Professional Career Development

                                              Student Name: Md Sajjadur Rahman
Name of Lecturer: Husam Alharahsheh
Module Code: BMSW4005
Student ID:2011252
Table of Contents
Contents

2Table of Contents


3TASK 2


3Introduction


5Reflection on the role play


7Self-evaluation review


8Personal development planning


9Understanding and expectations of the world of employment


9Career ambitions and aspirations


11Development plan


12Conclusion


13Appendix


13Task 1 Role Play


14References




 2
Introduction
This is a report that highlights my career journey and the levels gone through hitherto. As the journey that it is, there have been wins, losses and lessons learnt from both. These incidences of learning and work have been outlined in the table below. The above role play provides a foundation of who I am as a career person, the motivations that drive me, my aspirations and a general outlook of this profession. 
	Age 
	High points
	Low points
	

	20s
	Completed first Bsc at the age of 24.
Throughout this period of unemployment and unawareness, I remained steadfast in seeking opportunities.

Worked as an intern for 1.5 years where I got experience and learnt significantly during this early period of my career life.

Enrolled for a PhD and was fortunate to get a scholarship for the same.

Got first job as a sales and marketer.


	Trying to look for jobs but due to inexperience, I was rejected by almost all the firms I applied to.
Lost a close relative and it came with emotional instabilities for some time.
Financial crisis and challenges during the PhD pursue. 
	

	30s
	PhD gained.
Got married and started a family.

Started a micro business with a friend as partner. 

Got promoted at work as chief sales person and this gave me confidence to seek more opportunities to put my skillset at work.

Got first and second children.

Successful projects at work that boosted my confidence.

Experience rising and better emotional stability. 
	Responsibilities increased both from family and work.
Business unfortunately collapsed due to misunderstanding.

Adjusting to my new role as chief sales manager because I had now to deal with projects of higher magnitudes.
	


Reflection on the role play
The role play comes along with effects, lessons and insights for both the interviewer and interviewee (Lin et al., 2013). Focusing on the lessons for the interviewer first, it comes to the fore that a sales and marketing interviewer should be keen in identifying the interviewee’s personality and not just the skills. There should be some behavioural questions laid out for them. Such enable one to determine a worker’s interaction with fellow employees and the prospects at hand. Due to the challenge that comes with hiring of sales persons, an interviewer should pay close attention to communication even during the process for it is a fundamental in this profession. The interviewer should first express competence in their own communication so as to display what they expect of their interviewee come duty. So if lack of confidence in communication or frequent lapses from the interviewee’s side, it should be a point of concern (Ghosh, 2016). An interviewer should be prepared to interact with the counterpart in the sense of getting to identify how they can build rapport from scratch. Sales and marketing is a demanding task that calls for finding the best relationship managers- and it is even made harder by the fact that salespersons are cogent, and one must work past that to unravel their factual personality [not just their blanket or memorized answers and sales techniques]. An interviewer should also be free and enjoy the experience for a fulfilled outcome. A passive one will demoralize the interviewee. Great focus should be given to the respondent’s body language so as to determine the questions that they light up to and the ones that they frown upon.
An interview session is obviously more important to the interviewee than it might be to the interviewer (Baldwin et al., 2014). It therefore calls for utmost preparation so as to give a good impression. Of importance however is authenticity and being genuine. It is quite easy to denote a fake response and a true one. In sales and marketing, one of the most basic elements is communication. Firstly, depict confidence in speech and body language before anything else. This alone sets the tone and will provide an ample flow of content during the event. A dedicated, optimistic, professional and perfect match is the type of sales person that is sought for. How one answers questions asked shows how their inward behaviours are. Professionalism, dedication and optimism are never forced, they flow naturally (Atkinson, 2019). One should be sure of their skillset, experience, knowledge and personality for the requirements of the particular company. Therefore beforehand, a thorough research on the company’s history, journey, ethics, employment strategies, visions, motivations and influences should be done so as to ensure a good background outlook on everything expected of you. While at it, a company’s real interest is in its own development. An interviewee should always remember this while answering the questions poised, careful enough to show how you are to be of benefit to the company. In as much as the job is needed, stay afar from how you wish to benefit from it and focus on how you will benefit the firm. At the end of it all, let them win your commitment first and then the job will follow suit.
Self-evaluation review
In a self-evaluation strategy, it is best to first determine motivations that will drive one towards success. A good sales manager will do what it takes to keep their team on toes and encouraged and selling joyfully (Fox et al., 2011). They take responsibility for their own activities and understand how to keep going in sales even when everything else seems stormy. Set specific goals that will definitely be your driving power, look at the past results and ponder over them. Are they worth your effort, time and general input? Your answer to this should set you to rediscover yourself and if need be, set a goal that is customized to you. 
Secondly, clearly understand the learning styles that ensure progress. Before choosing a profession, it is always imperative to make sure that your preferred learning style is favourable and matching to the circumstances and needs (Gautam and Basnet, 2020). The interesting bit about learning styles is that you have several and that they can all be merged so as they work in tandem. For a marketing career, driven and creative individuals are the most attracted. The business marketing managerial works with the auctions, marketing and business expansion crew to aim at product progress and to grow the business in all the particular networks of distribution of an association.
One should also be aware of their own professionalism. In sales, the professionalism expected involves both inward and outward behavior. Such include etiquette, mannerisms and a good rapport during interactions (Ghosh, 2016). Sales people majorly depend on personal and professional traits to build on long term relationships with clients. Joining professionalism with the best of interpersonal skills and effective communication abilities surely leads to a rigid selling performance. One has to master traits such as positive attitude, flexibility, and nonverbal communication, strong social skills, organized and focused among others.
Personal development planning
(a) Personal SWOT analysis;

S- Strengths. Making presentations and cold calls. These are the strengths that I have come to work upon and made them to what they are today. Making presentations to the organization and handling cold calls.
W- Weaknesses. Emotional instability, due to the pressures from work and family, a lot is expected from me and sometimes it takes a toll on me. I need to work on my emotional health for a more productive career. This may affect my handling of individuals who may be temperamental and disturbed at given moments in time. In order to reach the goals that I have set for myself, I also need to improve on how I handle hostile prospects.
O- Opportunities. The aim here is to find out opportunities that come both from within and without (Harrisr and Foster, 2010). I have had several accounts that I think I can sell more products and services to. I need to work on my strategies so as to be their perfect seller. There is also a new business opening in my niche that will greatly affect my products and services positively. I have plans to deliver my tender and hopefully work with them.

T- Threats. Having a keen eye on the threats that may stand in the way in my niche is key. Technology is rapidly progressing. With this, I am at a great danger if I don’t conform to the newest of trends in the same to counter my competitors. There are also counterfeit productions and services. I have to be on the lookout so as mine stand out and sell without mistrust from my clients. New entrants into the market should also be tracked and know of their potential threat towards my business.
Understanding and expectations of the world of employment
Taking the sales and marketing profession as the basis of this review, it come to the fore that indeed the world of employment is changing and in a more diverse way (Ju-Hsuan et al., 2020). In the modern cooperate atmosphere, employees expect to be treated with utmost respect, to be paid as per their qualifications and equitably, to be entrusted and feel secure with their jobs. Employees also expect that they receive adequate training where and when need arises and awareness all around the workplace. It is important to understand the cultures and roles expected to be performed however. The employee should not just know what to expect from the employers, but also what employers expect from them. In the case of sales and marketing for instance, a lot in terms of inter and intrapersonal competencies are required. It is a delicate profession that calls for utmost awareness and interest in even the subtlest of details. 
In order to improve employee involvement and retention, an employer needs to develop a clearer comprehension of the employee’s expectations and the upcoming progressive practices that can address them (Lin et al., 2013). Particular workmen may not necessarily project their expectations, or in worst cases frustrations, but several approaches have advised that it is imperative to learn what they really expect subconsciously.

Career ambitions and aspirations
In five years’ time, I am looking to have been able to develop deeper networks that reach out to more markets. Marketing is majorly concerned with satisfying a customer’s interest in a product. By being a competent seller, the channels will open up and get to these targeted customers.
I also aspire to upgrade my role and by extension the responsibilities that come with it. I aim to focus on improving my competencies and also look beyond my area of specification so as to be diverse. Diversity provides for a safe space for being a strong competitor in the market. As an effective marketer, I will have to develop at least a primary comprehension of every detail of marketing. This will make me a jack of all trades and a flexible seller.

I also aim at expanding my authority beyond my employer’s firm. I may be top-notch at my job, well recognized and appreciated, but my career goals will not end with the current employer. I will build a solid foundation for my career in the years ahead so that I have a backbone adventure in the cooperate world. From this, I will build my confidence and be a better seller all round.
Development plan
	Objectives 
	Activity 
	Timeline 

	Develop emotional mastering for a more solid handling of intensive projects.
	Interact with a lot of people on a daily basis and learn from their fears, desires and motivations (Meixner et al., 2019). From these, I will learn their strengths and weaknesses.
	15th October 2021

	Learn new developments in the technological realm.
	Develop an attitude that yearns for exposure and learning every day. Learn a technology hack within my niche after every two days.
	12th august to when I get where I want to reach.

	Action plans
	Present and guide meetings

Organize for workshops.

Take on more challenging roles.
	From august 2021 to September 2024.


Conclusion
Career development requires a patient outlook from an individual. Being a lifelong process, it calls for lessons and recovering from setbacks throughout. As an aspiring employee, one has to learn what their field of expertise requires so as to be well prepared for what lies ahead. Modern employment requires competence and well informed workers. With this expectation, every noble aspirant is on the run to equip themselves with necessary skillets that not only are acquired through education but also outside the realms of formal education. Day to day interactions with the society gives ample experience for a particular individual who is perhaps involved in a profession that involves handling of people. 
Appendix
Task 1 Role Play
· Gheorghe: what made you be interested in or rather want to get into sales? 
Rahman: I have always known myself to be someone who has an eye for trends and everything that affects the market every single time.  
· Gheorghe: what core values are fundamental for every sales person? 
Rahman: A good knowledge of the market in of one’s niche, communication skills, aggression, team player capabilities, flexibility and adjusting to trends and a strong business mind. 
· Gheorghe: when would you give up on making a sale? 
Rahman: although very seldom, I would give up on making a sale when I feel I am becoming desperate to complete a deal. This is in the sense that perhaps the buyer is suggesting a price that is abnormally way less than what I am expected to sell and doesn’t flinch. 
· Gheorghe: what was your much-loved thing about your previous role? 
Rahman: The confidence that my employer had in me. I was always the first choice when the firm needed to transact significant deals. 
· Gheorghe: how should sales and marketing workers in a firm work best in a firm towards success? 
Rahman: I am a strong believer of communication as a basic tool in success for cases where two or more parties are involved. Communication comes as a package; in which understanding, networking, teamwork, advice, correction, feedback, and interaction are all factored in. 
· Gheorghe: why do you prefer this company over the others?
· Rahman: given your impressive track record, any ambitious and confident sales person would wish to be involved with you. I am confident in my skillset and experience and can assure you that all these will work best when rendered such a high-running environment. That’s when I can exhaust all my capabilities and lead to the general success of the company.
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