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The placement on Delta Hotel by Marriott it was an excitement journey so far, I did have the opportunity to be s shadow for so many departments and all the managers help me in so many ways. In this essay I will describe how my journey on sales department at Delta Hotel by Marriott Huntingdon it was and how many doors this placement open for me.  It was a pleasure to meet with the head manager for sales Connor, I meet the entire team Ryan, Gabriela, Tracy, the opportunity to shadow a sales manager promised invaluable awareness into the dynamics of this fast-moving and developing filed. Through my placement, I found myself engaged in a world where every interaction, every negotiation, and every decision held the potential to shape the success of the organization.



From beginning I was very pleased to see the energy and the enthusiasm that impregnate the sales department. The manager, whom I had the opportunity of shadowing, radiate confidence and charisma that undoubtedly contributed to his success in the field. His ability to build rapport with clients and motivate his team was nothing short of inspiring and of course observing him navigate through various challenges with grace and determination taught me the importance of adaptability and tenacity in the face of adversity I was having no doubt that this amazing privilege it will enhance my skills. 




My placement on sales department begging with the plan for that specific day if any conference rooms exist for the day and if everting it’s prepared with Food and Beverage department. One of the most informative aspects of my experience was witnessing the strategic approach to sales planning and execution. From meticulously analysing market trends to crafting fitted points for prospective clients, every action was informed by a deep understanding of the target audience and the competitive scenery I learned that successful salesmanship is not about convincing customers to buy a product or service but rather about building long-term relationships based on trust and mutual benefit. Furthermore, I gained invaluable insights into the importance of effective communication and negotiation skills in driving sales success. Whether it was negotiating terms with clients or collaborating with multi-functional teams, clear and concise communication was key to attending collaboration and achieving common goals. I realized that listening attentively and empathizing with the needs of clients were essential components of effective persuasion. Moreover, my time in the sales department reinforced the significance of data-driven decision-making in optimizing performance and driving growth. By leveraging analytics tools and performance metrics, the sales team was able to identify emerging opportunities and address potential bottlenecks proactively. I was impressed by the manager's strength on continuous improvement, encouraging his team to embrace innovation and stay equal of industry trends. 

During my placement in the sales department, I encountered a particularly memorable challenge when tasked with booking a birthday party for a client. What initially look like a very easy transaction its turnaround into a complex and demanding requirement that tested even sales manager Connor in a much unexpected way. The challenge start when a possible client reached out to inquire about hosting a surprise birthday party into one of our conference rooms, at Delta Hotel by Marriott Huntingdon they have 2 big conference rooms where they can host party’s Churchill and Trinity room, or they can make one very big where they can host weeding’s and big party’s when they have big groups. Exited by the opportunity to secure an amazing deal, I eagerly dove into the process of understanding the client`s needs and what it’s his preferences. However, as our conversation progressed, it became apparent that this would be no ordinary surprise birthday party.



The client, a discerning individual with impeccable taste, had a very specific vison in his mind for this celebration. One of the most requirements that he want this surprise party must very unique and unforgettable experience that would wow their guests and leave a lasting impression. From themed décor to gourmet catering and entertainment options, every detail had to be meticulous to meet their exacting standards. As I did go through deeper into the client vision, I realized that fulfilling their requirements will require a collaborative and resourceful approach. I pass this job to one of the supervisors on sales team Ryan and I just shadow him, he was so creative and was take care that our service align with client expectations. From designing custom invitations to excellent vendors, he left no stone unturned to bring the clients vision to life. However, as the planning process unfolded, we encountered a series of unexpected obstacles that threatened our efforts. From logistical challenges with vendors to food suppliers but each problem presented a new test of our problem-solving skills and adaptability. At that time, it felt as though we were navigating a maze of complexities, with no clear path whatsoever. Despite the challenges, seals team remind on position to deliver an exceptional experience for the client. Sales overcome obstacles and find creative solutions to each dilemma they were able to address the clients concerns and reassure them we will deliver an exceptional and wow party. As the day of the supervise birthday party approached, a senses of excitement field the air, weeks of planning and coordinated had finally have and end that exceeded client wildest expectations. From the moment guests arrived, they were transported into a world of enchantment and wonder, where every detail had been thoughtfully considering creating a truly unforgettable experience.  The challenge to assist of booking a birthday party for a high expectation client in sales department was a transformative experience that pushed me to grow and evolve. It taught me the importance of resilience, creativity and collaboration and delivering exceptional customer experiences. 




Possibly the most profound lesson I learned during my placement was the importance of resilience in the face of rejection. In sales, setbacks are inevitable, and success often hinges on one's ability to bounce back from disappointment and persevere in the pursuit of goals. Witnessing the manager's unwavering determination and positive mind-se in the face of challenges inspired me to approach setbacks as opportunities for growth rather than obstacles to success. In conclusion, my placement in the sales department proved to be a transformative experience that provided me with invaluable insights into complexity of salesmanship. From observing the strategic planning process to sharp my communication and negotiation skills, every moment was an opportunity for learning and personal growth. As I embark on the next phase of my academic and professional journey, I carry with me a newfound appreciation for the art and science of sales, along with the confidence to tackle challenges direct and strive for excellence in all attempts.
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