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1.
                                INTRODUCTION

The Purpose of this assignment is to reflect on my journey up to this point and how I personally got to the point of even starting this module which is both critical and in addition crucial. I will reflect on how I have advanced academically and what I have grown in terms of employability throughout the second term. I will also go through what I found difficult and how I have overcome certain obstacles. I will be covering various sectors such as CV’s, referencing and presentation Skills.
The learning journey in this module has helped me become a more better student and at the same time I believe I can become a better entrepreneur.   
I will also be reflecting on skill gaps and various ways I can Improve on them.







2.
STARTING POINT OF MY LEARNING JOURNEY

     I will go slightly over my word limit in my assignment because I feel this is important to know how I am here now. Going into term 2 was very difficult and I was very nervous. I felt the same or more apprehension and anxiety than I ever did in the first term. I felt at times that it would be impossible to keep up my level of progress during the second term, to the point I almost quit. “Picture your brain forming new connections as you meet the challenge and learn, Keep on Going.” Dweck. C (2012).
       I cannot thank Mr Tyson Fury (Former Unified WBA, WBO & IBF World Heavyweight Champion & 2018 WBC World Title Challenger) and his father enough.
      In the summer of 2017 I was in a medically induced coma and for a period, brain dead. A body on a bed being drip fed. A body lying in a top floor hospital bed, locked in my own room. My brain is working but I cannot do anything, and nobody in the hospital knows that my brain is working, and I can see a little, I can hear and feel the incredible pain when needles and tubes are being inserted into me. I felt like the piece of meat on a plate and a fork going into me, but I am still alive. 
I did not know if this was good or if I should pray, hold my breath and die.
 “Everyone will think it’s stupid, everyone says it’s impossible. Guess what?” Godin. S (2016).
 My lecturer said something which stuck in the minds of many people in our class and had a great impact positively including myself. I have since found the incredible quote, it is a long quote but worth it. “What on earth would make someone a non-learner? Everyone is born with an intense drive to learn. Infants stretch their skills daily. Not just ordinary skills, but the most difficult tasks of a lifetime, like learning to walk and talk. They never decide it’s too hard or it’s not worth the efforts. Babies don’t worry about making mistakes or humiliating themselves, they walk, they fall, they get up, they just barge forward. What could put an end to this exuberant learning? The fixed mindset. As soon as children become able to evaluate themselves, some of them become afraid of challenges. They become afraid of not being smart. I have studied thousands of people from pre-schoolers on, and its breathtaking how many how many reject an opportunity to learn.” Dweck. C (2012).
 







4.
MY MOTIVATION & CV
      I have never been one to study in the classroom and I have been like this from a young age. Because of my medical issue I wanted to prove people wrong. I never would have believed I would be doing such things especially academically in a prestigious University. I mentally prepared myself as to what I could expect and decided that it is impossible to be in as bad a situation as I was 12 months earlier.  
      The one thing I did realise before I applied to University was the fact that it is not like school where students in effect are “factory workers”.  The children go to school so that the parents can go to work. The kids are there to be quite and fit in. The other disastrous effect of this is when they get older and apply for various jobs, their CV’s become robotic, in other words everyone CV’s look the same.      Seth Godin on impact Theory has this way of thinking. “Large scale education was not developed to motivate kids or create scholars, it was invented to churn out adults who worked out well within the system”
In my module I learnt about how to generate trust through my C.V. According to Cialdini One of the things that generate trust is reciprocity which is the principle of give and reward. (Cialdini 1984).
The big mistake I did over the years on my CV was the way I had it presented, it was all about me and what I did and not what I can offer to my prospective employer. I t was about 
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me and not about them. I learnt this through Cialdini and his works. In the CV it is important to know who I should be targeting and base it accordingly. Who will be my next employer, investor or client.
Simon Sinek says in his book Start with why: How great leaders inspire everyone to take action. “People don’t buy what you do, they buy why you do it.” For me, this puts a prospective employee into the shoes of the person who is the potential employer or customer.  















6.
NEGOTIATION & RECIPROCITY
      One of the most captivating things I found in this module was learning about negotiating. The word reciprocity came up and I have never heard of this before. In the Oxford English dictionary, it is defined as ‘The practice of exchanging things with others for mutual benefit, especially privileges granted by one country or organisation to another’. The origin of this word is French, and I found most people have never heard of the word or if they did, they did not know what it meant.
      When I ended up in hospital, I completely forgot about my skillset in this field until it was bought up in this module. It was also brought to my attention that negotiation can be in a more serious situation like negotiating to bring back hostages or a kidnap situation. “Negotiate in their world. Persuasion is not about how bright or smooth or forceful you are. It’s about the other party convincing themselves that the solution you have is their idea. So, don’t beat them with logic or brute force. Ask them questions that open paths to your goals. It’s not about you.” Voss. C (2016)
      Another interesting fact about negotiating is mirroring. “By repeating back what people say, you trigger this mirroring instinct and your counterpart will inevitably elaborate on what was just said and sustain the process of connecting.” Voss. C (2016)
[bookmark: _Hlk534502747]In the book Influence: The Psychology of Persuasion, there is a very thought-provoking statement which is “A well-known principle of human behaviour says that when we ask someone to do us a favour we will be more successful if we provide a reason, people simply like to have a reason for what they do.” Cialdini. B. R. (1984).
 Also, on the other hand you have this quote. “Playing dumb is a valid negotiating technique.” Voss. C (2016).
Negotiating in business requires a certain skill set and confidence almost bordering on the arrogance. Most people are afraid to negotiate. “People seem to be more motivated by the thought of losing something than by the thought of gaining something of equal value.” Cialdini. B. R. (1984).    There is a difference between the two because Chris Voss has more practical experience whereas Cialdini is more from an academic standpoint. I prefer Chris Voss as he has been there and done it over the course of many years and in 
[bookmark: _GoBack]highly serious and dangerous situations. “I was employing what had become one of the FBI’s most potent negotiating tools: The open-ended question.” Voss. C(2016).When trying to gain business it is always better that the other party agree with you on a few occasions, it helped me previously get very contracts or orders. Chris Voss on this subject says the following in his book Never split the difference: Negotiating as if your life depends on it, “In doing so it uncovers problems before they happen. It is really hard to repeatedly lie or fake conviction.”  
When negotiating in any circumstances you want to get as much information as you can. “The goal is to get as much information as you can.” Voss. C
The main reason I prefer Chris Voss and not Cialdini is like I said earlier in that Voss has the practical real-life experience and this following quote by Cialdini which many people I assume agree with, but I do not and for this reason alone I favour Voss. “In general, when we are unsure of ourselves, when the situation is unclear or ambiguous, when uncertainty reigns, we are most likely to look to and accept the actions of others as correct.” Cialdini. B.R. (1984).

According to Cialdini, he is making it crystal clear that if someone is unsure of something, they generally will follow someone else. Everyone thinks differently but for me I cannot go along with a statement like that and therefore Chris Voss and the work that he has done is superior in the art of negotiating. No amount of academic study or research can overtake someone’s real life experience. To Cialdini’s credit, he did say that ‘reciprocity’ is key.  









9.
PRESENTATION & SOFT SKILLS
      I really enjoyed this section of the module. The main thing that I learned was that when presenting to a group, it is imperative that you know what the other party needs. It is very similar to a way a person should have their CV’s but unfortunately most people don’t. 
Presentation is an art, a skill. It can also lead to something altogether more devious. “Audiences have been successfully manipulated by those who use social evidence, even when the evidence has been openly falsified.” Cialdini. B.R (2007) 
Watching ‘Ted Talks’ on YouTube has also been very helpful, not just in terms of how some of the speakers are presenting but also by what is being said on various subjects.
In terms of purely presenting rather that how you present, I found an interesting quote and it can be applied to this and anything I or someone is trying to do. “No matter what your ability is, effort is what ignites that ability and turns into accomplishment.” Dweck. C (2012)
Soft skills play a vital part of negotiating as well as communicating in any situation. Soft skills cannot be taught, it is picked up as you go through your own journey in daily life. A simple wink, nod, stare, hand signal or in the sporting field, the sheer intimidation to mentally break down an 
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opponent without touching them, the cockiness, self-confidence bordering on arrogance all play a part. “To be successful in sports, you need to learn techniques and skill and practice them regularly.” Dweck. C (2012).
Employers look for people who have great soft skills, many times it goes unnoticed initially but as time goes in, its picked up and in many cases, the person with the least experience is now leading their colleagues. According to the Prince’s Trust, results for life report (2017) ‘A sample of 2224 people, 72% said they were not confident in the soft skills they needed to do well when they first entered the workplace’. This fact alone shows that a person with unexplainable soft skills will benefit greatly if used correctly.  
According to Yuval Noah Harari in his book 21 lessons for the 21st Century, Harari says “To keep up you will need to do more than merely invent new ideas and products, but above all, reinvent yourself again and again and again.” I agree in principle but disagree slightly because as an employee, many times the employer is looking for someone just to ‘fit in’. just do the job required, not to try something different. An entrepreneur can try anything, long as it is legal, but an employee is very much restricted.
“Ten years ago, the economy wanted you to fit in. It paid you well to fit in. Now like it or not the world wants something different from you.” Godin. S (2016). I agree with 

11.
this quote because if I try or do something different, it will give me an advantage.

NASA follows the principle of people trying things and eventually succeeding.  In fact, I quote “NASA thought so. When they were soliciting applicants for astronauts, they rejected people with pure histories of success and instead selected people who had significant failures and bounced back from them.” Dweck. C (2012).
 

      
      

           
      
      







12.

RESEARCH METHODS
This was by far the hardest for. I could never understand how we do research, why we do research. I had so much trouble trying to get references and then dealing with how to write the author, book name and other pieces of referencing material needed, it bordered on the ridiculous to me. At the beginning of the term, when it came to research, my confidence was shot to pieces, it was very embarrassing as to how bad it was. I believe I am slightly better now, but time will tell. As I write this, I do not feel confident, maybe I am wrong. I have practiced weekly to get up to scratch, I think. “I don’t mind losing as long as I see improvement, or I feel I’ve done as well as I possibly could.” Dweck. C (2012). 
Putting in a reference is now to me like putting someone interesting into the party. This alone has stuck in my head and has helped me immensely.







13.
CONCLUSION
      
     In concluding this assignment, I know has benefitted me a great deal and I feel I can flourish in free enterprise. I want to go into business by myself and the different aspect to this module will no doubt come beneficial.
The learning journey here will help anyone going into self-employment as well as a person seeking employment.
I want to thank all the medical staff at the various places I have been to, especially my plastic surgeon.
Everyone at the University, all the lecturers and all the pupils and medical team at the disability centre.
My lecturer Shaolan is a very special, gifted person. I do not think she realises how much effect she has on someone’s life. I will never forget certain people of which she is one. 
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