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[bookmark: _Toc85204548]Introduction
The proposal is going to analyze the importance of employee engagement in developing talented employees in the context of a particular organization. The selected hotel for the proposal is the Britannia Hotel City Centre Manchester is the hotel and development property (Riley, 2008). The hotel company has 12000 employees who work in several sections of its different hotels in different cities of the UK. The hotel group management is concerned to engage the employees in the development of a talented workforce. The proposal will examine the employee engagement and training and development program by the organization to motivate the employees and get the ultimate outcomes from the performance of the employees in the organizational context. And those are the recent issue that the management of the organizations wants to propose as part of employee engagement in several tasks in the workplace.
[bookmark: _Toc85204549]Training Needs analysis
The training Needs analysis is known as the learning needs analysis in the context of the HRM process (Bartram & Gibson, 2000). The TNA process shows that there is a lot of tasks to perform and there are also several ways of making development and learning something new spontaneously. The analysis is also effective to find out the gap between the knowledge and skills of the employees and, the HRM department works to make a bridge to fill the gap. 
 For completing the TNA process, the selected two departments are the Marketing and sales and Accounting and Finance department.     
[bookmark: _Toc85204550]The TNA for the Marketing and Sales department
There are some specific steps to complete a Training Needs Analysis process and, they are mentioned here,
Step 1- Performance Gap Analysis: The current and required performance of the employees can be compared by the management of the employees of the Sales and marketing department of Britannia Hotel (Bartram & Gibson, 2000). In this way, the organization can look at the current performance and their impacts on the increase of sales of the services of the organization. And then the management should find out the gap in the performance of the employees. 
Step 2- Root Cause Analysis: Root cause analysis is the process of TNA to find out the root causes that create a gap in the performance of the employees (Rahmana & Sukaya, 2020). If the management of the Britannia Hotel looks back to the performance of the employees of the Sales and marketing department, they can learn about the performance and success rate of the department. Then the organization can determine the fundamental factors like skill, resources, incentives, motivation and information which are absent in the characteristics of the employees and take steps to develop and train them on the issue to increase the sales quantity and marketing strategy.
Step 3- Needs Analysis: A detailed and effective analysis system can help to implement the intervention to resolve the particular problems of the employees in the organization (Denby, 2010). The marketing sales department of Britannia Hotel works to communicate with the people and make them know about the facilities and services of the organizations. In this way, the employees of marketing sales work on both offline and online platforms. So, the HRM and management department can analyze the total performance of the employees and try to determine the strengths and weaknesses of the employees to serve the people. Then the company can be able to train and develop the skills and strategies which are needed for the different characters. For example, The Marketing and sales department of Britannia Hotel works to increase the revenues of the company, so the management can measure the number of revenues they achieved comparing with the target (Smith, 2020). Then the analysis process can work effectively. 
Step 4- Recommendations: In this step, an absolute and effective training solution is proposed as the part of TNA process. Here the management has the responsibility to provide the right type of training and development program according to the demand of the analysis process. Britannia Hotel can arrange training sessions for the employees of marketing and sales based on the previous performance and finding out the weaknesses of the employees. It can be effective to increase the overall productivity of the employees of the particular department. 
[bookmark: _Toc85204551]The TNA for the Finance Department
Finance is also an important department for Britannia Hotel and it is examined that the department also should go through the TNA process.
Step 1- Performance Gap Analysis: The employees of the finance team do not work for achieving any direct goals for the organization (Ross, et al., 2020). Rather, the department work to record all the financial data, daily transactions like Expenses, profit and revenues. So, the management of Britannia Hotel should determine the gap between the expected and current performance of the employees to achieve the organizational goals. The performance gaps can be termed as the gap between the required and actual performance and productivity of the hotel. 
Step 2- Root Cause Analysis:  Root cause analysis determine the basic issues that work behind the gap in the performance of the employees (Denby, 2010). The Britannia Hotel should learn the basics issues that the employees of the finance department need like mathematical and analytical skills, financial knowledge, the process of recording the financial terms and the knowledge of using technology. If the organization can determine the gaps, it can understand the reason for the gaps in the performance and also can find out the spaces to develop of the employees of the finance and accounting in the context of Britannia Hotel. 
Step 3- Needs Analysis: A final and complete analysis of how the employees of the finance department of Britannia Hotel have been performing for a sudden period. The analysis can determine the basic gaps and the management of the organization can work ho to develop the basic skills and knowledge of the individuals (Rahmana & Sukaya, 2020). If the management can make a final shape to design the work plan based on the root cause analysis, the management can be an appropriate intervention to resolve the factors. Needs analysis includes some other analyses: environment analysis, job analysis, and task analysis. So, the management of the Britannia Hotel should lead an effective need basis to learn the space of development of the employees of the finance department.
Step 4- Recommendations: The management can complete the Training needs analysis process by recommending the tasks which have been analyzed in the previous steps of the process (Lehmann, et al., 2017). Here the management proposes an actual and effective training solution. It also suggests the training and development process that can bring positive changes in the total productivity for the finance department of the Britannia Hotel. 
[bookmark: _Toc85204552]The current training needs within the two departments
In the context of the Sales & Marketing and Finance department of the Britannia Hotel, there is needed to arrange some training process which is given in the following.
For Sales & Marketing Department
Britannia Hotel is a very successful hotel company in the UK. But for the last few months, the organization could not make an expected amount of revenues (Hellman, 2009). And the analysis shows that some were lacking in the performance of the Marketing and Sales department. So, the management has determined some fields where the employees should bring changes.
Communication Skills: Analysis shows that the direct interaction with the customers has been decreased 20% during the period for Britannia Hotel. So, the management is deciding to arrange a training program on communication skills where the employees can learn how to make direct communication with the new and retained customers of the hotel. The communicative language and attitude also have a huge impact on getting success (Whitcomb & Whitcomb, 2013).
[bookmark: _Toc84496929]Empathy: Empathy is such a quality that is needed to possess of all the employees of the sales and marketing team of a hotel company (Rahmana & Sukaya, 2020). Empathy is the quality to understand the pulse of the customers and, in this way, the employee can understand the demand and expectations of the customers by paling them in the shoes of the audience. There are some techniques to be empathy and Britannia Hotel should train the employees on it. 
[bookmark: _Toc84496930]Networking Skills: Britannia Hotel also learns that all the employees cannot make an effective and strong networking system among the customers. Hotel and tourism is a very competitive business sector (Vaid et al., 2019). So, it is not enough to collect the visiting card of the customers only, the employees should develop strong networking skills and, the organization will train the employees on it. 
For Finance Department 
The analysis also shows that the employees of the finance department also have made some mistakes and they should also go through the training programs. Some of the specific training fields that are arranged by Britannia Hotel are given here,
[bookmark: _Toc84496931]Business Intelligence: The employees of the finance department should have the ability to predict future sales, inventory and, other information (Turban and Polytechnic, 2014). It can help to make an impact on the development of the company. Britannia Hotel has found that the company did not get standard services from the employees and, so it is going to arrange training to develop the business intelligence skills of the employees.
[bookmark: _Toc84496932]Financial Reporting: It is the task of the financial employees to disclose the financial results and pertain to the stakeholders and upper management (Ross, et al., 2020). Financial reporting is also an important skill, but some of the staff of the finance department have to lack to obey their duty properly. So, the management should take decisions to provide them training in this regard.
[bookmark: _Toc84496933]Communication: Communication is also essential for the financial and accounting employees as they work with several figures from a different departments (Worth, 2009).They should maintain effective communication to transmit the information properly. The analysis shows it also needs to develop as the employees could not maintain proper communication with the expected persons in time. 
[bookmark: _Toc85204553]The comparison and contrast of TNA impacts on engagement within the workforce
Training needs analysis is an effective process to determine the lacking of the skills and knowledge of the employees and provide training according to the scarcity of the employees (Clifton, 2021). There are some significant impacts of the TNA process in the engagement within the workforce.  
[bookmark: _Toc84496935]Train the Right Employees, With the Right Approach: The biggest impact of the TNA process is a list of the employees who need training on which subject or topic (Bechet, 2008). For example, employees of the sales team cannot fill the sales target, so the organization should determine the persons and provide them effective training to increase the confidence and develop the strategies and skills he needs.  So, TNA has a close impact on the engagement of the workforce. 
[bookmark: _Toc84496936]Prioritize Training Needs with the Highest Business Impact: A Training needs analysis can identify the knowledge and skills which are needed by the employees of the organization. And by developing the knowledge and skills, the employees can contribute to the development process of the organizations (Feras, 2016). The capability makes the TNA process a strong tool with limited time and budget. So, it is capable to engage the employees in the proper tasks for getting expected outputs.
[bookmark: _Toc84496937]Engage Staff in Continuous Learning and Development: Employee engagement is a very effective and influential factor for the staff who work in the organizations (Rajan, (2018).The employees who learn their employers are heard to them, they give 5 times more effort than the other. So the proper engagement with a great acknowledgement of the work can help to motivate the employees for more tasks to do. TNA process has an impact on the performance standard of the employees.
[bookmark: _Toc84496938]Achieve a Greater Return on Investment: TNA process is led for achieving the skills and knowledge which are not in the characters of the employees from different sectors (Chandran, 2018). So the process works to find out the gaps and if the employees can be engaged and develop the skills, the organizations ultimately benefited and achieve the return on investment within a rapid process. 


[bookmark: _Toc85204554]Conclusion
[bookmark: _Toc84496940]The proposal has shown how Britannia Hotel City Centre Manchester can complete the TNA process to determine the gaps and develop the findings of the employees. The report has also suggested the sectors of providing training for the employees of the two different departments based on the analysis of the TNA process. And finally, the proposal has shown the impacts of the TNA process on the engagement of the workforces of Britannia Hotel City Centre Manchester.
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