Hospitality Management

Case Study

Self-Managed Midscale Hotel in Tertiary Market
Becomes a $1M+ Performer with WNW's Strategic
Overhaul

HOTEL CHALLENGES

01. Self-managed midscale property 04. Lacked effective sales, marketing,
in a small, tertiary market and revenue strategies

02. Aging asset unable to compete 05. Underperforming despite market
with modern competitors growth

03. Never crossed $IMM in annual
revenue
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WNW Solved the Issues and Returned the Hotel to Profitability

Strategic Acquisition Support . Capital Investment Secured
New ownership brought in WNW in 2020 to WNW secured funds for renovations to modernize the
professionalize operations property and stay competitive

Revamped Sales & Marketing . Exit Strategy Executed
Implemented modern revenue and marketing After 4 years of performance growth, WNW leveraged broker
strategies, breaking $IMM in the first non-COVID year relationships to secure a strong sale price for the owners

Results to Owner

+$1M /‘//\' .I|‘

S

Annual Revenue Strategic property Strong revenue and Profitable exit supported
milestone achieved post enhancement and valuation growth by expert brokerage
WNW’s involvement positioning over 4 years network
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