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Introduction
This assignment will focus on the development skills that I have gained since studying this module academic and employability. My assignment will consist of 2000-word reflective writing explaining my learning developments and supported by scholar material. The knowledge I have gained the tools I will need and my unique selling points. In my report will reflect on negoting skills C.V academic writing skills and problem-solving skills and referencing techniques to get positive results. This essay should reflect a piece of me presented in words from a reflective composition. This is the result introspection into my studies, experiences and memorable events in our existence. I introspect into these memorable events and reflect over them with regards to the emotions and influences they have left in my life. On many occasions I spend time looking at my phone treating it like a mirror like a external part of me, why do I check my phone so much. I check my reflection in my phone to analyse myself the same can be stated about reflective compositions.  

Negotiation /C.V Skills
I have learned many key attributes that I have now taken on into practice on my day to day living experience. Previously when people ask me what I do for a living I would state the generic response I work in a factory and leave it there. I have gained a better level of communication by now responding to the question what do I for a living I state I help people see life from a different preceptive. I have learnt how to generate trust through my C.V one of the forming factors to generate trust is reciprocity which is principle of giving and being rewarded. These views are supported (Cialdini R 2016 p31) on the importance of reciprocity is the principle of replication it states I’m obligated to give back to individuals the form of behaviour you initially give to me. If I invite you to an advent you are more inclined to invite me to one of yours. If I send you a Christmas card you should be inspired to send me one. Works the same for if I do you a favour you feel inclined that you owe me a favour. The knowledge I have gained is people say yes to people they owe it’s a clear unspoken rule in many cultures that you must not take without giving in return. These values help generate trust I have also become knowledgeable on creating my C.V that a C.V is about generating trust and more about your unique selling points. Key ingredients in creating a successful CV pay attention to the employer and what their requirements are and how you can help them. I have learnt how to generate trust through my C.V with key attributes required by the potential employer. To analyse and compromise what are the company’s requirements and how you can assist or what you can bring and areas of improvement. What do they want you to do as and where you can contribute in a constructive light and employee/employer can both benefit these views empathised and supported by ( Godin S, 2010, p.) the book is called Linchpin it highlights the importance of courage ceasing the moment to paint the correct picture to make that masterpiece. I strongly agree with Mr S Godin statement it’s time to stop complying with systems and draw your own map he emphasises to not settle for what’s good enough and start creating art that matters and stop asking what’s in it for me and starts giving gifts/ your presents that can inspire people. My prior thoughts regarding C.V’s was it all about me and I would over look key factors to generate trust and to show interest in their requirements. The new information I have received during this process also highlights the importance of generating understanding of the recruitment procedure and the obligations required instead of focusing on yourself. Individuals must share the same attributes that are needed to fit in a team work ethos.  

Communication skills.
I have learned to get the best results - you will need to give your best and this reflects in what you do. It works two ways take back control, connect with others as equals and thrive at work and entrepreneurial spaces. When I started this course I was extremely nervous I had many new faces to meet different attitudes to adjust to and presentations to perform and all with in a group setting. I found this very daunting I had premonitions of myself in the scenario and I saw myself attempting to speak but nothing would project the words went and the nerves took control. With this in hindsight I reverted to practicing in preparation developing a growth mindset for control of my nerves and constant sweaty palms. According to (Dweck C, 2014,) which was a useful source of information, before the presentation, alongside group members we created space where our group support each other created a space where individuals question and challenge ideas and opinions in respectful manor. Ask and be specific, it sounded so obvious some of the issues we shared, and yet sometimes we expect to get exactly what we want without being clear I have learnt being clear in situations as prestation’s as group members or solo individuals must be clear on what they will do and what they need help with. Sometimes without ever having asked or been instructed or gained the right level of practice the team will only be freestyling. Which can be potentially hazardous in a work base environment or academically. In reflection if you have been anticipating a raise or maybe after that newly available position. You can’t expect others to read your mind they don’t not pose the powers telekinesis and they are not professor Xzavier his dream was a peaceful coexistence between humanity and the mutants and immensely powerful telepath and scientific genius earing a PhD in genetics after completing his thesis on genetic mutation at Oxford University. (Xavier F C, 1962, p.  ) in reflection work out precisely what your requirements are, and then state your requirements clearly confidently and concisely. Try not go around in cycles. I have learnt to Express your wants specifically and concisely this elements any confusion, hesitation, and complete clarity on the receiver’s end.
I can be sometimes awkward and find situation unnerving and challenging to ask for something from my employer. It can be difficult to stand your ground, which frequently leads to make an apology for what you want. I have gained these skills to apply my critical thinking I may catch myself initial starting statements with, “I’m sorry to ask, but.” and then follow up with, If not, it’s no big deal. I have learnt within my studies that I should not apply my communications that way. Individuals can habitually mistake make an apology for their wants with being well-mannered. You can still be polite without backing down. Assertiveness matter how to negotiate through all situations these views are also supported (Voss C Raz T, 2016, p.  ) Apologizing for your wants comes across as unconfident which can make your superior feel unconfident in granting the request you have appealed for. So, learning to be tactful in these situations Don’t give in be headstrong and confident be clear and concise there nothing to apologize for.
Making your advantage their advantage. Regrettably, the times of being charitable for the sake of giving are traits of the past. The attitude what’s in it for me is a cultural norm, and induvial can now embrace it when asking a boss or any other director for assistances. It is significant that the individual in question views your achievement as their achievement. If you get what you want, how does it assistance the parties will it ease their workload. Does this mean a possibility for promotion for them in the future I’ve learned to be considerate in respect with other parties that  benefit and use these benefits as one of my selling points when requesting for what is required. If your achievement affects their life positively, they will be more likely to help you in the future, as well.
Brand yourself irreplaceable.  How can I become a higher quality employee or employer. We all want to be irreplaceable, so make it possible If individuals aim to become a true asset to they company, not only will they want to keep you around, they will want to keep you as content as possible. This is supported by (Shatkin, L, 2010 p82.). Author of Hundred Fifty Jobs For A Secure Future within this book recommends employees to be highly visible in the workplace, be remarkably productive, and to simply be pleasant if you want to become invaluable to they corporation. Work hard, become and proficient in your field, build a prodigious reputation do what it takes to make it much more trouble to replace you than it is to satisfy you. It is easier to ask for something when your past accomplishments speak for themselves this highlights your success rate. I have leaned being CEO of myself means creating a personal strategy and being accountable for its execution. Being a CEO of myself means being self-motivated organised and a possess a meticulous eye for details create a personal brand that people trust. Work out what exactly to say, take back control, connect with others as equals, develop the trust of the persons you work for.   

I Need To Be A Better Negotiator 
When I started this course negotiation was not one of my strong points and I would enter into negotiations with the other parties but not take in to account that we both want the best rewards for our efforts and financial investment. Be prepared - always do your research, coming prepared is key these attributes portrayed to the recipients that you are knowledgeable and value your time and finances. Express what your lowest limit is and what you will not accept where I have learnt to avoid making a deal that you will otherwise regret.

CONCLUSION.
In conclusion I have gained vital effective communications skills during this module with these new-found ability. I am now able to produce academic writing skills supported with academic referencing techniques. I have learnt to challenge myself to do better earned trust through reciprocity. I have gained vast knowledge on how to make the best impressions in the first seven seconds this was highlighted by (Voss C, Raz T, 2016, p6.) in academic credible book never spilt the difference. Within my studies I have gained certain tactics the smartest dumb guy in the room appears to fit my thought pattern. I have realized essential attributes to determine the goals and needs before engaging in negotiations. In comparisons to connections between theory and practice throughout my studies and my prior knowledge, identified that the influence tactics are obviously relevant to negotiation and they can be utilized in variety of ways in negotiation.  I now know that referencing allows you to acknowledge the contribution of other writers and researchers in your work. Referencing is also a way to give accreditation to the writers from whom I have borrowed words or ideas. By citing the work of an author, creator or scholar that you acknowledged and respect the intellectual property rights of that researcher as a student academic. That their contributions is being acknowledged as of importance to my assignment. 
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