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"We have been offered a hotel in Central London, it's not on the open 

market but with an offer of GBP £ XX million, we can get exclusivity. 

Katrina, do you think it's worth pursuing?"  

 

I've been asked this question many times over the past decade and it usually raises 

a big red flag.  

 

London is one of the most lucrative and resilient hotel markets in the world. A 

hotelier can rent a room to either a business or leisure guest, whether domestic or 

foreign, 365 days of the year. Due to strict planning restrictions and the recent 

dearth of development finance, hotel supply has not kept pace with demand. As a 

result, London hotels continue to attract interest from investors of every ilk - 

sovereign wealth funds, property funds, family offices, high-net-worth individuals 

and the operators themselves. In such a seller's market, why on earth would the 

owner of a central London hotel not engage a reputable property agent to sell the 

property on the open market?  

 

Urban Cowboys 

The most likely answer is that the hotel is probably not really for sale, but someone 

who "knows the owner" or "knows someone who knows the owner", thinks he can 

wrangle a success fee if he can produce an unsolicited offer from a potential buyer. 

There is no shortage of opportunists around. I've even come across a con man who 

was selling a hotel online that I knew was definitely not on the market.  

When vetting opportunities for my clients, I look for proof that an agent is engaged 

by the owner and would be compensated by him/her in the case of a successful 

transaction. Crucially, the agent should be able to arrange a meeting with the owner 

on the basis of a non-disclosure agreement signed by my client. If the agent fails 

either of these tests, he is probably a cowboy. 
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Stalking Horse 

Sometimes a property is being offered 'off the market' because the owner is testing 

the market to see its potential to generate interest at a price that would make a 

good return on investment. The truth is that if an owner were truly serious about 

selling, he could commission a RICS (Royal Institution of Chartered Surveyors) 

appraisal and would not accept offers based on conjecture. In any case, a serious 

offer cannot be made in the absence of an analysis of the hotel's documentation. Is 

there a virtual data room containing the property titles, trading figures and other 

essential information such as technical surveys and outstanding planning 

applications? If not, the property is not yet ready for sale and any efforts made to 

extract this information will most likely be a waste of time and money. 

 

 

The Acid Test 

Having verified that the target hotel is indeed for sale and that one is dealing with 

client's authorized agent, there are many issues to consider before making a binding 

offer. These will often be driven by the investor's profile and objectives. Here are a 

few basic questions that should be answered during the due diligence process: 

 

Q: Is this an investment-grade property that will be easy to sell at the end 

of your investment horizon?  

 

  Are all technical drawings, design and construction warrantees and maintenance  

    records in order? 

  Are there any hidden structural or planning problems with the building? 

  Are there any liabilities relating to the ownership history, management,  

    suppliers, customers, government taxes, or employees? 

  Is the property freehold and if not, is the leasehold long enough to make a  

    return? 

  Are there any threats from future developments or regeneration efforts in the  

    area? 

  Is the property in a location with enduring appeal where property values are  

    increasing or tend to hold their value through the economic cycle? 
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And concerning the upside... 

 

Q: Are we "making a profit going in" given the asset's price and any upside 

potential? 

 

  Is the asset fairly priced vis-a-vis yield and other hotels of similar character in  

    the area? 

  Is the hotel achieving its fair share of the market and if not, does the price take  

    into account the resources needed to improve performance? 

  Are all the details in the data room accurate? (key count, square meter  

    measurements, financials) 

  Is the sale structured advantageously for tax purposes e.g. going concern vs.  

    asset purchase? Are there any unused capital allowances? 

  Is there a potential change of use to residential or commercial units that may  

    allow you to sell the asset at a premium in future? 

  Can you extend, renovate or change the room mix to increase revenue potential? 

  Is there branding or re-branding potential and how much will it cost to bring the  

    property up to a brand's standard? 

  Is the area being regenerated? 

 

 

Acquiring a hotel in Central London is no easy task. Ensure that you take the time 

to answer the questions above and choose a team of professionals to advise you 

who offer a holistic service and are not only motivated by the transaction. The 

complexity of doing business in London and the acquisition process means that the 

right team is essential to keep the transaction rooted in reality. 

 

 

Author: Katrina Craig, C.E.O. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://www.hotelsolutionspartnership.com/


                  

Associates  
Hotel Solutions Partnership The Global Hospitality Services  



                  

The Global Hospitality Services  
Associates  

Hotel Solutions Partnership 



         

         

         

Partner in Hotel  
Management Services  Areas of Expertise 

Hotel Solutions Partnership Ltd. UK is a network of 35+ expert 
managers, supervisors and corporate financial advisors working 
around the world.  
  
The team of Hotel Solutions Partnership brings many years of 
combined experience in the international owned, leased, managed 
and franchise branded hotel sector, and all of us are experienced 
as independent managers.  This enables us to understand the 
client’s requirements quickly and deliver this customized project 
solution. The team is structured into three geographic groups 
addressing client’s needs in the different global regions. Additionally, 
we partner with a limited number of specialist firms to extend our 
reach into certain markets. 
  
As individuals and as a team, we have worked in 114 countries; from 
2003 the Hotel Solutions Partnership delivered assignments in each of 
Bali, Belgium, Ireland, Mongolia, Poland, South Korea, Spain and the 
UK. We are sensitive to cultural differences and diversity and this 
enriches our work.  
  
The headquarters of Hotel Solutions Partnership is located in London. 
The partner offices of HotelPartners are located in additional offices 
in Prague, Bratislava, and Vienna. 

About us HotelsConsult.com Ltd. Prague, the CEE Partner for the effective way 
of developing your business, we come with flexible solutions.  
  
From 2001, the HotelsConsult draws on a collection of 20+ skilled 
disciplines to help you maximize operations in your region.  Our 
partnership clarifies the full assistance in hotel matters what shall 
meet the client’s requirements on the field of planning, 
development, construction, innovation and strategic management 
in the Hospitality, Tourism and Leisure Sector. 
  
We help with all specific requirements within our branch for a short 
term or long period of time. The technical brand experts are 
capable of producing helpful activity aimed at realization of 
construction engineering, cost management, and hotel technology 
services.  
  
The HotelsConsult.com Company shares its business relations on the 
territory of Central-Eastern Europe with headquarters located in 
Prague, Czech Republic; we have additional offices in Bratislava-
Slovak Republic, and  in Vienna-Austria. 

(M.Neumann, ex  HSP Vice President 2011-2014) 
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Asset management 

Benchmarking performance 

Balanced investment strategy  

Basic design supervision 

CAPEX plan, pricing  

Cash-Flow Forecast / 1 property 

Cash-Flow Forecast / hotel portfolio 

Coaching strategy 

Competitive Cluster 

Construction cost engineering  

Control system and pricing policy strategy 

Development strategy 

Due diligence operational and finance 

Environmental site analysis  

E-Promotion and HTML creating  

Equity and debt scenarios for bank  

EU Grants / Structural Funds in Tourism  

Feasibility analysis of construction concept 

Feasibility analysis of the hotel profitability  

Feasibility of investment  

Fee structure analysis for investor 

Floor plan of hotel operational system 

Franchise relationship management  

GOP valuation / 1property 

GOP valuation / hotel portfolio 

GOP valuation for hotel franchisor 

Historical accounting data analysis 

Historical PMS data analysis 

Hospitality business intelligence 

 

 

Hotel contracts negotiation and valuation  

Hotel inspections  

Hotel management depth interviews 

Hotel standards and classification planning  

Hotel start-up  

Innovation management 

Investment consultancy 

Investment credit support / Business Plan 

Investment credit support / ROI 

Hotel Forecast, ROI Valuation 

Investment credit support / Construction 

Budget Appraisal 

Investment credit support / Project 

Concept introduction 

Management contract supervision 

Profitability analysis of Mergers & Acquis.  

Project supervision 

Real estate appraisal  

Risk and sensitivity analysis for investor 

Risk sensitivity analysis processing  

ROI valuation  

Short-term hotel management 

Site and environmental analysis  

Standard operating procedures  

Technical and financial supervising  

Technical, operational Due Diligence 

Tender management services  

Turn-key construction and FF&E pricing 

Turn-key construction pricing 

         

         HotelsConsult Office Prague 

                  

Services in A-Z  

   www.hotelsconsult.com    

Táboritská 23/1000, Prague 3 

Czech Republic 

130 00 

E-mail:    info@hotelsconsult.com 

Office:    + 420 603 717 036 

Skype:    ehc.partners 

Areas of Expertise 
Partner in Hotel  
Management Services  

We partner in following areas  
of expertise: 
 

 

 

 

 

 

  

  

  

  

 

 

 

                  

At HotelsConsult.com, excellence in service providing is our principle goal; 
sharing of experience on best practice comes from the hotel management, 
from the business development of franchise corporations, from the project 
finance, and hotel pre-opening. 
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