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There is usually a gap between what a hotel operator reports and what is actually happening on the ground. That gap is where I come in.
KAN Advisory works with hotel ownership groups, asset managers, and family offices on the specific problems that show up in that gap. Twenty years in luxury hospitality, fifteen of those at Four Seasons across North America, the Middle East, and Asia. 
Depending on what you need, there are a few ways to work together.


OPTION ONE
A clear picture of where your property stands
I have built two purpose-built assessments for those who want an honest read on performance without commissioning a full consulting engagement.

›  Operational Diagnostic.  136 standards across 15 guest journey phases. It shows exactly where the experience is breaking down and, more usefully, why. Most of what I find comes back to information failing to travel between departments. The output is a prioritized action plan you can hand directly to your operator.
›  Revenue Readiness Assessment.  A channel-by-channel look at where revenue is leaking across rooms, food and beverage, spa, and ancillary. Each gap comes with a dollar estimate attached so the opportunity is concrete, not theoretical.

Either assessment can be run independently. There is no obligation beyond the engagement itself.

OPTION TWO
Ongoing oversight when you want someone in your corner
For ownership groups who want a senior advisor watching their asset on an ongoing basis, I work on retainer covering revenue strategy, P&L review, and operator accountability. I approach this the way a good asset manager does: focused on what is actually happening at the property level, not on what looks good in a report.

›  Monthly P&L review and revenue performance analysis
›  Bi-weekly revenue and rate strategy calls
›  Operator performance oversight
›  Guest experience and recognition program development

Current retainer clients include a new luxury brand where I built the full rooms division policy library and training sequence of service documents for every department so the team was ready on day one. On the boutique portfolio side, I have worked on their HMA negotiations, P&L reviews, rate strategy, and upsell program implementation. MPI is at 100, rate is indexing at 78 and climbing, and an HMA negotiation resulted in $500,000 in savings over ten years. They are running ahead of budget.

OPTION THREE
Building systems that do not break when people leave
Attrition is one of the most consistent performance drains in luxury hospitality. A key manager leaves. The process that depended on them remembering something quietly stops happening. Guests notice before ownership does.

I have spent considerable time mapping exactly which Guest Experience workflows are candidates for AI-assisted monitoring, based on the same diagnostic framework above. We would go over what an AI system can fully take over, assist a team member or one where a person is irreplaceable. The architecture is done and can be adapted to your property. For ownership groups ready to act on it, I can identify where automation makes sense for your specific property and work with technologists to execute on your vision. 

This is not a theoretical conversation about AI in hospitality. It is a practical one about which specific processes at your property should stop depending on whoever is in the seat this week.


OPTION FOUR
Getting a new property open the right way

I have opened properties across multiple markets and built the operational infrastructure that allows a team to perform from day one rather than figure it out in front of guests. For my most recent pre-opening client, I built 268 rooms division policies and procedures from scratch, established the rate strategy, and ran bi-weekly revenue calls through the opening period. The property opened on budget and has been gaining market share in both rate and occupancy since. 

Pre-opening work can be adapted to what you need. A full rooms division build. Rate strategy and revenue infrastructure. Brand standards and service of sequence development. Or a review of what your operator is putting in place before it becomes harder to change. The engagement is defined by the gap, not a fixed package. 
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