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Task 1
I compared four jobs that were suitable for my area of expertise within the sales sector. Leading employment sites such as LinkedIn and Indeed were viewed (LinkedIn, 2025; Indeed, 2025). Their main emphasis was on new sales, existing sales and technological advancement.
Across all adverts, several competencies consistently emerged. Strong communication and negotiation skills were highlighted as vital for maintaining customer relationships and achieving targets (Armstrong and Taylor, 2020). 
Leadership and team management appeared in three adverts, indicating that motivating and developing staff is central to the role. Good technical product knowledge was another common requirement, particularly regarding battery technologies, energy storage, and electrical systems. Proficiency in CRM software and data analysis was also frequently mentioned, underscoring the importance of digital literacy in modern sales management.
In addition, strategic planning and adaptability were emphasised, with employers seeking professionals who can identify emerging market trends and translate them into actionable growth strategies. The ability to collaborate across departments, particularly with engineering and marketing teams, was also viewed as essential for aligning technical innovation with customer needs. Various adverts also referenced sustainability and environmental responsibility, reflecting the industry’s shift toward greener technologies and practices (British Battery Industry Federation, 2024).
The most frequent themes were business development, relationship management, and technical literacy. For instance, the automotive battery role on Indeed focused on product expertise and customer retention, while the renewable energy position on LinkedIn emphasised sustainability, awareness and strategic growth. Together, these findings indicate that effective Sales Managers must integrate commercial awareness, technical understanding, and people management. In conclusion, the comparison demonstrates that success in this profession depends on balancing leadership, technical competence, and data-driven decision-making to deliver sustainable business growth.

Task 2
Conducting a comprehensive self-assessment has provided valuable insight into my professional strengths and areas for development. Using the SWOT framework, I have critically evaluated my capabilities in relation to my current role as a Sales Manager, as well as my ongoing professional development ambitions. This reflective exercise has allowed me to identify strategies to enhance my effectiveness, address areas for growth, and align my development with the evolving needs of the industry.
Strengths
I bring over ten years of experience in sales and account management, underpinned by a strong technical understanding of battery systems. This combination of commercial acumen and product expertise allows me to advise clients effectively, understand complex customer requirements, and provide tailored solutions that drive value. Over the past year, I successfully led a regional sales team, achieving a measurable increase in revenue within twelve months. This accomplishment reflects my ability to plan strategically, motivate team members, and align departmental objectives with broader organisational goals (Burns, 2019). 
In addition to technical and strategic capabilities, I possess strong interpersonal and negotiation skills. Feedback from managers and colleagues consistently highlights my communication abilities, professionalism, and capacity to build long-term customer relationships. I am able to establish trust with clients and stakeholders, a critical factor in driving repeat business and sustaining revenue growth. My experience also includes mentoring junior colleagues, which reinforces leadership skills and contributes to a culture of knowledge-sharing and team development.
Weaknesses
Despite these strengths, I recognise areas that require further development. I do not yet hold formal management qualifications, which could enhance both credibility and theoretical knowledge in leadership and organisational strategy. I occasionally encounter challenges when delegating tasks, sometimes assuming responsibilities that could be effectively managed by team members. This can lead to inefficiencies and limits opportunities for others to develop their own skills.
Another area for improvement is digital literacy, particularly in CRM data analysis, digital marketing, and leveraging online platforms to drive sales growth (Kotler and Keller, 2022). As the sales environment becomes increasingly technology-driven, proficiency in these areas is essential to remain competitive. Enhancing these skills will allow me to make data-driven decisions, identify market trends, and optimise customer engagement strategies more effectively (Parmenter, 2020).
Opportunities
Several opportunities exist to support my professional development. Studying part-time at UWTSD (University of Wales Trinity Saint David, 2024) allows me to strengthen my theoretical understanding of marketing, leadership, and business operations while applying these concepts directly to my current role. Academic modules in business skills for the workplace complement my practical experience, helping to enhance analytical thinking, decision-making, and long-term planning capabilities.
The growth of the renewable energy and electric vehicle sectors provides further opportunities to leverage my technical expertise in battery systems. By staying well-informed of market trends, technological developments, and customer needs, I can contribute strategically to organisational growth while expanding my own professional skill set. Additionally, engagement with professional organisations such as the British Battery Industry Federation offers access to industry insights, networking opportunities, and leadership forums that further support my career progression.
Threats
Rapid technological change and increasing competition represent significant challenges within the battery and energy storage industry. Companies that fail to adapt quickly risk losing market share, making it essential to remain flexible, continuously upskill, and respond proactively to new developments. These threats underscore the importance of combining practical experience with ongoing education and professional engagement to maintain relevance and effectiveness in a dynamic environment.

In summary, this self-assessment highlights strong professional foundations supported by both practical experience and a commitment to continuous learning. My strengths in sales, technical knowledge, leadership, and communication provide a solid platform for further development, while identified weaknesses, such as delegation and digital literacy, present clear areas for growth. By pursuing academic study, engaging with industry networks, and applying reflective practice, I am positioning myself to become a more strategic, adaptable, and effective leader. This ongoing development will not only enhance my current performance but also prepare me to navigate future challenges and seize opportunities within a rapidly evolving industry.

Task 3
Building upon my self-assessment, this Personal Development Plan (PDP) outlines the actions required to strengthen my skills and progress toward senior management roles within my current employment. The PDP links personal reflection with academic learning at UWTSD, providing a structured pathway for professional advancement (Armstrong and Taylor, 2020; Parmenter, 2020).
Personal Development Plan (PDP)
	Goal
	Specific
	Measurable
	Achievable
	Relevant
	Time-bound

	1. Gain a formal management qualification
	Complete my degree at UWTSD Birmingham and achieve at least a 2:1 
	Degree results and feedback.
	Supported by the current study routine and workplace application.
	Enhances leadership credibility for promotion.
	By Dec 2027

	2. Improve leadership and delegation skills
	Attend two management workshops and delegate 20% more responsibilities.
	Team feedback and performance reviews.
	Endorsed by the line manager.
	Improves team efficiency and morale.
	Jan–Dec 2026

	
3. Develop digital marketing and CRM skills
	Complete online CRM and digital analytics course; apply learning to improve lead conversion by 10%.
	CRM data and certificate.
	Supported by access to training.
	Strengthens data-driven sales approach.
	Mar–Dec 2026

	4. Strengthen strategic planning and forecasting
	Participate in quarterly strategic meetings and contribute to forecasting projects.
	Manager evaluations and documented input.
	Possible within current duties.
	Improves strategic insight and decision-making.
	Jun 2026–Dec 2027

	5. Expand professional network and industry knowledge
	Attend four trade shows and two professional seminars annually.
	Attendance records and LinkedIn engagement.
	Supported by company policy.
	Builds industry profile and knowledge.
	Jan 2026–Dec 2027 (ongoing)


PDP Timeline: Gantt Chart (January 2026 – December 2027)
	Goal
	2026 Q1
	2026 Q2
	2026 Q3
	2026 Q4
	2027 Q1
	2027 Q2
	2027 Q3
	2027 Q4

	1. Gain a formal management qualification
	✓
	✓
	✓
	✓
	✓
	✓
	✓
	✓

	2. Improve leadership and delegation skills
	✓
	✓
	✓
	✓
	
	
	
	

	3. Develop digital marketing & CRM skills
	
	✓
	✓
	✓
	
	
	
	

	4. Strengthen strategic planning & forecasting
	
	
	✓
	✓
	✓
	✓
	✓
	✓

	5. Expand professional network & industry knowledge
	✓
	✓
	✓
	✓
	✓
	✓
	✓
	✓


Balancing full-time employment with academic study demonstrates my commitment to lifelong learning. The PDP ensures that my short, medium and long-term goals are measurable and achievable, directly aligning with my current employment strategic growth. By developing my leadership, digital, and strategic skills, I aim to transition into a Regional or National Sales Director role within five years. This reflective plan illustrates my proactive approach to personal development and readiness for senior leadership within the evolving energy and technology marketplace.
This report presents a structured analysis of my employability and professional growth within the energy sector. 
It begins with a comparison of four job adverts for Sales Manager positions to identify essential skills and knowledge areas. 
A self-assessment then evaluates my current abilities, supported by evidence from my role at my current employment and academic studies at the University of Wales Trinity Saint David (UWTSD) in Birmingham. 
Finally, a Personal Development Plan (PDP) outlines short, medium and long-term goals to enhance leadership, digital skills, and strategic planning. 
The report demonstrates my readiness for continued career advancement through the integration of professional experience, reflective analysis, and academic learning.
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