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Task 2 
 

Introduction  
 

Roleplay in higher education is a structure of learning. It helps the students to understand any 

scenario in a better way as it helps them to know about all things from a different perspective 

(Marchetti, 2021). On the other hand, the planning of career development refers to the list 

where the students can jot down their long-term and short-term goals. This is a procedure to 

select career goals, provide a way to those objectives, and finally take the steps that can 

accomplish their desired goals. 

In this report, the author will focus on preparing a report on recruitment and selection. Along 

with that, a discussion will also be done here in a reflective way providing the reference to 

Gibbs’ reflective cycle. As well, the skills and the knowledge for effective working will also be 

justified here. 

 

Report on Recruitment and Selection  
 

From the  roleplay of the interviewer and the interviewee of the closed actions, I have realised 

a few things which need to be summarised here. From the first roleplay, I have understood 

that a person chooses the sales and marketing field to present him or her as a frontline of the 

organisation who can be easily recognised as the brand image creator of the company. The 

individual should have an intention to create a strong network in society. The basic perception 

of the sales and marketing job role is derived from selling the products or services to the 

consumers, and marketing is a professional approach towards the mass people to purchase 

the company products or services. This approach should have a distinctive nature to pull the 

maximum business from the competitive zone. I have also obtained the idea about the 

qualities required to be a sales and marketing manager such as efficiency in good 

communication, development of interpersonal relationships and very importantly, the quality 

of customer handling. A sales and marketing manager needs to be confident in the personal 

convincing power and ability to apply it in the promotional strategies. Sales and marketing 

became dependent purely on digital transmission during the situation of the pandemic for 

promotional purposes. They had to trust the online customer support with limitations to retain 

the consumers. A conceptualisation of Big data Analysis and use of the same in the sales and 

marketing field had been perceived by me. The new technique of sales and marketing made 

me realise to focus on the contemporary technologies for being a successful sales and 

marketing manager. 
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In the second roleplay, the selection of the HR manager was chosen. Here I have learned that 

The HR manager needs to have a dignified quality of creating team effectiveness, team 

collaboration, participation in conflict resolution, and knowledge of scrutinising the candidates. 

Therefore, I have started studying in detail about such qualities. The role and responsibilities 

of the HR manager are vivid in the interview session like recruitment and selection of the 

candidates, training and development for the employees, sympathetic nature towards the 

team, arranging CSR for moral motivation and performance appraisals. I found a big 

technological update in the HR department in the past few years with the implementation of 

online advertisement of jobs, telephonic and video call interviews of the candidates, Training 

and Development sessions arranged online through Google meets or Zoom and keeping the 

employee records using computing and networking technologies. Focusing on the candidate’s 

eligibility, skills and knowledge, honesty, and transparency are very important while choosing 

a candidate for the organisation. Strategic employee engagement policies have come out in 

this interview with the hands of applying the appraisal performances and techniques along 

with different training sessions of the employees for self-growth and other motivational 

theories. Hence, I have understood that roleplay can be an essential learning technique for 

personal development towards the choice of career.  

 

The reflective discussion refers to Gibbs' Reflective Cycle  
 

Gibb’s model will help in my career development plan through the six stages that include 

description, and feelings, along with evaluation and analysis, as well as the conclusion and 

the action plan. 

If I ever need to do career development planning for the role of a sales and marketing manager 

or human resource manager post, I will take the help of Gibb’s theory for this. This theory 

provides a well-organised approach for the practitioners and shows how a person can manage 

a situation or react to an incident (Ahmed, 2020). Gibb’s model also helps people to think 

systematically and clearly in a learning experience. Gibb’s reflection cycle helps to learn what 

will go well and what can be better along with an action making plan for the weakness of a 

person.  

Description: This step will help me to get the answer to my different questions based on the 

situation and the description of what is happening while I am building up the development 

planning. 

Feelings: This step will help me to describe my feelings when I will go through the journey 

and experiences.  
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Evaluate: In this phase, I will be able to evaluate the whole experience like what went well 

and what was not so well.  

Analysis: In this step, I will get the description of the elements that will help me to move 

forward or hinder my situation.  

Conclusion: In his step, I will be able to analyse several options that will be available to me 

and I will be able to focus on everything to conclude the matter.  

Action Plan: In this step, I will plan according to the conclusion and how will I position myself 

to handle the situation better the next time for planning the development.  

 

Skills and Knowledge for effective working  
 

In this report, the skills and knowledge will also be discussed that are needed to work 

effectively for professional success. The skills and the knowledge that is most important for 

this are communication, problem-solving, time management, leadership, critical thinking, 

collaboration, and so on. 

Communication is always considered the foundation of any effective work to achieve success 

as a team. It is extremely important to talk honestly and openly with the other member for 

better performance and results (Misra, 2018). The people who can solve the problem 

effectively are also able to take on challenges or can solve any issue with their out of box 

thoughts. Along with it, time management is also essential for career development. Without 

this skill, one can never become successful. On the other hand, leadership is all about leading 

a department by spreading resources and knowledge. They also help to promote collaboration 

and allow others to grow and learn more. 

Evaluation of the employee’s readiness  
The task of a sales and marketing manager is to analyse various information and adapt 

marketing strategic planning and execute those plannings to increase sales and gain profit. 

This post is very essential for any size of the company as these employees are connected to 

the sales and marketing department which interacts with the customer. For this post, the 

required skills are communication, the ability to think strategically, approach any problem with 

confidence, and leadership skills. To improve the skills of sales and marketing managers, 

sales training can be arranged, to improve communication skills mock interviews or surveys 

can also help (Plank et al., 2018.). Working in teams, indulging in different strategic tasks can 

improve their skills. 

The task of human resource managers is to maintain a safe and secure work environment 

among employees and to take care of the employee's needs and satisfaction. The skills 

required for this post are communication with the employees, organisation skills, technical 
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expertise, flexibility, patience towards employees, negotiation skills, passion for the position, 

commitment and their fulfilment. To improve these skills many types of training are introduced 

inside the companies and outside the companies (Ribeiro et al., 2020). Interacting with team 

members, colleagues, and other employees can improve communication. Survey programs, 

technical skill training, and leadership training can improve skills. 

 

Analysis of strength of employee  
 

The strength of any sales and marketing manager lies in their ability to communicate, this is 

their main strength which helps to understand the consumer's needs. Strategic thinking, 

approaching the problem with confidence and solving problems with innovative strategies also 

is other strengths. Creative and attractive writing skills are also a strength. Knowing advanced 

technology, working in teams and adjusting to them, staying updated with the world and 

planning strategies according to it, organising skills, and leadership skills all of these are 

qualities and strengths of good sales and marketing managers. These skills help them to 

improve sales, generate more profit and gain goodwill for the company. 

The strength of any human resource manager is also connected with the ability to 

communicate. Good communication skills are very important in this department and for the 

post (Tien et al., 2020). Along with this, capabilities of quick thinking and decision-making 

ability is also their strength. Keeping patience with the employees, listening to their problems, 

accepting complaints and taking action according to the problem is also a very important 

quality. Written communication skills, leadership skills, sympathetic and approachable 

behaviour, and attentivity all of these are the strengths of a human resource manager. The 

managers with these skills help to maintain balance within the company.  

 

Scope of improvement for employee  
 

There are many ways to follow for the employees to improve themselves. 

• One of the important factors for employee improvement is time management. It is also 

very important for any organisation’s development. There are many time-management 

tools an employee can follow to improve their time management skill. 

• The organisation is another crucial factor for the employees for their improvement. An 

organised employee knows what to do and how to do it in proper order to complete the 

work (Nawangsari and Sutawidjaya, 2019). This skill can help to improve time 

management skills too. 
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• Interpersonal communication is another important skill for the employees for their 

improvement. The employees need to work in groups or teams most of the time. So it 

is very important to communicate with others effectively. 

• Listening skill is another important skill an employee should have for improvement. 

Communication will be much better if the employees listen effectively to others. 

Setting goals for employment  
There are many ways to set goals for the employment of Sales and Marketing Manager and 

Human Resource Manager. It is very important to develop team working skills to work as a 

Sales and Marketing Manager (Di Gregorio et al., 2019). A Sales and Marketing manager 

needs to work with the sales team. The sales and marketing manager need to have good 

communication skill as he or she needs to effectively communicate with the customers. The 

sales and marketing manager should develop interpersonal skills. They need to communicate 

with the team members effectively. They also should develop conflict resolving skills as they 

need to resolve any issue when team conflict will arise. 

Communication skill is very crucial for employment as Human Resource Manager. The Human 

Resource Manager needs to communicate with the employees daily. The communication also 

should be effective with them. The Human Resource should also have lots of empathy for the 

employees (Pak et al., 2019). They need to understand their needs and problems daily. They 

also need to develop more patience with the employees to deal with their problems. Listening 

skill is another important skill for the Human Resource Manager. They need to listen carefully 

to all the problems employees are having. They also need to have a problem-solving ability to 

resolve any issue the employees are having. 

Personal Development Plan  

To be 
Developed 

Expected 
Goal 

The action I 
will make 

Success 
Criteria 

Application Deadline 

Time 

Management 

Skill 

Complete all 

work in a given 

time 

Learn and 

apply time 

management 

tools 

Able to 

complete 

given job on 

time 

For office 

works 

Within 2 

weeks 

Communication 

Skill 

Communicate 

effectively with 

others 

Involve in 

more social 

engagement 

Able to 

communicate 

with others 

For better 

teamwork 

Within 3 

weeks 
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Team 

Management 

Skill 

Effectively 

manage team 

Interact more 

with the team 

members 

Able to 

manage team 

members 

To improve 

team 

management 

skill 

Within 2 

weeks 

Listening Skill To listen 

effectively to 

others 

Practice my 

listening skill 

with my 

friends 

Able to listen 

to everything 

carefully 

To improve 

listening skill 

Within 1 

week 

 

Conclusion  
 

From the above topic, it can be concluded that two interviews are being held among students 

to enhance their skills, the first interview discusses the various perspectives, qualities, 

strategies and techniques of recruitment for the post of sales and management manager. The 

second interview discusses the different qualities, responsibilities, feedback and techniques 

regarding the recruitment for the human resource post. It follows a report about the recruitment 

and selection process regarding the interview and discussion about it. Discussion about Gibbs’ 

Reflective Cycle, skill and knowledge required for effective work methods, improving skills of 

the managers, analysing their strengths, improvement strategies and development plans. 
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