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Introduction
A profound and pedagogical reflection on my learning process is the objective of this academic report. In view of my major plan, which is becoming a highly qualified student to be able to follow my experience in social communication (journalism), I entered this adventure of learning to fill my communication limitations. Therefore, Elaboration of Curriculum Vitae (CV), negotiation process and presentation skills, especially for a wide audience will be analysed in detail throughout this academic work. I am sure that this and other topics I learned on this journey will be extremely useful to me in my academic and professional life both now and in the future.

Situation before starting classes
Portuguese is my first language, which I have a high command of both writing and speaking. This is the result of my academic training in this country, but in relation to English, unfortunately, the scenario is far from being the same. Therefore, overcoming these limitations and becoming a highly qualified student to pursue the experience in social communication is the main reason for being on this course. 
So, when I started this module, I use to think, due to this language limitations, I was not a good speaker, mainly when it comes to presentation and when elaborating my CV this and other pre-conceived ideas weighed heavily. However, in this course, I learned that I can be better, I learned that, I need to know, how to play around with my strength and weakness, highlighting my good points.
CV elaboration
CV is the first step in the relationship between the potential employee and the employer, so this fact makes it an indispensable document in the employability process. That is why elaborating a CV, requires a set of norms, but, above all, of technique, tactics and strategy. So, at the beginning of this module I had a standard idea of how to do the CV which was based solely on myself and experience for the position in question. However, I learned that even with lees or none experience, I can be a great candidate, as long I have the necessary skills required for the position. 
(Bright et al. 2015) emphasize that, CV must be used as a tiny window of opportunity to sell ourselves to the recruiter. These scholars, however, call attention to this concept of selling ourselves to the recruiters, which must be controlled and not exaggerated. They clarify that the concept of selling is about being positive and persuading others to share the same view of you.
I also learned that I should not put the focus only on myself, but in what I have in common with a company I am applying for, making them fell we share the same goals and concerns. According to Cialdini (2007), the sentiment of having thinks in common between people make them more connected and create a reciprocity feeling, which obviously increase the chance of success. 
Another thing I learned in this class is: Much more important than saying, I have a three- or four-years’ experience, is to show by statistical numbers, if possible, my results obtained on that aspect. This methodology of demonstrating my qualities through duly proven facts, creates in the employer a feeling of confidence and trust, which is extremely important. Trust is something very valuable in human relationships in general, and particularly, in the context of work. Therefore, gaining trust from those who recruit, allows me to be ahead in their preferences. 
The subject of trust merited in-depth analysis by scholars such as Cialdini (2007), arguing that the trust is created by addressing issues or information’s that are in the interest of our target audience, in this case, the company we are applying for.
This and other techniques from the mentioned authors will be considered in my future elaborations of CV, like all other sets of psychological tactics developed by them to be successful in my attempts.

Negotiation process 
In what concerned with the negotiation process, I must admit that before these classes, I had a very limited perception of this subject. For example, in labour negotiations involving wage issues, schedules and other aspects, I thought that the biggest power portion was always on the side of the employer. So, I used to think that, is not a negotiation from equal to equal. However, in these classes, I have learned that this is a misconception of the reality of the present times.
I learned that, with the necessary skills for the position in question, I can adopt appropriate techniques and strategies that will allow me to be on an equal footing with the employer in the negotiation process considering the desired salary and other benefits. The negotiating power finds a theoretical framework in the research of scholars as Dweck, (2017). The results of her studies, based on scientific experience, have denied the idea that negotiation skill, could somehow, be innate, revealing the opposite, by other words, that negotiating is a dynamic skill that can be cultivated and developed over time and experience. 
The same author also emphasizes that, negotiating means understanding of the parties involved, so that, at the end of any negotiation process, both parties can see their needs have been fulfilled. For Dweck, those with a growth mindset gain more lucrative outcomes for themselves, but, also, they are more able to bring advantageous solutions that benefit everything around.
Another great scholar who also addressed this theme of the negotiation process is the famous Chris Voss, which has brought many important contributions in this chapter, I am referring more specifically, to his publication: “Never Split the difference” (Voss, 2018). Where he emerges with innovative and effective techniques, achieving through negotiation, results that seemed impossible. As can be seen in this video, the negotiation technique consists of what he called tactical empathy, which is to empathize with the other person's situation and then make him also empathize with your situation. This procedure, according to Voss, will make the other person involved in a negotiation fell that is being treated fairly and this will allow the negotiation to go to a satisfying end for both parties. He also identifies trust as the first important thing to establish in the first seven seconds, and the best way to do this, been competence. (Voss, 2018).  
These points are essential in any negotiation process, so in the future when I am involved in a negotiation, I will take all of this into account.



Communication Skills – Presentation Skills
As I mentioned before, I use to think, due to my language limitations, I am not a good speaker, mainly when it comes to presentation. Therefore, although I already had some experience of speaking in public, especially in another idiom, the linguistic barriers, among other things, made me feel a little more nervous. My voice was a little shaky and not sufficiently projected to make itself heard in perfect condition. If I have to do an honest self-analysis, I must admit that this is one of the aspects that I need to improve considerably, however, progress has been made comparing to the situation I was before these classes. I learned to control the anxiety and in front of my audience be more natural and relax as much as possible. Another thing I learned in relation to presentation to the public is not only being able to say what was planned, but also to think and improvise in case I forget. 
When we are talking about presentation, we are referring to communication in its all dimensions. According to (Holmes, 2011, p. 38, 39), Communication skills is used to identify our self and our purpose. The author went even further to claim that, this communication is both consciously, when we use the words, and subconsciously, when we essentially use non-verbal communication skills like body language. This way, our form of communication influences how other people think about us. (Morgan, 2017, p. 245), also aligns in the same speech standing that: “our words, our facial expressions, tone of voice and so on – will create impressions of us in the mind of others”.  
So, when it cames to presentation, i have to know that is not only what i am expressing verbally, but also, my body language are communicating with others, therefore, all this must combine harmoniously so that the communication can be effective. 
Holmes (2011), in her publication: what employers wants, says that communication signals are very huge, with experts estimating that the human body is capable to do more than 270 thousand gestures and all of them has their meaning. In this sense, when we communicate with someone, more than half of the message is transmitted by body-language (the stance, facial expression and gestures). And most of the time this kind of language is subconscious, so we do not even realize it.
Now, focusing on the content of the message and the tactics and strategies used to achieve the desired results, Voss (2018), comes up with valuable contribution which is mainly based on attracting the attention of the public, which, in his opinion, is relatively easy because many people can do it. But, the most difficult thing is the next step, which is to keep the audience interested in our communication and, finally, to awaken the intention of the public to do something about what we are talking about.

Gaps to fulfil 
Even though recognizing that the learning process is infinite, but for me to reach the level that I proposed, I still need to improve certain aspects. And, these aspects go essentially by having more emotional control in a public presentation; a greater command of English, both spoken and written and be able to adopt the negotiation techniques presented by the mentioned authors. Regarding to language, the best way to improve it, is through intense reading and surrounding myself with people who express themselves in English.
Conclusion
All companies and business want someone who helps them to save time, make money and make them look nice in the society. So, in the future when I am doing my CV, I will try to respond to these concerns. About negotiating capacity, it became clear that it is something that is learned and developed over time. It is a mistake thinking that it is something innate and immutable.
In accordance with all that has been said, I must point out that learning is an endless road. Therefore, since we were born to the point of death, we can and we should always learn. It was also evident that no one is born knowing everything, but rather we learn through our lives and its many experiences. But above all, if we have the strength of will and effort, we can learn and overcome barriers. And, that's what I'm focused on overcoming my linguistic and other barriers to achieve my dream of being a journalist in this country, something that this discipline and, especially this teacher, gave great contribution.
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