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[bookmark: _Toc200798201]Introduction
The report is depended upon of three major parts one which is a reflection on my role based on the Gibbs reflective cycle, an examination of one of the major issues in hotel administration which I came across, and an investigation into future trends in revenue management all accompanied by academic literature and real life examples that I experienced during my placement. The name of the establishment I worked in during my placement was the White Hart Hotel Boston, a heritage styled hotel right in the Boston city centre. The hotel provides various services like comfortable rooms to stay, food, and beverage services, and venue to host a wedding or meeting (Kalgi and Hire, 2024). My placement experience was with Revenue Management department. The primary duties of this department include the control of pricing strategy, the ability to anticipate room occupancy, the analysis of revenue success, and the management of distribution by means of online travel agents and additional booking services (Hayes et al., 2021). My objectives in the placement were to gain understanding on how the pricing decisions influence the profits of the hotel. Another thing is that I needed to gain more confidence when using revenue management software and tools, including Excel and online booking. I also wanted to develop my skills in analysing the customer booking trends and make superior decisions based on the analysis. These aims assisted in guiding my learning during the placement exercise.
[bookmark: _Toc200798202]Section 1: Role Reflection (Gibbs’ Reflective Cycle) 
[bookmark: _Toc200798203]Description
During the internship in the Revenue Management department at White Hart Hotel Boston, I participated in tracking occupancy rates of hotel rooms, assisted with pricing strategies, and performed the task of changing rates on different OTA websites. The role also included monitoring the booking trends and low demand periods and input into weekly revenue meetings. I would occasionally work with the obverse office and the marketing department to maintain the right data in all channels.
[bookmark: _Toc200798204]Feelings
Initially, I was uncertain and anxious to work with huge data volumes and new pricing instruments. I was shy because of the stress to be correct and fast. Nevertheless, through practice and team encouragement I developed confidence and started enjoying the problem-solving bits in the job.
[bookmark: _Toc200798205] Evaluation
One of the most positive experiences was learning in what way pricing decisions are made and the real impact they have on revenue. I enjoyed working with Excel-based models and suggesting adjustments based on occupancy trends. One such problem that I faced was in comprehending complicated pricing logics; where the data between different sources had some discrepancies, or where Interdepartmental coordination was not precise.
[bookmark: _Toc200798206]Analysis
My functions were useful in enabling the ability of the team in reacting to market trends. To give an example, I helped identify the poor performing dates and suggested rates adjustments in a precise manner. The second scenario was when I took the first action to launch upselling efforts during a revenue meeting. These contributions enhance the comprehension of the role of software system, forecasting tool and collaboration among teams in spurring the performance of hotels (Fu et al., 2020). Nonetheless, lack of clarity in communicating change across departments even delayed the process.
[bookmark: _Toc200798207] Conclusion
This experience helped me build foundational knowledge in revenue management and develop greater confidence in handling data and pricing tools. I also realised that effective communication across departments is just as critical as technical skills.
[bookmark: _Toc200798208]Action Plan
	Objective
	Action Steps
	Resources/Tools
	Deadline
	Measurement of Success

	Strengthen revenue analytics knowledge
	Enrol in a short course in hotel revenue analytics
	Coursera, LinkedIn Learning
	Within 2 weeks
	Completion certificate, improved terminology in practice (Johnston et al., 2012).

	Improve Excel and data handling skills
	Practise using pivot tables, formulas, and forecasting functions weekly
	Excel templates, YouTube tutorials
	Ongoing (review monthly)
	Ability to handle tasks independently and more efficiently

	Enhance cross-department communication and reporting
	Draft weekly mock revenue summaries and ask for peer feedback
	Sample templates, supervisor input
	Start immediately
	Fewer misunderstandings, more confidence in written reports

	Build confidence with OTA and channel management platforms
	Request additional shadowing or demo sessions on OTA dashboards
	In-house training, manuals
	Before placement ends
	Comfortable navigating platforms and suggesting adjustments (Talukder et al., 2025).



[bookmark: _Toc200798209]Section 2: Discussion of Key Hotel Administration Issue 
Manual data entry in the form of forecasting and prices adjustments, is one of the primary things that I had discovered to be a problem in Revenue Management department, when I was on placement at White Hart Hotel Boston. This was a manual process that led to certain delays and at times inaccuracies especially in coordinating prices across the different booking engines. Excel spreadsheets and old systems posed time inefficiency and could not react fast to demand changes (Bardi, 2012). This led to the likelihood of revenue loss owing to pricing opportunities being missed. It also brought a communication problem between the front office and the revenue team where the updating of information was not always communicated and implemented. 
According to Vallen et al. (2014), integrated software systems and automated revenue tools are essential for improving hotel profitability. These tools help reduce human error and allow managers to make faster, more accurate decisions. This supports what I saw at the hotel, where a lack of automation made it hard to keep up with real-time demand. This issue relates closely to what I learned in the Service Operations Management module at Level 5, which focuses on improving efficiency through better systems and processes (Reid and Sanders, 2019). In my opinion, the hotel would benefit greatly from investing in a cloud-based Property Management System (PMS) or a Revenue Management System (RMS). These tools would streamline data handling and improve pricing accuracy, leading to better overall performance.
[bookmark: _Toc200798210]Section 3: Future Trends in Hotel Administration
In the future, hotel administration will be strongly shaped by new technology, especially in the area of revenue management. One important trend is the use of advanced software and automation for revenue analytics. Tools such as Duetto or Atomize use artificial intelligence (AI) to analyse data in real time, helping hotels make quick and smart pricing decisions (Fallon and Rutherford, 2010). These AI tools can predict demand, adjust prices, and choose the best booking channels much faster and more accurately than manual methods. This means that instead of spending a lot of time collecting and updating data, revenue managers will focus more on understanding the data and using it to make strategic choices.
This shift will require future hotel professionals to be confident with technology and also have strong analytical and business thinking skills. According to Mingotto et al. (2021), AI is already changing how hotel operations work, and Anon (2025), also explain that AI supports better decision-making and improves guest satisfaction. Based on what I saw at White Hart Hotel Boston, I believe this is a necessary change. The hotel still relies on manual systems, which are slow and limit quick action. Personally, this trend has encouraged me to keep developing my data skills and to learn more about modern hotel software. I now understand how important it is to be prepared for a future in hotel management where technology and analytics are a major part of daily work.
[bookmark: _Toc200798211]Conclusion
Working in the Revenue Management department at White Hart Hotel Boston gave me real insight into how data and pricing shape a hotel’s success. I saw first-hand the value of using technology for forecasting and how strong coordination with other departments supports better decisions. While I met most of my learning goals like understanding pricing strategies and using basic revenue tools, I know I still need to build more confidence in analysing customer data. This experience has motivated me to grow further and one day work in a strategic hotel role where revenue planning plays a key part.
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