
restaurants and tour operators make mutually 
beneficial actions which involve guest satisfaction. 
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Using a process of strategic community 
engagement, properties create a personalized 
itinerary for guests based on their various 
interests. These partnerships permit hotels to skip 
investment in hardware, upkeep, in addition to 
infrastructure mind the body. Enhanced flexibility 
increases the redemptions of properties that offer 
points plus cash by 20-25%. Between a quarter 
and a third of remote workers believe there aren’t 
enough hotels providing co working spaces and 
this creates huge opportunities for them to 
differentiate themselves. 
Wanderland's Kids Hospitality Report reveals that 
family travel as a USD 175 billion opportunity for 
hotels around the globe is taking an entirely new 
twist in the development of multi generational 
tourism. Properties unlock substantial revenue 
potential from family travellers by providing 

through strategic amenity development plus 
thoughtful room configurations. 
 
2.2 Multi-Generational Package Results 
Hospitality segments are much in need of multi-
generational luxury travel which displays a growth 
potential worth noting. Comprehensive family 
packages properties receive increased bookings, as 
77 percent of parents say that their children’s 
influence in choosing vacation activities is 
confirmed. The proliferation of flexible point 
redemption options leads to higher engagement 
from families, who instead of preferring a standard 
resort vacation, prefer to embark on city vacations. 
Systematic implementation of family focused 
amenities allows a properties to attract multi 
generational groups looking for shared 
experiences. 

 
Table 2: Resilience Strategies for Sustainable Recovery of Tourism Destinations 

Strategy Key Components Success Case 
Example 

Stakeholders 
Involved 

Crisis Communication 
Plan 

Real-time info, media 
handling, stakeholder trust 

Japan post-2011 
Earthquake 

Tourism boards, 
media, gov’t 

Diversification of 
Tourism Products 

Eco-tourism, digital tourism, 
domestic travel 

Costa Rica’s eco-
recovery model 

Tour operators, 
local communities 

Public-Private 
Recovery Partnerships 

Joint funding, infrastructure 
rebuilding 

New Orleans post-
Katrina 

NGOs, investors, 
local gov’t 

Community-Based 
Tourism 

Local employment, 
ownership, resilience training 

Nepal’s rural 
tourism revival 

Local NGOs, 
citizens, donors 

Emergency 
Preparedness & 
Simulation 

Regular drills, early warning 
systems 

Iceland’s volcano 
readiness 

Civil protection, 
hospitality 

 
Being strategic with one’s amenity investments 
rewards large returns with large families through 
increased family engagement. Great guest 
satisfaction improvements are seen with 
properties that present innovative solutions 
beyond traditional coloring books. In the case of 
children, first preference is given to hotels that 
offer gaming systems, arcade rooms as well 
swimming pools with slides. Using careful analysis 
of guest feedback, properties learn that 71 per cent 
of the U.S. parents are more willing to spend on 
treats, gifts and experiences at holidays. 
 
2.3 Family Room Configuration Optimization 
Design implementation of room configurations 
strategies is important in shaping family travel 
experience. Connecting rooms in properties allow 

grandparents to be close to the children, so they 
make a place for the bond of multi generation. 
Modular spaces that hotels implement integrate 
single venues from conference settings to family 
lounges in just a matter of minutes. Recognizing a 
variety of guest needs through space optimization, 
properties meet the needs of those who put family 
togetherness first. The extensive grounds of these 
establishments facilitate the practice of 
capitalizing on vast grounds to have more room 
inventory, through creative solutions to 
accommodate more groups. Guests with family 
booking expectations receive transparent 
communication about available configurations and 
are effectively managed by properties while 
maximizing revenue potential from family 
bookings [16]-[21]. 
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Fig 3. Solo Traveler Market Penetration 
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Solo travel trends lead hospitality revenue streams 
through strategic adaptation. According to a study 
by Booking.com, 72 per cent of UK travelers will be 
going solo in the next 12 months, and millennials 
are most interested at 84 per cent. 
 
2.4 Solo-Friendly Package Performance 
Solidly focused on solo travelers, solo packages 
that are implemented in hotels relate very much to 
the key motivations that the travelers seek today: 
freedom when planning your vacation paired with 
personal growth experiences. Systematic analysis 
of spend development shows that single rooms 
contribute 75% of the revenue of double rooms 
and take very little upkeep. Value driver analysis 
provided enhanced control over expenditures for 
these property types which used priority-based 
budgeting. Strategic partnerships combined with 
active engagement in the local area allows hotels 
to offer compelling experiences at a small increase 
in cost. 
Developing an operational strategy to take these 
responsibilities is room inventory management 
that transforms operational efficiency through 
thoughtful allocation. The properties used systems 
with reservation platforms such that the hosting of 
unsold room ventilation as well as the minimum 
heating requirement were conducted effectively. 
Hotels with indoor configurations which guests 
require support of from lobby entrances in order 
to access their rooms are also enhanced as the 
hoteller stays are deemed more secure. Properties 
can strengthen their operational efficiency with 
minimum costs by thorough documentation and by 
regular audits. 
 
2.5 Solo Traveler Event ROI 
Enhanced guest engagement is received from 
strategic event planning being highly paid. Local 
properties also experience very high participation 
rates when they become local workshops, where 
solo travelers are looking for authentic 
experiences. Successful communal comes from 
those hotels that provide the Turkish hammam 
steam bath and jungle themed co — working 
space. Using addressing solo preferences, 
properties determine what amounts among top 
booking factors are friendly vibe and immersive 
local experiences. The implementations provide 
for savings in physical promotional materials and 
streamlining operations. Real estate which propels 
itself as a solo friendly by clever amenities invites 
more customers, partners as well as produces 
economic activity by word of mouth. 
This enables social media to become a strong 
means for properties to entice younger travelers 
which properties begin to adapt their marketing 
tactics in order to attract millennial plus Gen Z 
demographics. Using a study of survey data from 

the University of Surrey, hotels ascertain 
compelling insights into how younger guests 
prefer to communicate on sustainability.Through 
the creation of authentic content, there is excellent 
engagement on properties implementing social 
media campaigns. Using analysis we can see that 
pictures, product highlights as well as involvement 
messages are all powerful factors of causing 
bookings. The 66 percent of respondents that 
consider videos as most engaging content format 
mean that hotels with active social media profiles 
yield higher visibility. By choosing the right 
platforms to put their properties, they are 
specifically targeting audiences of their properties 
who are younger who are wanting for unique 
travel experiences [22]-[26]. 
 
3. Experience-Based Package Performance 
Effective lifestyle focused renovation takes 
traditional offerings and turns them into 
experiential stays. Compared to others, those 
properties that conduct thorough market analyses 
prior to repositioning experience high return on 
their investment. As younger travelers yearn for 
authentic local experiences, the value add 
packages, when implemented correctly, can 
successfully attract the younger consumers to the 
hotels. Properties that systematically implement 
experience based offering differentiate themselves 
in competitive markets. 
 
3.1 Sustainability Initiative Appeal Metrics 
Environmental responsibility shapes booking 
decisions among younger demographics. In many 
cases, too much sustainability information turns 
consumers off, since they doubt that hotels really 
care about environmental initiatives. Eco 
conscious guests engage those who are properties 
streamlining coherence of their messages and 
focusing on relative much more as well as 
impactful initiatives. Careful consideration of 
communication strategies help hotels not 
overwhelm the potential guest with tons of data. 
These strategies find that the younger travelers 
always prefer value added offers over flat 
discounts. Successful properties grow sustainably 
by placing their offerings on the right side of 
market analysis, taking strategic position for these 
millennial plus Gen Z preferences. hotels that 
implementing tech driven personalization along 
with the curated experiences hold on to their 
competitive edge in attracting younger 
demographics. 
 
Through effective adaptations to evolutionary 
preferences of guests, senior hospitality segments 
show excellent recovery. An example of the 
success in market penetration is in this case of 
Extended Stay America, which provides senior 
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accommodations to people aged 55 plus without 
having to be a member of AARP and it does so at 
the discounted rates.Tailored amenities for senior 
focused packages attract more engagement among 
properties which implement such packages. If they 
have a fully equipped kitchen along with premium 
entertainment options, they appeal to extended 
stay seniors. Strategy implementation of loyalty 
programs allows senior guests to receive exclusive 
offers as well as discounts on thousands of the 
local and national brands delivered though the 
properties. 
 
3.2 Health and Safety Communication 

Effectiveness 
Decisive factors are safety protocols in their senior 
booking decisions. STAYconfident programs given 
to properties ensure guest trust through 10-point 
room inspection standards. Hotels who are 
effective in utilizing tried plus trusted cleaning 
brands align to message of well being of their 
guests. Properties are documented regularly and 
audited systematically and have consistent safety 
standards pleasing to health conscious senior 
travelers.Strategic investments in accessibility 
yield very strong returns in increased market 
penetration. Accessible facilities at Hotel Brooklyn 
Manchester is delivering exceptional results with 
additional revenues of £217,000 in that hotel’s first 
full trading year. Accessible overnight 
accommodations that are also properties earn 
£7,333 extra per room per year, and 100 extra bed 
nights per four weeks. With meaningful design 
attention, hotels manage to enlist guests that need 
accessible rooms, who typically travel with 
companions, as well as extended trips. 
In terms of revenue, an extra £85,000 is given for 
event bookings that include accessibility 
requirements. Universal design principles are 
effectively hosting all sorts of gatherings, whether 
charity dinners or people suffering from disability 
who obtain the opportunity to get married. By 
considering inclusive design elements in 
communal areas, hotels can achieve welcoming 
environments in the circumstance of a diverse 
communal demographics of senior people looking 
for comfortable plus accessible rooms. 
 
3.3 Wellness Tourism Opportunity 

Capitalization 
Hotels across the globe become substantial 
revenue drivers of wellbeing offerings, where 
properties deploy their offerings to cater to 
changing demands. Indeed, 26% increase in total 
RevPAR of minor wellness properties indicates a 
huge potential for revenue growth from offering 
better wellness services.Privacy focused fitness 
options transform in room exercise solutions into 
great experiences for guests. Guests are able to 

select personalized goals for increased strength, jet 
lag relief, or simply a ride to burn the day away, 
using properties which make use of Life Fitness 
indoor cycling equipment coupled to video 
programs. Hilton's 'Five Feet to Fitness' rooms 
offer more than 11 different fitness devices plus 
accessory options including Gym Rax, Indoor Cycle 
and TRX equipment. Guests can go through over 
200 guided exercises and 25 classes thanks to this 
properties providing them with over 200 
comprehensive video tutorials via the properties, 
directly on their rooms. 
Enhanced amenities aimed at wellness set the 
stage for premium pricing strategies, which boost 
the occupancy rates. Other properties, such as 
properties that implement advanced wellness 
solutions, experience positive global growth, with 
minor wellness properties, those that earn less 
than USD 1.00 million or 10% of the revenue from 
wellness, recording an average increase of 26% in 
total RevPAR. Crucially, hotels that provide a true 
wellness package include hot diagnostics, 
nutritionist consultations and treatments such as 
IV therapy as well as cryotherapy. In a process of 
strategic program implementation — sleep 
programs, sound therapy along with meditation 
classes — properties develop the feeling of a 
sanctuary for guests. 
 

3.4 Spa Service Adaptation Results 
Reaching the potential of the Spa revenue is 
possible through innovative service delivery. 
Guests that stay at wellness focused hotel 
properties tend to be satisfied with wellness 
focused activities, such as wellness focused 
amenities, in addition to high quality spa 
treatments. Hotels that also provide a holistic 
programs easily host wellness workshops, yoga 
sessions, and nutritional seminars. With 
personalization and technology integration, the 
properties analyze guest preferences to make the 
wellness programmes more minded, thus giving 
personal virtual assistants offering personalized 
recommendations and access to health monitoring 
devices. These implementations give properties 
the ability to stand out in competitive markets and 
increase both Occupancy plus profitability via 
comprehensive wellness initiatives. 
Immersive food focused offering help to reshape 
hotel revenue streams by taking them culinary. 
Properties discover invaluable opportunities for 
realizing revenue growth and enhancing guest 
engagement through the strategic chef 
partnerships, as well as innovative cooking 
programs.Great returns are shown by farm-to-
table initiatives through authentic culinary 
experiences. Properties that team up with local 
farmers, fishermen, and artisans actually source 
fresh local, seasonal ingredients and support 
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regional economies. Coupled with location specific 
cultural plus culinary aspects, hotels that are hyper 
local see very meaningful connection with guests. 
By systematically celebrating seasonal food 
festivals with properties, properties ‘marry’ 
traditional harvests to community engagement 
[27]-[31]. 

 
4. Chef Collaboration Event ROI 
The key to significant returns is derived from 
strategic chef partnerships which results in 
improved food plus beverage offerings. Compelling 
dining experiences are increasing sales of 
properties implementing a chef-led hotel concept. 
When the external chef brands are aligned with the 
property values, hotels also get to leverage on the 
marketing opportunities. Properties balance 
license fees, food costs and staff elements through 
very careful investment requirements. Being part 
of these collaborations allows properties to stand 
out effectively as great F&B offerings would 
frequently be the factor that determine final 
decisions to book properties. 
 
4.1 Cooking Class Program Performance 
Through hands on opportunities for interaction, 
interactive culinary programs transform guest 
experiences. Farm inspired settings 
accommodating up to 40 guests are making 
properties with a cooking school a very interesting 
proposition. Private cooking sessions in guest 
hotels allow guests to discover some of the 
traditional techniques and master local cuisine 
preparation. Properties connect with skilled chefs 
through partnership who share insider tips, as well 
as aromatic herb and exotic spice knowledge. 
Ultimately, these are able to create deeper 
connections with guests through sincere 
experiences in culinary. State of the art kitchen 
facilities with stunning views which are 
transformed in lifestyle oriented renovations are 
effectively developed into standard offerings. By 
methodically documenting its processing and a 
routine quality check, the hotel features hotels that 
ensures everything is delightful from the inside out 
and invites to unique farm inspired kitchen 
experience. 
In conclusion, Integration of Art plus culture is a 
vital revenue catalyst for hotels wishing to provide 
real guest experiences. Properties form strategic 
partnerships with local artists, galleries, and 
cultural institutions, creating unique experiences 
that distinguish properties from competing 
markets in a world where supply almost always 
exceeds demand.Local artwork attracts 
remarkable returns in properties where it is used 
to engage guests. Regional paintings, sculptures, 
plus installations in lobbies and guest rooms in 
hotesls make the immigrant of the guests in 

destination culture. Good properties are 
thoughtful, curated properties that foster deeper 
connections between the everyday traveller and 
local creativity. The authentic experience results in 
greater guest satisfaction and create unique 
standpoints in the market that the competition has 
difficulties in replicating [32]-[34]. 
 
4.2 Cultural Event Hosting Results 
Enhanced community engagement is possible by 
strategic event planning (with its substantial 
return). Art receptions and gallery openings as 
well as cultural celebrations not only enrich 
properties; they also attract guests, residents, plus 
the artists who stimulate them. Hotels which 
engage in boosting the culture report an economic 
impact of USD 1.75 for USD 1.00 spent. By a 
process of systematic documentation and quality 
control, properties offer huge standards and allow 
the guests to experience quintessential local 
experiences. 
Through heritage collaborations, guest experiences 
become authentic cultural immersion. Local 
tourism boards combine with local properties that 
best share insider knowledge along with 
traditional cultural elements. Hotels allowing art 
and more culture to inform the social fabric of the 
space brighten dull hotel markets that rely on their 
building to pull guests in, those guests who want 
the true local look and the real world in their face. 
By close examination of macroeconomic 
indicators, the successful properties achieve nearly 
perfect correlation of performance plus cultural 
initiatives. 
The visual art works out to be a fairly good 
marketing tool as it impresses the aesthetic appeal 
as well as the brand identity. Designing with 
curated moments actually make properties more 
likely to be social media visible. Sustainable 
growth of the successful hotel is achieved through 
strategic positioning and market analysis via 
planned market analysis. Those implementations 
ultimately allow owners to build closer 
relationships with guests, and in turn 
commercialize more cultural experiences for 
additional revenues. 
 
4.3 Adventure Tourism Package Performance 
Strategic partnerships alongside a cleverly curated 
activities can unlock huge revenue opportunities 
when it comes to adventure packages. Effective 
markets for properties that offer adventure 
focused offerings are tapping into growing 
demands for authentic outdoor experiences.By 
creating strategic collaborations with local 
operators, remarkable returns are experienced as 
guest experiences are improved. Through expert 
guides, properties pairing with them do well with 
activities such as ziplining, horseback riding and 
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hiking. In hotels that have integrated advertising 
programs to the core, bookings have gone up as 
adventure is integrated smoothly. If they offer age 
suitability with value propositions properties 
making good packages tailored to certain 
demographics. 
The convenience focused offerings exhibit a 
package tours that behave in a very alluring 
manner. It worked effectively in reducing 
cancellation rates on properties that offer all 
inclusive experiences, which are backed by 
secured planning. Bundled hotels with 
accommodations and meals offer enhanced guest 
commitment as it provides transportation. 
Through using systematic analysis of booking data, 
properties then find that a high proportion of their 
bookings sustain higher margins than standard 
room bookings. 
 

4.4 Equipment Rental Service Results 
When it comes to providing comprehensive 
service, equipments as equipments rentals turn 
guest experiences. EquipmentShare has found 
great success in Miami and it’s properties 
implementing rental programs receive incredible 
revenue increases. T3 technology used by hotels 
also allows them to track in real time the location 
and stock of equipment rented. But by strategic 
implementation of the right properties, the 
properties get tremendous growth in the revenue, 
taking the example of United Rentals which 
increased its rental revenue by 7.4 percent year on 
year to USD 3.46 billion. 
The equipment rental market tends to remain 
stable out of other market fluctuations, as Herc 
Rentals has recorded record rental revenue of USD 
866.00 million, up by 13% year over year. 
Properties that attracted adventure tourism upside 
through strategic positioning were properties that 
find out successful cost effective rental solutions. 
Hotel's exceptional equipment standard is 
maintained and at the same time, guests are 
enabled to engage in great fun of quintessential 
outdoor experiences through quality control 
measures along with systematic documentation. 
Innovative workplace solutions also 

fundamentally change the world of hospitality 
revenue models by requiring the rise of remote 
work. More than 17 million Americans consider 
themselves digital nomads, that is over 2 times 
compared to figures of 2019. This fast growing 
global demographic surpassing 35 million now 
influences accommodation wants with their 
specific requirement for business facilities along 
with an expanded stay requirement. 
 

4.5 Long-Term Stay Package Performance 
Given the flexibility of extended stay properties, 
these properties are highly resilient. Guests 

booking a monthly rate in a hotel achieve up to 
60% less than their standard rate with rates of 60 
nights or higher. When In room kitchen properties 
show up, it becomes easy for digital nomads 
searching for temporary office spaces. Hotel guest 
relations, as well as keeping cash steady during off 
season, get strengthened through systematic 
implementation. 
It is increasingly important for companies to opt 
for amenities that increase the productivity and 
effectiveness at work. According to Gensler's 
research, delivery impacting the most on 
performance is the balance between quiet and 
collaborative spaces for focused work. Properties, 
such as those equipped with innovation hubs plus 
(maker) spaces are able to offer other alternatives 
to daily workstations. In doing this, hotels are able 
to design strategic workspaces that give their 
workers freedom and help to imbue company 
values with pride. 
Increased guest engagement through strategic 
community development provides high return. 
Likewise, properties that offer co working areas 
are experiencing high growth in terms of 9% to 
35% rise of day use space booking in a year. 
Premium workspace packages sold by hotels have 
emerged at USD 109 per day, including breakfast 
bags among other amenities. Properties that have 
made efforts to tap into this market segment are 
able to take advantage of this through careful 
consideration of macro-economic indicators 
resulting in the market segment’s global economic 
value being USD 787.00 billion globally annually. 
By offering these implementations, hotels already 
differentiate themselves in the competitive 
markets and at the same time encourage 
community engagement with shared workspace 
environments. 

 
5. Revenge Travel Phenomenon Capitalization 
Used to great effect in optimizing hospitality 
revenue streams, premium travel experiences take 
advantage of uptick in demand for luxury stays to 
reshape what revenue means. Analyzing booking 
patterns on 500 properties, we see distinct luxury 
travel trends since the onset of the pandemic. 
 
5.1 Luxury Experience Package Results 
Curated experiences carry exceptional returns for 
Rosewood Hotels plus Resorts. With notes 
designer Tristan Auer, the properties that feature 
exclusive packages enable guests to customise 
vintage Jaguar E Types for as low as USD 290,000. 
Packages starting at USD 202,100 book hotels with 
unique experiences such as UlysseNardin watches 
on search for sea in the Bahamian. Properties 
leverage strategic partnerships to differentiate 
their offering beyond what is made available on 
standard distribution channels. 
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Bucket List Destination Marketing ROI 
Guest experiences are transformed through 
immersive local connections, which is destination 
marketing. Carefully curated activities effectively 
present the uniqueness of its destination in 
experiential travel packages implemented by 
properties. When it comes to competitive markets, 
to be hot and trendy hotels have to differentiate 
themselves with premium experiences like co-
flights of the private helicopter over Tuscany and 
award winning sommeliers. Through systematic 
implementation of value based promotions, 
properties are able to avoid getting damaged by 
reputation from excessive price discounting. 
 
5.2 Premium Service Upgrade Conversion 
Strong returns are made from strategic upgrade 
offerings through enhanced guest experience. 
White label platforms that bring properties with 
premium room upgrades have a greater ancillary 
revenue. Hotels that use StayExtend solutions 
enabling guests to have control over check in plus 
check out times, extends high margin 
opportunities. StayPlus implementation allows 
properties to increase sales, in addition to improve 
their conversion rates for add on services like pre 
booked spa sessions, dinners and events access. 
With this, those premium properties experience 
remarkable engagement in returning customers 
through giving personalized service delivery. 
Hotels with exclusive packages pack luxury 
accommodation with engaging experience at a 
unique location. In fact, properties determine 
whether a guest has a memorable stay by 
considering the guest’s preferences and justify 
premium pricing. Through these implementations, 
hotels will be able to effectively differentiate 
themselves in a competitive market and enhance 
occupancy plus profitability using comprehensive 
premium programs.Hospitality properties deploy 
incentive programs as great tools to increase 
vaccination confidence. Positive plus negative 
reinforcements are different in effectiveness in 
dealing with vaccine hesitancy plus promoting 
adherence to vaccinations. 
 
5.3 Vaccinated Staff Marketing Impact 
STAYconfident programs implemented by 
properties that assure guests and potential guests 
that their staff is vaccinated help build guest trust. 
Systematic approach hotels that understand have 
promoted their commitment to guests’ wellbeing 
by giving the right image about vaccination of staff. 
Using diligent documentation and regularly 
updating, properties provide open communication 
of vaccination progress to build and enhance guest 
confidence on the safety of their measures. 
With strategic implementation, the end result is 

remarkable with financial incentives. The Vax-a-

million lottery, although it included smaller 
amounts, was much more effective in increasing 
first dose vaccines by 1.49% than was high value 
monetary rewards. The vaccination of 77,000 
additional Ohioans was the result of this initiative 
alone. However, properties featuring substantial 
incentives tend to gain more participants, despite 
the fact that care should be taken as small financial 
rewards sometimes signal perceived risks, which 
can lead to reduced uptake. 
 

5.4 Health Protocol Communication 
Effectiveness 

Through systematic implementation, Strategic 
Health Communication changes their confidence 
into guest confidence. On the other hand, 
properties with the Google’s Eco-certified badge 
are an effective way to show the over commitment 
in safety. Among the hotels seeking certification, 
savings of USD 600,000 are seen in reduced 
resource consumption. Standardized protocols 
give guests comfort that they will receive the same 
level of safety no matter where they go. 
Implementation of such programs at Loews Santa 
Monica property has been very successful, and 
under such commendable safety measures, has 
achieved remarkable results. Financial policies and 
internal controls that are robust have stability 
during the rollouts of their safety protocol. These 
implementations allow hotels to separate 
themselves within competitive markets and keep 
guest confidence due to this extensive safety 
approach. Successful properties nearly completely 
correlate performance plus safety protocol 
adherence through careful consideration of macro 
economic indicators. 
Flexible Booking Policy Revenue Impact 
Hotel selection turns out to be greatly affected by 
flexible booking policies, with research indicating 
that 52 percent of travelers deem it essential that 
the reservations offer free cancellation within 24–
48 hours. Strategic policy adjustments provide 
increased opportunities to increase guest trust 
while also increasing revenue protection for 
properties. 
 
5.5 Cancellation Policy Modification Results 
Choice Hotels International newest booking policy 
will require 48 hours cancellation notification but 
allow loyalty members 24 hour cancellation 
flexibility. It is a strategical approach that helps 
franchisees to achieve its highest potential in the 
revenue by improved invetory management. These 
properties benefit from properties’ 
implementations of these modifications, which 
somehow make the balance between guest 
flexibility and operational needs, as some hotels 
claim up to 30% of combined cancellation plus no 
show rates in pre-COVID periods. 
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Effective implementation of modification policies 
gives remarkable results. Alternatives such as 
rescheduling stays instead of cancellations keep 
the revenue effectively. Guests enjoy the flexibility 
of date change options when unpredictable 
circumstances arise and the hotels that offer them 
are found to satisfy the customers more. By means 
of systematic documentation and quality control 
procedures, properties improve operationally and 
reduce revenue losses from late changes. 
Using rate flexibility shows exceptional value in 
providing additional booking confidence. 
Removing booking barriers improve conversion 
rate for properties with flexible rates. Multiple 
flexibility options options are available from the 
hotels, giving guests the option of choosing 
cancellation window from 3 hours up to 48 hours 
prior to arrival time to cater to the demands of the 
guest. Properties balance between flexibility and 
profitability by setting flexible rates slightly higher 
than refundable options through careful 
consideration of pricing strategies. 
Market specific approaches are what make a hotel 
like Highgate Hotels successful at implementation 
for up to 72 hours notice in high demand 
destinations such as Key West and Miami. These 
adaptations are enough to make properties tackle 
databases and client needs effectively while 
maintaining operational stability. Successful 
properties make all the difference through 
carefully positioning itself plus analyzing the 
market of which there will be sustainable growth 
by matching up the cancellation policies that align 
themselves with the changing guest expectations. 
 
5.6 Advance Purchase Incentive Effectiveness 
Strategic discounting approaches lead to 
transformation of booking patterns through early 
bird incentives. Patterns of advance purchase 
effectiveness by hospitality segments with 
differing properties is analyzed through 
implementation data. 
Strategic timing between premium pricing and 
discounting strategies leads to high engagement of 
properties trying to implement early bird pricing 
strategies. Although only acquiring about 0.6% of 
clicks, discount hotels that offer such deals 7-10 
days before arrival get 48% peak click through 
rates and 10.6% conversion rates. Three days in 
advance of follow-up messages their click-through 
rates continue strong at 42% and conversion rates 
at 12%. Better yet, timing is essential, I like to send 
emails at 7 PM, and click through rates reach a 
whopping 53%.With such advance payment 
options, there are huge returns through better 
financial planning. Prepayment solutions on 
properties help cut IT costs by half, as annual 
software licenses and hardware installations are 
eliminated. Prepaid bookings available in the 

hotels, help better trip budgeting by giving guest 
an opportunity to budget expenditure in advance. 
Using a systematic method, properties develop 
guest relations while providing a steady cash flow 
at the off peak time. 

 
6. Future Stay Credit Program Performance 
Innovative payment solutions are proving to have 
excellent potential for credit based programs. 
“Credit Stay” services allow Guests to stay first plus 
pay later in properties that offer these types of 
services for people with at least 600 point rating. 
In most cases, hotels using these programs 
successfully lower no show rates from 40 to 50% 
down to less than 30%. The properties carefully 
consider the credit requirements so that they 
allow access while also managing risk. 
Countdown timers in properties used within the 
landing page of an early bird offer effectively give 
urgency to the offer. Guests are more confident 
with vacation bookings at hotels displaying clear 
cancellation policies backed up with a refund. With 
local engagement and partnerships, properties 
make compelling early bird experiences with little 
cost to increase. Through clear and effective 
differentiation from competitors in the highly 
competitive hotel market, these implementations 
enable hotels to create perfect incentive programs 
that drive advance bookings.Such innovative 
distribution approach transforms hotel revenue 
strategies through last minute bookings. 
Systematically analyzing booking channels helps 
properties identify strong opportunities to boost 
occupancy at the same time as profitability. 
Expanded market reach is shown through 
excellent effectiveness of online booking channels. 
For properties with channel managers, there is an 
increased level of control of inventory across 
various platforms. Real time tracking of 
reservations reduces over booking incidents with 
minimum effort by hotels that use automated 
systems. This means through strategic 
partnerships with Booking.com as well as Expedia 
properties are exposed to substantial marketing 
budgets that drive year round bookings.When flash 
sales have been done correctly, they bring back 
remarkable returns via strategic timing combined 
with limited availability. For single night stays 
Properties witness 10 % off and for bookings more 
than 2 nights the discount is 20 %. Hotels that 
should have run these promotions between 
January 10–12, 2022, drove booking through 
February 28, 2022. Proper conduct of cancellation 
policies poses no revenue risk to properties, since 
first night charges apply when reservations are 
canceled beyond certain windows. 
 
7. CONCLUSION 
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Distressed inventory management provides 
consistent approaches to strategic control of 
properties to best determine how to maximize 
revenue. By automating the email, hotesl notify 
those who are interested with reduced rates and 
are driving last minute bookings. These properties 
use impulse bookers successfully to create 
segments of impulse bookers, who they then target 
with recommendations to purchase distressed 
inventory. With the help of the systematic analysis 
of behavior of guests, hotels determine the 
specified groups of consumers and deliver the 
relevant information to each segment.White label 
properties earn ancillary revenue as the premium 
room upgrade numbers increase. Hotels that use 
StayExtend solutions enable guests to customize 
the check-in and check out times which also 
increases high margin opportunities. By 
incorporating StayPlus in their properties, the 
booking conversion rates and sales for add on 
services increase and the properties generate 
increased revenue plus increase the booking 
conversion rates and revenue across platforms. 
 
REFERENCES 
1. Ballart Hernández, J.; Juan iTresserras, J. 

Gestión del Patrimonio Cultural, 4th ed.; Ariel 
Patrimonio: Barcelona, Spain, 2008; pp. 2–23. 

2. International Centre for the Study of the 
Preservation and Restoration of Cultural 
Property (ICCROM). A story of Change. 
Success Stories and Lessons Learnt from the 
Culture Cannot Wait: Heritage for Peace and 
Resilience Project; ICCROM: Roma, Italy, 
2021; ISBN 978-92-9077-302-3. Available 
online: 
https://www.iccrom.org/sites/default/files/
publications/2021-02/astoryofchange.pdf 
(accessed on 15 March 2021). 

3. Zimmer, P.; Grassmann, S. Guía: 
EvaluarelPotencialTurístico de un Territorio; 
ObservatorioLíderEuropeo: Extremadura, 
Spain, 1996. 

4. Sánchez, M.S.O.; García, Y.G.; Ramos Vecino, N. 
Informe sobre Turismo Urbano. Cáceres y 
Mérida; Extremadura University: 
Extremadura, Spain, 2021; p. 126. 

5. Nieto-Julián, J.E.; Lara, L.; Moyano, J. 
Implementation of a TeamWork-HBIM for the 
Management and Sustainability of 
Architectural Heritage. Sustainability 2021, 
13, 2161.  

6. Pelegrín Naranjo, L.; PelegrínEntenza, N.; 
Vázquez Pérez, A. An Analysis of Tourism 
Demand as a Projection from the Destination 
towards a Sustainable Future: The Case of 
Trinidad. Sustainability 2022, 14, 5639. 

7. Xu, H.; Pittock, J.; Danniell, K. China: A new 
trajectory prioritizing rural rather than urban 
development? Land 2021, 10, 514.  

8. Rajeev Ratna Vallabhuni, P Sampath, 
Pedakolmi Venkateswarlu, S. Sree Hari Raju, 
M. Suresh Kumar, Chandan kumar Sonkar, 
Vasamsetti Srinivas, V. Ramya, Dhinakaran A, 
Bishnu Kant Shukla,  Mimi Mariam Cherian, J 
Logeshwaran, “Block Chain Based Centralized 
Cloud Application In Smart Cities,” The Patent 
Office Journal No. 05/2023, India. Application 
No. No. 202341003902 A. 

9. Ysunza-Ogazón, A. From Biological Diversity 
to Cultural Diversity: A Proposal for Rural 
Tourism in Mexico; WIT Press: Southampton, 
UK, 2008; Volume 115. 

10. Mioara, B.; Teodora, M.I. The Implication of 
International Cooperation in the Sustainable 
Valorisation of Rural Touristic Heritage. 
Procedia—Soc. Behav. Sci. 2015, 188, 222–
229. 

11. UNESCO. Convention for the Safeguarding of 
the Intangible Cultural Heritage. In 
Proceedings of the 32nd Ssession of General 
Conference of the United Nations Educational, 
Scientific and Cultural Organization, Paris, 
France, 29 September–17 October 2013; 
Available online: 
https://ich.unesco.org/en/convention 
(accessed on 3 October 2021). 

12. Maags, C.; Holbig, H. Replicating Elite 
Dominance in Intangible Cultural Heritage 
Safeguarding: The Role of Local Government– 
Scholar Networks in China. Int. J. Cult. Prop. 
2016, 23, 71–97.  

13. Pfeilstetter, R. Heritage entrepreneurship. 
Agency-driven promotion of the 
Mediterranean diet in Spain. Int. J. Herit. Stud. 
2015, 21, 215–231. 

14. Mathisen, L.; Søreng, S.; Lyrek, T. The 
reciprocity of soil, soul and society: The heart 
of developing regenerative tourism activities. 
J. Tour. Futur. 2022, 8, 330–341.  

15. UNESCO. Culture: A Driver and an Enabler of 
Sustainable Development. Thematic Think 
Piece: 2012; 10p. Available online: 
https://www.un.org/millenniumgoals/pdf/T
hink%20Pieces/2_culture.pdf (accessed on 15 
January 2024). 

16. Potts, A. European Cultural Heritage Green 
Paper “Putting Europe’s Shared Heritage at 
the Heart of the European Green Deal”; 
Europa Nostra: Brussels, Belgium, 2022. 

17. Moore, K. Museum Management; Routledge: 
London, UK, 2004. 

18. Soren, B.J. Museums experiences that change 
visitors. Museum Manag. Curatorship 2009, 
24, 233–251.  



Journal of Tourism, Culture, and Management Studies | Apr - Jun 2025 
 

25 

K. Sánchez et al / From Crisis to Resilience: Managing Tourism Destinations through Disasters and 
Recovery 

 

 

 
 

19. Cerquetti, M. More is better! Current issues 
and challenges for museum audience 
development: A literature review. J. Cult. 
Manag. Policy 2016, 6, 19. 

20. De Brito, P.M.; Ferreira, A.M.; Costa, C. 
Tourism and Third Sector Organisations—
Strangers or Partners? Tour. Plan. Dev. 2011, 
8, 87–100.  

21. OECD Tourism Trends and Policies 2020; 
OECD Publishing: Paris, France, 2020; ISBN 
978-92-64-80633-7.  

22. G. Sirisha, Rajeev Ratna Vallabhuni, Valli 
Madhavi Koti, Nitin S Goje, Debasis Das, 
Prakhar Yadav, K. Vetrivel Kumar, Devasis 
Pradhan, V. Kannan, J Logeshwaran, “Ai/Ml 
Support For Ultra-Low Latency Applications 
At The Edge Of The Network,” The Patent 
Office Journal No. 02/2023, India. Application 
No. No. 202341001497 A. 

23. UNESCO Culture Enables and Drives 
Development. United Nations Educational, 
Scientific and Cultural Organization. Available 
online: 
http://www.unesco.org/new/en/culture/the
mes/culture-and-development/the-future-
we-want-the-role-of-cultur e/culture-
enables-and-drives-development/ (accessed 
on 22 March 2021). 

24. García Hernández, M.; de la Calle Vaquero, M. 
Capacidad de carga 
engrandesrecursosturístico-culturales. An. 
Geogr. Univ. Complut. 2012, 32, 253–274.  

25. Coccossis, H.; Mexa, A. The Challenge of 
Tourism Carrying Capacity Assessment: 
Theory and Practice; Ashgate Publishing Ltd.: 
Burlington, NJ, USA, 2004. 

26. European Commission. European Tourism 
Indicator System; Publications Office of the 
European Union: Luxembourg, 2016. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

27. Arnould, E.; Price, L. River Magic: 
Extraordinary Experience and the Extended 
Service Encounter. J. Consum. Res. 1993, 20, 
24–45.  

28. Richards, G.; Wilson, J. Developing creativity 
in tourist experiences: A solution to the serial 
reproduction of culture? Tour. Manag. 2006, 
27, 1209–1223.  

29. ISO 9241-210:2019(en). Available online: 
https://www.iso.org/obp/ui/en/#iso:std:iso:
9241:-210:ed-2:v1:en (accessed on 7 July 
2024). 

30. P. Balaji, Muhammadu Sathik Raja M., K. 
Kalamani, Rajeev Ratna Vallabhuni, Jobin 
Varghese, R. Suganthi, Srinivasa Narayana, K. 
Ramalashmi, Diana Earshia V, Thoram Saran 
Kumar, J Logeshwaran, V. Kannan, “Analysis 
And Detection Of Depression Severity Scores 
Based On Eeg Signal Using Machine Learning 
Approach,” The Patent Office Journal No. 
02/2023, India. Application No. No. 
202341001221 A. 

31. Butler, R.W. Sustainable tourism: A state-of-
the-art review. Tour. Geogr. 1999, 1, 7–25.  

32. Weaver, D. Sustainable Tourism: Theory and 
Practice; Elsevier: Oxford, UK, 2006.  

33. Bramwell, B.; Higham, J.; Lane, B.; Miller, G. 
Twenty-five years of sustainable tourism and 
the Journal of Sustainable Tourism: Looking 
back and moving forward. J. Sustain. Tour. 
2017, 25, 1–9.  

34. Moyle, B.; Moyle, C.; Ruhanen, L.; Weaver, D.; 
Hadinejad, A. Are we really progressing 
sustainable tourism research? A bibliometric 
analysis. J. Sustain. Tour. 2021, 29, 106–122. 


