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[bookmark: _1ci93xb][bookmark: _Toc118713117]Section 1: Know how to identify development need.
In this assignment I will identify how I can develop personally and professionally by identifying learning styles for myself and others then addressing development needs. Should I come across barriers when studying I will outline how to overcome those barriers and put strategies in place to do so. In the body of the assignment I will continue to outline how I can develop in business as well as studying. I have used many methods that I have learned whilst taking this course. I have found these methods beneficial in how to achieve my goals and how to stay focused. At the end of the assignment I will be concluding and reflecting on what I have learned during the assignment.
1.1 [bookmark: _3whwml4][bookmark: _Toc118713118]Identify learning styles for self and another. 
Identifying learning styles will allow me to determine how to coach and develop myself and my staff so that we are more productive. Also, it is good to ‘know yourself’ as you can develop and learn new knowledge effectively to pass on to others. I used the profiling instruments “Honey and Mumford, VARK, and Dantec on myself to determine what learning style I have. I have used two methods on my employee and the results were as follows:
I am kinaesthetic and auditory which means I enjoy talking to others when learning new things and will find doing practical learning more beneficial.  The profiling instruments picked up that my employee was a mixture of a theorist and reflector, so may not immediately feedback during training. 
The result is I now have more of an insight on how to do coach and train. I will adopt methods such as booklet instructions and I will not be concerned if they are not giving much back when I am  training them. I now  know that they like to think back and reflect on what they have learned,and they like  evidence to show what I am teaching them is a tried and tested way of doing so.
1.2 [bookmark: _qsh70q][bookmark: _Toc118713119]Use a simple technique for identifying development needs for self & another.
[bookmark: _2bn6wsx]I have done a table of SWOT (Humphreys, 2005) to indicate my strengths, weaknesses, and opportunities and threats. This will help, me identify my development needs for myself and my colleagues, weaknesses and threats being areas needing development. The results are as follows.
	[bookmark: _3as4poj]SWOT =Me

	STRENGTHS
Friendly 
Understanding of work-life balance
Empath (ADHD etc)
Eye for detail 
Motivated 
Good understanding of ideas through talking.
Ambitious
	WEAKNESSES
Lack of confidence
Punctuality 
Prioritizing 
Putting ideas to paper
 Being Loud and interrupting

	OPPORTUNITIES
Build confidence by working with lecturer and students in class and join a network of women in business, (I thrive off communication and learning from others who have faced similar challenges).

Passing this degree will allow me to gain the skills to run my business efficiently and effectively and manage people better.

Using software such as Dictaphone will allow me to put my point across so I can pass this degree.

Become more punctual and prioritize (Steve Covey Matrix on Time management)

Use my volume and enthusiasm to motivate others

Curb interruption tendencies
Use Gap analysis to keep a clear on how to get to the end goal. Ref. Scott, M. J. (1980). GAP Gap Analysis Project. University of Idaho.
	THREATS
Distracted
Family commitments 
Overthinking 
Strive for perfection. 
Dyslexia I struggle to learn things through books. 
ADHD
Competition 
Difficulty writing explanations.
Trying to over-achieve
Procrastination




	SWOT Person 2

	STRENGTHS
Intelligent
Organized
Smart
Quick learner
Dedicated
Enthusiastic
supportive
Friendly 
	WEAKNESSES
Perfectionist (spending too much time)
Impatient
Quick to lose interest.
Taking on too much

	
OPPORTUNITIES
Understanding the end goal of interacting with others to get an opinion on work (ref. Gilbert, A., & Chakravorty, I. (2002). Go mad about coaching. Go Mad)
Learn patience. 
Maintain interest by discussing with colleagues. 
Use time management techniques e.g., Stephen Covey and to-do lists.
Prioritised to-do lists
	
THREAT
Make people feel inferior.
Not good with disruptions
Can be overdressed.
Poor attention to detail
Work-life balance
Over enthusiasm 
Over bearing




Gap Analysis Person 1 
By assessing my work and looking at the end goal I can locate the gaps in my abilities between what I need to do and what I am currently doing. I have better chances of closing any gaps and improving my work. I have done this in my gap analysis

	Objective

	Current Position

	Deficiency

	Action


	What do I want to do?

	What can I already do?
	What am I lacking?
	How do I fix this?

	Degree in this course






	Make time available for class 
Use business experience
Use school qualifications
	Pass at first year
Computer skills
Writing skills 
Research skills 
	Attendance 
Practice learning on computer
Feedback from assignments 
Feedback in class



Gap Analysis Person 2 
	Objective

	Current Position

	Deficiency

	Action


	What do I want to do?

	What can I already do?
	What am I lacking?
	How do I fix this?

	Learn social media marketing 





	Use app such as Facebook and Instagram
	On how to reach the correct audience
	Look at insights and reach what hashtags to use to reach a wider audience 

	Get up to standard in the beauty industry to work without supervision






	Work alongside jess and do basic treatments without shadowing 
	Experience, confidence, knowledge
	Watch Jess whilst working attend city and guilds training courses to qualify



1.3 [bookmark: _1pxezwc][bookmark: _Toc118713120]Identify potential barriers to learning for self and another. 

I have identified what would be barriers for me to learn. I have small children who need my attention and I run a small business. To overcome these barriers I have put simple strategies in place - relying on family and friends to help with childcare so I can concentrate and focus on what needs to be done. In regards to my business, I have adopted longer working hours on set days so I can take an extra day off within the week to learn, rather than space my working week out and have just a small time in the evening. This method has opened my eyes to how to be more productive and supportive as a manager and helped my employee identify their learning barriers so we can be forward-thinking on ways we can manage this. For example, my employee has family commitments that she has to attend we have via SWOT identified this and created a solution where we can use the same approach by working longer hours on specific days to free up the days where she is needed for other commitments. As a consequence, we are getting so much more out of work/ training because this barrier is dealt with. Identifying the barriers is the first step so we can plan to overcome them. In mine and my colleague’s case we need to work together, giving mutual support, understanding the other’s situation, and developing solutions to problems. This has resulted in finding solutions already and seeing the benefits of having more time to get tasks done at work, still having family time and to allow me to focus on my university work. An important addition to this increased knowledge of my barriers and my learning styles is to be open and flexible with other ideas, suggestions, and methods of overcoming the barriers.
1.4 [bookmark: _49x2ik5][bookmark: _Toc118713121]Explain how these barriers to learning can be overcome.
1.5 
I have identified mine and my colleague’s learning barriers. By identifying these we can think of ways to overcome them. In addition to the cooperative approach outlined above, a great way to take action is to use S.M.A.R.T. objectives. You can use these to get over barriers by setting achievable goals which are realistic and supportive:
· Specific: Setting specific goals helps me concentrate on what I am trying to do. 
· Measurable: can measure my work so I can keep motivated and track how well I am doing. 
· Achievable:  goals I can achieve so I build confidence and not self-sabotage and complete what I am doing. 
· Relevant: keeping my goals relevant so I don’t lose interest. 
· Time-bound: I can stay focused on the goal, so I don’t end up procrastinating.
By using S.M.A.R.T objectives, l can overcome my learning barriers and achieve my goals in learning.
Through this course, I’ve also found that considering other’s situations, understanding that difficulties will arise, and preparing to be flexible has benefitted my attempts to overcome barriers. I have worked with others and considered their needs even when they are volunteering to assist. This allows me to ensure help offered is realistic and properly targeted at the situation to be dealt with.
 
[bookmark: _2p2csry][bookmark: _Toc118713122]Section 2: Know how to develop self & others to achieve organizational objectives.

The first way to develop is becoming more self-aware and knowing where you need to change; if you don’t know this how will you get to where you want to be? As stated by Stephen Covey, (1999) “Self-awareness enables us to stand apart and examine even the way we “see” ourselves – our self-paradigm, the most fundamental paradigm of effectiveness.  It affects not only our attitudes and behaviours but also how we see other people.  It becomes our map of the basic nature of mankind.”   

When doing my SWOT, I identified that I am loud and although some may see this as a good quality it can sometimes be overbearing. I need to be more aware of this as some people can find this intimidating so I have put things in place to try to can overcome this. Part of my loudness is down to my ADHD, I can interrupt when I am excited! I need to be more mindful of these weaknesses and I will continue to use swot to identify them as I continue to develop. The SWOT table is a good tool for updating and reviewing.

I have completed a Gap analysis to try to target support in the areas where it is most needed. This has allowed me to identify gaps within my approach, as well as gaps in my business preparation, and to help realise the development needs of my employee.
[bookmark: _147n2zr][bookmark: _Toc118713123]
2.1 Analyse learning/development options to meet the needs of self & another. 

I can use techniques to develop myself and others such as a SWOT analysis and gap analysis to indicate where I need to develop. I can also use this on others, and of course on the business. Another useful tool that I am familiarising myself with is the ‘Learning Log’. Self-awareness is extremely important as sometimes you don’t even know where you need to develop. For example, before I started this course, I never even thought about writing assignments. I didn’t know that I struggled with them it was an unconscious weakness of mine but by using SWOT I have noted that, and I can use this course and feedback from assignments to become better.
As mentioned previously I used profiling instruments to determine what learning style I and my colleague have. This will allow me to use different approaches. Although I used profiling instruments, I can also watch how they complete tasks monitor how they engage in different learning approaches, and encourage feedback. 
[bookmark: _3o7alnk][bookmark: _Toc118713124]2.2 Identify support mechanisms for the development of self & another.

Always having the end goal in sight is important so you know where you are going. One of the ways to do so is to use support mechanisms and understand the skills and knowledge needed for working effectively. One of those systems is “GO MAD Gilbert, A. and Chackrovaity, I. (2001) “Go Mad: about coaching”. Bath. Bath Press
[bookmark: _23ckvvd]This allows me to Establish employment goals develop a personal action plan and Demonstrate readiness for employability and personal advancement through an understanding of strengths and areas that I need to develop. Through SWOT, Gap analysis, and reflection I have and am identifying support mechanisms, e.g. networking, lecturer support, family and colleague collaboration.




[bookmark: _ihv636]2.3 Prepare development plans for yourself and another person.


Person 1
	What do I want to learn?
	What do I have to do?
	What support and resources will I need?
	How will I measure success?
	Target Date for Review

	How to run my business more effectively so I can rely on other people, so the work-life balance is more manageable.








	I can do this by understanding my employees better on how to coach and develop them to a point where I can concentrate on the admin side of things.
Attend university. 
Study modules
Submit assignments on time
	Childcare
Networking 
Sharing experiences with other students
Lecturer support
Student services
Laptop and internet
Develop a plan. 
Research e.g., Ted Talks

 
	Test marks 
Tutors feedback 
Quantitative skills by counting clients.
Attendance rates
Learning logs
How I feel about myself 
Feedback from family  
	Term reviews:
Feb 2024

May 2024
July 2024
Continual review

	Learn how to write assignments. 

	Use feedback given to me by my Lecturer on assignments
	Student services
	Learning logs 
	Dec 2024 ongoing 



Personal Objectives (person 1)
	Short Term Goals (next 12 months)

	Pass the first year.
Maintain and increase business levels. 
Develop self-confidence and happiness. 

	Medium Term Goals (2-3 years)

	The decision to be made is to prioritize. 
Study 2nd and 3rd year and/or concentrate on business.
Complete further years 
Grow business and employ staff. 
Maintain learned skills from the first year to achieve success individually and as a business. 

	Long Term Goals (3-5 years)

	Graduate, make my family proud.
Buy a new house 



Development Plan Person 2
	What do I want them to learn?
	What do I have to do?
	What support and resources will I need?
	How will I measure success?
	Target Date for Review

	Marketing skills 
Business admin skills 




	Attend course. 
Work with me 
on self-learning 
spend 1 hour per day training.
discuss objectives and get employee agreement 
	Look for funded courses.
Set aside enough money to pay. 
Personal planning to free up time 
Free up desk space one day a week for in-office working
	 Attendance rates 
Course feedback 
Social media presence 
Quantitative analysis of clients 
Employee feedback Client feedback such as reviews on Booksey Facebook 
	Employee review informal weekly, formal quarterly 
Business review monthly
Client feedback daily 



Personal Objectives (person 2)
	Short Term Goals (next 12 months)

	Employees to develop basic skills within the year. 
Increase new client contact via social media by 10%
Free up my time to concentrate on core business activities one day a week by the end of the year.

	Medium Term Goals (2-3 years)

	Improve business turnover by new employee efforts by 5% year on year. 
Identify and develop employee needs after the first-year review. 

	Long Term Goals (3-5 years)

	Take my employee to full-time and continue year-on-year business growth. 



[bookmark: _32hioqz][bookmark: _Toc118713125]




2.4 Method used to monitor the development of self & another.

 I have made a continuous professional development record (CPD). I will need to reflect on my CPD ref ILM, Continuous Professional Development, so I get a better understanding of development. One of the ways I have chosen to do that is to use ref. David Klob and Ron 4-stage diagram. This will help me learn and develop through experience which helps with up-and-coming decisions, this is a learning cycle. 
I have created an action plan and what I have learned is that all these tools go together and flow into each other, SWOT analysis shows gap analysis which then flows into CPD its all about knowing the end goal and working out an organized way to get there.


	Objectives
	Tasks
	Success Criteria
	Time Frame
	Resources

	List your Goals
	What do you need to do to achieve these goals?
	How will you identify your success? 
	When do they need to be done?
	Who or what do you need to help you?

	Pass 1st year 
	Attend university
	Pass marks assignment feedback 
Feedback from my lecturer
	End of 2024
	Writing skills 
Researching skills 
confidence

	Get degree
	Pass 1st year 
Attend university. 
Gain experience in writing assignments
	Pass marks and assignment feedback 
Learning logs 
	End 2026
	Practice, networking with other students and lecturer 



In this assignment, I have concluded that to develop you have to know where you are going and where you want to be. I have gained a vast amount of knowledge on how I will continue to develop professionally. The tools I have used and outlined in this assignment are fantastic ways of getting to your goals personally and professionally. I have learned a lot about myself in this process and will continue to use SWOT so I am conscious of my weaknesses and will be able to be better. I have learned that it is just as important to reflect on your work so you can use methods that helped and use your negatives to develop, as stated by ref. Reid (1993)” Reflection is a process of reviewing an experience of practice to describe, analyse, evaluate, and so inform learning about practice”. 
I will continue to use profiling throughout my career not only for me but for my colleagues I found the whole thing fascinating how different people learn and in the words of Fleming, N. D. (1995) “I am different not dumb” this has gained me a lot of confidence as I have always struggled to explain in writing what I know.
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JESSICA GILLINGHAM

South Wales.
Business owner Jessica Eve Makeup and Beauty
07447 005316

Jessicagilinghams@gmailcom

Barsonal Profila

am a highly successful and proven sales person with 12+ years' extensive experience wihin new business
development and internal sales. Throughout my employment | have gained a vast amoun of experience dealing with
ustomers, face-to-face, via phone witen correspondence. Extremely competent dealing with complex enquiries
‘which require ateralthirking s well a5 mult-tasking. Malure n outiook and adaptable in my approach when dealing
with clents.

1am open to @ new challenge that focuses on complex sales cycles wilh a consuative seling approach. | have a solid
background and excellnt understanding of how t network within accounts and how o develop a business need whilst
also maintaining excellent lient refatonships.

PROFFESSIONAL SKILLS.

« Proven 12 + years + experience innew « Proven customer relatonship skils.
business development and customer « Ablity to deiiver and over achieve on inancial
relationship management. targets and buld pipelne.

« Proven success i buiing, elevating and « Strong marketing skils, generating bespoke.
nurturing relationships within customer accounts ‘markeling campaigns to generate new business.
resuiting in lead generation. « Consutatve seling approach.

« New Business /“Hunter” menalty and proven « Figh lovel siategic pianning skils.
experience.

PROFESSIONAL SUMMARY
"+ Innovative and resourceful « Abilty to influence, coach and motivate others
« High degree of energy and iniative: and promote teamwork
« Result Oriented « Excellent presentation, communication and
. Proven o overachieve Interpersonal skils
+ Self-motivated and competiively driven « Highlevel of personal inegrity
«+ Reslientand focused « High degree of empathy and emotional
« Abilly to ransfom stategy into results Inteligence
= Abilty o work in arapidly changing, + Coaching and training skils
‘ambiguous and often pressure-fled « Avaiable for nternational ravel
environment.
Teah
Sales negotiaion raining « Etical sales
« Soutin selling « Customer service
« Staight e persuasion « Compliance taining e Ofcom and ministry of
« Personal moivation sals training Justice regulator
« High impact sales lraining n direct sales and  +  ALD.Atraining sales journey
marketing « Rapportin sales.

‘Education and Qualifications.
11 GCSE -2006 A-Levei n law (Data Protection)- 2007, pus 9 GCSE's

‘Work Experionce
20202023

Jossica Eve - Mako up and Boauty

Duties and responsivilfes

et up my own business specialising in Brdal makeup and sem-permanent make up- appointment booking, admin,
accounts,stock, customer elatons, social media, marketing.

20192020
Renow Financial Management - Inside Sales Account Manager

Duties and responsibiltes.

Insurance broker - Closing generated leads wih a conversion rate of 1 in 3. Also manage cusiomer accounts -
renewing and negoliatng, dealing wih Insurers and undenwriters as well a direct customers. Extremely compeliive
market 50 impeccable negoation skl are needed team of § | personall do 80% of retentons target alone. Covert on
average 20% of cancelations back nto sale target s 8%
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o+ Telesales o Sales statitics

« Emailshots + Negotiating with customers
« Cold caling o Textshots

« Applications + Upseling

« Spreadsheets « Recruitment

2018-2019
British Telecom - Customer Retention Advisor & Sales Coach

Duies and responsibiles:

Seling technology such as broadband and virus software to general public and businesses. | progressed very quickly
in BT. Proven track record in exceeing targets held the record for mobile sales in South Wales (which got me:
recognised for an award forbeing “exceptiona”in an event hosted by Gary Lineker). Achieved promotion afer 3
‘months s they were so impressed with my sales abilty, | was promoted to sales coach where | would coach people:
backinto working towards targets. NPS of 10 and hit 100% of targets consistently Consisently carrying teams
performance especially in Mobile 200% of mobil taget on average some months even more.

o+ Telesales « Problem solving

+ Training « Solution seling

+ Customer sevice + 200% of target for mobile consistently.
« Biling + Solution based seling

20152018
CF advisory - Business Development Manager

Duties and responsibiites:

Afer gaining a vast amount of knowledge n the claims management industry. | was employed to manage and teach a
sales force about the industry. My ime within employment was extremely successful

Business development company was working at 60% of targets increased to 125% with my input

Managing sales force of 20 people within the direct sales market.

Sales Training

‘Compiance) dealing with reguiators.

‘Coaching sales staff on how to generate leads in telemarketing

20102015
ARB - Team Leader New Business

Duties and responsibilies:

Dealing with general public as well as business within the claims management industry. During my employment at ARB
1 exceeded many targets and hold company records for the most revenue generated and the best conversion rate in
leads to sale.

+ Recuitment o Closing Leads
« Sales Trainer + Compiance manager
+ Customer service «  Salvagel Retentions
« Lead generation o Team leader

o Telesales

20082010
Marketsafe/Creditsafo - New Business Development Manager

Duties and responsibilies;

Business to business sales seling data as well s credit scoring for companies. Extremely competitive market. Main
duties were to build relationships S0 customers would returm. Gained a vast amount of knowledge on how to create:
leads inthe business to business market.





