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Introduction
The process that is able to transfer the new method for thinking process that improve the behaviors, norms as well as attitudes where a person resort these behaviors is describes as per personal development. Professional career development intends to choose the career by developing a person’s knowledge, skills also creating a long way for established position (Beacham, McFall and Park-Gates, 2012). To develop the career, personal development and reflection affect significantly which includes assessment, investigation, making, depiction and decision making. This paper will discuss the performance of a sales manager where there was conducted an interview to choose the best sales manager. Also it will focus on personal development and goal employment with personal strength. Besides these there will be explanation, as sales manager what kind of strength and reflection should consider (Mitchell, 2013).
Career needs and the program for career development
The need that have specific goals, where a person takes challenges to develop the professional strength regarded as career needs or goals. A person may face different difficult stages in his or her life that must be attached with career development. There have need assessment for every individual’s career development where they face different expectations, promise, needs, anxiety as well as concerning the issues that is related with career goals and achievement (Martin, 2016). 
At the time of interview, I was requested to answer some questions by the interviewer that was connected who my goals and objectives, target and my future determination. It was Walmart company that have largest area and it mainly focus on customer need and wants. At the interview, the whole process which planned the question and the interviewer wanted to know my career destination and objectives. As a sales manager position, interviewer wanted to asses and justify my compatibility for that particular position. The first question was designed that asked to know my ambition and strength for that position according to my merit. I answered very smartly that I have strength such as I have innovative ideas, skills to convince customer strongly (Martin, 2016). Even I have some attribute like adaptability, strong mind to share my ideas with target customer.
The second question was about mu past experiences, I answered this yes, in have experiences how-to behave with different people intelligently, how to retain them etc. I have also said that sometime I think it is very difficult to conduct customer with his or her expectation that should be matched. It gives me pressure, that I think it can be weakness for me to conduct customer need by providing him original products (Youngworth, 2014).
The third question was about my leadership skills. I answers that I have the capability to lead huge people both internally and externally as a member of the team. I can manage conflicts very smoothly. Also I have the skills to solve problem instantly by proper communication. Even I can take the given responsibility that is provided my organization that I can able to manage. Even I have good perception to do work with groupmates (Snarr and Beasley, 2021).
The fourth question was about my necessary skills and knowledge that must be played when dealing with customer. I promptly answered that I am able to seal with customer with patience, telling them details and information and convince them by proper understanding besides these I have ability to engage with customer when they bargain for getting their ultimate products (Reidhead, 2021). 
The last question was designed that why they will choose me where there are more participants for that position. I answered very confidently that I am always think I am so confident about my skills and knowledge that helps me to understand the customer choices properly. Even as I have past experience it will help to reduce those behaviors that obstacle to increase the sell and profit. I have the knowledge how to gain more profit not only short run but also in the long run that will gives the company to do wealth maximization and profit maximization (Youngworth, 2014).
Individual Reflection Model 
The reflection model helps the individuals by analyzing their own learning, thinking, knowledge, experiences, and strategies. It is a structured way of providing guidelines for personal improvement regarding different situational analyses (Griffiths, 2015). The model emphasis on individual learning, past experiences, interests, benefits, gathered knowledge, etc. Through the reflection model, the individual can know about personal strength and weakness that helps to improve skills. In this section, Gibb’s reflection model is used to analyse my learnings.

Figure 1: Gibb's Reflection Model
Source: (Davies, 2012)
Defining the situation or individual experiences is the first step of Gibb’s reflection model under which present situations are described. The stage describes the situation to understand what actually happened. It analyses the result or outcome of the situation and what actually an individual wants to happen. For example, as a marketing manager of Walmart, I want to increase my average sales by attracting more customers (Huseb et al., 2015). Therefore, advertisement, quality of product, service quality of the organisation is considered as an important matter. In a word, the description stage explains the situation of Walmart and predicts the result of the situation.
The second stage of Gibb’s reflection model is feelings that explain the emotion or sentiment of the individual. The stage evaluates the feelings of the individual, before, during, and after the situation. The thinking of the individual about the situation and the thinking of other people are identified or evaluated under the feeling stage (Griffiths, 2015). It explores the thought of the customers towards the products or services, analyses the experiences of the consumer of a specific product. As a marketing manager of Walmart, I evaluate the feelings and thinking of users of the product.
Evaluation of a situation or experience is the third stage of Gibb’s reflection cycle. It analyses the situation or occurrence that actually happened and defines the good or bad aspects of the situation. The strategy that actually works and that does not work well, that benefits that do not benefit the organisation is identified in the evaluation stage (Irabor and Warner, 2016,). The contribution of personal knowledge and experiences was also analysed both positively and negatively. As a marketing manager, I will evaluate whether the selling strategy of Walmart contributes positively or negatively. Evaluation helps to determine a new strategy by assessing the past situation of the organisation.
The fourth stage of Gibb’s reflection model is analysis in which the situation is explored in detail. Through analysis, individuals can identify or determine what may occur next and focus on a probable result or outcome. Different aspects of individual nature or behavior that may help to result in a positive or negative outcome are predetermined in the analysis stage (Nicol and Dosser, 2016). Through the analysis, I can identify personal strengths and weaknesses or other attributes that may help to conduct the operation of the marketing manager of Walmart Company. It also helps to identify the skills required to be a marketing manager of a renowned company.
The conclusion is the fifth stage of Gibb’s reflection cycle that enables the individuals to conclude by focusing on the happened situation. It summarises the learning and experiences that are achieved from the occurred situation. It identifies what changes are noticed, what strategies are undertaken, and what outcomes are visible (Davies, 2012). The stage provides a conclusive result by analysing the previous stages by identifying what was finally learned by an individual. As a marketing manager, I may find out the result of previous stages in this stage, I may analyse how I can get a better result and what skills I required to succeed. 
The last stage of Gibb’s reflection model is an action plan. In this stage, different initiatives that are analysed or defined in the conclusion stage are implemented (Wain, 2017). The stage shows different ways of solving a problem and concluding with a result. Through the action plan stage, I can be efficient in solving the problem in different ways. My skills may enable me to act differently from another that may give better results to the organisation
Personal strength
As this report about professional career development, so personal strength here demand more. Because it is individuals action where one is able to complete his or her work with very confident mind. Even personal strength includes a person’s skills, self-awareness, concentration, inter and external insights, endurance etc. These strengths are very helpful to achieve the goal that may able to develop one’s career (Reidhead, 2021). There have some attributes of personal strengths and these are:
Communication skills: The Walmart company was chosen for this report that emphasize more on customization, so the strength of communication affect significantly. Examples are verbalizing knowledge, clear and fluent language, smart look with patience and confidence (Mitchell, 2013).
Direction: It is not sufficient to have more knowledge and ideas. Because there must have the skills to transfer them into sequential process related with advice and order is known as direction. There have clear goals and objectives to make the direction fast easy with efficiency and effectiveness (Martin, 2016).
Creativity and innovative characteristics: the skills for creating new ideas with innovative mind is very necessary tools for personal strength. Because it increases the product attractiveness as well as overall performance (Snarr and Beasley, 2021).
Teamwork: it is very crucial part for personal growth because as a sells manager, he or she must be able to do work with huge people where there have many staffs, customers and suppliers. To lead the purchasing, process and selling there need to do group work that helps to learn more by managing conflict (Youngworth, 2014).
Analytical capability: it is more demanding skills to do work with making a blueprint for the whole activities. In the organization, there have not only recent activities also have potential activities that must be measured (Mitchell, 2013).
Planning and coordination: Both tool are important because both gives the manager the guidelines to do work. Without planning any activity may fail to reach its goals, even co-ordination helps to do good planning for the specific target (Beacham, McFall and Park-Gates, 2012).
[bookmark: _Toc89965546]Establishment of employment goals
Sale managers are responsible for maximising the customer satisfaction, organisational profitability as well as sales of the organisation (Lowden et al., 2011).  Employment goals describe the area that individuals want to pursue. In this section different employment goals are shown below:
· Improving the selling efficiency by removing the bottleneck of a process;
· Ensuring appropriate training and coaching facilities for the team members;
· Integrating the long-term organisational goal by setting sales targets;
· Building communication skills or networking for better selling experiences;
· Building a better relationship with team members for achieving goals;
· Motivating and giving incentives to members for achieving goals;
· Joining different training and learning session for developing knowledge and improving growth.
[bookmark: _Toc89965547]Personal development plan
The personal development plan is the systematic way of developing and improving individuals’ experiences, skills, and knowledge through different learning programs (Jeffries et al., 2013). For analysing my skills, experiences, and learning regarding being a sales manager of Walmart a Personal Development Plan is prepared below:
	Skills and knowledge
	Required actions
	Time frame
	Importance of learning

	Networking skill
	Communication, public speaking, listening, reading Books, Journals, Newspapers, Magazines, etc.
	Six months
	Networking helps to build relationships with customers and attract them to buy products. 

	Team working skill
	Think critically, allocating time, collaboration, leadership, etc. are important for team working
	Three months
	Team working enables managers to accomplish the task more efficiently and efficiently.

	Forecasting skill
	Past data or information, experiences, tools, etc.
	Six months
	Forecasting skills enable to determine future sales, therefore, sales managers need to achieve forecasting skills.


[bookmark: _Toc89965548]Conclusion
The report aims to discuss various knowledge and skills those are needed for working effectively. It contains a reflection model, personal strengths for increasing employability skills and developing employability goals, and Personal Development Plan. By conducting the report various important learning is gathered in the professional career development sector. 
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 Questions as a interviewer 
1. What are your ambitions for this job you are applying for?
2. Where have you gained your previous experience?
3. What makes you think you possess the necessary skills to excel in this role? 
4. Where do you want to reach once you complete every achievement of this role? 
5. What sets you apart from all the candidates applying fSor this role?  


 
 
 

 
 Job application form

[bookmark: _kpr05n82n26c]
Application for [job title] -  Site Manager
[bookmark: _zidixfu2h1to]Your details

Name:Andrei Rosu 

[bookmark: _obvz8px9oj35]Education and training
Please give details:

	

Colegiul Tehnic Ion Creanga 
I graduated from the University of East London.







[bookmark: _qhulv5cexz75]Qualifications
Please give details: 
Lvl 2 Diploma Carpenter 
Lvl 3 yallow card Supervisor 
LVL 1 Black Card Manager 

	Diploma on Construction Management , black cards and supervisory 











[bookmark: _97j1ykgd1f2u]Employment history
[bookmark: _itppkk92vaqm]Your current or most recent employer

Name of employer: Morrisroe Ltd

Job title:Supervisor	 carpenter 

Length of time with employer: 5 years

Reason for leaving:  For a better position 

Duties: Management on site 

	



Looking for safety of people and to get the job done safety and fallow the program







[bookmark: _81dqi68kkna8]Previous employers
Please tell us about other jobs you have done and about the skills you used or learned in those jobs.
  I No previous employer
	


Fdl Company , carpenter 







[bookmark: _2hk78iv0b9mh]Supporting statement
Please tell us why you applied for this job and why you think you are the best person for the job.

	



. 

I think I possess the required experience which will minimise the time for my adjustment in this role. I am confident about handling jobs queries and also I think I am very good at providing a sense of Reliability to the customers about helping them with maximum support. 
















[bookmark: _ojwn8qfpdqo4]
[bookmark: _l4j9qclj5v1t]Right to work in the UK
Do you need a work permit to work in the UK?   Yes     
[bookmark: _t2k2hyav6xgs]References
Please give the names and contact details of 2 people who we can ask to give you a reference. We may ask them before an employment offer is made. We will not ask your current employer until we get your permission.    
Gheorghe Alui Gheorghe  Site Manager 
[bookmark: _w5ptqqnrjpr0][bookmark: _fimrf6f4wc5k]Declaration
I confirm that to the best of my knowledge the information I have provided on this form is correct and I accept that providing deliberately false information could result in my dismissal.

Name: Andrei Rosu

Signature:

Date:08/12/2021
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