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	1:Communication Skills 


	


	 EE / BT

 Field Sales & Events Consultant

Sell broadband/services at pop-ups, events, or door-to-door.
	Pertemps Scotland 

Field Sales Consultant


Door-to-door sales: meet customers, explain offers, close sales.
	Mandeville Recruitment 

Field Sales
Representative

Sell telecom/internet services face-to-face across assigned territory.
	Full Circle Events
 
Sales Executive

Sell exhibition/event packages, manage client bookings for events.

	2: Sales & Negotiation Skills

  




	
	
	
	

	3: Self-Motivation & Resilience 
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	1: Product & Service Knowledge 


	EE / BT

 Field Sales & Events Consultant

Sell broadband/services at pop-ups, events, or door-to-door.
	Pertemps Scotland 

Field Sales Consultant


Door-to-door sales: meet customers, explain offers, close sales.

	Mandeville Recruitment 

Field Sales
Representative

Sell telecom/internet services face-to-face across assigned territory
	 Full Circle Events
 
Sales Executive

Sell exhibition/event packages, manage client bookings for events.


	2: Customer Needs & Market Awareness 

 



	
	
	
	

	
3: Sales Process & Techniques 






	
	
	
	



Self-Assessment and Evidence of Readiness

Reflecting on myself through a self-assessment has been a valuable exercise, helping me recognize both my strengths and areas I can improve. I used a SWOT framework to organize my thoughts, which allowed me to see where I am ready for professional challenges and where I still have room to grow.

Strengths: One of my biggest strengths is my ability to communicate clearly and confidently. I enjoy talking to new people, explaining ideas in a way that makes sense, and building positive connections. This skill is especially useful for roles that involve customer interaction, such as sales or events consultancy. I am also highly motivated and resilient; even when things get challenging, I stay focused on my goals and keep pushing forward. Working with others comes naturally to me, and I find satisfaction in collaborating with a team to achieve shared objectives.

Weaknesses: While I have many strengths, I know there are areas I need to work on. For example, I have limited professional experience in direct sales environments, which means I will need to quickly adapt and learn on the job. I also tend to be self-critical at times, which can make me second-guess decisions. Additionally, I want to improve my time management, particularly when juggling several tasks under pressure. By being aware of these weaknesses, I can actively work to improve through practice, training, and feedback from mentors.

Opportunities: I see many opportunities to develop myself professionally. Entry-level sales and events roles provide the chance to gain real-world experience, interact with customers, and build confidence. Academic and professional training programs offer ways to expand my business knowledge and practical skills. Networking through university, volunteering, or extracurricular activities also gives me the chance to connect with mentors and peers who can guide me and open doors in my career.

Threats: I am also aware of the challenges I might face. Competition for sales and events roles can be high, and economic fluctuations may affect job availability. Meeting targets consistently in sales-oriented roles can be stressful. However, recognizing these threats motivates me to prepare thoroughly, develop resilience, and maintain a positive mindset to overcome obstacles.

Evidence of Readiness: My academic achievements demonstrate my commitment to learning and personal growth. Completing the Level 4 Business Skills for the Workplace course and earning a Certificate of Higher Education in Business Skills has given me a solid foundation in professional conduct and business principles.

Beyond academics, I have developed practical skills through work experience, volunteering, and group projects. Engaging with diverse people has strengthened my teamwork, leadership, and problem-solving abilities. Feedback from tutors and peers highlights my communication, reliability, and initiative, showing that I am ready to take on real-world challenges and contribute effectively in professional settings.

Overall, this self-assessment has helped me understand myself better. By continuing to build on my strengths, addressing areas for improvement, and gaining hands-on experience, I feel prepared to step confidently into a career in sales, events, or any professional path where I can grow, contribute, and make a positive impact.
This reflection has also helped me recognise the importance of setting realistic goals and tracking my progress over time. By breaking larger ambitions into smaller, achievable steps, I can remain focused and motivated while avoiding unnecessary pressure. This approach will help me stay organised and disciplined, particularly when balancing academic responsibilities with work commitments.

Additionally, the self-assessment process has highlighted the value of emotional intelligence in professional settings. Understanding how my attitudes, reactions, and mindset influence my performance will help me communicate more effectively with colleagues and customers. In sales and events roles, the ability to remain calm, positive, and professional is essential, especially when dealing with rejection or high expectations. Developing this awareness will allow me to respond constructively to challenges rather than becoming discouraged.


Employment Goals and Personal Development Plan

Reflecting on the weaknesses identified in my SWOT analysis has helped me think realistically about where I am now and where I want to be in the future. It has allowed me to set clear employment goals and create a personal development plan that supports my long-term career aspirations in sales, events, and business-related roles.

Employment Goals

Short-term employment goals:
In the short term, my main goal is to secure an entry-level role in sales or events consultancy, such as a field sales consultant or sales executive position. These roles will allow me to gain hands-on experience in a professional sales environment, which is an area where I currently have limited experience. I want to build confidence in face-to-face selling, customer engagement, and handling objections while working towards targets. This goal is important to me because it will help bridge the gap between my academic knowledge and real-world practice, allowing me to learn quickly and adapt to professional expectations.

Another short-term goal is to improve my time management and ability to work under pressure. By working in a fast-paced sales or events role, I will be forced to prioritise tasks, meet deadlines, and manage my workload more effectively, which directly addresses one of my identified weaknesses.

Long-term employment goals:
In the long term, I aim to progress into a more senior sales, events management, or business development role. Ultimately, I would like to take on leadership responsibilities where I can manage teams, contribute to strategic decisions, and help drive business growth. This aligns with my wider career aspiration to continue developing academically and professionally, eventually progressing to higher-level business qualifications and postgraduate study. These goals matter to me because I am motivated by personal growth, responsibility, and the opportunity to make a meaningful contribution within an organisation.

Personal Development Plan

To address my weaknesses and support my employment goals, I have developed a personal development plan with clear actions and timelines.

One of my key development areas is gaining practical sales experience. To address this, I plan to apply for entry-level sales and events roles within the next three to six months. I will also seek part-time or temporary roles that involve customer interaction to build confidence. Progress will be measured through feedback from supervisors, achievement of basic sales targets, and personal reflection on my performance.

To improve my time management skills, I will begin using planning tools such as weekly schedules and task lists immediately. I will set realistic deadlines for assignments and work tasks and review my progress at the end of each week. Improvement will be measured by meeting deadlines consistently and feeling more in control of my workload.

Another area I want to improve is self-confidence and decision-making. I plan to work on this over the next six to twelve months by actively seeking feedback from tutors, colleagues, and managers. I will also reflect on mistakes as learning opportunities rather than setbacks. Progress will be measured through increased confidence in making decisions and reduced self-doubt in professional situations.

Overall, this personal development plan gives me a clear structure for improving my weaknesses while working towards my employment goals. By staying committed, reflective, and open to learning, I believe I am well prepared to develop into a confident and capable professional.
	
	Short-Term Time Frame 

What do I want to 
accomplish in the next 
three to six months?

	Mid-Term Time Frame 

What do I want to 
accomplish in the next 
six months to two years? 
	Long-Term Time Frame 

What do I want to 
accomplish in the next 
two to three years? 

	Section 1 - My Goals  
 





	- Successfully complete current Level 4 Business course modules.

- Improve academic writing and time management.
	- Progress to Level 5 and Level 6 Business Management.

- Gain work experience or internship.
	- Graduate with a strong degree.

- Progress towards a Master's degree.

	Section 2 - Skills and Knowledge to be 
Learned 


 



	- Academic writing and referencing.

- Presentation and communication skills.
	Skills & Knowledge:
- Leadership and teamwork

- Commercial awareness
	- Strategic thinking

- Advanced business analysis

	Section 3 - Next Steps
 





	- Attend study skills workshops.

- Meet lecturers for feedback.
	- Apply for internships.

- Join business-related societies.
	- Research postgraduate programmes.

- Build professional network.


 
	Section 4 - Resources
 





	- University library

- Online learning platforms
	- Careers service

- Networking events
	- Academic advisors
- Professional mentors

	Section 5 -  Time Schedule 
 

	Start: Immediately

Finish: 6 months
	Start: Next academic year

Finish: 2 years
	Start: Final year

Finish: 3 years
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