


Comparing Job Adverts: 
For this assignment, I have chosen four job adverts for roles in the luxury automotive and client relations sectors. The roles are:
1. Workshop Manager – GVE London LTD
2. Detailer – GVE London LTD
3. Purchasing Executive – GVE London LTD
4. Client Relationship Executive – Starr Luxury Hire
After comparing these adverts, I realised a few common skills and areas of knowledge are important for success within these fields.

Communication and Interpersonal Skills:
All four roles are about strong client engagement and relationship management. Workshop Managers and Client Relationship Executives are required to directly liaise with customers about any queries they may have, provide timely updates, resolve any issues and build a trustworthy relationship. “Service is often highly complex and a summation of interaction, exchange and performance between service employees and customers.” (Wu, 2007). Purchasing Executives need to build relationships over the phone as well as in person, which showcases the importance of verbal and written communication. Detailers are also required to interact with and build rapport with colleagues and customers, highlighting a professional and reliable network.
Organisation and Time Management:
“It is estimated that at least a third of the working day is taken up with interruptions and unexpected events,” (Cook, 2011).  Workshop Managers oversee schedules and overall operation smoothness, Detailers oversee detailing tasks and movement of vehicles, and Purchasing Executives manage procurement and client relationship management (CRM) effectively. Client Relationship Executives must manage client portfolios and always ensure efficient communication e.g. timely responses to enquiries, showing the importance of organisational skills across the company.

Problem-Solving and Initiative:
All roles across a company’s hierarchy require appropriate problem-solving. Workshop managers oversee operational problems within teams, Detailers manage any vehicle maintenance issues, Purchasing Executives face procurement challenges, and Client Relationship Executives respond to client queries. "Organizations use a plethora of methods and tools to help their members solve problems effectively.” (L Martínez, J.P Arrieta, S Brusoni, 2023)
Commercial Awareness:
Purchasing Executives and Client Relationship Executives focus on looking for opportunities for growth, sourcing vehicles, networking and maximising customer satisfaction. Workshop Managers and Detailers also contribute by overseeing the incline of new business and maintaining the high and by-the-book regulations and standards of the company vehicles. “In the bad economy, many companies struggle to make any profit at all.” (Williams, 2009).
In conclusion, the adverts highlight that strong communication, organisation and time management, effective problem solving and commercial awareness are key components that ensure operations run seamlessly within the luxury automotive client service sector.









Self-Assessment: 
To evaluate my suitability for the role of Client Relationship Executive, I utilised the SWOT analysis to identify Strengths, Weaknesses, Opportunities and Threats associated with the role. Using the SWOT analysis, I will show how to incorporate business analysis methods into practical measurable outcomes, to further understand not only my own strengths and weaknesses, but the ability to compare descriptions and details of jobs against my employability skills.

STRENGTHS: 
I have an extensive experience in the dealing with luxury cars and customer service, in particular working as a Supercar/Luxury Car Hire Team Member. Some of the responsibilities I had included direct customer/client engagement, upkeeping maintenance and servicing of vehicles, overseeing and managing bookings, check-in and check-out of vehicles, maintaining detailed records and general admin. This experience highlights strong organisational skills, professionalism and attention to the finer details. My interpersonal skills push me to build and network with clients whilst maintaining trust and resolving queries professionally. My hands-on experience with high-value cars showcases my reliability, accountability and the composure under pressure situations. “The customer service function handles the labor-intense customer engagement and education,” (Goodman, Broetzmann, 2019).

WEAKNESSES:
While my practical experience is strong, I have not had much exposure to corporate client management systems and field-specific compliance regulations. Getting familiar with CRM platforms and understanding corporate processes in luxury automotive sales will require some guidance initially. Although I have experience in managing client expectations, I have not worked in a high-volume corporate client relationship role. 

OPPORTUNITIES:
Development in CRM software, compliance with corporate regulations, and various client relationship strategies are all opportunities for growth. Furthermore, training courses, workshops and other programmes will further my technical knowledge and all-round understanding of the industry. Networking with other professionals in the luxury automotive industry or high-end client service fields will increase my contacts and open other doors for career progression. Attending international webinars and events will surely bring the vision of business dealings abroad, and more on the company corporate procedures of how they work in other countries. 

THREATS: 
Some challenges may include competition from other candidates with more corporate experience, technological aspect of client management systems, and certain regulatory standards. Ever-evolving market expectations could force its own challenges if I do not act on, and continue, to develop my knowledge and skills. In addition to these issues I may face, another big one would be the laws changing all the time. With major companies bringing a halt to the production of petrol and diesel cars, certain congestion zones and charges, and other traffic laws may bring some instability to the smoothness of the business operations. 

EVIDENCE OF READINESS: 
Despite the challenges, my lengthy experience and willingness to learn supports my readiness for employability. Academically, I have completed modules that have worked on my analytical thinking and report writing and soon, will graduate with a BA Leadership and Management Skills for the Workplace. Practically, my extensive role in luxury car hire shows reliability, trustworthiness and client satisfaction. I have always taken pride in positive feedback and have received 5 star google reviews for professionalism, resolving issues and comfortable experiences customers have had. According to (Menguc, B. et al. 2024), “Positive feedback tends to boost motivation and self-confidence.”
Employment Goals & Personal Development Plan:
Through my SWOT analysis, I have presented both short-term and long-term employment aspirations along with my career goals in client relationship management regarding the luxury automotive sector. “Goal-setting theory suggests that goals are immediate regulators of human behavior and the standard used to appraise performance” (Locke & Latham, 2002)

Short-Term Goals: 
1. Technological proficiency in CRM software and digital client management within six months.  
2. Develop knowledge of luxury automotive sales, regulations and service standards. 
3. Expand the professional networking through meeting high-profile clients, attending training courses and industry events. 

Long-Terms Goals:    
1. Secure a senior client relationship management role within three to five years, managing larger scale business operations and mentoring my own team. 
2. Build a reputation as a trusted advisor in the luxury automotive sector, providing high-quality service and consistency. 
3. International opportunities to be explored regarding compliance in luxury automotive or other similar high-profile client service fields. 
In conclusion, this section of the report highlights both the short-term and long-term goals which are designed to increase chances of career progression and professional development within the luxury automotive industry. In the short-term, the focus is on securing a position based on my existing experience in vehicle maintenance with premium vehicles, while developing my knowledge in technical and communication skills. The long-term goal is to obtain an executive or managerial role, such as a workshop manager or Client Relations Executive, where my leadership, decision-making and strategic planning can be fully showcased. Achieving this will require professional development through training courses, networking and possibly further education to keep up with this rapidly evolving business sector.  Both ambition and realism are demonstrated through having clear values and a commitment to thrive, ensuring a sustainable career path that balances technical advancement and practical business, ultimately leading to a long-term success within the automotive industry.
Personal Development Plan (PDP):
		Goal 
	Actions
	Timeline
	Resources Needed
	Progress Measurement

	CRM Proficiency
	Complete online courses, practice using trial platforms
	3-6 months
	Access to online training
	Certificates of completion, demonstrations of using CRM 

	Sector Knowledge
	Research service standards, attend training courses, read journals
	6 months 
	Access to online training, reports and reviewed published journals 
	Ability to explain industry sector-specific procedures and compliance regulations

	Networking
	Attend industry events, join LinkedIn groups, connect with other professionals 
	6-12 months 
	Event access, online networking platforms
	Number of professional connections made, high-profile contacts obtained.  

	Communication Enhancement
	Participate in and lead workshops; gain feedback from peers and mentors
	3-12 months 
	Access to workshop enrolment, guidance from mentors
	Improved client and peer feedback and self-evaluation outcomes

	Leadership and Career Advancement
	Look for opportunities in mentoring, take responsibility on small projects
	12-36 months
	Mentor support, access to internal leadership activities or programs 
	Completion of mentoring training, achieve positive performance reviews




This PDP highlights the structured approach to career development, by addressing my strengths and weaknesses. Regular reviews and measuring outcomes, including CRM proficiency, positive networking and client feedback, ensures progress for both short-term and long-term goals. Employability will increase through continuous learning and professional development, contributing towards the organisation’s requirement for high standards of client relationship management, effectively building myself in the process. “In the new world of work, where adapting to constant and rapid change is the new normal, employees need to constantly update their skillset in order to thrive in their career and support their company’s performance” (Reupert, 2020) 
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