



[image: A blue and black text

Description automatically generated]





POPA ANCA
2126967
Managing Hotel Administration (BMIH6004)
Lisa-Marie Bassler 
Word Count: 1362
AI Statement

I confirm that I have not used any AI tools in the research and creation of this assignment. I confirm that I have not presented any AI generated materials as my own work. I confirm I have copies of my drafts, notes, and other resources I used, which I may be asked to provide in evidence.


















Table of Contents

Introduction	4
Section 1: Reflection on the experiences and personal development	5
Section 2: Critical Analysis of Work-based Skills and Technical Knowledge	6
Section 3: Reflection on Organisational Issues	7
Action Plan and Recommendation	8
Conclusion	9
References	10


[bookmark: _y3ohaudw3x0q]

Introduction 
As a student, I had the privilege of completing a comprehensive 10-week hotel placement at The Hilton Garden Inn in Doncaster. This wonderful experience provided me with invaluable insights through job shadowing in the Administration Department, equipping me with knowledge that will be highly beneficial in pursuing a future managerial position. I prepared a learning log outlining the essential skills necessary for success in hotel management and some of the challenges faced within the industry. The focus of this paper is:
· To examine the learnings of revenue management with analytical thinking 
· To determine the importance of strategic thinking in managing the revenue 
· To discover the areas of improvement in the work-based skills 
















1. Reflection on the experiences and personal development 
I have employed Kolb's reflective cycle to enhance the effectiveness of the learning log. Dochy (2012) underscores the critical role of reflection in optimizing our professional experiences. Similarly, Thompson (2021) recognizes that reflective thinking can broaden perspectives, deepen our understanding of professional challenges, and foster creativity. The initial stage of Kolb's reflective model, Concrete Experiences, emphasizes the importance of deriving valuable insights from our practical situations (Kolb, 1984). 
To excel as a manager in the Revenue Management department, it is essential to cultivate a diverse and robust skill set. Through my experience, I have recognized that budget management stands out as a crucial competency within financial acumen. Financial acumen empowers Revenue Managers to strategically align their initiatives with the overarching financial objectives of the organisation. This expertise also facilitates effective communication with finance teams and stakeholders, ensuring clarity and collaboration in achieving shared goals. Mastery of financial principles is not just beneficial but imperative for effective Revenue Management, as highlighted by Keat et al. (2014).
Through my experience with job shadowing, I acquired precious knowledge of the essential competencies required for this department, specifically in the areas of strategic pricing and forecasting. These skills involve a nuanced understanding of market dynamics, an analysis of competitive pricing strategies, and the ability to anticipate consumer behavior to establish optimal pricing structures. Expertise in demand forecasting is crucial for Revenue Managers, as it enables real-time adjustments to pricing and inventory. By honing these skills, as a future hotel manager, I could effectively maximize revenue through strategic modifications and proactive market engagement. Additionally, a comprehensive understanding of strategic pricing and forecasting is directly related to enhancing hotel profitability (Martin, 2019).
Furthermore, I observed that data analysis is a fundamental component of effective revenue management. Proficiency in this area entails systematically collecting and rigorously examining large data sets to identify trends, forecast outcomes, and make informed, evidence-based decisions. Revenue Managers need to skillfully utilize analytics tools and techniques to optimize revenue streams, adjust strategies based on performance data, and communicate results with clarity and precision. Wörndl et al. (2021) study underscores the significant potential of information and communication technologies in offering innovative opportunities within the dynamic travel and tourism sector, further reinforcing the necessity of cultivating these analytical skills. 

2. Critical Analysis of Work-Based Skills and Technical Knowledge 
The second stage of Kolb's reflective cycle is reflective observation. After a conversation with a manager, I recognized that technological proficiency is a powerful catalyst for implementing an effective revenue generation strategy. As technology continually evolves, Revenue Managers must embrace the latest tools and systems that enhance revenue optimization. This includes leveraging revenue management software, management platforms for customer relationships, and tools for business intelligence. Mastering technology not only boosts efficiency but also empowers the integration of innovative solutions that can give businesses a formidable competitive edge (Khosrow-Pour, 2020). 
In addition, I detected that strong communication and negotiation skills are vital for Revenue Managers. Effective communication and negotiation skills are crucial competencies for Revenue Managers within the hospitality industry. These professionals play a key role in the organisation by clearly articulating pricing strategies that align with market trends and business objectives. This requires not only an understanding of pricing dynamics but also the ability to convey complex information in a manner that is accessible to various stakeholders. According to Tranter et al. (2014), revenue managers must engage in negotiation processes, where they are tasked with securing contracts that are advantageous for the organisation. This process involves not only negotiating rates but also establishing terms that foster long-term relationships with partners, ensuring mutual benefit. 
Collaboration with sales and marketing teams is also a major component in this role, as these departments rely on accurate revenue management insights to devise effective promotional strategies. The ability to work cohesively with these teams helps integrate pricing strategies into broader marketing efforts, ultimately driving revenue growth (Sood, 2017).
Additionally, effective communication is vital for building transparency and trust among team members and stakeholders, which is essential for successful collaboration. At the same time, strong negotiation skills are necessary for forging profitable partnerships and closing deals that contribute to the organisation's overall performance. Wood (2013) considers that despite the importance of these skills, it is concerning to note that a significant number of managers in the hospitality sector may lack these essential competencies. This can hinder the success of revenue management initiatives.
Through my reflections, I realized that investing in developing communication and negotiation skills can empower Revenue Managers and elevate the organisations they serve to new heights of effectiveness.

3. Reflection on Organisational Issues 
In the stage of abstract conceptualisation, I discovered that one of the most prevalent organisational issues in the Revenue Management department is billing and invoicing errors. I believe that the Hilton Garden Inn hotel effectively provides guests with invoices, whether through email or printed formats, addressing this potential issue in a highly satisfactory manner. 
Conversely, many small businesses within the hospitality sector may overlook the invoicing process, which can result in dissatisfied customers. Caluwaerts, P. (2010) considers that small and medium enterprises should make e-invoicing the principal way of exchanging bills. 
To mitigate this risk, I recommend the implementation of invoice processing software along with comprehensive staff training focused on enhancing time management skills. Further, introducing apprenticeship programs could increase staff availability during shifts, thereby reducing the likelihood of any invoices being overlooked.
Cetin et al. (2016) assert that cognitive abilities are essential for revenue managers to enhance decision-making when confronting complex challenges. In the stage of abstract conceptualization, I recognized that adaptability to regulatory and economic changes is critical for revenue managers. This stage has underlined the necessity for managers to be agile, and ready to navigate evolving regulations, tax laws, and economic fluctuations. Those who can swiftly adjust to these external factors and effectively mitigate risks will be instrumental in ensuring the financial stability and growth of their organisations.
Another challenge that persists within the hospitality industry is the issue of departmental disconnection. I have witnessed instances where differing communication styles could have led to personality clashes, ultimately hindering effective collaboration between departments. To address this, Hilton Hotel has successfully implemented a structured handover process across all departments. To further reduce the likelihood of departmental disconnection, I would advise promoting a cohesive organisational culture that actively values diversity and supports collaboration.
Action Plan/Recommendation 
The active experimentation stage of Kolb's reflective cycle emphasizes the importance of implementing knowledge through actionable strategies for future endeavors. I plan to integrate my insights regarding analytical thinking and technological support to enhance future approaches to budgeting and revenue generation planning. Furthermore, I have developed an action plan that identifies key areas for self-improvement and provides recommendations that promote professional growth.
	Objectives for skills improvement
	Recommendations for improvement
	Timebound

	To elevate the skills in strategic thinking 
	I aim to enhance my analytical skills and problem-solving abilities by seeking increased involvement in industry-related projects through a more creative approach.
To gain a more comprehensive understanding, I will conduct further research online and consult relevant literature on revenue management.
	3 months 

	To elevate the digital skills for revenue management 
	I will further develop my expertise by participating in training sessions focused on analytics-driven technologies.
I aspire to apply the revenue management skills I have gained through my placement in a direct employment opportunity.
	6 months 




Conclusion
By shadowing a manager in the Administration department, I have come to appreciate the diverse skills needed for such a prominent and dynamic role. This enlightening experience has shown me that a strong, calm, and financially savvy individual is essential for maximizing business revenue. Revenue management can resemble a game of building blocks, and I am committed to adding to my knowledge to strive toward this inspiring career path.
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