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[bookmark: _Toc188438318]Introduction
Hotel administration is important for providing smooth services and making sure that different departments work together towards the hotel's main goals. At Novotel Milton Keynes, the key areas of management include revenue management, finance, human resources, sales, and communication tools. These groups work together to use resources effectively, make smart decisions, and improve customer satisfaction (Bardi, 2010). This reflection will examine placement experiences, obstacles, and personal growth using Rolfe et al.'s reflective model (2001). The "What?," "So What?," and "Now What?" paradigm provides a framework for assessing practical experiences, extracting insights, and developing professional growth strategies. 
At Novotel Milton Keynes, the job focuses on the Revenue Management Department, which helps improve profits (Novotel Milton Keynes, 2024). This department uses data analysis and prediction tools to create pricing strategies that help keep the occupancy high and increase income. The job is designed to connect what one learns in theory with how it works in practice, giving students a better understanding of the challenges involved in managing operations in a real-world situation. The main goals include getting practical training with revenue management systems that predict demand and establish competitive prices. Working together with other areas to improve communication and teamwork for smooth operations (Haag, 2013). The placement gives one a great chance to gain hands-on experience and think about their growth. This helps people learn important skills and knowledge needed for a successful future in hotel management.
[bookmark: _Toc188438319]Section 1: Reflection on Experience and Personal Development
Observing a supervisor in the Revenue Management Department at Novotel Milton Keynes gave me a valuable understanding of how the hotel operates and makes strategic decisions. The job included watching and helping with choices based on data about setting prices, predicting demand, and improving occupancy rates (Novotel Milton Keynes, 2024). This experience highlighted how important work skills are, especially communication, teamwork, and problem-solving, along with an understanding of revenue management systems. The main purpose is that good communication is important for teamwork between departments. Revenue management often works closely with the sales and front desk teams to make sure their price strategies and promotions match (Elhoushy et al., 2020). Good communication helped reduce possible problems and make operations smoother (Johnston, Clark, & Shulver, 2012). Teamwork was very important because making decisions about income management needed ideas from different people to develop complete strategies.
During the placement, I improved my skills, like being flexible and making decisions under pressure. For example, when there were fewer guests than expected, I saw how the department quickly changed prices to get more last-minute bookings while still making a profit. This showed how important it is to be flexible and think critically in administrative jobs (Vallen & Vallen, 2014). After reviewing Rolfe et al.'s (2001) model, the "What?" step highlights placement tasks and abilities such as demand forecasting and pricing methods. These events stressed the importance of work-based skills like communication, cooperation, and adaptation for departmental collaboration. The "So what?" step let me assess how these skills were used and developed. Communication was essential for coordinating revenue strategies with the sales and front office personnel, eliminating disagreements, and guaranteeing service consistency. To build comprehensive revenue management methods, different parties had to collaborate. The "Now what?" stage guided my future concentration topics, such as increasing revenue management software technical skills and attending workshops to improve interpersonal skills to prepare for hotel administration supervising responsibilities.
[bookmark: _Toc188438320]Section 2: Critical Analysis of Work-Based Skills and Technical Knowledge
The placement at Novotel Milton Keynes within the Revenue Management Department provided a profound understanding of the critical work-based skills and technical knowledge needed to excel in hotel administration. To manage administrative jobs well, one needs strong people skills like communication and teamwork, along with technical skills like knowing how to use revenue management systems and analyze data (O'Fallon and Rutherford, 2010). A key skill noticed during the placement was strong logical ability, which is important for making decisions in revenue management. The ability to interpret data from forecasting software, such as STR reports or other revenue tools, allowed the team to predict trends, set competitive pricing strategies, and optimize room occupancy. This method matches industry standards, as noted by Johnston et al. (2012), and shows that using data to make choices can enhance speed and financial success.
Another important skill is being able to communicate well, especially when working with different departments (Wood, 2013). Revenue management works best when the sales, marketing, and front-office teams communicate well. This helps make sure that pricing plans match promotions and what guests expect. Poor communication can cause problems or lost chances, but encouraging open conversations helped the hotel reach its revenue goals (Vallen & Vallen, 2014). Using Rolfe et al.'s (2001) methodology to analyze revenue management abilities yielded insights. For effective forecasting and pricing plans, technical skills like data interpretation using STR reports and software tools were stressed in the "What?" stage. These tools improved efficiency by following industry standards (Johnston et al., 2012). In the "So what?" stage, interpersonal skills were discussed to achieve revenue targets. Effective departmental communication aligned pricing strategies with guest expectations, minimizing operational inefficiencies and revenue losses. This showed the importance of combining technical and soft skills to manage complex operations (Bardi, 2010). The "Now what?" stage stressed the necessity for continued professional growth, including revenue management and cooperation training. These initiatives will equip me for strategic and interpersonal leadership roles.
[bookmark: _Toc188438321]Section 3: Reflection on Organizational Issues
At Novotel Milton Keynes, one significant challenge noticed was that the Revenue Management and Front Office teams were not communicating in real time. Sometimes, this mismatch caused different pricing information to be shared with guests, affecting their happiness and how well the business operated (Talawanich and Wattanacharoensil, 2021). For example, differences in room prices shown on other booking websites compared to what the front desk offered led to misunderstandings and complaints. This issue showed how important it is to work together smoothly and communicate well in routine tasks. Johnston et al. (2012) stated that using the same communication methods and teamwork tools in all areas is important for providing reliable and precise services. The problem got worse because they were using old systems that could not update in real time, which made it hard to fix issues quickly (Denysenko and Yurynets, 2021). 
The "What?" step of Rolfe et al.'s model (2001) revealed a major issue: Revenue Management and Front Office misunderstanding, which caused pricing disparities and guest discontent (Denysenko & Yurynets, 2021). This issue showed technological and interdepartmental coordination issues. In the "So what?" stage, these gaps were examined as operational inefficiencies and bad guest experiences. In "Now what?” a centralized property management system (PMS) and interdepartmental training were suggested. These solutions will fix problems with real-time synchronization and collaboration (Bardi, 2010).
[bookmark: _Toc188438322]Conclusion and Action Plan
My placement at Novotel Milton Keynes taught me how hotel management work. My placement at Novotel Milton Keynes' strengths, challenges, and growth opportunities were assessed using Rolfe et al.'s reflective model (2001). This strategy demonstrated the relevance of technical and interpersonal abilities in hotel management and guided future career growth. This experience demonstrated the need of having updated and connected technology to tackle organizational challenges like departmental communication, which may dramatically impact guest satisfaction and operating efficiency.
Clear action plans will promote career progress going forward.
· Improve Technical Skills: Receive advanced training in revenue management software and data analysis tools.
· Increase Communication: Attend training on collaborate with other departments and resolve disagreements to increase leadership skills.
· Continuous learning: Stay current with industry trends by reading journals and engaging with professionals on platforms like HospitalityNet.org.
These initiatives will strengthen my skills and prepare me for hospitality leadership roles. Operating smoothly and pleasing guests will be my priority.
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