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Introduction 
The reflective learning log will critically evaluate my learning experience through placement at the Ashford International Hotel located in Kent. I was in the restaurant and bar department of the hotel where I had to cater to the clients and collaborate with the staff. 
Main Body
Gibbs’ Reflective Cycle 
Description 
I was hired for the job profile of “events and groups sales executive” at the restaurant and bar department of the Ashford Hotel. I have been assigned the following tasks and responsibilities as events and group sales executive, I have to identify and attract potential customers for hosting events, I have to perform negotiation while confirming deals, and management of logistics for executing the events. There is a dedicated team of events and group sales executives to manage efficiently the events conducted; it comes under the restaurant and bar department. I have to be updated and aware of the offerings (products and services) by the restaurant, and the prices of the offerings (Adeani et al., 2020). I have to cater to the customer’s requirements and provide them with the best possible experience when visiting the hotel. I have the instructions to maintain healthy relationships with customers and provide them with customized services to ensure that their requirements are fulfilled. 
Management Issues 
The management issue or problem that I have experienced is that there was a misalignment between the sales and event management team and the operational team. The problem arises due to the commitments made by the sales team executive in advance, I have experienced that ineffective communication among both the departments has led to mismanagement during the events. For instance, one of the mismanagement that I encountered was that the sales team committed to the clients to host 250 guests to organise a banquet, for a day which is already fully occupied and one of my team members gave quotations irrespective of considering the impacts on the cost structure of the department. Such operational mismanagement has led to many problems it would result as overbooking which impacts the experience of guests due to inefficient services by the restaurant and bar departments (Adeani et al., 2020). On the other hand, intimating the prices of offerings to the clients before evaluating the pricing and cost structure of the department, has affected the profit margins and financial efficiency of the company. I have experienced that the prominent root cause of this management issue is a lack of collaborative approach and ineffective communication among the members of the two departments. To contribute to the enhancement of management, I require adopting a collaborative approach and effective communication practices so that such misalignment would not ruin the financial position and reputation of the organisation (Verevka, 2019). I have understood that cooperation among both departments is essential to offer the best customer service, which is the most crucial aspect of the restaurant and hotel industry. 
Feelings 
The management issue of misalignment of the functions of the two departments, sales and operations, was frustrating and challenging for me. I felt that I was grinding between the two departments; I had to consider the distinct objectives of both departments. The sales team wanted to achieve the target of revenue generation and the operations department required having manageable tasks to execute efficiently. It was frustrating for me to resolve the conflicts between the sales team and the operations team (Yaacob et al., 2021). I acknowledged the fact that the sales team has to bring in the deals, on the other hand, operations staff have to face the consequences of overbooking and impractical commitments by the sales team. The issue was challenging for me as I had to be diplomatic and implement problem-solving skills to find the appropriate solution for the situation. 
Evaluation 
The misalignment had both favourable and unfavourable impacts on the organisation as a whole. 
The unfavourable impact of the misalignment was that the overbooking and ineffective communication resulted in offering slightly poor services affecting the overall guest experience to be of a lower degree, which harms the reputation of the hotel. Commitment to more than available services without considering the maximum input from an operational team led to an increased number of errors and employee attrition (Kukreti and Dani, 2020). The profit margin was reduced due to not assessing the cost structure of the department. 
The favourable impact of the issue was that higher sales targets by the sales team could improve the financial health of the organisation if managed properly. It also provides a competitive edge to the organisation for attracting more clients. Management has taken actions to address the issue, by improving communication through open communication and conducting meetings, An integrated system has been implemented to enable a uniform booking and arrangement system. Training will be provided to the sales team and operational department. 
Analysis 
I have played a crucial role in bridging the gap between the two departments to provide practical solutions for aligning different departments, consumer service and hospitality management concepts. First and foremost the management must provide cross-training, which means, providing insights about customer service to the sales department and the training of sales procedures to the operational staff. Regular team meetings could be conducted to discuss the potential bookings and examine the performance of the organisation. It will encourage teamwork and a collaborative approach among the staff (Park and Min, 2020). I came to know that technology integration would be effective for efficient communication, flow of information, and booking infrastructure that could be accessible by sales employees and operational employees. I will suggest implementing KPIs to evaluate the financial performance, customer experience, effectiveness of operations and retention of employees. 
Conclusion  
From my placement at Ashford International Hotel, I got to understand the relevance of collaboration and communication in the hospitality sector. The problem of misalignment in the management is evident which requires a robust solution that will maintain the sales target along with customer satisfaction and fostering the efficiency in the operational activities. My experience from placement has come to the conclusion that there is a relevance of cross-training, collaboration, communication, setting clear expectations, and empathy. 
Action Plan 
I will be preparing an action plan in which I will include skills like teamwork, effective communication, and informed decision-making through data analysis. I will be focusing on service level agreements, technological integration, and cross-training to enhance the effectiveness of operational activities and overall guest (customer experience). 
Skills development 
At the time of my placement working at the Ashford International Hotel, I got to develop crucial skills such as self-management and self-development which was improved by performing a variety of diverse tasks. Task management ability is developed by participating actively in organising events and sales. I have initiated to suggest solutions by utilising my problem-solving abilities at the workplace to enhance the operations (Rhou and Singal, 2020). I have improved the way of communicate with clients. By utilising and applying academic and practical knowledge, I have customised the solutions to suit the requirements of the hotel. 
Career Development 
While working at the Ashford International Hotel, I have gained practical and vocational knowledge about how the hospitality industry operates. I am planning to further pursue a career in hospitality management. I will be focusing on enhancing my overall operational efficiency, offering exceptional customer service (guest experience), with the motive of increasing revenue generation capacity. The skills that I gained during working were, clear and effective communication, a collaborative approach while operating in cross-team or departments and informed decision-making which is based on appropriate data and information, which will provide a boost to my professional development. I aspire to contribute to adding value to the hospitality management system for my future employers by catering to similar issues through my problem-solving skills and offering practical solutions. 
 

Conclusion 
This learning log offers a brief discussion of the placement processes and what I have learned over there. This log is been done with the help of reflective model (Gibbs model) that helped me in being more effective in elaborating and analysing my learning well. 
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