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[bookmark: _heading=h.30j0zll][bookmark: _Toc129800288]Introduction
Delivering outstanding goods as well as services to consumers seems to be one of the most important aspects of guaranteeing that a hotel maintains its standing in the marketplace. How guests have been treated during a process known as the guest cycle will determine how well the consumer experience is delivered. Further information about hospitality management has been provided in this essay.
[bookmark: _Toc129800289]Key elements of hotel operations 
[bookmark: _heading=h.1fob9te]Element 1-Property Management Systems (PMS)
Hotels frequently make the error of selecting a lower-price PMS system that doesn't meet their fundamental needs or, alternatively, they choose an upper-end system that has many capabilities that might not be very useful to the hotel.
Information gathering and reporting
Planning process as well as operations for the hotel both heavily rely on reporting. Hoteliers must consider the many data a PMS offers and whether doing so will enable them to learn more about the income and profitability of the property.
Internet booking engine
Internet reservations are a significant source of income for the resort. A property administration system that has a built-in Internet reservation engine and online payment seems to be a need.
POS and housekeeping
One of the hotel's fundamental functions is housekeeping. A property maintenance system that includes a housekeeping component seems to be advantageous (Schwartz et al. 2021). The point-of-sale capability would be also advantageous because it is readily integrated with hotel management as well as PMS, which streamlines the invoicing and check-out procedure.
Review sites and integration of social media
An easy way to link to the social networking profiles and review websites including Travel websites should be provided by the property processing system. To increase direct reservations, see if the PMS has a Facebook ordering feature.
[bookmark: _heading=h.3znysh7]Element 2-Hotel reputation 
Finance: Hotel reputation is maintained by many factors. Finance is one of the factors from them (Rutherford, 2021). This section is undertaken by the financier and a combination of investors. A hotel is a kind of large organization where the finance manager deals with many sections. Planning, organizing, managing, and executing the finance budget and responsible for meeting the financial goals. They are responsible for managing the accounts department, paying attention to forecasting budgets, and managing the cash flow. 
Switchboard: Money plays an important role in managing the hotel's reputation and the switchboard helps in maintaining this reputation. Reputation can be constructed by working with high-profile investors and collaborating with a good organization (Bonfanti et al. 2021). Switchboard helps in convincing them by providing accurate information and masterful service gestures by following whole protocols.
Receptionist: As it can be said as a receptionist is the first face to welcome the guest. While in the attempt of welcoming the guest suitably, the receptionist made the hotel reputation like a brand.
Concierge: The concierge helps in maintaining a reputation by greeting the guest and providing them best and most comfortable service (Alrawadiehet al .2020). Service and facility that are taken by the guest must be maintained quality and these qualities are maintained by the concierge.
[bookmark: _heading=h.2et92p0]Element 3-Communication 
Marketing and sales capabilities enhancement through communication 
Effective communication of receptionists in the hotel industry fosters relationships with customers for enhancing sales capabilities of the organisation. proper communication between switchboard operators and financial managers suggests synergistic relationships between sales and marketing by maintaining marketing and sale components such as OTAs, web search results, review websites, social networks, and integrators entering the marketplace, technologies for online accommodation promotion have been advancing exponentially. Appropriate workplace communication creates qualitative model construction for improving 40% of marketing activities and 16% of revenue from the previous year (Sharma et al. 2022). It also creates marketing opportunities by arranging awareness campaigns, promotional offers, and special service launches by optimising the performance of organisational members. On the other hand, Concierge can encourage frequent interaction between financial and marketing management to enhance the production rate of the organisation by maintaining appropriate implications of communication. It helps to develop digital marketing process to achieve goals of this organisation in both sales and market. 
Channel Managers can be reached directly through communication 
Communication has the potential to mitigate misunderstandings and conflicts among channel managers and financial manager in order to develop appropriate advertising and promotion strategies for increasing brand awareness. According to the MarketingSherpa report, with the help of effective communication of receptionist can maintain positive workplace culture and leads to 61% of the direct selling process (Sultana, Amin and Islam, 2022). Concierge and switchboard operators always maintain the distribution of hotel inventory and offer dynamic room rates, channel managers must be connected to OTAs as well as GDS it is essential to connect with channel manage. A big amount of money has been lost if they choose a PMS that fails to offer this feature. Communication leads “Account-based advertising campaigns” in web-based platforms for promoting different services of the organisation. 
[bookmark: _heading=h.tyjcwt]Element 4-Staffing 
The staffing plans needs to be effectively managed to create standard pathway for the organizations with focused actions. 
Financers staffing plan:Financiers play an important role in hotel management and their staffing must be effective. This department staff must have the ability to maintain cash flow data of a particular day of every event (Japutra and Situmorang. 2021). They must have an explanation or can be said a record of spent money by the hotel management.
Switchboard members staffing plans: It is the role and responsibility of the switchboard operator in the hotel administration to manage both the computer operating system and telephonic system of the organisation and resolve all queries of customers regarding internal and external factors (Sellberg et al. 2018). It is also the responsibility of the switchboard operator to maintain multi-interactions with customers in order to resolve service queries with the receptionist.   
Receptionist staffing plan: It is the duty of receptionists that maintain effective collaboration with customers (Jawabreh et al. 2022). With proper gestures, every receptionist needs to resolve customers' queries about room availability, internet connection, proper service of room maintenance, and payment details. Though, the receptionist works in the front office department that’s why it is important to maintain effective communication with customers. 
Concierge staffing plan: Concierge is responsible for good staffing because services that are provided for guests are maintained by the concierge and their staffing team (Bharwani and Talib, 2017). They try to maintain good organisation, time management, food, service, and comfortable communication skills so that guests cannot hesitate in demanding for any services. 
[bookmark: _heading=h.3dy6vkm][bookmark: _Toc129800290]Conclusion 
[bookmark: _heading=h.1t3h5sf]By analysing the PMS element of hotel administration this can be concluded that PMS offer an internet support booking system to connect with more customers at a single time of booking. It also can be concluded that by reviewing the website this administration regularly checks customers' feedback to enhance their service quality. After analysing the second element of hotel reputation it can be concluded that each member of the organisation has the responsibility to hold its reputation and brand image. By analysing communication elements, it concluded that effective communication of every member has the potential to increase marketing and sales capabilities of hotel administration with the help of direct sales. by covering the staffing element, it has been concluded that each member has the responsibility to enhance brand image and production rate of hotel administration.    
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