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Introduction
The Leonardo Hotel Cardiff a prominent establishment in the heart of Wales plays a significant role in the local hospitality industry offering exceptional service and amenities to a diverse clientele (Leonardo Hotel Cardiff. 2024). Revenue Management within the hotel is pivotal focusing on optimising financial performance through strategic pricing, inventory control, and market analysis. In response, the following student log aims to critically articulate my experience as a supervisor in the Revenue Management department, drawing actionable insights to enhance professional practice. For this, I have applied Gibbs reflective cycle renowned for its structured approach to reflection allows a detailed evaluation of the experience, which facilitates a deeper understanding by guiding through a systematic process of describing the situation, exploring emotional responses, evaluating outcomes, analysing the experience, concluding the insights gained, and developing a clear action plan for future improvement (Gibbs, 1998). 
[bookmark: _Toc167548015]Gibbs Reflective Cycle
[bookmark: _Toc167548016]Description
My position at Leonardo Hotel Cardiff as a supervisor in Revenue Management entailed several key responsibilities that were geared toward the enhancement of the hotel’s operations from a financial perspective. It was my task to set up and introduce pricing policies that would increase revenue while keeping rate levels affordable and demand high (Phillips, 2021). My duties also entailed preparing revenue forecasts in a bid to predict market movements and modify pricing strategies. I also coordinated with distribution channels to ensure that the availability of the rooms and the prices were correctly displayed (Hayes et al. 2021). Another important part of my responsibilities entailed working in cooperation with other departments like sales and marketing to ensure that the approaches fit the company’s overarching goals. Likewise, another important period I was able to witness during my placement was during the summer holidays which usually are one of the busiest and most competitive seasons (Li et al. 2020).


In response to this, I experienced several issues, and setting appropriate room rates to capture the consumers and, at the same time, generate as much revenue as possible was one of them. There is a particular situation that I still remember; one day, a large number of bookings from corporate organisations drastically reduced, thus pressuring our occupancy levels (Agustia et al. 2020). I responded by reviewing market data, fine-tuning our pricing strategy, and implementing relevant promotions. I consulted with the marketing department to increase the website visibility and ensure more reservations at the eleventh hour. It was a coordinated effort with the sales team and reporting progress daily to the general manager of the hotel in compliance with the organisational goals and objectives (Agustia et al. 2020). 
[bookmark: _Toc167548017]Feelings
When I started working as a supervisor in the Revenue Management department, I had a combination of feelings of happiness and nervousness. It was very exciting to be able to venture into such a big challenge in looking for research funding, but at the same time very pressuring to know that I was assigned to do the task and I had to accomplish it. My first difficulty were that I had to know the revenue management system and also some aspects of our rate plans (Denizci Guillet, 2020). Furthermore, there was great pressure from the immediate superiors as well as the urge to demonstrate one’s worth in a new position within the shortest period possible. While being on duty and reporting the momentous incident narrated above, my felt emotions are categorised as concern and tenacity (Denizci Guillet, 2020). It caused me a little stress because it marked a downfall in the ticket bookings and at the same time it also gave me the urge to find the reason and correct it as soon as possible.
Consequently, motivation resulted from an analytical approach and commitment to perform well in revenue goals for the hotel. This was a challenging period that stretched my patience to the limit and allowed me to develop the capacity to act as per our mandate despite hard pressures (Subying et al. 2023). 
[bookmark: _Toc167548018]Evaluation
During my placement, there were many positive features observed especially during the proceedings of the booking drop incident. The flexibility to quickly review the market price information and make corrections to our price set-up was helpful. The specific ad campaigns and the ‘branding’ as a prime long weekend destination helped counterbalance the loss from last-minute cancellations (Helmold et al. 2020). The management’s goals were partially met when we had our occupancy rates and overall revenue, as predicted early on. Also, there is the interaction with marketing and sales departments, which shows that the cooperation of different departments allows for reaching business goals best. It led to a closer look at how proactive and data-driven Revenue Management functioned and its benefits (Helmold et al. 2020). Hence, the placement had its own set of challenges even though the placement translated into positive results. 
However, being a team, we had a problem with the departments’ insufficient cooperation, which prevented us from responding to the problem of the booking drop promptly. The inefficiency of communication was an especially significant concern raised during this period to increase efforts in enhancing communication strategies and official data-sharing systems (Viglia et al. 2021). Also, one of the problems I experienced was pressure in trying to balance the expectations of different stakeholders such as the hotel’s General Manager and the sales staff. Sometimes, the goals and priorities between team members and their supervisors clashed, and therefore, it was mandatory to discuss and come to a consensus, also echoed by (Viglia et al. 2021). 
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Based on outlined experiences, it can be seen that the dynamic pricing strategy enabled the organisation to effectively address the issue of the booking drop. Market data and forecasts helped to make changes in the price based on real-time data, which corresponds to the produce management concept. What I learned in class related to revenue optimisation and market segmentation was useful in defining customer segments and promotion. Nevertheless, the above incident exposed some areas that require improvement in the integrated revenue management system, such as data synchronisation and data communication between different departments in the establishment (Matsuoka, 2022). It also helped me acquire core competencies like problem solving, leadership and decision-making skills. The necessity to analyse the data as long as possible and develop effective strategies developed my analytical skills (Ivanov et al. 2021). Coordinating the response to the booking drop entailed a lot of leadership, with relations to various stakeholders and ensuring that the organisational focus was on its revenues (Ivanov et al. 2021). 
[bookmark: _Toc167548021]Action Plan
Considering these development goals, I would like to have more experience in Revenue Management methodologies in the future, as well as to enhance my skills in data analysis. By the end of the course, I shall endeavor to have an improved understanding of integrated revenue management systems and develop ideas on how the departments can improve interconnection. Furthermore, to achieve leadership and stakeholder management competency, the establishment of leadership abilities, together with the capacity to mobilise and manage teams under pressure, will form the major professional advancement plan (Fiori et al. 2020). To rectify them, I plan to take individual steps in the form of crafting a weekly check-in with other key stakeholders to ensure proper communication. Again, to avoid the pressure that is likely to be exerted on me, I will begin practicing stress-reducing measures such as the practice of mindfulness and also mastering how to manage or allocate time in the best way (Webb et al. 2020). I have also learned to consider my experiences and look for constructive criticism in a bid to bring change into the profession and improve the efficiency of the efforts made in Revenue Management.
[bookmark: _Toc167548022]Conclusion
The placement at Leonardo Hotel Cardiff was a valuable learning experience, providing deep insights into the complexities of Revenue Management. Key learnings include the importance of dynamic pricing strategies, real-time data analysis, and effective communication across departments. The experience reinforced my understanding of how theoretical concepts apply to real-world scenarios and highlighted the critical role of a proactive approach in revenue optimisation. The challenges faced specifically in stakeholder management and communication, provided valuable lessons on the importance of clear and consistent communication in achieving business objectives.
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