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[bookmark: _Toc74860259]1.0 Introduction
For anyone to achieve their goal (be it in personal, career, family, health aspect etc.) they must make sure that they have devised a solid plan beforehand. To achieve it one must aim towards becoming fully self-aware and constantly try to better themselves to maximize their employability chances and continue to be relevant in the changing market. As suggested by Duval & Wicklund (1972) a person becomes self-aware when they gather and store information about themselves and their surroundings and most importantly start reflecting on it. 

In this report I will be focusing on my own career goal. I will be using variety of techniques, models, and theories to plan and assess my goal and to close the skill-gap by improving or gaining any skills that are required for achieving it. These methods include:
· Setting up a SMART goal
· Analysing my goal using SWOT analysis and applying conversion strategies
· Assessing my position in Maslow’s pyramid
· Using Johari’s window and the 4C’s model to hone my skills
· Identify my preferred learning style using the VARK and Honey & Mumford’s questionnaires
Lastly, I will be making a personal development plan highlighting essential skills related to my goal, their importance, and actions for improvement. 

[bookmark: _Toc72921655][bookmark: _Toc74860260]2.0 Main Findings
[bookmark: _Toc74860261]2.1 My SMART Goal
The SMART acronym (Haughey, 2014) was first mentioned by George Doran in 1981, Washington. It was advertised as a method of setting up your (or a team’s) objective in such a way that it becomes easier to understand and focus upon.
To make a goal SMART one needs to make sure it is:
· Specific
· Measurable
· Achievable
· Relevant
· Time-bound
As Stephen Covey states, beginning with the end in mind gives you a clear destination and helps you to always make the right steps towards it (2020). In my case this destination is becoming a successful Real Estate Agent/Salesman based in the Mumbles area of Swansea. I will be buying, renovating, advertising, renting out and selling properties and become financially independent.
I will give myself 4 years to finish this course and 2 years working for a major Real Estate company in Swansea to get the necessary experience and gain acquaintances. I will be working there full time, actively participating in all activities the company has to offer. I will be talking to potential customers, which will also improve my sociability. I will devote myself to reading books and journals on the topic in my off time and will be researching into failed and successful realtors alike. I will adopt the good practices of the lucrative ones and learn and avoid the mistakes of the unsuccessful ones.
After this period, I aim to have at least 5 properties at my disposal.
I know that the Real Estate business will be a great, profitable opportunity in the foreseeable future due to the ever-rising living standards, population and thus the need of housing. The property prices in Wales have increased by 10,7% in the last 12 months alone (Office of National Statistics, 2021).
I believe that the real estate industry will suit me well and is achievable due to my knowledge and experience in skills tightly related to it.
· I have experience as a salesperson which have given me the ability to advertise items and services and redirecting the costumer’s attention to the positive characteristics of such.
· I have extensive construction work background which will help be better evaluate properties, find possible concealed defects, and thus achieve a better prices leading to potential increase in profits.

[bookmark: _Toc74860262]2.2 A SWOT Analysis and Conversion Strategies
The SWOT analysis (Friesner, 2012) was invented by the Albert Humphrey in the 1960’s, USA. Its purpose is to analyse the Strengths, Weaknesses, Opportunities and Threats of an individual or a group to get a clear picture of the situation and focus on improvement.
The following is A SWOT analysis of the SMART goal I have set.

	STRENGTHS
· Confident
· Fast Learner
· Committed to the task at hand
· Good Digital skills
· Hard Working
· Charismatic/Well Presented
· Calm
· Determined
· Construction work Background
	WEAKNESSES
· Procrastination
· DIY-er (not very good in a team)
· Impatient
· Financially unstable at the moment
· Lack of sufficient knowledge regarding the Real Estate industry

	OPPORTUNITIES
· Opening my own Real Estate agency
· Expanding beyond the Mumbles area


	THREATS
· Covid-19
· Brexit
· Health Issues
· Expanding Real Estate Market



Note: Since I realize that it is natural for humans to gravitate more towards their strengths rather than their weaknesses, I will be asking my family, friends, and tutors for any weaknesses I might not see or acknowledge. 
Conversions:
To achieve better improvement, I will use a technique known as TOWS analysis (Weihrich, 1982) in the next paragraph. It suggests that one should match their Strengths to accomplish their opportunities and eliminate their weaknesses to avoid threats. 

Due to the Covid-19 outbreak many agencies have been working from home. By taking advantage of my excellent digital competence, I can partly mitigate the work-related problems that the disease has caused, which will make me a better candidate for the position.
Also, I am planning to use my attention to details to develop and implement a unique marketing strategy which will advertise and help me promote my business, get me new costumers and bring me closer to realising my opportunity of creating my own Real Estate agency.

[bookmark: _Toc74860263]2.2.1 Maslow’s hierarchy of needs
Abraham Maslow (1943) argues that a person has a hierarchy of needs and proposed a pyramid as a way of representing them. His idea is that to climb to the top of the pyramid one must fully fulfil the needs on all the lower levels. Following is an assessment of myself.
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I would consider myself in the safety needs level of the pyramid as of now. This level requires one to feel completely satisfied in regards of employability, property and in financial aspect. In the current moment I feel unsafe financially and am currently unemployed. If I am to go to the next level, I must take action to meet those needs. I will describe those actions in my PDP in point 2.5 of the report.
[bookmark: _Toc74860264]2.3 Employability Skills
‘’Employability skills are transferrable skills that are useful in nearly every job. They involve the development of an expertise, knowledge base or mindset that makes you more attractive to employers.’’ (Indeed Editorial Team, 2020). In this section I will identify the skills that are necessary for me to succeed with the goal I have set. Then I will be using the Johari Window (Ingham, Luft, 1955) and the 4 Stages of Competence Model (Adams, 2011).
[bookmark: _Toc74860265]2.3.1 Identifying Employability Skills
In this section I will Highlight the most important employability skills that I require for becoming a successful Real Estate agent, as well as a short description of the less obvious ones.
1. Perseverance (Raleigh Realty, 2020) – This is key in any commission-based industry. It is known that over 80% of realtors quit within their first 5 year (NAEA Propertymark, 2019).
2. Lead Generation – meaning that I will need to actively work towards gathering more customers.
3. Sociability
4. Research 
5. Time Management
6. Presentation Skills
7. Teamworking
[bookmark: _Toc74860266]2.3.2 Johari’s Window
Johari’s window is a graphical model representing four different ‘states’ of an individual’s skills, habits, preferences etc. The main goal of it is to increase the self-awareness level of the individual or the group. It is suggested that one should aim to decrease the ‘Blindspot’, ‘Hidden’ and ‘Mystery’ areas in favour of the ‘Open’ area to achieve self-actualization. (Luft, Ingham, 1955)

In the following example I will use one of my employability skills that I believe I need to gain or work on and apply the Johari window theory to help better it.
The employability skill that I choose is Working in a Team. 
I believe that this skill of mine needs improvement and is located within the ‘Hidden’ area of my Johari Window. To move it to my open area I will actively participate in all the team-related activities that this course offers and do my best to show all my teammates that I can be relied and counted on. I will also actively seek feedback and constructive criticism from them, take notes of it and work towards improvement.
I strongly believe that this will help not only me but also the group to be more open and to one another and improve our overall teamwork.
[bookmark: _Toc74860267]2.3.3 The Four Stages of Competence
This idea (Adams, 2011) suggests that there are 4 levels of competence when an individual is performing a given skill. For further breakdown refer to ‘Appendices’.
I will use this method on my Presentation skills.
I believe that this skill of mine is at level 2 – Conscious Incompetence. I realize that I currently lack the skill and the importance of improving it to achieve my goal. I struggle when presenting and speaking in front of other people. I have learned that classmates who are doing it better than me have extensive background of doing it, which suggests that I should practice more. To do this I will take advantage of this course, and I will actively participate in projects. I will also do an online course for presenting.
[bookmark: _Toc74860268]2.4 My Learning Styles
Many scientists suggest that one has a distinct, best way of learning (or improving) a skill. There are many questionnaires and assessments to determine your learning style. For this report, I will only focus on 2 of them – VARK (Fleming, 2011) and Honey/Mumford (Honey, 2006)
[bookmark: _Toc74860269]2.4.1 V.A.R.K.
Fleming (2011) argues that one has a specific to them learning style that helps them learn faster and easier. He says the four learning styles are: V(isual), A(uditory), R(ead), K(inaesthethic).
After completing the questionnaire, I came out as a solid Reader and Kinaesthetic learner. This means that I learn best by Reading and Doing an activity. (Refer to ‘Appendices’)
To achieve my goal, I will be doing extensive research and reading beforehand as suggested by my learning style. After graduating I will take advantage of kinaesthetic learning preference and enrol in an apprenticeship in a real estate agency in Swansea. I will actively participate in the working process there and learn from the experienced realtors. This experience will give me great advantage when I get a job.
[bookmark: _Toc74860270]2.4.2 Honey/Mumford
Another research done by P. Honey and A. Mumford (2006) suggest that the learning styles are Activist, Reflector, Theorist and Pragmatist.
After conducting the test on myself, my result is that I am a Reflector. (Refer to ‘appendices’)
They suggest that a Reflector learns best when they can observe other’s performance and then reflect onto it rather them jumping straight into the action. They are also very cautious and unlikely to take uncalculated risks. In my case, the apprenticeship that I plan on doing for a Real estate company will allow me to do just that. I will have plenty of time to observe others performing the job and later reflecting on it and ask questions if needed.





[bookmark: _Toc74860271]2.5 Personal Development Plan
The following is a PDP in a table format. It includes some of the skills I find important for achieving my goal and actions I will take for improving them. 



	Problematic Skill
	Importance
	Action to be Taken

	


Presentation
	· Presenting a property to its best
· Ensuring customer satisfaction
· Need to sound sure and confident when talking to costumers
	· Participation in presentation project in the course
· Taking extra course online
· Practicing presenting to friends/family as a Kinaesthetic learner

	


Time Management
	· Being able to balance personal and career life
· Having time for market research
· Finding time for further development
	· Putting deadlines on all my projects
· Set priorities to my projects
· Manage Distractions
· Making a to-do list with deadlines 

	





Sociability
	· Finding new Costumers
· Persuading people into buying/renting
· Advertising myself to potential clients
· Effective communication
	· Engaging more with others
· Read Social skills literature
· Make a social media account
· As a reflector I will improve my listening skills by listening and reflecting contextually and joining conversations accordingly




[bookmark: _Toc72921656][bookmark: _Toc74860272]3.0 Conclusion
Achieving self-actualisation should be the goal of every conscious being. To achieve it, it is imperative that the individual is motivated and constantly striving for improvement. The practical examples in the report show the first steps one must take to begin their journey to self-awareness and self-actualisation. The methods used above are all proven to have a positive impact on the personal development of an individual. Although in the end, it all boils down to the person’s will and determination for improvement.

[bookmark: _Toc74860273]4.0 Appendices
The four levels of competence:
1. Unconscious Incompetence – You do not know what you do not know and are unaware of it.
2. Conscious Incompetence – We know of the existence of certain skill, and we realize that we are doing it poorly. This is the level at which developing the skill starts.
3. Unconscious competence – We are practicing the skill and know how to do it right, but doing it still requires hard work and focus.
4. Unconscious Competence (mastery of the skill) – this is the highest level possible. We are using the skill without even thinking about it, i.e., it is natural to us.
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Honey/Mumford questionnaire results:
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