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Comparison of Job Adverts
I reviewed two hospitality job adverts: 

Deputy Head of Events & Groups at Hotel Café Royal and Meeting & Events Sales Manager at an international hotel brand.

 Both roles emphasise events and group sales, revenue generation, client management, and delivering high-quality guest experiences, which are essential in the hospitality industry (Kotler, Bowen and Makens, 2016). However, there are notable differences in the company cultures reflected in each advert. 

Hotel Café Royal highlights its commitment to tradition and luxury, emphasising guest personalisation and bespoke experiences, while the international hotel brand focuses on innovation, global standards, and career progression opportunities (Hilton Careers, 2026). This distinction affects not only the type of clientele but also employees' expectations for flexibility and adaptability in their roles. For example, the Sales Manager role at the international brand requires candidates to be highly proactive in business development, with a strong emphasis on digital sales tools (Hospitality Insights, 2023). In contrast, the Deputy Head role places greater value on heritage, service rituals, and maintaining the hotel’s established reputation.
Key Skills and Knowledge
· Strong leadership and team management skills
· Excellent communication and interpersonal abilities
· Proven sales and negotiation skills
· Ability to build and maintain client relationships
· Knowledge of revenue management and forecasting
· Strong organisational and time management skills
· Understanding of event planning and operations
· Awareness of market trends and customer expectations
The Deputy Head role emphasises leadership, team supervision, and strategic oversight, while the Sales Manager role focuses on proactive sales, account management, and business development. Both positions require a strong commercial mindset and a customer-focused approach.
Skills Shared by Both Roles
Both roles share the following key skills:
· Leadership
· Communication
· Relationship management
· Sales and revenue focus
Key Skill Focus: Leadership
Leadership is essential in hospitality and events. In both roles, leading, motivating, and managing teams directly impact service delivery and business performance. Effective leadership ensures consistent service standards, improves productivity, and enhances employee engagement (Mullins, 2016).
This aligns with transformational leadership, which inspires and develops employees to achieve high performance (Northouse, 2021). In fast-paced environments like events and group sales, strong leadership helps teams manage pressure, meet deadlines, and deliver successful results. My own experience leading teams during high-pressure events has reinforced the importance of clear communication and empowerment. For instance, during a major corporate event, I implemented daily team briefings and delegated responsibilities according to individual strengths, leading to both client satisfaction and team morale. These practices are supported by research showing that effective leadership correlates with improved employee engagement and retention (Brown, 2021).

Self-Assessment
SWOT Analysis
I conducted a SWOT analysis to evaluate my strengths, weaknesses, opportunities, and threats in relation to my career in hospitality sales and events.
Strengths
My key strength is a solid professional background in hospitality, especially in sales, groups, and events. I have developed strong client relationship management skills, which help build trust and secure repeat business. This aligns with industry expectations, where customer satisfaction and loyalty drive success (Kotler, Bowen and Makens, 2016).
I am results-driven and motivated to achieve targets. I manage multiple priorities effectively in fast-paced environments while maintaining high service standards.
In addition, I also have strong leadership and team development skills, with experience recruiting, training, and managing team members. I have improved performance through structured approaches such as role rotation, reflecting transformational leadership in developing and motivating teams (Northouse, 2021).s another key strength. I have successfully navigated organisational changes and evolving business priorities, demonstrating resilience and flexibility.

Weaknesses
Despite my strengths, I need to further develop in some areas. My limited exposure to senior-level strategic decision-making is a key weakness. While I have strong operational experience, I aim to strengthen my ability to contribute to broader business strategy. Gaining insight into how senior leaders make decisions—particularly regarding financial planning and market positioning—will be critical for my advancement (Smith, 2022).
I also need to improve my financial and analytical skills, especially in budgeting, forecasting, and revenue optimisation. These competencies are essential for advancing into senior leadership roles.
I recognise the need to enhance my academic qualifications through further study in business or event management to support my professional development.

Opportunities
The hospitality industry is growing, especially in corporate travel, luxury experiences, and events, creating opportunities for career progression. Further education and professional development will enhance my knowledge and credibility. Networking through industry conferences and active participation in professional associations, such as the Institute of Hospitality, are also important for expanding my connections and staying up to date with the latest industry developments (Institute of Hospitality, 2024).
Networking with industry professionals and learning from experienced leaders will support my growth. My current role also offers opportunities to gain experience in strategic planning, budgeting, and leadership responsibilities.

Threats
The hospitality industry is highly competitive and affected by economic uncertainty and changing travel trends. Increased reliance on online travel agencies also challenges direct sales. Additionally, the rise of technology-driven event solutions and increased demand for sustainable practices present both a challenge and an opportunity for industry professionals (Hospitality Insights, 2023).
To address these threats, continuous professional development and staying current with industry trends are essential (Mullins, 2016).

Evidence of Readiness for Employability
I have demonstrated strong readiness for employability through my professional experience, academic background, and achievements. I have managed corporate accounts and group business, contributing directly to revenue generation. I have experience using CRM systems, developing sales strategies, and maintaining client relationships.
Previously, I recruited and developed team members, improving their performance and supporting their career progression. This demonstrates my leadership and effective people management skills. my understanding of customer behaviour and communication—key skills in hospitality sales.
I have received positive feedback from managers and colleagues, recognising my professionalism, adaptability, and commitment to results. These experiences show I am well-prepared for further career advancement in the hospitality industry.

Task 3: Employment Goals & Personal Development Plan
Short-Term Goals (1–2 years)
My short-term goal (1–2 years) is to move into a senior sales or assistant director role in the hospitality industry. This will help me gain experience in strategic decision-making, revenue management, and leading larger teams. To achieve this, I am setting specific milestones, such as enrolling in advanced leadership training and taking on cross-functional projects at work. Engaging in these initiatives will provide me with practical exposure to higher-level responsibilities.
My long-term goal (3–5 years) is to become a Director of Group and Corporate Event Sales or a Commercial Leader, overseeing multiple revenue streams, including corporate, group, and event sales. I aim to contribute to business strategy and drive sustainable growth. In this capacity, I wish to drive the adoption of innovative event technologies, promote sustainable practices, and mentor emerging talent within the organisation. By fostering a positive and collaborative workplace culture, I hope to leave a lasting impact on both my team and the wider business.
These goals align with my passion for leadership, sales performance, and delivering exceptional guest experiences. I am motivated by the prospect of shaping innovative event solutions and driving positive change within my organisation. By continually investing in my professional growth, I intend to become a leader who not only meets business targets but also inspires teams to exceed guest expectations and adapt to industry trends (Brown, 2021).

Personal Development Plan
To address the weaknesses identified in my SWOT analysis, I will take the following actions:

In addition to formal education and on-the-job training, I am committed to continuous self-improvement through reading industry publications, listening to hospitality podcasts, and reflecting on feedback from colleagues and mentors. I will keep a professional journal to track my learning progress and set quarterly goals for skill enhancement. Regular self-assessment will ensure that I remain accountable to my development plan and adapt my strategies as needed.
· Further Education:  Timeline
Enrol in a Business or Events Management degree within the next 12 months
· Financial Skills Development:
Complete online courses in revenue management and financial analysis within 6–9 months
· Leadership Development:
Seek mentorship from senior leaders and take on additional leadership responsibilities (ongoing)
· Practical Experience:
Gain hands-on experience in budgeting, forecasting, and strategic planning within my current role

Measuring Progress
Progress will be measured through:
· [bookmark: _GoBack]Achieving a promotion within 1–2 years
· Completion of relevant courses and qualifications
· Improvement in sales and revenue performance
· Feedback from managers and mentors
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