STAGE 1 - Placement Project Proposal – 
Initial Ideas Form.

Student name: Corina Elena Slujitoru
Course: Hotel Placement Research Project BMIH6006/8

PROJECT FOCUS AREA: Revenue Management 

PROJECT AIM: Develop strategies to optimise revenue, including the use of package offers, upselling methods, and promotional activities.

WHAT are you trying to achieve/find out? (Objectives = 3 or 4 – break down aim – what you’ll do, not how) – Analyse/evaluate/critically compare, etc

Objective 1: Evaluate existing revenue sources and market trends. 
· Thoroughly examine the hotel's existing revenue sources, such as room reservations, food and beverage transactions, event reservations, and additional supplementary services.
· Analyse market trends and competition strategies to pinpoint opportunities for increasing revenue.
· Examine past data regarding price, demand trends, and customer choices to guide the creation of new tactics to maximise income.

Objective 2: To examine how to create customised package deals and promotional campaigns. 

· Use study findings to create customised package offerings combining lodging, food choices, and recreational activities to attract specific customer groups. 
· Create promotional campaigns that use several marketing channels, including social media, email marketing, and collaborations with travel agencies, to advertise package bargains and increase bookings.
· Use creative promotional strategies, such as limited-time deals, flash sales, and loyalty programmes, to encourage customer loyalty and boost income.
Objective 3: To identify and apply upselling strategies and tools for maximising revenue. 

· Create and execute upselling strategies at different points of contact, including booking, check-in/out, and in-room amenities, to boost the average expenditure per guest. 
· Incorporate revenue optimisation techniques like dynamic pricing algorithms and demand forecasting models to enhance pricing strategies and increase revenue. 
· Provide training to staff on efficient upselling strategies and provide them with the essential tools and resources to recognise upselling chances and improve the visitor experience.

Objective 4: To Assess and Determine the Efficacy of Executed Strategies 

· Set up key performance indicators (KPIs) to evaluate the efficiency of revenue-boosting measures, including revenue per available room (RevPAR), average daily rate (ADR), and revenue per guest (RPG). 
· Track the effectiveness of package deals, promotional campaigns, and upselling efforts over time to evaluate their influence on revenue generation. 
· Regularly evaluate and assess to pinpoint areas for enhancement and adjust methods according to feedback from visitors, staff, and management.

WHY? – What is the background rationale?  Who else has written about it? (Justification)

I chose this topic due to its diverse aspects, which enable a thorough and strategic problem-solving approach. It entails examining market trends, comprehending consumer behaviour, creating innovative promotional campaigns, and optimising pricing strategies. 
These activities, representing essential subjects of study modules from the first year of university, offer valuable educational experiences for a future career in hospitality, marketing or revenue management.
Moreover, the successful execution of plans to maximise income necessitates the cooperation and coordination of other disciplines, including marketing, sales, operations, and finance. Therefore, involvement in this subject adds essential expertise in cross-functional collaboration and project management, which are versatile skills that can be used in many sectors. I plan to use this opportunity to build on what I have learned throughout my placement experience and expand my understanding of this subject.

HOW will you do it?  (Research Methods)

Qualitative approach such as:
· Interviewing,;
· Surveys;
· Questionnaires.

WHO will you question?	

My comments will focus on the general manager, deputy manager, and duty managers who deal with revenue management issues, although other topics may also be included.

WHAT resources will you need?

WHEN? (timescale) 

The end of placement (end of March).

IDEAS – 
Your strengths and interests



Your previous modules

Marketing Essentials (Level 4)
Hospitality and Guest Services for the Hotel Industry (Level 4)
Financial Management for the Hotel Industry (Level 5)
Organisational Consultancy (Level 6)


Past studies/projects
A comparison of the marketing methods of two multinational hotel chains – Accor Group/ Hyatt Hotel Corporation (Level 4);
Marketing plan written for BETTEI SENJUAN Resort – a Relais & Chateaux member (Level 4);
The Role and Importance of Hospitality and Guest Services within the Hotel industry (Level 4);
The Secret Weapons of Service (Level 4);
Financial Management - Comparison of Two Hospitality Organisations – Accor Group/ Hyatt Hotel Corporation (Level 5);
Sustainable Business Revenue Generation Plan – Hyatt Hotels (Level 5);
Radisson Blu Hotel Bucharest/ Customer Service Department - Consultancy Report (Level 6)


Lecturer ideas
Literature
Media/news – what’s current/topical / controversial industry stories?
Fit in with career ambitions?

NEEDS ACADEMIC ROOTS (THEORY) ALSO

· Pick a subject area and organisation you are interested in researching 
· Consider previous research – ok to adapt it to different circumstances
· Has your placement organisation got a particular area that it needs help with? Can you provide a new angle/approach on an issue? Department Topic / Agenda Item / Theme?
· Clear, succinct title:  
Maximising Hospitality revenue: Strategies and Implementation - a case study of Best Western York House Hotel Eastbourne


PROJECT TITLE / FOCUS:
Keep your initial title broad - - your supervisor will help you to ‘shape’ this.




PROJECT AIM:
State one project aim. The aim should be short, sharp, clear and concise.

To develop and implement revenue-maximising strategies in the hospitality industry.


PROJECT OBJECTIVES: (e.g. Evaluate, Identify, Determine, Recommend)
State three objectives.   These must originate from the project aim and they must be SMART i.e. specific, measurable, achievable, realistic and time bound.

1. Perform an extensive examination of existing sources of income and market patterns in the hospitality sector, pinpointing opportunities for increasing revenue.

2. Using the analysis results, create customised package deals, employ upselling strategies, and design promotional campaigns to enhance the average income per customer by a measurable percentage.

3. Execute and assess the efficacy of revenue optimisation tactics in the hospitality establishment to attain a measurable percentage augmentation in overall revenue generating.

RATIONALE  (reasons):
Why have you chosen to address this particular project task?  Identify the fundamental reason for your choice of the project area. Who, Why, What, Where, When How…

I chose this project task as it is essential to the hospitality industry's success. Growth and revenue-maximising tactics can significantly affect a hospitality establishment's financial performance, competitiveness, and sustainability. 
The project work is necessary for hotel managers, revenue managers, marketing teams, and other stakeholders who want to maximise income and improve guest experience. 
The initiative focuses on revenue-maximising solutions to meet hospitality concerns such as rising competition, variable demand, and changing client tastes. Effective methods can boost revenue, guest satisfaction, and market positioning. 
The project entails creating and implementing targeted methods, such as package deals, upselling, and promotional activities.
The project will be conducted during my placement at Best Western York House Hotel Eastbourne, where revenue-maximising tactics can improve financial performance and operational efficiency. 
The project will comprise market analysis, data collection on revenue streams and consumer behaviour, collaboration with cross-functional teams to develop tailored strategies, implementation, monitoring performance metrics, and strategy adjustments based on feedback and evaluation results. 
Any hospitality establishment seeking success in today's dynamic market must prioritise this project work to achieve financial success and competitive advantage.

LITERATURE RESEARCH:
Identify 3 initial literature sources where you have read about your project topic. Cite them using the Harvard referencing system (Key Sources)

Hayes, D.K. (2022). Revenue Management For The Hospitality Industry. S.L.: John Wiley & Sons;
Anderson, C.K. and Xie, X. (2010). Improving Hospitality Industry Sales. Cornell Hospitality Quarterly, 51(1), pp.53–67. doi: https://doi.org/10.1177/1938965509354697 [Accessed on 03 Feb. 2024];

Hudson, S. and Hudson, L. (2022). Customer service in tourism and hospitality. Oxford: Goodfellow Publishers;

Vukotic, S., Anicic, J. and Vukotic, R. (2017). The importance of consulting in contemporary business management. Journal of Process Management. New Technologies, [online] 5(3), pp.69–78. doi: https://doi.org/10.5937/jouproman5-14307 [Accessed on 10 Nov. 2023].
[bookmark: _GoBack]‌
BENEFITS:
What do you hope to achieve from your research?  Identify 3 benefits that will be measurable from the project that you are about to undertake.  These may be qualitative or quantitative.

1. Professional Growth and Skill Development through better knowledge and skills in the hospitality industry regarding marketing, revenue management, and strategy planning;
2. Identifying ways to Increase Revenue Generation, Improve Average Revenue per Guest and Enhanced Occupancy Rates and Room Utilisation;

3. 


PLEASE SUBMIT THIS FORM TO THE TURNITIN LINK BY THE 22ND OF MARCH 23:59 (See the Teams chat link for details on where to find the Turnitin Link )
