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 Executive summary 
The reflective report outlines the significance of professional career development for individuals. Throughout the report assessment, it has been discovered that the self-assessment models such as Johari Windows, SWOT tool, PDP model, Learning Style questionnaires, SMART goals, and Conversion Strategies ensure individual growth. The VARK model and cognitive-based learning approaches were considered to provide an analytical learning environment for the individual’s self-empowerment and self-actualisation. Based on the chosen job role (Sales Manager), all the model’s implications were also demonstrated.   
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[bookmark: _heading=h.gjdgxs]Component 1 (C1) – Reflective report
[bookmark: _heading=h.30j0zll]Introduction
Professional Career Development is recognised as a two-credit hour course that provides an effective career planning mechanism for career excellence. The individuals should possess great employability skills, interpersonal skills, and technical skills to sharpen their career enhancement scope.   
[bookmark: _heading=h.1fob9te]i. A detailed demonstration of the model
Johari Window
It is identified as a worthwhile mechanism through which the individual’s self-awareness level can be modified. This model has great significance in up-grading the individual’s incredible communication power. The prime importance of using this model is to improve the individual’s self-actualisation power and mutual understanding rate between the groups.    
[image: ]
Figure 1: Concept of Johari Window
(Source: The Johari Window Model, 2022)
Arena: In this quadrant, the individuals have a known attitude toward their employability skills, technical knowledge, emotions, strategic thinking level, attitudes, and behaviours. Besides, other communicators also know the interpersonal level and professional skill of the individuals, addressing an evaluation of transparency in skill showcasing. The larger arena indicates a more dynamic and effectual relationship with others (Mathew and Sebastian, p. 26). The “Feedback Solicitation” is the crucial attribute for this quadrant through which critical understanding and active listening are represented in a feedback-asking process. In this way, the open area can be increased in a horizontal approach and the blind spot space can be decreased.       
Blind Spot: This quadrant outlines that the individuals’ emotional attitude, interpersonal behaviour, and professional skills are known by others. The blind spot score can be lowered in case a transparent and flawless conversation can be derived between two people.  
Hidden Area: This quadrant indicates that the individuals' skills and attitudes are known by self but not disclosed in front of others. In this context, personal information, past experiences, secrets, fears, and feelings are confidential and might hurt the relationship generation.   
Unknown: This quadrant states that the information such as capabilities, acceptance rate, reaction level, emotions, and feelings are fully unfamiliar to self and other individuals. The individual would have an unaware attitude until the discloses his/her hidden skills and capacities via self or others’ observational method. 
SWOT and conversion strategies
A personal SWOT is a self-assessment and self-evolutionary tool through which individuals can identify their strong points and weaknesses in interpersonal skills, soft skills, employability competencies, and technical knowledge (Kononiuka et al., 2020, p. 92). 
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Figure 2: SWOT Analysis ideation 
(Source: Coaching Tools, 2022)
Through the SWOT assessment, the individuals can get insights into their present opportunities, foreseeable challenges, and personality strengths to sharpen their career goals. On the other hand, the conversion strategies in the self-assessment are useful to enhance the individual’s strategic thinking level, judgmental skill, and situational decision-making power.    
SMART goals
The prime significance of using this kind of self-assessment tool is to accelerate the self-performance management rate. 
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Figure 3: SMART Goal components 
(Source: Mulder, 2022)
Through the implication of this tool, the individual’s career goal-relevant objectives can be attainable within a specific time frame. The benefits of using this tool are to figure out the strengths and gaps, measure the self-progress rate, and gauge their employability skills in career embracement (Chin et al., 2022, p. 771).   
PDP and Learning Style Questionnaires
A Professional Development Plan is recognised as a set of actionable phases to achieve the individual’s career-oriented goals. Through this tool, individuals can become aware of self-employability, technical, and interpersonal skills by acquiring the particular skill sets for their career growth (Drude et al., 2019, p. 452).    
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Figure 4: PDP concept in self-assessment
(Source: Asana.com, 2022)
On the other hand, the learning style questionnaires are needed to develop the required skills through group discussion-based and cognitive learning approaches. The visual, reading and writing, kinaesthetic, and aural learning strategies are also adopted to learn new things in a strategic and logical thinking manner. 
[bookmark: _heading=h.3znysh7]ii. Application of each model in the future professional career choice
Johari Window
Considering the future professional career choice of “Sales Manager”, at first, I have to find myself unfamiliar with other staff in the company. It indicates the shrinkage of the open arena and the blind area while the unknown region and the hidden field are vast.
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Figure 5: Johari Window-based self-assessment in the first career entry 
(Source: Developed by the author) 
After a year of completion, my professional skills, behavioural attitude, emotional level, technical competency, and interpersonal capabilities can be familiarised in front of my colleagues. Simultaneously, I would be able to assemble more information regarding my colleague’s behaviour, attitude, emotions, and employability expertise range.  
[image: ]
Figure 6: Johari Window-based self-assessment in the completion of the first year as a Sales Manager 
(Source: Developed by the author)  
It indicates the ultimate expansion of the open area along with the degradation of the hidden field of the Johari Window. These kinds of modifications have been accomplished by generating cordial interpersonal associations, a personal up-gradation mind, consistent interconnectivity, and daily-based feedback.  
SWOT and conversion strategies
SWOT analysis
	Strengths 
	· Having strong communication power, I have zero hesitation to communicate with unknown people while would be involving in my Sales career growth. Also, my great convincing power would help to capture a large number of customers’ attention to modify the company’s growth. 
· I have great problem-solving and strategic thinking skills to make a judgment-based decision while would be dealing with any kind of sales-relevant problem.  
· I recognise myself as numeric literate as I can handle multiple accounts and measure the data within a couple of minutes. This skill would be beneficial for me to quickly measure the weekly sales data and understand the graphical presentation.   

	Weaknesses
	· I am weak in teamwork, team coordination building, and team leading skills. Therefore, it would create a hindrance in my future Sales Manager type of employment to make a high team collaboration at the workplace. 
· I am not a good multitasking and henceforth, the majority of the time, I fail to complete my work within the estimated timescale. It is one of the crucial drawbacks that can prevent me to pay attention to more than one task at a time and would simply reflect an adverse impact on my future career prospects.   

	Opportunities 
	· Having a great conversational flow, I can simply possess great relationship-building capabilities while would be involved in generating a relationship with suppliers, investors, and customers.
· Acquiring advanced knowledge in presentation skills and great communication power would make me compatible with the customer-handling tactic in my future employability field.  

	Threats 
	· As I have not attended a lot of sales-relevant programmes due to the Covid pandemic and lockdown scenario, I am fearful to take participating in the competitive job market as a Sales Manager.
· Having a poor attitude toward team-mentoring, I am also worried to make my team engaged in the undertaken project and deliver them to the clients by the promised date.   



Through the implication of the “Direct Conversion Strategy”, I have been able to switch to the advanced learning skill zone to develop new skills and sharpen my existing skills and knowledge. This strategy has been beneficial for me to polish my exiting communication power, strategic decision-making power, and analytical thinking mind. It has also permitted me to develop my teamwork, team-leading, and time-management skill to become survived in my future Sales Manager-based job.     
SMART goals
	Objectives 
	Specific  
	Measurable 
	Attainable 
	Relevant 
	Time-bound 

	To develop my team coordinating skills 
	I have to develop my team-based transparency, mutual understanding, and collaboration level.  
	Creating a “Roadmap of Team Goals” and “Task Distribution” would improve my teamwork skills  
	I have to also attend the “Learn Teamwork” course. 
	Teamwork skill helps me to complete the jobs via high spirits and group-thinking approaches to make the project successful. 
	Within 7-8 months 

	To improve my multitasking skills 
	I have to become perfect for my time management and task prioritisation skills. 
	Evaluating the Toggl or Clockify software for time-tracking of each task 
	I have to adopt the “To-do List Strategy” and “Priority-based Task Defining Strategy” 
	These resources would help me to deliver the project within the promised date and make me recognisable as a trusted employee in my future Company.  
	Within 6-7 months 



PDP and Learning Style Questionnaires
The “Cognitive-based learning style questionnaires” and PDP plan on self-improvement in teamwork and multitasking skill development by “Soft Skill Training Attendance” would widen my career progression path. Through the implementation of these tools, I have been able to develop my teamwork, team-mentoring, team-leading, and multitasking skills. This would be helpful to involve my sales team in the particular tasks and complete them in a timely and perfect approach, resulting in strengthening my future designation and motivating myself as a valuable employee.    
[bookmark: _heading=h.2et92p0]iii. An interpretation of self-learning styles and what you have learnt from the outcomes
I have considered the “VARK Model” type of learning strategy to accelerate my future employability skills and the existing interpersonal skills can be developed and upgraded accordingly. The model has helped me to upgrade my considerable future professional skills such as sales skills through the “Visual Aiding” approach. The chart, illustration, video, and diagram-based demonstration directly hit my brain and drilled information into my memory bank. My eye sensational-based observation helped me to acquire the exact knowledge of sales skills such as customer-handling strategies, selling techniques, convincing strategies, and the concept of Salesforce and CRM software. 
[image: ]
Figure 7: Concept of VARK model of learning
(Source: Khongpit et al., 2018, p. 104)
I was also involved in “Aural Strategy” by listening to the lecture notes and audio-based presentation and writing down them for further assessment. Through the acceptance of the “Reading and Writing” techniques, I considered the “Cornel Note-taking Method” to place the key points while attending the interpersonal and technical seminars. I have also adopted the “SQ3R Reading Technique” to gather plenty of text-based information on how to maintain professionalism, employment-based soft skills, and knowledge of modern technologies while attending the seminars. I also attended the “Kinaesthetic Zone” to gather knowledge of interpersonal behavioural attitudes, technical competencies, and Sales-relevant employability skills on a hands-on experience basis. The hands-on experience was included in the evaluation of a group discussion through which the challenging sales-relevant situations are placed in front of the learners and make an argumentative discussion to find out a concrete solution (Mirza and Khurshid, 2020, p. 358).               
[bookmark: _heading=h.tyjcwt]iv. Demonstration of a PDP which includes 2 employability skills that are interconnected to the self-SMART goal
	Training and development goals 
	Required competencies skills 
	Action steps 
	Required resources 
	Timescale 

	To develop self-teamwork and team collaboration skill sets 
	I have to possess a positive attitude in group thinking, group participation, and team spirits mind. Besides, I have to develop my team communication, team coordination, team mentoring, and team motivation skills to improve the team’s performance. 
	Firstly, I have to create incredible communication with my teammates to inform them regarding the team goals and convince them how important is reliability and transparency in teamwork build-up. Next, I have to create a common clan culture and encourage team diversity to generate a high team dynamics concept. Last, but not least, I have to be focus-oriented to improve the team leading qualities. 
	Attending the certified “Teamwork Skill Learning Path” based courses
	Within 8 months 

	To develop my time-management skill and multi-tasking capabilities 
	I have to develop my task prioritisation skills, task scheduling skills, task planning, and task distribution skills to deliver the entire project on time. I have to gather in-depth ideation on the “Task Segmentation Skill Based on Priority”.   
	Firstly, I have to consider the priority score of the tasks and then schedule and distribute them to the respective teammates. As a result, the more-prioritised, moderately-prioritised, and less-prioritised tasks would be segmented and completed in an on-time approach. 
	Acceptance of the “To-Do List Strategy” and consideration of the “Toggle” and “Clockify” software. Besides, the knowledge of multitasking can be done by attending the seminar-based session on the “Pickle Jar Theory of Time Management”. 
	Within 6 months 



[bookmark: _heading=h.3dy6vkm]Conclusion
This reflexive assignment has covered the in-depth explanation of different models such as PDP, SWOT, and Johari Window for self-skills and quality assessment. From the overall interpretation, it has been recommended that the individuals should have a consistent focus on the up-gradation of self interpersonal, technical, and employability skills to survive in the competitive job market.     
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[bookmark: _heading=h.4d34og8]Component 2 (C2)– Preparing for an interview presentation
[bookmark: _heading=h.2s8eyo1]Introduction 
Career excel for the student community is highly essential to utilise their academic skill to get their desired employability in future. In the case of evaluating a particular career development goal, the individuals can widen their future employee productivity and motivation skills. Career progress not only creates a scope of financial growth for an individual but also makes them compatible and enriches their survival attitude in the highly competitive labour market.    
[bookmark: _heading=h.17dp8vu]The Job Role 
The considerable job role is the “Sales Manager” through which I would be able to achieve my career growth and hit the sales target through the successful management of the sales team. 
By becoming a Sales Manager of my desired company such as Nestle or Amazon, I would be able to expand the customer base of the company and improve its profit score per customer. 
[bookmark: _heading=h.3rdcrjn]Job description 
The key job responsibilities of becoming a Sales Manager are as follows,
· Perfectly handling, coordinating, and arranging the sales Events and Sales relevant business meetings
· Conducting Sales Events by conjugating with the clients
· External competitor trends and customer demand analysis 
· Internal strengths such as the Sales team's performance level monitoring through the 360-Degree-Feedback-based performance metrics
· Deployment of existing and probable risk management via RORWA (Return-on -Risk-Weighted-Assets) method (Sales manager job, 2022)
· Handling the customers through the CRM (Customer-Relationship-Management) and Salesforce software 
The basic job role of this designation is to build significant connectivity with the customers and transform their non-buying attitude into a frequently purchasing attitude via an exclusive convincing style. Another crucial responsibility of this job is to recruit efficient salespeople and manage month-end or year-end sales targets.    
[bookmark: _heading=h.26in1rg]Person specification
The key specifications that should have in a Sales Manager are as follows,
· Must possess a degree of MBA in sales and marketing from a reputed university
· Excellent customer-handling attitude and greater familiarisation with the Salesforce and CRM software 
· Strong communication power
· Highly teamwork, team leading, team-mentoring, and team-motivating attitude
The capability to work under pressure and find out the most valid solution for undesirable challenges is another person-centric specification for this job. The personnel have to possess good analytical skills, extraordinary strategic thinking power, and judgment-based decision-making power.
[bookmark: _heading=h.lnxbz9]Analysis of 2 interview questions 
What challenges do you think this role could present and how do you propose to overcome them?
I can experience a “Discount Offering Challenge” that might generate a complexity of price war in the business. The customers are highly desired to get the product with a price-drop or combo-offering approach, but it sometimes generates a less competitive attitude toward the business within the highly saturated marketplaces (Cpsa.com, 2022).
I am proposing to overcome this challenge by offering price-drops for loyal customers and discounts on combo-offering only during the festive seasons, special holidays, and weekend era. Besides, the subscription-based price lowering strategy would avoid the changes of being less competitive for the firm.     
What specific skills, knowledge, and experience do you have that equips you for this role?
Skills: 
· Excellent people-handling and team coordinating skills
· Great convincing power and flawless polite conversational flow
· Control of emotions during risk-handling 
Knowledge:
· Salesforce and CRM software
· Sales techniques (Social Selling, Warm Call-based Selling, Direct Selling)
· Product selling skills 
Experience:
· At least more than 3 years as a Sales Personnel and 1 year as a Sales Team Leader before
The STAR method would be considered to demonstrate self-behaviour, attitude, personality, and strategic thinking style while placing a challenging real-time scenario during the interview. Having great convincing power, flawless communication, control of emotions and anger, and situational decision-making power would help me to become an efficient Sales Manager.    
[bookmark: _heading=h.35nkun2]Conclusion
My core responsibility would be mentoring, coaching, motivating, involving, and monitoring my sales team to increase the sales index and sales volume of my future company.  To become a good Sales Manager, I have to also polish my existing professional, interpersonal, and technical skills.   
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