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Introduction
This learning log applies Gibbs’ model (Description, Feelings, Evaluation, Analysis, Conclusion, Action Plan) to reflect on my experience observing the revenue management operations at Holiday Inn Peterborough West (The University of Edinburgh, 2024).
During my internship at the Revenue Department of the Holiday Inn Peterborough West, I had a great opportunity to increase my knowledge and improve my practical skills. 
This educational record will be centered on my own experience working as a supervisor, emphasising the main duties I performed, the difficulties I faced, and the abilities I acquired. By reflecting on my time in this department, I aim to assess how this placement has contributed to my professional growth and understanding of revenue management within the hospitality industry.
Learning objectives
· To enhance skills in data analysis, identifying patterns from past data, and using this information to predict future demand and adjust pricing models accordingly;
· To understand and execute dynamic pricing techniques to maximize occupancy and income while properly controlling the risks of overbooking to prevent unhappy customers;
· To strengthen strategic decision-making skills by applying data and insights to forecast, price, and revenue management choices that are in line with long-term business goals.
· To learn more about how external factors, like market fluctuations, unanticipated events, and economic downturns, can affect revenue plans and decision-making, as well as how to effectively manage these risks.

Section 1: Reflection on Experience and Personal Development
The revenue department is considered the driving force behind the hotel’s financial success. (Hayes, Hayes & Hayes, 2020). To provide accurate estimates of occupancy and revenue potential, the revenue manager must forecast future demand by examining past data, industry trends, and outside variables (Stanislav, Zhechev, and Ivanov, 2012). Apart from making predictions, the revenue manager carefully examines the hotel's financial results, identifying opportunities for enhancement and refining pricing tactics. To maximise revenue potential, they use dynamic pricing models, keep an eye on rival activity, and make real-time rate adjustments (Kopalle et al., 2023). Holiday Inn Peterborough West offers various event services, including weddings, funerals, Proms, business meetings, and Christmas parties, which significantly contribute to revenue generation. Additionally, the highest revenue is generated from bedroom bookings, with prices fluctuating based on demand, seasonality, and external factors such as business group reservations.
In the beginning, the revenue manager's ability to confidently and effectively lead the team while handling multiple challenging responsibilities at once truly surprised me. I found the strategic decision-making process to be very interesting. In addition to being interesting watching how dynamic pricing and overbooking strategies were used to optimize occupancy and income revealed a degree of skill and insight I hadn't previously fully recognized. 
However, I felt intrigued and concerned when I thought about the outside forces that might interfere with these tactics. The unpredictability of outside factors, such as last-minute cancellations or abrupt shifts in industry trends, led me to question the precision of long-term projections. Even though the revenue manager was skilled at predicting demand using data and patterns, I couldn't get rid of the thought that even with such advanced forecasts, it may still be difficult to account for unforeseen circumstances. I was filled with wonder and excitement about the complexities of revenue management as a result of this combination of respect for their knowledge and mindful doubt about the unforeseen risks involved.
One of the positive aspects of the revenue department’s approach is the systematic forecasting process, which includes evaluating past performance and identifying gaps (Ivanov, 2014). The department utilises data analytics to predict demand, ensuring an optimal pricing strategy. Additionally, strategies such as offering corporate discounts and minimum stay requirements help maximize occupancy rates. However, a key challenge is the risk associated with overbooking. While this strategy helps maintain occupancy levels, it also requires a contingency plan for accommodating extra guests when necessary. Another limitation is the unpredictability of business losses due to economic downturns or unforeseen events, which can impact revenue streams. The COVID-19 pandemic had a profound impact on the hospitality industry as the restrictions and health concerns led to cancellations and reduced bookings (Alotaibi and Khan, 2022).


Section 2: Critical Analysis of Work-Based Skills and Technical Knowledge 
Spending these two weeks in the revenue department gave me a profound appreciation for the diverse skill set required of a revenue manager. Their ability to delegate tasks efficiently, and demonstrate unwavering dedication even staying attuned to operations during weekends along with their strong sales acumen, commercial awareness, and analytical expertise, proved to be essential for success. I quickly realised the pivotal role of strategic planning and data-driven decision-making in optimizing revenue and ensuring financial stability.
Although my current job also involves numbers, pay, and shifting rates caused by outside events like holidays, my experience in transportation gave me important insight into these financial concerns. This analogy made it easier for me to understand the significance of financial forecasting, but I also realised that it takes some time and precision to improve estimates by comparing historical performance with current patterns. Overbooking can be a very effective way to increase income, but it needs to be properly controlled to avoid unpleasant visitor experiences, highlighting the fine line that separates profitability from customer satisfaction (Grant, 2023).
On the other hand, I came to understand that a revenue manager, no matter how skilled or experienced, cannot drive the hotel's financial success alone. The effectiveness of revenue management is deeply rooted in teamwork and collaboration. To ensure that pricing strategies, forecasting, and financial choices are founded on accurate and current information, the revenue manager depends on a specialised staff to gather, analyse, and interpret enormous volumes of data. Strategic plan execution would be severely limited without the team's combined efforts. 
My placement experience within the Revenue Department at Holiday Inn Peterborough West gave me an extensive knowledge of the complicated nature associated with revenue management in the hospitality sector. My comprehension of strategic forecasting, dynamic pricing, and the crucial role that teamwork plays in boosting financial performance has greatly improved as a result of this practical knowledge. It was especially educational to observe the revenue manager's leadership, which was marked by knowledge and flexibility. However, I have come to understand that practical experience often surpasses theoretical knowledge, and the role of a revenue manager can be particularly challenging at times. Maintaining awareness of market trends and often comparing oneself to rivals is crucial for successfully navigating these obstacles. Revenue management approaches stay current and successful in a changing and competitive environment by staying updated on industry advancements and evaluating performance against that of other hotels. (Jerab, 2024)
Section 3: Reflection on Organisational Issues 
My overall experience as a revenue manager in the assigned department was positive, but I had difficulties with teamwork that had a detrimental impact on both my experience and the operations of the Holiday Inn revenue management department. My ability to work well with groups and customers was limited, by this problem, especially when it came to explaining important tactics like pricing and promotion. This lack of cooperation made it difficult for me to appropriately determine room rates and oversee other associated duties.
The selected department must implement the Tuckman model, perform recognition programs, and promote regular and clear communication to reduce the difficulty of teamwork (Zirar et al, 2023). Adopting this model will help to enhance and foster teamwork because it makes it easy to track progress through stages including forming, storming, norming, performing, and adjourning (Chapman, 2017). The hotel will be able to reduce the difficulty of teamwork by promoting open and regular communication since it allows members to express their opinions and ideas, which aids revenue management in making potential and well-informed selections (Wilson, Joiner, and Abbasi, 2021). 
Conclusion and Action Plan
After giving some consideration to my placement experience at the Holiday Inn Peterborough West's Revenue Department, I've determined a few areas that need work and professional growth in the future.
I must first concentrate on improving my leadership and teamwork abilities. I understand that teamwork and good leadership are essential for a manager in the revenue management department, even though I like to work individually. I'll consciously look for opportunities to work in group environments so I can develop leadership and communication skills to handle this. To continue to improve my capacity for teamwork and leadership, I also intend to participate in team-building exercises and leadership development seminars.
Second, I want to learn more about the overbooking tactic. A crucial component of revenue management is overbooking, but establishing a balance between profitability and satisfaction with customers demands a sophisticated understanding. I will read specialized literature on the topic and take part in a variety of courses centered around reservation management to do this. This will give me an enhanced understanding of overbooking methods and enable me to create more effective plans that reduce risks and increase possible profits.
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