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Customer service skills that have been developed during the culinary training 
I developed vital customer service skills at Jintana Restaurant throughout my culinary training. During the training sessions, I developed my capacity to clearly and enthusiastically explain complicated subjects to customers. By responding to various questions on the provenance, manufacturing process, and methods of wine tasting, an individual could improve their ability to communicate with people of different levels of expertise (Jackson, 2022. p-37). In addition, I was able to smoothly combine my academic understanding with application in real life owing to my practical expertise in an excellent cuisine setting, which made sure that customers had a positive and easy experience. All of these encounters improved my ability to offer customised, knowledgeable, and friendly service in the food industry.
Identifying the key-skills in the light of food service industry
Within the ever-changing food service business, I have successfully proven critical abilities that are necessary for success. During the wine workshop at Jintana Restaurant, I had to communicate well in order to interest the guests and clearly articulate the subtle aspects. A pleasant dining experience was ensured by the smooth integration of theoretical knowledge about wines into actual service, which was made possible by adaptability. Flawless performance in a formal dining setting demonstrated attention to detail, highlighting the significance of appearance and quality (Sun et al. 2022. p-8). Finally, by anticipating and satisfying a variety of demands, I demonstrated my dedication to client satisfaction and helped to create a pleasant and unforgettable experience. Together, these skills demonstrate my ability to navigate the complexities within the industry.
Challenges in offering customer service and strategies for mitigating them
Managing the complexities of the food service sector made excellent customer service difficult. A more sophisticated approach was needed to accommodate different levels of patron expertise during the wine seminar at Jintana Restaurant. In order to overcome this and ensure inclusion, I customised explanations to take into account different wine skill levels. Another problem was striking a balance between the needs of a fast-paced atmosphere and presentation perfection. In response, I improved organisational techniques to guarantee meticulous care to detail while sacrificing effectiveness. These difficulties, which helped to overcome with strategic adjustment and improvement, enhanced the customer service abilities and served as a reminder of how crucial flexibility and painstaking preparation are to delivering a memorable dining experience (Pal and Altay, 2019. p-3).
Importance of customer service within the culinary and food service industry
When it comes to food, customer service is everything and it's the foundation of the eating experience. Its significance comes from its capacity to transform meals into lasting recollections by existing outside of commercial interactions. My talents, which I have carefully honed at Jintana, significantly contribute to the development of excellent visitor experiences. During periods of high operation, the skilful execution of prompt decision-making guarantees a smooth service delivery (Naud et al. 2020. p-4). Concurrently, a sophisticated understanding of varied taste preferences enables a customised and individualised eating experience. The fusion of skill and warmth creates a setting where guests experience a specially prepared meal as well as a culinary adventure, highlighting the critical role that customer service plays in the culinary story.
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Reflection on the experiences providing customer service in a culinary setting. 
My experience providing customer service in the restaurant industry has changed me and improved my capacity to interact with customers in a sophisticated and accurate manner. I was exposed to a range of palates and degrees of expertise during the wine lesson at Jintana Restaurant, which made effective communication and flexibility necessary. The ability to apply theory to real-world service improves as a result of this training, guaranteeing a thorough and pleasurable eating experience (Batat, 202. p-12). A dedication to excellence and painstaking attention to detail emphasised how crucial client pleasure is. Therefore, this experience has strengthened my grasp of the complex dynamics involved in providing culinary customer service, which has advanced my career as a member of the hotel industry.
The nature of job role, types of customers, and challenges in customer service provision
As part of my job at Jintana, I took on a variety of responsibilities, including serving customers in the food industry. Serving a broad audience that included both novices learning gourmet nuances and discriminating epicurean cooks with sophisticated palates posed a range of expectations. Problems arose while operations were at their busiest. The culinary environment presents a challenging operating environment due to the demands of effectively managing an increase in orders, upholding quality standards, and satisfying a range of client expectations (Boyd et al. 2020. p-3). Making wise decisions is necessary to guarantee prompt and effective service delivery. Addressing varying food choices revealed additional complexity, necessitating a sophisticated knowledge of various culinary environments.
Impact of customer service skills in the context of success of the operation
My ability to provide excellent customer service was a major factor in Jintana Restaurant's success. By interacting with customers throughout the wine lesson, I made sure that everyone had a smooth and educational experience, which improved the establishment's image. I coordinated service delivery with coworkers in a collaborative manner, which helped to build an effective and cohesive team dynamic. Efficient communication and flexibility are essential for coordinating a coordinated effort, and careful attention to detail improved the overall standard of care (Satchwell et al. p-17). In addition to providing outstanding culinary experiences, this cooperative approach and my customer-focused attitude were crucial in fostering an atmosphere where customers committed to the operation's achievement and favourable reputation.
Missed opportunities to provide excellent customer service with future perspective.
Thinking back, there were a few times that I could have done a better job serving customers during the wine lesson at Jintana Restaurant. Specifically, I found that there was a lack of proactive customer engagement, which was impeding the possibility of improved customer happiness. The Service-Profit Chain model's guiding principles to address this could be used, which highlight the connection between profitability, customer loyalty, and staff happiness (Patel et al. 2020. p-9). My future goals will centre on employee engagement and empowerment, with the goal of creating a culture that values service that extends beyond everyday contacts. This tactical change is consistent with the model's concept, which is to maintain customer loyalty by enhancing staff engagement and providing better customer service as a result.
Feedbacks and responses from the customers in Jintana Restaurant
During the wine lesson at Jintana Restaurant, attendees provided favourable comments by praising the presenters' interesting presentations and well-written explanations. The constructive feedback suggested a more regulated cadence and concentrated on pacing concerns. Quick to react, I sped up the delivery, which led to more favourable evaluations. Positive comments such as the Knowledgeable Guide, also emphasised a competent guide and responsive service, which further reinforced the efficacy of the entire experience. This strategy supports constructive resolutions by recognising that input is essential for progress and is consistent within the Service Recovery Paradox (Maseko, 2023. p-5). Subsequent tactics will remain attentive, acknowledging that input serves as a spur for ongoing improvement and superior customer service. 
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What were the things that influenced or challenged you the most
Gibb reflective model will be used to explain the past experience during placement. Gibb’s reflective model is a useful model to express the feelings, I have gained and the actions, I must take in future. One of the biggest challenges I faced throughout my placement was adjusting to the different levels of expertise that patrons had during the wine lesson at Jintana Restaurant. This called for both sophisticated communication techniques and a thorough knowledge of wine jargon. This endeavour was made more difficult by the requirement to customise the material for different levels of competence. As a result, this experience enhanced my respect for audience adaptation and helped me become a better communicator. It emphasises the value of adaptability in the culinary field, where communicating complex ideas necessitates striking a balance between complexity and accessibility (Meijerink et al. 20221. p-18). This challenge acted as a stimulant for me to improve my communication techniques and my ability to communicate intricate culinary knowledge in general.
Consider how these formative experiences will lead you in terms of career aspirations and goals.
My professional objectives have been greatly influenced by these formative experiences, especially negotiating varied communication obstacles during the wine lesson at Jintana Restaurant. The necessity of subtle communication has highlighted the significance of ongoing improvement in the hospitality and culinary industries. I want to take use of these experiences going forward by signing up for communication seminars and looking for mentoring to help me hone my abilities even further. Proactive learning is promoted by identifying opportunities for development, such as adjusting to different levels of skill (Park and Park, 2021. p-13). In the end, these encounters help me achieve my professional objective of developing into a sophisticated culinary communicator who can explain difficult ideas clearly and provide fun, instructive eating experiences.
SMART Objectives for future growth
	Objective Type
	Objective
	Specific
	Measurable
	Achievable
	Relevant
	Time-bound

	Short-Term
	Finish a specialised workshop in culinary communication.
	Gain instant knowledge of efficient culinary communication methods.
	Participate fully in a recognised workshop by attending it.
	Locally accessible workshop with flexible timing.
	Developing communication abilities for use right away.
	Completion it within the upcoming six months.

	Medium-Term
	Become certified in advanced culinary discourse.
	Gain comprehensive knowledge and abilities by enrolling in a formal certification programme.
	Finish all of the courses and tests with success.
	Enrol in a two-year certification programme that is well-regarded.
	Provides professional goals by offering a thorough comprehension.
	Get certified in the upcoming two years.

	Long-Term
	Launch a Consultancy for Culinary Communication.
	Acquire the knowledge necessary to counsel restaurants on efficient communication approaches.
	Establish and maintain a successful consulting business that serves at least five customers.
	Gain a great deal of experience via hands-on learning and ongoing education.
	Corresponds with the ultimate objective of gaining recognition as an authority.
	Create the consulting firm during the subsequent five years.


Table 1: SMART GOALS
(Source: Self-Developed)
 
[bookmark: _6qu8umd4id97][bookmark: _Toc150656140]Element 4: Three element written portfolio in detail and the practical experience gained.
The foundation of my written portfolio is Service-Dominant Logic (SDL), which emphasises the ever-changing relationships among business sellers and consumers as a means of co-creating value. The intangibility of services is reflected in the desire for an Advanced Culinary Communication Certification (Savelli et al. 2022. p-7). This strategic effort, which is in line with SDL's emphasis on the collaborative aspect of value creation, recognises that good communication is essential to the service experience. By acknowledging that communication skills are vital resources that are co-utilised by service providers and customers, taking part in a Culinary Communication Workshop incorporates the SDL concept of operant resources. The goal of the workshop is to improve these operant resources so that co-creating the culinary experience may be done more successfully. Creating a Culinary Communication Consultancy is in line with SDL's focus on using specialised expertise in practical ways. This long-term objective entails using experience to counsel restaurants on communication tactics, therefore supporting the continuous co-creation of value in the food industry. SDL practically influenced how I approached the wine masterclass during my internship at Jintana Restaurant. I implemented SDL principles by adjusting communication to different consumer knowledge levels and highlighting the collaborative element of the learning process, realising that the culinary experience is a service.
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