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Creating a Favorable Impression
Name
Institutional Affiliation


            The three hotels have their unique ways of impressing their guests. The Gold Standard Ritz-Carlton is a hotel that impresses its customers through its outstanding service and options for treatment of customers. The Gold Standard Ritz-Carlton is focused on providing outstanding services to its customers, which makes it a unique restaurant. The restaurant has created unparalleled customer service that adheres to the gold standard of the customers.   The Gold Standard Ritz-Carlton is a restaurant that offers luxury for artists, politicians, royalty and celebrities all over the world. This Standard Ritz-Carlton is a hotel that is focused on customer centered approach. This ensures that the hotel has attracted customers who are not only high end but able to attract high number of customers. 
	Four Seasons restaurant is also another successful luxury brand in the world. The hotel provides high end guest loyalty and consistency in provision of dining, outstanding service, exceptional services and beautiful designs for its customers. The high end guests in the restaurant helps to increase the number of customers in the restaurant. In essence, the restaurant provides unforgettable moments for its guests as a unique and luxurious brand for its customers. Four Seasons is a hotel that has high customer targeted based on the collected data. This helps to create a bond with them the entire journey. This hotel business helps to create a bond with the business for the entire journey which helps to improve business performance. This can create brands that are essential for improvement of business performance.                                                                                                                                                                                                                                                                                
Fairmont Hotels is famous because it markets itself as a Luxury brand. The management of the restaurant is focused on marketing the hotel as one that creates value to high end and high income customers. Fairmont Hotels and Resort stands for major pillars such as engaging service, unrivalled presence and authentically local to the people. Fairmont is also a brand that provides best services such as being a destination in weddings, elegant social galas, business meetings and anniversaries. The outstanding service provided by Fairmont offers a proactive, thoughtful and personalized experience designed to form a memorable experience and establish long lasting relationship with mediators and guests. Fairmont has always learned to create long lasting bonds with the hotel, a fact that has helped to improve the performance of the business over time hence creating long lasting relationships (Humbatov, 2015). 
 	The strategies used in the three hotels can be applied in the airline industry. The first strategy is to focus on the customer by providing high end customer services. This journey should begin when the customers have arrived in the airport, which helps to improve the manner in which services are provided to the customers. The second strategy is to build relationships with customers, which can improve the loyalty of the customers. Return customers will always provide financial operations and performance of the customers. Thirdly, airlines also need to create a sense of place, which improves business attractiveness to customers. In addition, the hotels need to adopt passenger first approach to improve its attractiveness to those high end customers. There is a need for these business to target audiences to ensure achievement of the hotels need to target customers. 
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