                                                  ACADEMIC AND EMPLOYABILITY SKILLS

INTRODUCTION
In this report I will conclude on certain factors I have acquired as time graduated, the new possibilities of openings ones mind to concrete evidence will be publicized on this  analysis down under. The creative steps to building bridges of continues golden thoughts of how one should plan outside the box in order to gain credible knowledge to used in the working environment. I will look at different scenarios as experts pushing their points and studying of characteristics to make a stronger lasting impact in the workplace you hold, to define what has been told to be done, rather to take a different approach while always questioning thoughtfully. To look at how certain critics may apply differently and how I chose my ideas along the way, interpreting on how a person can influence another by just the use of speech, posture and confidence that is portrait throughout this module is a complete factor. I will take baby steps to feed the readers off this journey, to help them resolve their issues while I contemplate with mine, and gradually help both of us show a track towards a  higher peak towards the end. To inform and derive a message, that is how the report will show inadept skills , knowledge and evidence through journals to books and articles relating to the subject.

MAIN BODY
The first basic tactic that was put on my table was how my questions were posted. On whether I derived a message from my question or I simply asked the same thing everybody else asked. At this curve my answer was as disappointing as the lecturers expectations, because she understood it was a process, which also meant I wouldn’t be here if I already knew the right answer. It was simply that my question asked a very basic pattern, one that did not have a spark, a dull relentless one. The learning curve began here, as ones ideas was presented, another rose up. One by one even though the answers were not what the module expected from you, we were growing without accord. Confidence to voice your opinion at your work place, is a factor that separates you from the basic to the brilliant. My answer may be wrong, but according to what I listened, i was progressing as I represented a stronger voice, and people most often follow that lead. This lead to making communication with the other members of the lesson. It is always said the more you portray and analyze the classier the mechanism. Like a blacksmith our routine was to grab onto tiny tools of details, as this is exploited by a renowned author speaking on behalf of his work where he used his tools of communication to open negotiation deals with convicts, '' The products that was used as an experimental learning, they were constructed and further developed by the agents in the field, the negotiations were done through stories of the crisis that was shared of how it succeeded and what failed. Our tools had to work, and if it didn’t someone died''.(Voss, C (2016) This a brilliant use of text as we can identify the fact that this level of job requires absolute precision, errors are for rookies. What we can interpret from Mr. Voss is to have an idea of what your methods and question will carry, the path you are directing the questions at, and are they helpful for the work you are trying to resolve. It can also be shown to never jump to new ideas without brain storming it down first, as a convict may get away but so will our work adjustments and our communication will not have a strong impact as the audience now looses its interest. 
I already knew what a basic CV writing was done, the accolades and your past experiences alongside how manageable you will be in the process and that flexibility will not be an issue. The key change that was introduced, never make yourself the subject of the CV, even though it is written by us, the key individual that we are addressing is the person we want the job from, a person whom we have to bargain and impress with. The main goal therefore turned to how will I address such an issue without boring the head, without giving out rational ideas because the person at the other end of the table has been through the same process their entire lives. How can I appeal different from the pack and strike with better precision. Like mentioned above our approach was taught differently, a post office worker like myself would have responded differently a few months earlier if I was asked what my occupation was ''I work at a post office'' that would have been my response, but as my ideas have improved and being precise with what I do and put it this way ''I help deliver peoples good's in and out of the country''. That statement would consciously grab the directors attention, as now he/she knows that we fit outside that basic white box. Learning of a few outcomes that will direct the client towards a positive feed back, understanding that we are here to save time, make money and mainly improve the name or brand as a whole. Robert Martine and Ed Yourdon points out that, staying quiet and agreeing  to everything your interviewer speaks on behalf of you is wrong. Try to justify and ask for where you can improve, ask for feedback, ''Feedback can be a scary thing, I know. You would be surprised at how people tend to score the way you have been interviewed and assaulted like a rubber chicken. But knowing is better than not knowing. No matter how painful. But by far what is best done would be associating delegations with importance''. ( Martin, R and Yourdon, E (2011). Take criticism and built upon it with character, there may never be a right answer through the person questioning you, but it is the manner you approach and identity the mood of the conversation is a criteria. Like the authors voice their opinions, the deeper insight is to not to throw it off one ear to the other. The author is showing us evidence of what happens in the outer world, and how you can relate such a situation in the work place, by  showing that you care about the job, this will strongly affect the workplace, as their goal is to grow and if your skills show an affection of what you might be able to do in the future for them, it is guaranteed you will be hired. Working on this aspect it came to my thoughts of how not only are my writing skills improving but my critical thinking and not overlapping a page full of information, rather a smart yet approachable and adjustable intriguing text that makes any reader sparkle over the fact that this is new to them. Even though I may lack experiences prior, the way I derived my message through the CV creates an impact that makes the reader want to meet me in person, now that my white box has evolved into a box with a red laced ribbon.
 The lecturer always tried to put us in groups while doing different projects, this was mainly done to create awareness and build leaders among us, to voice our opinion's and get engaged with the other members. I started off selfish, thinking my work is completed and I may relax in the group, but I learned that a group assembles as one, that not one group member is to be considered as an individual. Through continues projects of four or five members, we ran into a lot of disagreements and ideas scattered but never collected, this can be related to a work place scenario where groups may argue and not reach their goal by the end of the year or month. This situation is easily fixed if figured early. I was directed to try and understand my colleagues, as to what part they would like to choose, this is when a problem arose. Everyone wanted the same part and as a leader the lecturer was watching us as they wanted to see how we escaped this cage. This is where I started to negotiate my terms. '' The person that is responsible for a decision will always tend to interpret its consequences in a favorable light, whereas when a change over in power occurs, it can lead to accusation that past strategies were failures. This shows the compulsive exploration in some fields''. ( March, J and Weil, T (2005). My negotiations may be strong at this point but if I was a previous leader with failed attempts, this will create tension in the group like Mr. March and Weil suggest, then I will have to cautiously work my way around by compelling and encouraging my members, as this statement is agreed upon by another author such as Mr. Voss whom I mentioned above. '' You don't need to like it, you just need to understand it, that’s the way the world works. Negotiations does not mean browbeating or to grind someone down. It simply means playing the emotional game that human society is set up for. In this world you get what you ask for, you just have to ask it correctly''. (Voss, C (2016) Knowing your members skills and where they lack comes to terms, both authors are helping us understand that it may not be the preferable method but sticking to a basic ground game is a success in the grapple. Be helpful and respect their intelligence, don’t push your boundaries and expect everyone to work in the same pace. A leader listens to his co- workers, make fair trades and that each person is handed a fair amount of work, where the leader does not get a cut, but the same amount as the colleagues. This will provide benefit as my work in the post office is now scheduled and I ask my members which task will be carried out next, this saves up time and builds ''trust''.
CONCLUSION
In conclusion I can praise myself from starting the circle slow but gradually progressing with newer ideas and a stronger body language with an appealing profound of love found towards the business world, even though I could not list and categorize each and every improvement I made along the way, I made it possible for the reader to understand crucial steps of identifying then adjusting and finally opening up wider to grab onto details  around you. I made sure that the varied selected improvements I mentioned are reliable in the workplace, act as a stepping stone to all you readers. Everything I said may not be against the grain, yet as an individual trying to posture myself higher I recommend that if you derive and voice yourself you will either learn or teach someone, which either way points in the right direction. Being cautious and careful as I will progress to aquire more from this module.
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