Placement Portfolio Assessment

 Component 1: Professional Experience Report Template 
1. Introduction
My placement was completed in Skechers. I started my work placement on the 31st of January 2025 to April the 31st 2025. I had the role of sales associate and as a Skechers Sales Associate I was responsible for a lot of things such as delivering customer service while driving sales and supporting overall store operations. In this role, I was required to provide personalized product advice and to ensure customers have a positive and engaging shopping experience. I was expected to maintain a strong knowledge of Skechers footwear, apparel, and accessories to effectively assist with customer needs and contribute to individual and store-wide sales goals. As a Sales Associates I also needed to perform cashier duties, processing transactions accurately and efficiently, while keeping the store clean, organized, and well-stocked. Collaboration was essential, as team members work closely together to create a welcoming and productive retail environment. Success in this role requires excellent communication skills, a solid understanding of retail sales, proficiency with point-of-sale systems, and the ability to work well within a team. The objective of this report is to explore my contributions, responsibilities, and apply relevant business theories.

2. Placement Setting and Role 
Skechers are a company that is known for their comfortable footwear. Even their competitors speak highly of them as Anon, (2024) say that “Skechers products are comfortable and supportive. Memory foam soles provide cushioning for the foot. They're also breathable and flexible.” This just proves that they have a good reputation within the shoe industry. Skechers (2019) state that they are “A MULTIBILLION-DOLLAR GLOBAL LEADER IN THE FOOTWEAR INDUSTRY” Skechers are mostly recommended by Podiatrists as Skechers make lots of shoes for different purposes such as the Arch- Fits, Slip Ons, Memory Foam, Max cushions and more these shoes are what make Skechers stand out from the rest and help them secure their place in the shoe industry. The roles and responsibilities that in had during my work placement were to familiarize myself with Skechers clothing, accessories, and footwear to meet client demands and support both individual and store-wide sales, I also had a daily target which I had to meet and the store had a daily target which was divide out between myself and my collogues.  In my role as a sales associate, I also had to handle cashier tasks, precisely and quickly processing transactions while maintaining a tidy, well-stocked store. On a typical day the team would consist of 4 people normally 2 members of management and 2 sales associates and during the day there are lots of different responsibilities such as if there isn't the shoe that a customer wants then I had to do a customer order form and order the shoe in the size and color that they want another task that we had is if I sold a shoe from the display then you had to get the next size up price and match it and put it back this is a big responsibility as if you price it wrong for example lower then you have to sell the shoe at that price as that what its price says. Recently it was the Easter holidays and as such we had an offer on which was Buy one Get One 30% off this was my responsibilities as I had to mention it to every customer and try to ensure that they buy 2 shoes  I also had to take the 30% off the shoe at the till, Skechers have offers and deals on throughout the year. 

3. Key Projects and Contributions 
One of the major projects I had to do was product relocation meaning as it getting closer to the summer the shop changes the shoes around to go from the winter dark to light to go to a summer light to dark meaning that the entire shop gets turned around and you have to do it perfectly or the whole shop will be out of sync so I was tasked with doing  re locating all the men's shoes for the shop while the managers relocated the women's shoes while I was doing this task I had another member of the sales associates so to ensure that this task was done quickly and effectively I said we should take the shoes of first and line them up with where they are going on the floor and the pit them back on the shelves  this proved to be a good idea as we could match up the shoes and ensure that we put them all in the correct places,  this proved to be the best way to do it as we even finished before the managers did. Another major project that I had to do was inventory check as every Wednesday we get more stock into the shop, and you must take an inventory of what was delivered and make some more room on the shelves etc. This is an important job as most of it is new stock so there is a lot of stuff that needs to be done such as putting all the boxes in the correct section along with their code and pricing which has to be done for every shoe before they are placed on the shelf and ready to be sold if this isn't completed correctly it could result in price errors, meaning that if the shoe was originally meant to be £100 but I priced it at £80 then you would have to sell it at £80 losing  £20 that is why it is a very important aspect of the job. To finish this job quickly I had one of the team members look up the shoe prices while I priced them and another member to make room on the shelves this ensured that it was completed efficiently. 

4. Business Theory Application 
A business theory that was applicable was Maslow's Hierarchy of needs, what is Maslow's hierarchy of needs? West, M. (2022) defines “Maslow's hierarchy of needs is a model for understanding the motivations for human behavior” this was applicable because its helped in understanding customer needs and expectations it was also a means of helping team dynamic, Maslow's Hierarchy of needs was helpful in analyzing customer needs and expectations this in turn helped Skechers created shoes which were in demand and needed such as their Slip ins which are “a popular choice among seniors due to their combination of comfort and ease of use.
Their hands-free styles include a flexible heel that allows wearers to slide their feet in effortlessly.” As stated by the fairways of Naples, not only does it help with comfortability it also makes the customer feel stylish and seen. Through this we can see which shoes the customers like and which ones they don't, further meeting the customers' needs by making shoes that they will like and be beneficial to them. Furthermore, can be applied to team dynamics by fulfilling needs that they have such as recognition for their work or meeting the psychological needs of the customer because according to PARIS, T. (2024) “Psychologically, the shoes we wear can influence our confidence and self-esteem.” The way that one preserves themselves has a great impact on one's personality and appearance and as such Skechers can provide what is best for each person by selecting shoes that match their personal style or enhance their confidence. Understanding this helped me tailor my recommendations to not just functional requirements but also shoes that I felt would have an emotional and identity-based motivations as well.
Another business theory that I applied was a SWOT analysis which is defined by Bigelow, S.J. (2022). “SWOT analysis is a framework for identifying and analyzing an organization's strengths, weaknesses, opportunities and threats.” I did a SWOT analysis of Skechers as it provides valuable insight into the business environment where I worked and in which I operated as a Sales Associate. One of Skechers' key strengths that I found is its strong global reputation as it is a company which has shops around the world. Although Skechers USA and the Skechers I did my placement in where not related they were individual shops. They also have a diverse product range, which makes it easier to meet a wide variety of customer needs and preferences, such as the Slip ins are more tailed to the older generation and the Arch fits are designed for people with flat feet. However, weaknesses such as limited stock availability during peak seasons or sizing issues occasionally as when I worked there we would often not have the sizes available or the color people wanted so most of the times you have to order them in from another shops which can be quite the hassle and hindered the sales process and customer satisfaction. The opportunities that Skechers had were in the form of seasonal promotions like the buy one get 30% off for spring which was recently on as well as the growing interest in comfortable footwear, which helped sales and helped me meet my daily quota. On the other hand, threats included intense competition from other footwear brands as they have seen how well Skechers do and as a result try and introduce their own version of the shoes and as a result of this customer interest could change and they could be more inclined to buy the shoes made by competitors if they make them cheaper and more stylish. Understanding these factors allowed me to adapt my approach on the sales floor, such as emphasizing unique product features like the slip ins and Arch fits and building strong customer relationships to maintain loyalty.

5. Innovation and Creativity 
While doing my work placement there was a few complaints people kept mentioning some about hours they have worked and some about the people who worked there etc. So, I proposed that we make a suggestion box or a complaint box as it would be anonymous and if people didnt have the courage to talk to the managers themselves they could always bring it up anonymously. Indeed (2025) say that a suggestion box is good for the workplace as “The suggestion box encourages employees to not only identify problems but also suggest solutions.” This will help with the motivation of the employees it also makes them feel heard and supported within the workplace, furthermore Quora. (2015) stated that “A suggestion box is a good idea for management to have in order to get feedback from their employees.” 
Not only was my suggestion box made, but it was also checked every Monday. This also links in with This initiative also aligned with motivational theories like Maslow’s Hierarchy of Needs specifically the esteem and self-actualization levels by giving staff a platform to contribute meaningfully and feel recognized for their ideas. I also tried to introduce the idea of creating mini product knowledge cards for new customers as I thought it would help customers familiarize themselves with the product, mini product knowledge cards could also be used to help new staff quickly learn key features and benefits. Prabhakaran, J. (2023) says that “Product knowledge enables sales reps to provide accurate information, build customer trust, handle objections effectively, and differentiate their products from competitors.” this is what helped me during my placement as when customers come in they want clear and informative information about the product it also helped when I got backed into a corner it was a good way to get the customers trust and made it easier to sell the shoes. 
Component 2: Reflective Analysis Template 
I am reflecting on my work placement at Skechers to evaluate the skills, experiences, and personal growth I achieved during my time as a Sales Associate. In this reflection I will analyze how the responsibilities I had helped me, including areas such as customer service, teamwork, problem-solving, and adaptability. By looking at what I did during my work placement, I can gain a clearer understanding of my strengths and areas for improvement. Reflecting on my work placement also helps me to look at the theory side of learning along with real-world practice, looking at the gap between academic studies and the demands of the retail industry. This process is valuable for me to see how I contributed to the store and what I could've improved on. The purpose is to evaluate the learning experiences, challenges encountered, and key skills developed throughout the placement period.
During my placement at Skechers, reflecting on day-to-day interactions, sales responsibilities, and team collaboration has helped me gain a clearer picture of how retail works and how must effort go into it every day it ranges from customer service strategies, and sales techniques. Through reflection, I have been able to identify my core strengths such as communication and adaptability which is important as retail workers “face various challenges every day, such as dealing with customer complaints, handling inventory issues, or implementing new policies and procedures” as stated by Linkedin.com. (2025) when I first started in Skechers I found it difficult to get the sale every time but through learning more about the product and the key features I have increased my sale percentage to almost 100% while also recognizing areas where further development is needed, such as conflict resolution and time management as I did get a counseling form for being late this has helped me be more punctual. This process not only deepens my learning but also supports my long-term career planning by highlighting the skills I need for future roles in retail.
 Reflection is important because it allows you to learn from your experiences, reflection is crucial for professional development. You can identify your strengths and areas for improvement by reflecting on what worked and what could have been better. It also aids in making the connection between theoretical knowledge and actual job scenarios. Thinking back on my position during my placement at Skechers has allowed me to see how I overcame obstacles, gained new abilities, and increased my confidence in a retail setting.

Model of Reflection Used:

For this reflection, I will use Gibbs’ Reflective Cycle (1988) because it helps break down my experience into clear steps. The University of Edinburgh (2024) define Gibbs Reflective cycle (1988) as" One of the most famous cyclical models of reflection leading you through six stages exploring an experience: description, feelings, evaluation, analysis, conclusion and action plan.” It’s a useful way to look at what happened, how I felt, what I learned, and how I can improve in the future. This makes it easier to understand my time at Skechers and how it helped me grow.
[bookmark: _Int_lQUXwrZF]During my placement at Skechers, my main responsibilities included helping customers, keeping the store looking tidy, and day-to-day sales operations. I greeted customers as they walked into the store, assisted them in selecting the appropriate shoes for their needs, and made product recommendations by outlining features, styles, and sizes. Additionally, I was in charge of replacing shoes and maintaining a tidy and orderly sales floor. I took care of customer orders and payments at the checkout to make sure everything went smoothly. To replenish inventory and hit sales goals, I often worked together with coworkers. In certain instances, I also assisted with training for newly hired employees and offered suggestions for ways to improve the layout for the shop and implemented a suggestion box to help people voice their concerns.
At the beginning of my placement at Skechers, I felt a mix of excitement and nervousness as I didn't know much about the product so I wasn't confident I could sell it well, I was also unsure about how well I would perform in a fast-paced setting. During my first few shifts, I felt slightly overwhelmed by the amount of product knowledge I needed to remember and the speed at which I had to serve customers. However, as I became more familiar with the store and the product, I found it much easier, especially since I got help from my team, I found that with more knowledge of the product I became more confident as I was selling more shoes and apparel. I started to feel more comfortable engaging with customers, making   recommendations, and using the till by the end of my placement, I felt much more confident, capable, and valued as a part of the team.
Overall, my placement at Skechers has been a good learning experience with many positive aspects. I have developed a better understanding of what good and bad customer service is and the importance of communication skills by interacting with a wide range of customers and learning how to meet their needs effectively. While working within a friendly and supportive team helped me build confidence and created a positive work environment. I also enjoyed contributing and liked how they listened and took my suggestions onboard like the suggestion box. However, I did face some challenges, particularly during busy periods when managing multiple customers became stressful. Learning the full product range was also difficult at first, which occasionally affected my confidence. Despite these obstacles, I treated them as learning opportunities and gradually became more comfortable and capable in my role.
My placement at Skechers gave me a strong understanding of how key skills like customer service, teamwork, and taking initiative contribute to the success of a retail business. I learned that effective communication plays a role in both helping customers and working efficiently with my team members. As I gained more experience, I noticed how developing my communication skills helped me improve customer satisfaction and build stronger working relationships. By applying Maslow’s Hierarchy of Needs, I could see how far I have come from when I first started from meeting basic needs like learning the job to contributing ideas confidently. Using the SWOT analysis I did earlier, I recognized my strengths in communication and adaptability and identified my weaknesses such as product knowledge and found opportunities to improve on it through tasks like visual merchandising. This reflective process has helped me see my performance and better understand how theory applies to practice in a real business setting.
To conclude my time at Skechers, I believe I made the most of it and developed valuable skills. However, there are a few areas where I could have improved. For example, I could have taken more initiative early on in learning the full product range by asking more questions or reviewing resources outside of work hours because even now I don't know every detail of the product. I think that it would have helped me feel more confident sooner when dealing with customers and would have helped me get the sales more easily. I also realized that during particularly busy times I felt overwhelmed, but this got much more manageable towards the end of my work placement. While I did contribute to the team and shared ideas, I could have taken a more active role in team meetings or asked for feedback more regularly to help guide my improvement.

2. Expectations vs Reality 
Before starting my placement at Skechers, I thought that the job would involve assisting customers, keeping the shop neat and tidy, and managing inventory. I thought I would need good customer service skills, to gain experience in retail sales, and work within a team. Additionally, I thought that most of my work would focus on sales and customers. While many of my expectations were accurate, I quickly realized that customer service in retail is not just about making sales but also about building relationships and offering my opinion.
 My main goal was to learn about the products, something I had expected but I didn't realize that there would be so much to know about the shoes. There were also moments when I had to step in and assist with conflict which added an unexpected layer of responsibility to my role. I found the team to be supportive. When I first started my colleagues were approachable and willing to share their knowledge, which made the learning process much easier. Overall, it was a rewarding experience. It provided me with a deeper understanding of retail operations and taught me the importance of adaptability in a fast-paced environment.

 Skills Development and Performance 
During my placement at Skechers, I had to improve my skills in particularly my time management, teamwork, and adaptability. I learned how to accomplish multiple tasks efficiently, especially during busy sales periods where I had to assist multiple customers, manage stock, and operate the till simultaneously. The team I had played a massive role as they helped me improve my communication and made me feel more confident contributing ideas, especially during store merchandising tasks. I also became more adaptable when dealing with unexpected situations, such as sudden customer issues. The feedback I got from my managers helped me improve by encouraging me to improve my product knowledge and stay calm under pressure. I looked over the product range in my own time and tried to learn as much about the product as I could. These experiences not only improved my day-to-day performance but also gave me a strong foundation for future roles in retail and customer service environments.

4. Challenges and Growth
During my Skechers placement, I faced two main challenges: managing pressure during peak hours and improving my product knowledge. When the store became very busy, especially on weekends, I initially struggled as there was a lot to do such as stock duties, and multi serving customer. With support, I learned to stay calm and prioritize tasks. Another challenge was not having enough information about the product which made it difficult when answering product-related questions from customers. To address this, I took the initiative to look over the product catalogue and ask the more experienced staff for help. This boosted my confidence and improved the quality of my customer interactions. These challenges taught me the value of preparation, teamwork, and self-reflection. They helped me a lot from seeing challenges as stressful to viewing them as valuable learning opportunities that have strengthened my skills for the future.

5. Career Impact 
My placement at Skechers has had a meaningful impact on my career direction and personal development. It confirmed that I enjoy working in people-focused roles where communication, teamwork, and problem-solving are key. The hands-on experience showed me that it can be rewarding. I discovered an interest in areas like visual merchandising and store operations, which has made me consider potential career paths in retail management or related roles in customer service. The placement also gave me greater confidence in my abilities and showed me how valuable real-world experience is for developing workplace skills. Most importantly, it helped me understand what kind of work environment suits me best such as supportive, fast-paced, and collaborative. This has influenced how I will approach future job opportunities and what I’ll look for in a long-term career.
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