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1.0 Introduction
According to the Dictionary, self-reflection is a process of analysing the conditions that contribute substantially to a person's growth and development. It is an important part of self-reflection and self-improvement. The process of self-reflection should not only focus on personal growth but also on professional development as well (Gibbs, 1998). The term “self” refers to an individual’s own thoughts, experiences, knowledge, and behaviour. Self-reflection can be used to explore how one thinks and acts in relation to one’s own values and principles.
The following report will offer an understanding of the role-play simulation between interviewer and job candidate, and its reflection using Gibb's reflective approach. This report aim is to demonstrate an understanding of the skills and knowledge which can contribute towards working effectively, my readiness for employment, an understanding of personal strengths and areas for further development, as well as establishing my employment goals and develop a personal development plan.

2.0 Personal reflection on interview role-play 
Role-playing at a job interview may be a useful technique for career progression since it enables the applicant to practise and showcase their skills in a fake real-world context (Husebø, O’Regan and Nestel, 2015). This might be especially helpful for those who are apprehensive or have minimal background in different kinds of job interviews.
I personally believed that if I were to use the same strategy in real life as I did during the role-play interview we had in class, I would get the following advantages:
1. I can practise my answers and have a better understanding of the sorts of questions that are frequently asked in job interviews by role-playing. 
2. Enhance my presenting and communication skills: Role-playing gave me the opportunity to practise my communication skills clearly and effectively, which is a crucial ability for any career.
3. I noted that the role-play interview also emphasised problem-solving skills. In role-playing games, there are frequently difficulties or issues that must be resolved. I can develop my ability to think quickly and come up with original answers thanks to this.
4. Construct confidence: Role-playing made me feel more confident in my skills and more prepared for the actual job interview.

5. Gather feedback and make improvements: Role-playing enabled me to obtain feedback on my performance, which helped me discover areas for development and provided me with an opportunity to practise and improve.

In a number of circumstances, role-playing may be an useful method of education and growth. Individuals may practise and exhibit their abilities in a simulated real-world context by participating in role-play simulations, which can assist to promote , communication, creativity, self-confidence, and problem-solving abilities (Nikendei et al., 2005). This module's role-playing exercise was beneficial to me because it helped me better comprehend the viewpoints of both a recruiter and a candidate. I had to devote a significant amount of work to prepare for this role and properly connect with the interviewer.
The effectiveness of role-playing as a teaching method has been confirmed by research studies. Most studies have found that role-playing is an effective way for teachers to teach various subjects such as mathematics, science or English (Brown, Bull and Pendlebury, 2005). Role-playing also has been shown to have beneficial effects on students' learning. For example, students who had participated in role-play tasks showed significant improvements in their performance on both transferable skills (e.g., classroom work) and non-transferable skills (e.g., creativity). In addition, they were more likely to learn from the experience than those who did not take part (Reuell, 2019). Therefore, role-playing may be very helpful in teaching new skills and behaviours because it allows people to actively explore and practise new abilities and behaviours in a safe and supportive setting, without fear of failing or embarrassment. This can aid in the facilitation of learning and comprehension in a more immersive and engaging manner. 
 Overall, role-playing during a job interview may be a helpful career development tool since it allows you to practise and improve your abilities, gain confidence, and receive feedback to help you succeed in your job hunt.


3.0 Gibbs reflective cycle
Description: The role I was interviewed for in the role-play exercise it was sales manager at Currys. One challenge which I encountered during this interview it was my lack of experience in a managerial position . One success that I experienced in this exercise it was my confidence in my abilities of being good at this job because it is what I am passionate about, and so it does not feel like a job.
1. Feelings: I felt confident in my abilities during the interview.
2. Evaluation: I effectively demonstrate my sales management skills and knowledge on the surface. However, going more in-depth into managerial techniques I felt as I was lacking leadership skills because I was never in a managerial position.
3. Analysis: The interview went well, I demonstrated knowledge and experience in sales, also I managed to show how passionate I am about technology and why this position is suitable for me. However, I cannot negate that one challenge was the fact that I was not experienced in management positions, especially sales management. This meant that I had to explain my background, skills and experience in order to demonstrate my suitability for the job. This resulted in taking longer than expected to answer some questions which caused me to lose time and ultimately impact my performance in front of an audience .
4. Conclusion: The role-play exercise was very useful in helping me understand how I would be able to manage different teams. The role-play exercise was also useful in helping me gain confidence in myself as well as my ability to lead people.
5. Action plan: My goal is to become a sales manager, so I will be seeking a mentor who will help me gain more knowledge about the role. I want someone with experience who can teach me how to effectively manage a team, delegate tasks effectively, etc. The mentor should be someone who can provide me with feedback on my performance as well.




4.0 Personal strengths
My strengths in this job role and interview process are:
1. I am a very organized person and I always try to keep myself prepared for any situation. This is one of my best qualities as it helps me get through a lot of things without having to worry too much about how I will manage them.
2. I am also very motivated and determined when it comes to completing tasks that require long hours of work or dedication. My motivation can help me push through even the most difficult tasks because I know that they will be worth it when they are finished.
3. Active listening - I am a good listener.  I can establish a rapport with people and make them feel comfortable by listening to them and understanding their problems in their own way.
4. Problem solving- I am able to think on my feet, weigh up the pros and cons of a situation, come up with solutions and make decisions quickly while under pressure. I also, can present ideas and arguments convincingly and logically.
5. Lastly, I am good at communicating with others on different levels which makes me an excellent team player who will be able to work well with others in order to achieve our goals as a group.


5.0 Skills to cultivate in order to be a successful sales manager
In order to achieve desired professional goals in today's world, specific job-related skills are required. Because competition for various jobs in the customer service and retail industries is increasing, it is critical for people who wish to become successful managers to learn the skills required for efficient management. An effective manager who is responsible for more than one duty must successfully achieve the organization's goals and objectives (Junek, Lockstone and Mair, 2009). The following are some of the skills required to fulfil managerial responsibilities in the retail sector.
1. Leadership skills: A sales manager must be able to lead and motivate their team to achieve sales targets and objectives. This includes the ability to set clear goals, delegate tasks, and provide feedback and support to team members.
2. Strategic thinking: A sales manager must be able to identify opportunities for growth and development, and develop and implement strategies to achieve these goals. This includes the ability to analyse data, identify trends, and make data-driven decisions.
3. Customer service skills: A sales manager must be able to provide excellent customer service and build positive relationships with clients. This includes the ability to handle customer complaints and inquiries, and to find solutions to meet the needs of clients.
4. Time management skills: A sales manager must be able to manage their time effectively in order to achieve goals and meet deadlines. This includes the ability to prioritize tasks, set goals, and use resources effectively.
5. Interpersonal skills: A sales manager must be able to work effectively with a diverse group of people, including team members, clients, and other stakeholders. This includes the ability to build relationships, work as part of a team, and handle conflicts effectively. This means that he/she also has the skills necessary to deal with difficult situations in an efficient manner. As a result, a good sales manager should have excellent inter personal skills, as he/she will be dealing with both internal and external customers at all times.








6.0 SWOT Analysis
SWOTS stands for strengths, weaknesses, opportunities, and strengths. This test is meant to evaluate one's own strengths and weaknesses in order to uncover employment opportunities in a certain field. This programme also detects the risks that one may face when seeking their desired profession (Teoli and An, 2019). My personal SWOT analysis is shown in the table below:
	STRENTGHS
	WEAKNESSES

	· Strong communication skills
· Research skills
· Ability to analyse data and make data-driven decisions
· Strong problem-solving skills

	
· Tendency to procrastinate
· Leadership skills needs development
· Difficulty with time management

	OPPORTUNITIES
	THREATS

	· Opportunities for professional development and training
· Opportunities to learn about new industries or products
· Opportunities to work with a diverse group of people and build relationships
	· Competition for sales management positions
· Changes in market conditions or technology that could impact sales
· Economic downturns or other external factors that could negatively impact sales



7.0 Personal development plan
A personal development plan, is a technique for developing a future action plan within a time range for a certain job (Luciano, 2020). My personal development action plan is as follows:
I have a tendency to procrastinate. I often put things off until the last minute, which is not good because it can lead to me being late for things and missing out on opportunities. I think this is because I am a perfectionist and do not like making mistakes. I also have leadership skills that need development. My skills in this regard are not very strong and so I need to learn more about them.
I have difficulty with time management, which is due to my tendency towards procrastination. The reason for this is that when I do something at the end of the day, then there are no consequences for doing it late or not getting it done at all. However, if I do something early on in the day then there are consequences and so I should try harder to be more consistent with doing things early on in order to avoid having any consequences of being late or not completing tasks correctly later on in the day after they have already been started.
I also have leadership skills that need developing in order for me to be effective as a manager. My teams are very close, and they all trust me because they know how hard I work on their behalf. But sometimes I forget that they do work hard too; so, when they see me rushing off somewhere without checking in with them or even taking the time to say goodbye, they may feel unappreciated or even resentful. This is something that needs addressing before things get out of hand in the workplace.

8.0 Smart goal
A smart goal stands for specific, measurable, achievable, realistic and time bound. My smart goal is to be promoted to sales manager within a year. In order to do so I will need to find a mentor who has many years of experience in a management position. I will find my mentor in the following three months, establish with him/her weather we shall met once a month to review my progress. The mentor will teach me and give me valuable advice from his own experience regarding the skills I lack, suck as: leadership, time management, how best to approach potential clients, how best to manage projects, how best to interact with employees at all levels (peers, subordinates), etc. 
9.0 Conclusion
This report concluded that role-playing can be a powerful learning tool because it allows you to practice and develop skills in a simulated environment. Reflective frameworks, such as the reflective cycle, can be useful tools for self-reflection and learning. By taking the time to consider what you have learned, you can identify areas for improvement and develop strategies for addressing them. This can be a valuable approach for ongoing learning and development in my career as sales manager.







10.0 Appendix
Interview questions 


Job description: Sales Manager

1. Why do you want to work in sales?
2. What do you think it takes to be a good leader?
3. How would you explain to a person that is unfamiliar with what we do?
4. What do you like and dislike about the sales process?
5. What would prioritise at the moment, money or free time?
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