


	[image: ]








Kelvin Kpenosen 1908380 UWTSD Bmsw5102_London
Developing Relationships and Workplace Achievements
Personal development needs
Term 2 Group 2 
Lecturer: Dr Nandish Patel


Table of Contents
Introduction	3
Company context	4
Purpose of career planning	5
Individual Employee’s Current	6
a) knowledge	6
b) skills	6
c) competencies	7
Individual’s Employee’s Career Plan	8
Scheduled Annual Review and Performance assessment Plan.	9
Conclusion	10
References	12













[bookmark: _Toc70610856]Introduction 
Personal development or improvement are action taken to enhance individual’s personal knowledge and entity (Beausaert et al., 2013). It can help to improve hidden abilities, potential and develop talents. It moves forward the individual’s life benchmark and makes them proficient individual that can effortlessly change over his dreams into the reality. Personal development is not just related to the individual’s aptitudes and demeanour, it moreover moves forward their behaviour, state of mind, motivate them and boost their morals and of others around them (Beausaert et al., 2013). 
Additionally, Personal development plays an imperative part within the advancement of the organization’s structure, that can be an organizational procedure, assessment strategies, and give assistant to move forward the techniques of the organization (Rozaliev et al., 2019). This report will critically analyse and plan a personal development plan for an employee of Safestore Ltd who is currently employed as a Sales consultant to help meet their development needs and expectation. Safestore Ltd perceive the significance of work environment prosperity, which is why advancing and supporting prosperity at Safestore Ltd is at the heart of their long-term individual’s plan (Safe Store, 2021).
Academic models, methods, and theories will be used to underpin this report and help to identify personal development needs and expectations of the employee. At last, a Swot analysis will be done to improve the employees plan and set goals.



[bookmark: _Toc70610857]Company context 
Safe Store Self-storage strive on making the valued possessions in the market. It offers the convenient storage solution to the household, business, or student items. It can exact support 125 countries with their services (Safe Store, 2021). This can direct on safe store self-storage facilities which account on 50% off for up to 8 weeks and then staying for more than 2 weeks. It can also account on the discounts with the long-term storage with the need to manage for 12 months. It also accounts on clean, dry, secure & safe storage services, 24 hours CCTV and security, sole key holder, Intruder alarm system and other (Safe Store, 2021). 
Safe Store is the largest storage company in the UK and second largest in Europe with over 563 employees and 163 stores. Safe Store provides storage solution for people, they also have in place a great employment strategy by creating a cultural opportunity for employees (Safe Store, 2021). Safe Store offers excellent training and support to their employees to progress within the company, At the side they offer incredible reward opportunity as well as other benefits.


[bookmark: _Toc70610858]Purpose of career planning 
A career is defined as the sequence of job which constitute on the person’s living objective. The career planning process is the one where the career goals and the path leading to it is examined (Chetana and Mohapatra, 2017). It can encourage individual to explore and gather information which enables the synthesis of the decisions, goals and making decisions along with taking actions. It can strategically support employee on the work-life balance. This might represent on the objectives where positive characteristics of the employees at Safe Store can be addressed. This also attract talented employees, train them, and build teamworking skills, providing them a healthy way to deal with conflict and other (Chetana and Mohapatra, 2017). 
The key purpose of the career planning of sales consultant is that they are integrated to meet the needs of the individual by addressing the following requirements: 
· Meeting internal staffing requirements: The internal job openings might provide better mix of the talents which implement on the HRM strategies and policies. It can create a pool with the talent and address on the different factors (Chetana and Mohapatra, 2017). 
· Reduce Employee Turnover: It can provide the best and qualified concern to the employees. The career as a sales consultant would add on the loyalty to the organization by reducing the employee turnover. 
· Assisting workforce diversity: The sales consultant might belong to different background and should integrate on the self-growth (Chetana and Mohapatra, 2017). They can plan with the considerations to alternative career paths. 
· Motivating Employees: This can boost and motivate the esteem and self-development needs of the individual and improve performance. 
· Developing employee potential: This can encourage the managerial employees to meet the future need of the organization. It can responsibly add to the personal growth and employee on attaining benefits (Chetana and Mohapatra, 2017). 
The sales consultant is responsible for developing, training, and implementing the Safe store sales strategies. It has usually work on the sale’s strategic implementation. The candidate is likely to use statistical analysis with the reported sales and marketing metrics (Soegoto et al., 2018). This can also aid on the learning products and services that are offered including sales terms. It can collaboratively calculate the business trends and sales with the ensured business targets. 
[bookmark: _Toc70610859]Individual Employee’s Current 
[bookmark: _Toc70610860]a) knowledge 
For Sales Consultant, it is necessary to have critical thinking knowledge as it would differently measures to meet the objective of the Safe Store. The judgment and decision-making have considered the relative costs and benefits of potential actions chosen to meet the most appropriate one (Soegoto et al., 2018). The management is responsible for hiring and motivating the employees who are beneficial and can provide desired output to the business. It can strengthen on the learning strategies along Smart working methods to attain the sustainability with the new things. Administrative department are directed to meet the requirement of the sales strategic re-modelling and planning for developmental goals (Rozaliev et al., 2019). 
Sales and Marketing at Safe Store has represented the principles of showing, promoting, and selling products or services. It can include the marketing strategy and tactics for demonstrating the product sales (Rozaliev et al., 2019). It has also counterfeit on the sales techniques and sales control systems. It also provides the statistical knowledge and addressing to the administrative and clerical procedures and systems in the business. The sales consultant is necessary to have knowledge of computer software and applications. They should also have the knowledge of public safety and security as the relevant storage might promote their operations. 
[bookmark: _Toc70610861]b) skills 
As a sales consultant, it is necessary to have full attention to what the customers are saying. 
· The requirement of the people needs to make as priority by asking appropriate questions. This can be done by active listening to them. 
· Service orientation skills is way through which actively looking for the ways to help people are included (Eisele et al., 2013). 
· Negotiation might help them to reconcile differences and manage the change. 
· Time management in pursuing the individual and addressing to the social perceptiveness. 
· Judgment and decision-making skills would help the sales consultant to relatively engage in the actions which are appropriate one and attaining the relative costs.
· Typically, the sales consultant is responsible for maintaining and growing the strong client base for safe Store. 
· They respond to current and new responses to the healthy pipeline for future deals.
· They need to have extensive knowledge of computer technology such as Microsoft word/ excel (Eisele et al., 2013)
· They need to be calm while dealing with the customer complaints and issues. 
· They are likely to address the good excellent knowledge of giving the professional presentation. 
Sales consultant are providing the better way to meet with the customers needs in the sales environment and driving the products sales and knowledge. They can also adhere on the company policies and procedures by making the new leads from consumers. They are assembled to product displays in the given market. The qualification of the track records of successful sales is important and managing the relevant competitive environment (Eisele et al., 2013). 
[bookmark: _Toc70610862]c) competencies 
The key competencies are specific personality traits which might help in creating a success in the position. The competencies might often refer to soft skills or personal skills balance to achieve success in sales position (Métras et al., 2017). 
	Accountability for other
	Empathetic outlook 
	Planning and organizing 

	Critical thinking 
	Flexibility 
	Problem Solving 

	Continuous Learning 
	Influencing Others 
	Result Orientation 

	Decision-Making 
	Leading Others 
	Self-Starting Ability 

	Personal Accountability 
	Objective Listening 
	Teamwork



[bookmark: _Hlk69141788]The sales consultant competencies also Recruiting staff involving the job description and person specification along with short listing over the interview and selection of the candidate. This can also help in analyzing training needs with the conjunction and departmental management (Ongaki, 2019). 
· Competencies 
· Working closely with different departments and implementing the procedures and policies 
· Equally promoting the diversity and part of the culture of the organization 
· Liaising with the range of people and policy to the areas where staff performance and health and safety can be represented. 
· Recruiting staff involving the job description and person specification along with short listing over the interview and selection of the candidate 
· Analyzing training needs with the conjunction and departmental management 
Sales consultant needs to have knowledge of the functional areas where skills, responsibilities and areas are overlapped to set the skills and competencies. In Today’s Skills competencies, the commitment to ongoing HR learning is perplex on the understanding of the process to the self-motivation. It represents well-positioned way to translate and actionable insight to industrial trends. The primary functions might scale on the communication skills which involves the facilitating discussion between employees and employers. Critical thinking skills has pioneered on the professionals with the complex situation and combination set-in-stone processes and outside the box thinking (High speed training 2019). 

[bookmark: _Toc70610863]Individual’s Employee’s Career Plan 
A sales consultant career plan might focus on meeting the needs of the sales with existing and new clients. It can also figure out certain problems by concerning the business with the way to increase the sales (Métras et al., 2017). On an average, the sales consultants can make £12.99 an hour which has respectively grown the job opportunity to 2%. They are responsible for carrying out the customer service skills. 
With Fournier’s Approach, the agreement with workers that exist at Safe Store. They are recognizing with the achievements that happens (Chen et al., 2019). The Smart Working Arrangements and flexible working would help in enriching the performance of the individual. Smart Working Models might represent the better and more flexible approach to make phone and video calls to address the sales and delivering the entire objectives of the business (Fishman and Husman, 2017). The need of good communication skills would help in personable disposition of the sales consultant in the organization. 
	Career Plan

	Short Term Goals
	To secure position with opportunity in sales department at Safe Store

	Mid Term Goals 
	To develop into a senior role 

	Long Term Goals 
	To Head the team and unit business venture 

	Current Skills, competencies, knowledge 
	Analytical, modelling, systems, processes 
Interest in the future markets, technology, and negotiation 

	Development Needs and Skills Required 
	To expose to every day, need of the business. 
To participate in the business development units or entry into new market 

	Education 
	A level- Commerce 
MBA 

	Action Plan 
	To develop in the organization where one can grasp opportunity based on experiences


At safe store, it is believed that the development and support to the people to perform better has been accredited (Chung and Van der Lippe, 2018). It represents ‘Investors in People’ practices to scale on the face-to-face sales training, every one of the team members can take part in the structured learning. 
· 13-week induction for accountabilities 
· Sales training to upgrade the skills and behavior. 
· Health and safety training involving the forklift license. 
· Structured Programmed of development 
With this plenty of opportunity might be able to address the career growth as sales consultant at Safe Store (Safe Store, 2021). 


[bookmark: _Toc70610864]Scheduled Annual Review and Performance assessment Plan. 
According to the Annual Review (2020), the sales consultant performance is reviewed based on their role and responsibility along with goal, behaviour, and overall evaluation. It encounters that Sales Consultant needs to evaluate the performance based on negative approach to managing behaviour. It requires need for coaching, supervisory measures to the workers preferences and active and positive management approach (Chen et al., 2019). The employee should know that coaching is the way through which one can participate in the organization and resolve their problems. The development objectives for the sales consultant might remark on the performance management system through which measurable business objectives regarding the action steps where undertaken. It enables on the insight and feedback and adjust activities (Azar et al., 2018). By holding the bi-weekly team meetings and encouraging each member to share their knowledge and common understanding towards the objectives would be taken place. The clients that are reported to create the development plans in the organization needs to be addressed (Chetana and Mohapatra, 2017). 
The evaluation of the individual performance can be reviewed through SWOT analysis concept. It can be represented as follow: 
Strength 
· Sales Consultant needs to gain loyal customers with the satisfied services. 
· Customers are recommended to word-of -mouth to their friends and family for generating database (Gürel and Tat, 2017)
· Sales consultants attract the people by opening the stores near walk-in locations. 
· Sales Consultant build a relationship with other local businesses in yielding manner. 
Weakness 
· Lack of marketing budget and strategy affect the way to generate more leads. 
· New client’s attraction requires extensive knowledge of technology instead of utilizing the old method for promotion of services (Gürel and Tat, 2017)
· The website static and information are not fully optimized. 
Opportunities 
To drive the traffic with social media marketing and targeting the customers at different online platforms might help in raising. 
· Brand awareness for the services 
· Strategic alliances with other business and expanding in the market (Gürel and Tat, 2017)
· Increasing the walk-in traffic by providing special opportunities 
Threats 
· By opening the safety locker through with there is more competition 
· A running radio and newspaper ads are also given by competitors. 
· It can address on high cost on the running ads (Gürel and Tat, 2017)
The Performance appraisal is the initial stage through which management of the performance and setting the goal for employee has been accounted. The Sales consultant coaching role provide training to the new sales executives. They can support in correcting the performance problems and organizational development (Soegoto et al., 2018). It can also conduct discussion session to improve the performance. 
The implications of Casual Attribution theory represent the causes to behaviour and different actions based on the internal versus external attribute (Fishman and Husman, 2017). This can relate on the unsatisfactory performance and deciding on the way to generate or improve poor performance. Fournie’s approach can help in mutually agreeing on the decisions and actions that are necessary to be taken with the evaluation of the performance of the individual. 
Communication and interpersonal skills would help in overcoming the problems that are specific and descriptive through the focused issues at hand (Fishman and Husman, 2017). It can be leading to have a polite and respectful measure to the focused problems and objectives yet not based on the feelings. This would lead to employee motivation for personal growth of the individual. 
At Safe Store, the Performance appraisal is highly counterfeit based on the interview as they can give employees the chance for feedback and participation in the process. Effective training supports the accurate feedback and assist the supervisors with the demonstrating support for employees (Safe Store, 2021). 
For improving the Sales performance, it is necessary to have effective communication and interpersonal skills in the sales consultant. It can help in good coaching to the business and future prospects of the organization (Safe Store, 2021). 

[bookmark: _Toc70610865]Conclusion
The report concludes on evaluating the personal development needs and expectations of the sales consultant at Safe Store. It can reportedly manage the appropriate needs of the individual by volunteering business. The sales consultant knowledge, skills and competencies are evaluated in the study. It can also provide the career plan and performance plan to address the development of the team within organization. With the strong structure Safestore have in place the Sales consultant can progress senior level.
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