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Overview of the Chosen Area of Administration
An essential part of a hotel's administrative structure is revenue management. To optimise revenue, it entails the strategic application of pricing, inventory control, and demand forecasting. In order to maximise hotel performance, this position demands analytical abilities, a grasp of the market, and the capacity for data-driven decision-making.
Reference to the Model of Reflection Used
In order to delve as far as possible into your reflections, Gibbs claims that the reflective model consists of several stages, each of which requires you to answer several questions. According to Nicole Brown, Gibbs suggests the following stages: description, feelings, assessment, analysis, conclusions, and plan of action.
My learning objectives:
1.Recognise the fundamentals and tactics of revenue management. 
2.Gain competence in forecasting and data analysis.
3. Improve my knowledge of inventory control and pricing. 
4.Boost my ability to communicate with different departments. 
5.Learn the technical aspects of revenue management systems.
Description
I watched the revenue manager during my placement and saw how different revenue management techniques were used. Among my responsibilities were pricing strategy assistance, competitive rate monitoring, and trend analysis of the market. Additionally, I took part in meetings where the revenue manager and other departments discussed strategy.
Feelings
The amount of data involved in revenue management, together with its complexity, initially intimidated me. That being said, my confidence increased as I grew more accustomed to the tools and tactics employed. It was an extremely informative experience overall, and I particularly enjoyed the analytical component.
Evaluation
Getting to observe the Revenue Manager was quite helpful. It gave me a thorough understanding of the decision-making process for revenue management and how it affects the hotel's bottom line. The event also demonstrated how critical analytical abilities and industry knowledge are. Making strategic decisions and interpreting data was one of the key learning points.
Analysis
The significance of data-driven decision-making in revenue management was highlighted by this experience. It was also essential to communicate effectively with other departments because revenue strategies must be coordinated with operations, marketing, and sales. Strong knowledge of market dynamics and the capacity to modify strategy in response to real-time data were prerequisites for the position (Brotherton, 2012).
Conclusion
My knowledge of the vital function revenue management plays in a hotel's performance has greatly improved as a result of the placement. It made clear the things I still need to work on, such my advanced data analysis abilities and my capacity for precise demand forecasting.
Worked-based skills:
1.Communication Skills: Clear and concise communication with teams in charge of operations, sales, and marketing guarantees that revenue initiatives are carried out effectively and in line with the overarching goals of the company (Ford, Sturman & Heaton, 2012).
2. Analytical Skills: To estimate demand, establish prices, and control inventories, revenue management significantly depends on data analysis. Making well-informed decisions requires the ability to evaluate data proficiently (Hinkin & Tracey, 2000).
3. Market Awareness: Determining competitive pricing strategies requires an understanding of market trends, competitor activity, and prevailing economic conditions (Kotler, Bowen & Makens, 2014).
4. Problem-Solving: To sustain optimal revenue performance, one must be able to quickly alter tactics based on changes in the market and internal data (Jones & Lockwood, 2004).
Technical knowledge:
1.Knowledge of Revenue Management Systems (RMS) such as IDeaS or Duetto is essential for data management, demand forecasting, and pricing strategy formulation (Kasavana & Brooks, 2012).
2.Demand Forecasting: Accurately projecting future demand and establishing suitable price strategies are made possible by having a thorough understanding of various forecasting models and approaches (Walker, 2017).
3. Tools for Data Analysis: Understanding Excel, Tableau, and other data visualisation programmes is helpful when assessing internal performance indicators and market trends (Barrows & Powers, 2009).
Situation Encountered
An unexpected cancellation of a local event resulted in a dramatic decline in occupancy, which was one noteworthy issue. This necessitated a fast review of pricing tactics to draw in last-minute reservations.

Impact
There was a large loss of possible revenue as a result of the cancellation. To reduce the damage, the revenue manager promptly announced promotional deals and changed prices. This circumstance brought to light the necessity of adaptability and prompt decision-making in revenue management.
Possible solutions
1.Dynamic Pricing: To lessen these effects, adopt a more dynamic pricing strategy that can be modified instantly in response to changes in the market (Kotler, Bowen & Makens, 2014).
2.Working closely with the marketing department to introduce focused promotions can help bring in reservations during times of low occupancy (Lashley & Morrison, 2000).
3. Enhanced Forecasting: Accuracy and readiness can be increased by utilising more complex forecasting models that take possible disruptions into consideration (Hinkin & Tracey, 2000).
Future action plan
Areas of improvement
1.Enhancing Communication: To work more effectively with other departments, improve your communication abilities through practice and training.
2. Developing Analytical Skills: To increase forecasting accuracy, take advanced courses in statistical tools and data analysis.
3. Acquiring Technical Proficiency: Obtain practical training and certifications to acquire in-depth understanding of revenue management systems and technologies.
Strategies:
1.Networking: To keep up with the latest developments in revenue management, associate with professional associations and go to industry conferences (Ford, Sturman & Heaton, 2012).
2. Seek Regular feedback: To pinpoint areas for development and monitor advancement, routinely solicit input from peers and supervisors (Hinkin & Tracey, 2000).
3. Ongoing Education: Enrol in revenue management and data analytics courses to stay current on industry best practices (Walker, 2017).
4. Finding a mentor in the revenue management industry who can offer direction and assistance with professional growth is a good idea (Jones & Lockwood, 2004).
Conformity to Goals for Personal and Professional Development 

I want to improve my revenue management skills by concentrating on these areas, which will help me achieve my long-term objective of being an expert revenue manager. My technical and analytical abilities will also be strengthened by this action plan, which will help position me for leadership positions in the hospitality sector.
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