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My report aims to define the learning that will brighten up my personal development and career. The study will demonstrate the swot analysis and personal development plan of myself and my career. Furthermore, this report will give an introduction to the industry which I choose and the skills which are required to be an effective manager. The analysis of these skills will be defined and the and discussion on what makes these skills important for being an effective manager. In addition, the goals and objectives will also be mentioned according to the smart method, employment law of UK, learning theories and self-awareness method will also be discussed. At last, there will be a summary of the report will be defined. 
[bookmark: _Toc89969621]Swot analysis about myself and career
Swot analysis is a personal analysis of every individual through which they can identify the strengths, weaknesses, opportunities, and threats (Girish et al., 2019)
[bookmark: _Toc89969622]Strength
 I will develop the new skills in myself and will implement them in my career, which are discipline, good listening, confidence, determination, passion, observing, smartness, creativity and analysation of the situations. 
[bookmark: _Toc89969623]Weakness
Every individual can get distracted easily and lose focus from things (Mosweu, O., 2019.). I can become persistent, lazy, procrastinate and impatient.  
Opportunities
There will be better employment opportunities for me in my career.  I will be more flexible, keen on gaining knowledge, independent and secure my job. 
Threats
There can be some threats to me, such as cannot bear the workload, and it will increase my stress. 
Personal development plan 
PDP is a personal development plan which is used to develop the progress of the person and their career.
· I will set the goals for myself as I want to be the sales manager. 
· I will priorities those goals which I set.
· I will set the deadlines for myself, so I achieve my targets on time.
· I will recognise the opportunities and threats for me being a manager and act accordingly. 
· I will develop the skills in me which are needed to be included in me for the growth of my career. 
· I will increase my knowledge regarding my industry.
· I will measure my progress every week and will improve it accordingly.
Skills required for being an effective manager and its importance 
The sales manager directly influences the potential of the company, such as their profits and revenue (Veliu and Manxhari 2017). It is a fact that somebody who has the highest record of sales is the most eligible person for the role of sales manager, though it is not so close to the truth. There are some desirable skills for the sales manager for being an effective sales manager. The outline of the six most desirable skills of the sales manager is listed below. 
1. Capability to forecast the sales target based on analysis.
2. Implementation of the sales plan by thinking critically and strategically.
3. Capability to motivate, coach and mentor the salespeople. 
4. The capability of delegating the responsibilities.
5. Capability to lead the team.
6. Capability to communicate.
	Capability to forecast the sales target based on analysis
Being a sales manager, I will need to be capable to analyse the sales and reviewing the data of the sales. Similarly, the decisions and actions will be taken based on the set goals of the sales. Identifying the customer’s prospectus, partnership, and detailed research about the market plays an important part in the job of the sales manager. It requires a solid analytical skill which has an ability to draw productive and meaningful conclusion which ultimately benefits the company. Such analysis skills are very important and helpful also in forecasting the set goals and objectives of the company. Similarly, with the help of this analysis sales manager can implement the plans and strategies for the boost of the sale. Those sales managers who are great at tube management can predict the revenue which their team will make at a given period (Borisova, L.G., 2017) 
Implementation of the sales plan by thinking critically and strategically
Planning skill is an essential step that ensures the growth of the sales department (Pritchard, A., 2017). Which eventually scales the business. Through my learning, I learned that once the sales manager has assembled all the necessary data and understands to formulate the plan, the manager should make a strategy to make an action. Similarly, that action will realise the sales plan that actions involve the enforcing, updates from the beginning till the end, tracking which warrants the implementation successfully of the plan. 
Capability to motivate, coach and mentor the salespeople. 
Being a sales manager, it is very important that I positively influence the performance of the members of the sales of my team (Mitchell, Myles and Marsden 2019). It is important for the sales manager to communicate effectively with the team of the sales department and have some good interpersonal skills. The sales manager is very much involved in the day-to-day affairs of the company as the sales manager is tracking the progress of the company. Therefore, it is very important for the sales manager to act actively to improve the performance of the sale’s team. Similarly, by giving soliciting and effective, I will guide, coach and support the sales team.
 The capability of delegating the responsibilities.
Effectively utilising the potential of the sales department to achieve the company’s goals is the benchmark of the successful sales manager (Mukhalalati and Taylor 2019). The sales manager should know how and when to delegate the responsibilities, which can enhance the output of the company. A decent sales manager will not burden himself with extra responsibilities that can be a delegate. Similarly, sales manager neither micromanages the employees to the extent that it hampers natural productivity (MacBlain, S., 2018) 
     Capability to lead the team.
Being a sales manager means leading every single step, which comes in a way (Kamel-ElSayed and Loftus 2018). It designates to create a healthy atmosphere for the employees where they can progress. A good manager is always calm under stressful situations also help the team to cope with the pressure. The sales manager must be compassionate enough to understand the challenges which are faced by their employees. I will help my employees in solving their problems, respect them enough towards them and hold them to be accountable. It is the job of the sales manager to encourage an amicable relationship among the team members and resolve the issues. I have learned that the aim of the sales manager should be empowering and motivating the members of the team. I will motivate my employees with proper support and guidance so they can excel in the field.
Capability to communicate
All the skills which are mentioned above will fall down measuredly if the sales manager does not possess the mandatory interpersonal and communication skills (Lavoie et al., 2018). A sales manager must be able to convey the objectives, goals, visions and strategies. In addition, it is important to convey it clearly so everyone can understand their role as what they are supposed to do. It is important for the sales manager to communicate accurately with each member of the team. Furthermore, delivering the sales information, delegating tasks, identifying inconsistencies, assigning duties and giving the mentorship so they can improve. Motivating and supporting the team with thoughtful words and maintaining a profitable relationship with the customers. It is very important for the sales manager to have good communication skills (Veliu et al., 2017).
(SMART) OBJECTIVES AND GOALS 
Smart goals are used to guide and help people to set the goals (Girish et al., 2019). The abbreviation of SMART is S for specific, M for measurable, A for achievable, R for relevant and T for time bound. This is a very useful concept in identifying the objectives and goals of a person or a company. 
       Specific: I will make a benchmark of my sales to achieve the target of the sales.
            Measurable: I will reduce the turnover.
            Achievable: I will ensure that recruiting and salary budgets are sufficient enough to achieve the target.
            Relevant: marketing and sales are the key factors for any company to generate profits and revenue.
           Time-Bound: I will quarterly, and annually objectives will be set for the company.

United Kingdom law of employment 	
The law of employment in the United Kingdom is designed to protect the workers and employees (Lavoie et al., 2018). UK law of employment is the world’s finest legal outline for the worker's rights in order to defend their rights. UK employment law offers safeguards to the employees and dismisses the rouge employees if the circumstances demand. UK law of employment is designed which provide fairness to all. The contract of employment is an agreement between an employee and employee, which is one will for the other person in return for financial remuneration. It is mandatory that each employee will get a contract in written form. Some agreements among the employer and employee are agreed upon on a verbal basis which is also considered as a part of the contract. This is usually happening in small companies where holidays, working hours, salaries and other benefits are given on the shake hand. This concept of agreement in written form among the employer and employee is very important because no employee will be betrayed by any employer. If an employer does something harmful to any employee, the employee can sue the company (Girish et al., 2019.) I will ensure that any employee gets affected neither by the company nor by me. 
[bookmark: _Toc89969624]Learning theories 
Learning theories play a significant role in the career of any individual and make them more professionals (Kamel-ElSayed and Loftus 2018). I learnt a lot of things through these learning theories. Such learning theories are cognitive learning theory, behaviourism learning theory, connectivism and transformative learning theory. 
[bookmark: _Toc89969625]Cognitive learning theory
Cognitive learning theory is the way of looking at how people think (Mukhalalati and Taylor 2019.). The mental process is a very important part of the learning and understanding process. This theory defines that learners can influence by internal and external factors. The two first philosophers who focus on the cognitive theory are Plato and Descartes that how as humans, we think. I being a student, learn and understands that the concept of cognitive theory is very significant in my learning process and will be helpful in my sales career. I will apply this learning to my career, which will eventually make me more professional. 
[bookmark: _Toc89969626]Behaviourism learning theory 
The idea of this theory is the interaction of the person that how he behaves based on their environment. This theory suggested that the behaviours are more learned and influenced by the external forces instead of the internal forces. Behavioural learning theory is based on psychology which can be quantified and observed. This theory suggested that behaviours can be directly motivated by rewards that can be obtained (Kamel-ElSayed et al., 2018). This theory is a better concept of learning which will help every me to be more professional in my sales career. I will receive positive reinforcement from this theory which is more likely to retain the information. This theory plays a vital role in my personal development and in my career, as everything depends on the reaction of a person. This theory teaches me how to react to incidents. 
[bookmark: _Toc89969627]Connectivism learning theory 
Connectivism learning theory is the new theory of learning (Veliu and Manxhari 2017). The concept of this theory is that people learn and grow when they connect with people and things. The connections involved in this theory can be the connection with each other or connections with the roles of their lives. People, hobbies and goals can be the connections that influence learnings. The concept of this theory is very useful in the learning process, which will be helpful in my career as well when I will implement this theory. The more I connect with the people, the more I will increase my knowledge. In the sales department, I have to connect with several people on a daily basis, and this theory helps me to understand learning from different perceptions. 
[bookmark: _Toc89969628]Transformative learning theory
This theory contains a great approach in adult education as well as the learning of young adults (Lavoie et al., 2018). The concept of this theory is that the learner can make mole and adjust their thinking according to the new information. In personal development and in career, the concept of this theory is very significant. In the present time, after a few days, there is an innovation in technology. This theory helps in the learning of new things. I can adjust my thinking according to the new technology and information. 
[bookmark: _Toc89969629]Method of self-awareness 
Self-awareness refers to focusing on myself and what are my actions, emotions and thoughts (Girish et al., 2019.). Self-concept of my perception, feelings, emotions and my thoughts which are tied with my emotions. This is very important to understand my mental condition for the better growth of my career and makes me more professional. 
[bookmark: _Toc89969630]Conclusion 
This study explains all the required things of the report in detail. The swot analysis, personal development plan, skills that are required for an effective manager are described in this report. Furthermore, the goals and objective according to the smart method, law of UK employment, learning theories and self-awareness is also mentioned in this report. Each point is explained in detail, and the implementation of these points in my career will make me more professional as a sales manager. 
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