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My Personal Develpoment Plan
	What do I want/need to learn?
	What will I do to achieve this?
	What resources or support will I need?
	What will my success criteria be?
	Target dates for review and completion

	To gain further business experience



	I will work closely with a business owner to understand what methods must be undertaken to improve team efficiency and to increase my knowledge of what businesses rely on most to perform.
	Spend time working within a business.
I will read multiple books recommended to me by business owners. 
Attend seminars and courses. 
	Being able to create a business plan for my own business and be more confident in reaching out to other successful people for advice.
	December 31st 2020

	Experience in negotiating and sales




	Attend more courses in sales and applying these techniques in my current role.
	Attending seminars and courses whilst also reading books. 


	Being able to confidently negotiate and apply sales techniques within my current role. 
	December 31st 2020

	Gain marketing knowledge and experience 


	To do this I will set up a website and social media for my business 
	As I will be creating the website myself I will require time to complete this. 
	Have a working website and social media pages where clients can contact me for business enquiries.
	December 31st 2020




What it means to be a professional
People usually think of a professional as someone with high levels of education, qualifications and knowledge as well as being very good at what they do. Whilst this is partly true, it is not necessary to have high qualifications as long as you are experienced and competent in your field. Peter Johnson, HR partner at accountancy firm Cassons, says: ‘A professional is someone who displays high levels of expertise and efficiency’ (ACCA, no date). A professional is known for their specialised knowledge in a certain field (Porcupile, 2015). Although not all business areas have a stable core of knowledge or the academic qualifications showing that not all professionals require top degrees in their field. 
In my chosen profession there are no academic qualifications required however there are multiple governing bodies that will oversee the actions and I will need to be registered with a number of different professional bodies. As there will be a lot of legal documentation involved it will be vital for me to work closely with solicitors in order to conduct all aspects of the business legally and safely (Minihan, 2019). In this profession, to be seen as a professional a streamlined and efficient process must be maintained as well as extensive knowledge in the property field. This teamed with a great mind-set and sales performance will gather trust in investors allowing you to create and maintain a professional position. 

Group dynamics
To create and run a successful business it is important to know and understand how groups work to further improve the efficiency and motivation of the team. To understand the stages of a team we look at Tuckmans five stages. These are Forming, Storming, Norming, Performing and Adjourning (Tuckman, 1965). The first stage of a teams development is forming, this is where the team has just been selected and people are getting to know each other. Members are usually polite at this stage and eager to start a new project. 
The second stage, storming, is where the real work begins. After the initial politeness and excitement everyone starts to work out each other’s strengths and weaknesses and this is the stage where personalities may start to clash. It is important to understand that conflicts are a normal part of teamwork and that good leaders need to realise this as skipping this stage to avoid conflict usually results in the problem building up creating an even bigger one (Tuckman, 1965). 
The Norming stage comes next, this is where people start to notice and appreciate their group’s strengths. Everyone is working as a unit and they settle into a progressive groove (toggle, no date). The fourth step is performing; this is the stage all groups strive to reach. Team members are confidant, motivated and are familiar enough with the project and the team meaning they can operate without supervision. Tuckman added the fifth stage twelve years after he created the original four steps. The adjourning stage is when the project is over and the team disbands. This phase is sometimes known as mourning because members have grown close and feel a loss now that the experience is over. 

 Conflict Resolution
Resolving conflict is an important aspect of working as an efficient team. Conflict resolution can be broken down into six steps to simplify the process allowing better communication within the team. The first step is to clarify what the disagreement is, the goal of this stage is to get into the heart of the conflict and get a mutual agreement from both parties as to what the actual disagreement is about. It is important to obtain as much information as possible from both parties during this process. The next step is to establish a common goal for both parties. To accomplish this, discussing what each party would like to see happen and find a commonality in both sides as a starting point for a shared outcome and knowing that the common goal may be as simple as both parties wanting to end the conflict (Kimberly, 2013). Step three involves discussing ways to meet that common goal. Being a good listener and communicator is an important aspect to this stage as well as being able to maintain a calm scenario. Determine the barriers for the common goal is the next step. In this step of the process, both acknowledge what has brought them into the conflict and talk about what problems may  still prevent a resolution. Understanding the possible problems that may be encountered along the way lets you proactively find solutions and have plans in place to resolve issues. Define what can and cannot be changed about the situation. For the problems that cannot be changed, discuss ways of getting around those road blocks (Benjamin, 2013). The fifth step is to get both parties to agree on the best way to resolve the conflict. An example of this in an organisation environment would be when two partners disagree on how their company website should look. It is important to come to an agreement that they both can live with. In this example both parties may come to the agreement of designing two separate websites and then having a vote to decide which one is best.  The final step consists of acknowledging the agreed upon solution and determine the responsibilities each party has in the resolution. In this situation it is important to reach a win-win situation and to get both parties to use phrases such as “I agree to…” and “I acknowledge that I have the responsibility to…” (Kimberly et al, 2013). 
A 2015 CPP study aimed to determine whether there was a correlation between higher customer service ratings and preferred conflict handling models at major telecommunication firms. The CPP research used the TKI (Thomas Kilmann conflict model Instrument) assessment, which recognises five conflict handling models:

· Competing – assertive and uncooperative
· Collaborating – assertive and cooperative
· Compromising – partially assertive/ cooperative
· Avoiding – unassertive and uncooperative
· Accomodating – unassertice and cooperative
The results of the study concluded that collaborating and accommodating were the two preferred conflict handling models because they lead to higher customer service satisfaction and greater job satisfaction (Mariama-Arthur, 2015). 
The advantage of collaborating conflict management is that makes all parties involved in the dispute feel valued and understood. When everyone in a dispute expresses the totality of their concerns, it can foster empathy, understanding and mutual respect. A disadvantage of collaborating conflict management is that it takes a lot of time, effort and energy to achieve a resolution. The reason is that because the desired outcome is a “win-win,” a mediator must sift through multiple solutions before achieving compromise. This delay can affect workplace productivity, efficiency and may increase tension and resentment (Quain, 2019). Collaborating is an effective conflict resolution model  in business as it reaches a mutual outcome that will benefit both parties. If the business task had a narrow timeframe and things needed to get done quickly then this might not be the most efficient model to follow. 
The accommodating model is the most selflessness model which is used when you are willing to sacrifice anything in order to preserve a relationship with the other party (Eklund, 2010). This model is commonly used in situations where “the customer is always right”, in hopes to increase the chance that the customer will come back for repeat business. Another situation that the accommodating model will effectively is when “giving in” will either maintain or build goodwill, and often credibility with the other party. This is most valuable when the conflict is part of a longer project, and a concession now could result in an even better solution in the future (Eklund, 2010). 

Using project management in a recent project
In a recent project I worked with a team to raise money and spread awareness for a local animal charity called Llys Nini. During the forming and storming stage I realised that the team was great at coming up with different ideas on how to reach the goal however organising these tasks was not as efficient as it should have been. At this point we did not have a team leader so I decided to limit the amount of tasks per person. This meant that we would only have one responsibility each in hopes of a higher success rate as less should go wrong. The storming stage allowed the team to work out eachothers strengths and weaknesses, and from previous experience working in teams I suggested that we choose what tasks we wanted to accept as people are generally happier and more successful when they play to their strengths (Ackerman, 2019). This method worked successfully for the first round of tasks as everything was completed within the timeframe and to the correct standard. This involved arranging to set up a raffle stall, creating social media pages to spread awareness and liaising with the charity to organise charity work. 
The next set of tasks that we faced was setting up and organising our stall, where we decided to display various information about the charity as well as recruiting volunteers for the cause. It was a challenge to arrange suitable times to meet up to create our stall as everyone had personal commitments. To overcome this challenge I suggested that we dedicate specific agreed days to the task which mostly landed on the days that we were at university minimising the time we had to spend traveling back and forth. This worked effectively as it gave the team a structure to follow and gave us an achieveable timeframe to reach our goal. 

My personal development needs
To improve my business management skills I must gain more experience in business environments and explore different methods to lead a team. From previous projects I understand that I must improve my negotiating skills as well as my sales techniques. I aim to attend multiple courses within the year to improve my sales performance and to gain more experience by applying the knowledge I gain to secure clients for my current project. I will also study the straight line sales method which is one of the most effectice sales techniques available by reading multiple books on this and applying them to the real world to improve. 
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