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The Reflection video presented today is on what I have improved on in this model and the impact it will have on my further studies.  The way digital and academic skills have improved my studies and has had a positive and have learnt new things and reenforced old skills.  
Presentation skills
Designing - using PowerPoint features and learning new techniques to improve my computer skills. Will help me with presenting ideas and facts to people in further and help with the rest of my studies for assignments. (see Apendics A )
Presenting - My confidence as improved slightly and has helped my mental health, I did a presentation to a class which I have never done this as shown me that I need to improve on certain things during and the lead up to the presentation.
Preparing for presentation – I learned the importance of preparation in delivering an effective presentation. During my assessed presentation my phone battery died at the start. This made my delivery rushed and caused confusion, and I missed some key points I wanted to expand on. From this experience I now understand the value of using printed cue cards and scripts and rehearsing beforehand. Being better prepared will help me perform more confidently in future assignments and employment.
Researching skills 
I have learnt how to locate books and look on the internet for references to support facts I am trying to prove. I have learnt how to provide a Harvard reference list to my essays. My spelling has slightly improved also within the start of my course. (see Appendics C)
Using the internet to view books online – I found the online reading resources useful as this aided with my reading due to my dyslexia. This helped me understand more as I could slow the reading down and repeat it. 
CRAAP test – i used this in tasks to identified if my sources had relevance and were reliable, using this will help me use references properly and make sure they are fit for the task and making sure they are reputable. Which in turn will help with my success in university. (see apendics B)
Adapting the 4 As model has helped me structure my written work more effectively. Before this module I found it difficult to organise my ideas and link them together. By using the 4 As in my assignments. I was able to express my points more clearly and go into more detail and create essays with stronger structure and flow. This technique will continue to support me in future academic writing.
Biggest challenge 
 My biggest challenge has been learning how to reference correctly. Because I sometimes struggle to understand academic reading, applying referencing rules has been difficult. To improve, I plan to practise regularly and use online resources such as LinkedIn Learning to strengthen my English in general and improve my academic writing and referencing skills.
Time keeping has been a problem for me and getting back into a academic setting i need to work on these still as this will cause an impact on my studies in the long term. 
Proud achievement 
Presenting my presentation in class and handing it in on time, over coming this fear was important to me and for the rest university and then employment. As this will help me present my ideas and work to my peers.  
Personal goal for the future 
My main goal is to improve my English and digital skills as these will be very important as I develop my understanding business management and these will aid me being in successful in my career.
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The article by Al-Mu’ani, Alrwashdeh, Ali, and Al-Assaf (2023) is highly relevant to
the study of the role of influencers in modern marketing. Published online in May
2023, it falls within the last five years, that its findings remain current in the rapidly
evolving digital landscape. Its credibility is strengthened by the authors academic
positions within their university and the extensive reference list provided which
demonstrates that the information is reputable and supported by prior research. The
purpose of the article is to explore how influencer attributes affect consumers
purchasing intentions a key focus of contemporary marketing studies and directly
relevant to the requirements of the role of influencers in Morden marketing. A
second article by Yusuf and Gizem (2025) also maintains strong currency as it was
last updated in July 2025. Its recent publication ensures the information reflects the
newest developments in influencer marketing. Both articles align closely with the
topic of assignment as they describe how influencers act as intermediaries between
brands and consumers. They highlight that influencer marketing has become a major
trend and emphasize the continued need for research into its effects especially as
social media becomes increasingly central to consumer engagement.




