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[bookmark: _Toc46081011]Part 2: Reflection on Skills developed during the Business Plan Project 

[bookmark: _Toc46081012]Introduction
This assignment will be a self-reflection of personal skills developed during the writing of a business plan for a company called Assetivo. It will investigate several areas of personal development: research skills; organisational skills, entrepreneurship; strategic planning; time management; planning; interpersonal communication; and decision making. Furthermore, on completion of this general self-evaluation, a gap analysis and action plan will be produced to identify actionable plans for improvement in specific areas.
[bookmark: _Toc46081013]Research skills
Building the business plan required various research skills and abilities. Initially, academic research was done to understand the what and the why of business plans, and how it would be applied to Assetivo. I also looked at some best practices (Sahlman, 1997) and existing business plans available on the internet to get an idea of what makes a successful business plan.
Research was done to understand the target markets for the company – this was done by interviewing the owner/director who had previous experience and good knowledge of the industries, and by studying various sectors and information on the internet. I researched broad information on competitors from their websites and their company information and employees on LinkedIn. The owner /director of Assetivo also had good knowledge of average competitor rates and prices. Product pricing research consisted of books on the subject and articles.
[bookmark: _Toc46081014]Organizational skills
Organisational skills are very important to the success of any business or venture. Adair (2009) asserts that ‘organizing is the function of arranging or forming into a coherent unit or functional whole…the structuring that has to be done if people are to work as a unit with each element performing its proper part’. Although Assetivo is a very small organisation, my business plan ensured that the right people were doing the right jobs, i.e. the senior technical consultant, and the finance administrator were chosen to cover a series of important roles. My organisational skills got better during the business plan development by looking at the functions and roles required for the business. I also used my knowledge of Belbin’s team roles to understand the types of people needed to perform the roles. When I did “Belbin Team Roles Self Perception Inventory” questionnaire, my results showed that I will be good as a Coordinator and Team Worker (Appendix A). I believe this fit well with my role as finance administrator in the company.
Although my skills grew a lot during the assignment, I think I could improve my understanding of business technical processes and maybe use techniques in the future such as RACI charting (Responsible, Accountable, Consulted, and Informed).
[bookmark: _Toc46081015]Entrepreneurship
An entrepreneur is simply someone who spots an opportunity and acts to make it into a commercial success (Priestley, 2013). This description, although simple, captures the spirit of entrepreneurship: you must be agile and responsive to new opportunities. Furthermore, Baldoni (2011) writing in the Harvard Business Review, suggests three principal traits or characteristics of entrepreneurs. They tend to be:
· Practical
· Purposeful
· Impatient
I think when developing my business plan, I showed that I was being practical and hands-on and learned a lot about the owner’s skills, abilities, and sectors of work. In terms of being purposeful, both of us brainstormed ideas of where we could add value to clients. Being impatient was not something I experienced – other than to find new clients – as I believe a business such as Assetivo should be built slowly and on strong foundations. I identified new opportunities in south Wales for reliability consultancy and training, and the general move towards industry 4.0 worldwide will provide new opportunities for predictive maintenance. This is something that the owner has good experience in.
[bookmark: _Toc46081016]Strategic planning
Rees and Porter (2015) explained the essence of this is to achieve the overall objectives of an organization and optimize their return on capital investment. Planning could be short or long term, with the latter usually about the annual financial budget. The business plan I developed is a strategic plan (long term) covering the first year of business. It identified markets, key personnel, and financial forecasts among other things. The business objectives – apart from making a profit - were mainly achieving key projects in Saudi Arabia and smaller ones in the UK. The business so far is achieving some of the plan, but it has been hit badly by the current COVID-19 pandemic and the main project has been delayed. The pandemic problem was not foreseen and has caused many difficulties. Further issues also are the difficulties in finding industrial clients in south Wales with marketing attempts so far not leading to many engagements.
[bookmark: _Toc46081017]Time management
Time management is simply taking control of your time and managing it so it is effective and efficient. Rickman (2005) stressed that overworking can be counter-productive, the time spent on tasks and areas of the businesses is valuable, working towards adding value to it and try to focus on the important things rather the most urgent. She also described to achieve more it is important is to plan the day, keep a tidy desk, get enough sleep, take lunch breaks, and restrict your time on calls. I believe that I organised my time well in developing the business plan during my normal day. It was currently difficult in balancing home life, home schooling, accountancy studies, and the problems associated with COVID-19, but my focus was on prioritising each section of the business plan by certain deadlines and dates. I wrote a basic study plan to research information and then complete each section by a certain day and - despite a few difficulties - completed the plan on time. I organised my time by dedicating a set number of hours to each section of the business plan.
[bookmark: _Toc46081018]Planning skills
The author Simerson (2011) described planning as a ‘process by which you formulate a particular intent, identify one or more associated goals, and then decide on the actions you will take to realize your intent and achieve your goals’. Planning is very important to any company as he states: ‘ without formal planning, … the sum total of the organization’s effort might yield suboptimal results or outcomes … that do not directly or indirectly contribute to the organization’s purpose for existence’. I agree very much with this latter statement and learnt good planning skills during the business plan. With the owner, we planned for Assetivo to get into the Saudi Arabia market. We realised later on that in Saudi Arabia the planning and project approval process is longer than we expected because it is a more bureaucratic country. 
A good learning point for me was how to develop a financial forecast by taking all potential costs and expected revenue. Another planning aspect was how we can reach clients in south Wales and the nearby regions. We planned on using LinkedIn and leaflet marketing to reach these potential clients. I can improve the business plan in this respect and keep it updated and accurate for better decision making in the future.
[bookmark: _Toc46081019]Interpersonal communication
Interpersonal communication in simple terms is two or more people exchanging information. It comes in two forms: verbal and non-verbal. Covey (1989) based interpersonal communication on 4 basic types: speaking, listening, reading and writing. The author argues that the ability to do all of them well is critical to your effectiveness, but communication is the most important skill in life - despite that we do not learn much about listening skills to understand other human beings. This was an important consideration when writing the business plan.
Regarding this, my communication skills were directly engaged with the owner/director of Assetivo and overall, it was adequate and suitable for my role. I used emails, phone calls, and 1 to 1 meeting and I improved in these areas. However, I am still improving my communication skills based on the basic types Covey described and working towards bettering my performance in all four areas. Also, I must mention that Schramm’s third model is more suitable for Assetivo. It is related to how we identified the right receiver of the information and trying to get potential customers to buy from us by offering free consultation. This model is focused more on the process rather than the effects of communication, creating a process of transmission and feedback, and some repeated feedback loops.
[bookmark: _Toc46081020]Decision making
Decision making is a key element of successful businesses. Heath & Heath (2013) argue that the discipline exhibited by good corporate decision makers is all about exploring alternative points of view, recognizing uncertainty, and searching for evidence that contradicts their beliefs. The key idea here is not to jump to conclusions, but to make an effort to get all the information and data possible before making decisions. The more important the decision, the more effort required. Building the business plan, I and the owner had to make many decisions based on research such as competitor analysis, pricing strategy, marketing approach and financial forecasting. I recognised that there is always uncertainty in decision making and understood that financial forecasts will not always be accurate. The decision making was a partnership between myself and the owner/director. I believe that my main role here was similar to the ‘Evaluator’ role in Belbin’s Team Roles (2010), and the stage at which we were as a team was the same as Tuckman’s ‘performing’ stage.


[bookmark: _Toc46081021]Gap Analysis
Using the Reflective Model (Gibbs, 1988), I developed a gap analysis on my Business Plan and afterwards an action plan.
	Objective

	Current Position

	Deficiency

	Action


	What do I want to do?

	What can I already do?
	What am I lacking?
	How do I fix this?

	Understand business processes better (techniques such as RACI charting)





	I understand leadership, teams, and communication.
	 How engineering consultancies work.

	Study/research engineering consultancy business models & processes.

	Improve the strategy plan - considering more internal and external factors (SWOT analysis)




	Basic SWOT already done and considered.
	 More detailed information and business risk analysis
	 Perform a business risk analysis.

	Improve marketing & communication to increases sales.
	Basic understanding of marketing techniques.
	Lack understanding of what is needed to obtain sales in engineering/manufacturing customers.
	 Research marketing techniques – focussing on industrial customers.

	Improve business plan to have the right decisions (info & data)
	 Adequate business plan in place.
	Higher quality data on potential customers and competitors.
	 Gather data directly from clients and research competitors more deeply.





[bookmark: _Toc46081022]Action Plan
	[bookmark: _Hlk2954238]Objectives
	Tasks
	Success Criteria
	Time Frame
	Resources

	List your Goals
	What do you need to do to achieve these goals?
	How will you identify your success? 
	When do they need to be done by?
	Who or what do you need to help you?

	Study/research engineering consultancy business models & processes.
	Read & digest modern books/research on models.
	Confident understanding of the models
	Sept. 2020
	Access to libraries, and online materials.

	 Perform a business risk analysis.
	Develop a template using best practices and perform analysis with the owner.
	Output is a robust analysis with mitigating actions to the risks.
	August 2020
	Online templates and best practices information.

	 Research marketing techniques – focussing on industrial customers.
	Read & digest modern books/research on marketing techniques.
	Confident understanding of the techniques and more customer engagement
	Sept. 2020
	Access to libraries, and online materials.

	 Gather data directly from clients and research competitors more deeply.
	Question/interview typical customers.
	Good feedback and engagement from potential customers.
	Sept. 2020
	Develop questionnaires.



[bookmark: _Toc46081023]Conclusion
This assignment was a self-evaluation that looked at how I developed personal skills in several areas whilst writing a business plan. I increased my research skills by using literature, the internet and interviewing, and organisational skills by understanding roles and employee strengths in the company. I showed elements of entrepreneurship whilst developing parts of the business plan, and especially strategic planning when creating a financial forecast for the first year of business. Time management – although challenging – was developed and improved, especially for completing the plan on time. Planning skills were developed for the financial forecasting and planning how to enter the Saudi Arabia market. My interpersonal communication skills clearly improved as the business plan allowed me to use emails, research, and interviewing skills, but there is room for improvement also. Personal decision-making skills improved due to developing pricing strategy, competitor analysis and a marketing strategy. I performed a gap analysis using the reflective model and the result was several actions including studying business processes, performing a risk analysis, and researching marketing techniques.
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Team Roles Self Perception Inventory

‘To complete each section of this questionnaire,tick in the far Ieft hand column the one, two
orthres sentences most appiicable to yourself. Then in the column on the right, apportion 10
points between those sentences that apply to you: one of which you feel sums you up well
while the other only applies some of the time.

I this instance you could give your first choice seven points and the remaining points to your
second choice. In some instances you might decide that there are two sentences that apply
to you equally - ifthisis the case, award five points to each.

‘You mustallocate all 10 points in each section.

A-WHEN INVOLVED IN A PROJECT WITH OTHER PEOPLE:

Tick

Points |

1

1 can be relied upon to see that work that needs to be done is ADISEL,

2

1 pick up slips and omissions that others fail o nofice.

3

I react strongly when mestings look like losing track of the main objective.

4

1 produce original suggestions.

B

| analyse other people’s ideas objectively, for both merits and faiings

I am keen to find out the latest ideas and developments.

I have an apitude for organising people.

6
7
3

1 am ahvays ready to support good suggestions that help to resolve a problem.

B-IN
WORK:

SEEKING SATISFACTION THROUGH MY

Tick

points |

Ilike {o have a strong infuence on decisions.

| feelin my element where work requires a high degree of attention & concentration

| am concerned to help colleagues wih theirproblems;

1 ke to make critcal discrimination betueen altematives,

end 1o have a creative approach o problem solving.

1 enjoy reconciling different points of view

| am more interested in practicalties than new ideas.

1 particularl enjoy exploring different views and techniques
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C-WHEN THE TEAMIS TRYING TO SOLVE A PARTICULARLY COMPLEX PROBLEM:

Tick

points |

1 keep a wiatching eye on areas vhere diffculty may arise.

1 explore ideas that may have a wider application than in the immediate task

1 ke t0 weigh up and evaluate a range of suggestions thoroughly before choosing.

1 can co-ordinate and use produciively other people's abiies and talents

| maintain a steady systematic approach, whatever the pressures.

1 often produce a new approach to a long continuing problem

| am ready to make my personal views known in a forceful way if necessary.

| am ready to help whenever | can

D-INCAI

\RRYING OUT MY DAY-TO-DAYWORK:

Tick

points |

1am keen to see there is nothing vague about my task and objeciives.

1 am not reluctant to ephasise.my own point of view in meetings.

Tcan viork vith all sors of people pravided tat they have got something
worthwhile to contribute

4.1 make a point of fllowing up interesting ideas andior people.

1 can usually find the argument to refue unsound propositons

IHend o see pattems where others wiould see items as unconnected.

Being busy gives me real satisfaction.

I have a quietinterest in getting to know peaple better
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£-IF 1AM SUDDENLY GIVEN A DIFFICULT TASK WITH LIMITED TIME & UNFAMILIAR
PEOPLE:

Tiek

Fomts

1.1 often id my imaginaton rustrted by wrking n s group

1 v my persons! sl particlay spproprise n schiving sgresment

Wy feslings seidom ntrfre with my judgment

41 5tve 0 buld up an afecive sructre

5.1 can work with people who vary widely i hei personsl quslites and outiok.

B TTeel s somatimes wordh meuring some Temporary Unpopulary Tone 5
Succaed ingefing one's views soross n s croup.

7.1 ususly know somecne whose specilst knowledge s patuiary pt.

5 1 seam to devalop a naturslsense of wgency

F - WHEN SUDDENLY ASKED TO CONSIDER A NEW PROJECT:

et

Fomts

1.1 start o ook sround for possibe dess and openings.

2.1.am conoemed tofish and perfet current work befora I start

3.1 spprosch the problem i & coetuly snslytical way.

4110 able 0 assert mysef o get cther people involved f necessary.

5.1 30 able. 0 toke on ndependent snd innovatve ook st most itstions.

5.1 3m happy 1 toke the lead when sction s requires

7.1 can respond posiiely to my colesgues and their inisies.

2.1fnd it hard 0 give i 8 job where the goss sre ot learly defined

CONTRIBUTING TO GROUP PROJECTS IN GENERAL:

et

Fomts

T Tk have s ekt fo soring out e conceate steps fhat nees 1 be aken gvan
s rosd b

2 My considered jusgement may take me but s ususly near he mark

3 Abroac

‘e of personal consctsis mportant to my style o working

4 1 have an aye or gating the detals gt

5.1y to make my mr

in roup mestigs.

5.1 can see how idess and techriques can be used n new ralationships.

7.1 502 bt sides of & problem andfake & deciion scoeptable o sl

1 ot on well with others and work hard fo the eam.
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Scoring Key for Self Perception Inventory

Transfe your pin alcostion from the seven secions f the Self Perosstion Inventory f the
spproprists boxes below.

The pre-printed numbers i the grid afer o the cusston numbers of asch section, For
‘xample i forSecton A you scored sevn paiisfor queston 6 snd thvee poins for question
. you woukd allccate them n the columns Rl and M respectaly.

s | co | e | ome | w
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ToraLs
‘Once you have sliocated il your point, ftal each column,
T Highasttwo tosls reprasent your primary snd secondary prefrre feam roes

THE BELEIN TEAM ROLES
e parsonsl skillnventory dencisdght tam ols, which re descrbed next.
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CO :="Coordinator'

Characteristics
Calm, self-confident, controlled.

The distinguishing feature of Coordinators is their ability to cause others to work to shared
goals. Mature, trusting and confident, they delegate readily. In interpersonal relations they are
quick to spot individual talents and to use them to pursue group objectives. While
Coordinators are not necessarily the cleverest members of a team, they have a broad and
worldly outlook and generally command respect.

Function

Coordinators are useful people to have in charge of a team with diverse skills and personal
characteristics. They perform better in dealing with colleagues of near or equal rank than in
directing junior subordinates. Their motto might well be "consultation with control” and they
usually believe in tackling problems calmly. In some grganisations, Coordinators are inclined
to clash with Shapers due to their contrasting management styles.

Strengths
Welcome all potential contributors on their merits and without prejudice, but without ever
losing sight of the main objective.
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TW ='Team Worker'

Characteri:

ics

Team Workers are the most supportive members of a team. They are mild, s and
concerned about others with a great capacity for flexibility and adapting to different situations
and people. Team Workers are perceptive and diplomatic. They are good listeners and are
generally popular members of a group. They cope less well with pressure or situations
involving the need for confrontation.

Function

The role of the Team Worker is to prevent interpersonal problems within a team and allow
everyone to contribute effectively. Since they don't like friction, they will go to great lengths to
avoid it. The diplomatic and perceptive skills of a Team Worker become real assets,
especially under a managerial regime where conflicts are liable to arise or to be artificially
suppressed. Team Worker managers are a threat to no one and therefore can be
elected as the most accepted and favoured people to serve under. Team Workers have a
lubricating effect on teams. Morale is better and people seem to co-operate better when they
are around.

Strengths
Ability to respond to people and situations and to promote team spirit.

Allowable Weaknesses
Indecision at moments of crisis and some failure to provide a clear lead to others.
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