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[bookmark: _Toc121981867]Introduction 
A sales representative's job is to promote and sell a company's goods and services to customers.  From generating leads to closing sales, they oversee the customer experience and are the primary point of contact throughout the sales cycle. It is a great choice if you want to take charge of your professional path because your salary is mostly dependent on your sales performance.  Being a sales professional is a great option for me at any age or stage of life.  Sales occupations are among the few that provide such high earning potential; several are effectively limitless.  Every month, season, and year, I will most likely have a target or quota to achieve, and when I do so successfully, I will receive compensation. Commission payments, yearly bonuses, vacations, awards, and many other forms of recognition are all possible.  The sales department has a stronger influence on the growth of cash flow than any other area or function of the business. If I can successfully close deals and cultivate lasting client connections, my worth will skyrocket. Sales professionals' abilities to network, negotiate, and close deals will always be in high demand, regardless of the prevalence of new technology, tools, or company models.  In sales, I have a lot of room to expand my knowledge base and hone my abilities. To be successful in sales, I need to always learn new things and develop my existing abilities.
[bookmark: _Toc121981868]Recruitment and Selection

Role play
Interviewer: Good morning, and if I've understood well, you're here for the interview.
Applicant: Hello, Sir. I am, as you requested, present for the interview. How are things going for you?

Interviewer: I am doing quite well. You may get things started by providing me with some background information on yourself.
Applicant: I received my higher education from the University of Wales. If I want to be successful in my professional life, I need to choose a job that is challenging. I have a tremendous amount of passion for sports. Both camping and trekking are two of my favourite things to do. If I have a healthy work-life balance, I feel that I will be able to give the utmost commitment to the things that I am responsible for. I am energetic and I have the ability to work under pressure. I believe I am comfortable with working alongside different types of employees with a diversified mindset. I can tag along with people very easily which makes me a person that anyone can approach for any necessities. Soft skills are very important for someone like me who is very much interested in our job role that calls for most interactions.

Interviewer: It is beneficial to have this knowledge. What do you want to accomplish with the position for which you are applying?
Applicant: Because of the nature of my job as a sales representative, I will have the chance to interact with a large number of individuals. Having worked in a similar role in the past gave me a good foundation for understanding how the work is done. It is all about increasing sales by informing clients about various items and deals that are available. I feel that by taking on this task, I will be able to improve my presentation skills as well as my ability to comprehend the needs of other people.

Interviewer: Your goals are pretty easy to understand. Where did you receive the majority of your prior experience?
Applicant: Before this, I worked for a local supermarket retailer as a sales representative. Working there gave me the opportunity to interact with a large number of customers on a daily basis; these customers all have distinct tastes. My ability to communicate effectively has improved as a result of my ongoing interactions with all of these clients and my efforts to ensure that they have access to the products of their choice. And I feel that I can bring that expertise with me to this position to help me perform a better job.

Interviewer:  What gives you a reason to believe that you possess the skills essential to be successful in this role?
Applicant: In addition to my previous experience in a similar job, which will assist me in developing further into this capacity, I am highly confident in my ability to pitch new items and specials to clients in a way that will encourage them to make a purchase. I also believe I have good human and interactive skills.  I can persuade people and talk to them in a way that helps them to feel more convincing. I can push more sales by actively communicating with the consumers in order to understand their needs properly. I believe I have the right scale of communication which I can use to build up a temporary understanding between consumers and myself.  I have a lot of energy for someone of my age, and I feel that I am capable of providing the necessary devotion that will be necessary to succeed in this industry. My goal is to perform at a level that is superior to that of all other representatives, which allows me to maintain a competitive mindset. 

Interviewer: Where do you envision yourself being once you have finished all of the requirements for this role?
Applicant: If I'm successful in reaching all of the goals I set for myself as a sales representative, I hope to find a job as a sales manager pretty quickly after that. I anticipate there will be a lot of competition and difficulty, but the fact that this will be the case is what drives me to go for it with all of my abilities. And of course, I don't want to settle for a position like a sales manager. I want to develop the right set of leadership and gain the appropriate experience to put myself into a further position of head of sales or director of sales.

Interviewer:  How do you differentiate yourself from the other applicants that have applied for this role?
Applicant: I feel that my previous expertise in the same profession, together with my enthusiasm and devotion to customer engagement with the appropriate shop offers and promotions, will give me an advantage in this competition. I know there will be other eligible candidates with probably a similar set of skills but I do believe I have an edge in terms of my experience in a similar position. I believe I will be more comfortable with the initial work or guidance for my position.

Interviewer:  It is encouraging to see so much self-assurance. I'm rooting for you to obtain the job. It was a pleasure to finally meet you. Do you have any queries?
Applicant: Thank you very much, Sir. I do not have any inquiries for you, but I do look forward to hearing from you in the not-too-distant future.

Interviewer: You will be informed of this. Thank you.
Applicant: I'm pleased to meet you, Sir.

[bookmark: _Toc121981869]A personal reflection on the role play applying Gibbs’ Reflective Cycle

Description 
The role play was conducted with a view to placing a platform where the engagement of the interviewer and applicant is highlighted as per a specific job role.  The description section helps in defining the situation (Gibbs, 1988). In my case, the job role was a sales representative. The role play was very important because it created an environment where I felt that a real-life situation was in a place where I could engage myself in an interview.  Even though I am a confident person, I found it very interesting that I am participating in a role play that will enhance my diversified mindset. 
Feeling 
I felt very excited while the role-play was in place.  Previously I did not participate in any kind of role-play, and as a result, my curiosity was also high as well. I felt as though I am sitting in a formal interview through which I have to impress my employer. It also felt very important because I believe I need such roleplay before I actually sit for an interview in order to boost my confidence and understand how an interview actually works. It also felt beneficial in terms of addressing what I want to accomplish and what my goals are. I also felt very nervous when the questions were very direct, and it was not always the case that I had a specific answer. But I adapted to my situation, which also made me feel very confident. 
Evaluation 
From this role play, I got to understand what I want to accomplish and how I would address it in an interview, as I have had a similar experience previously in terms of working as a sales representative. Addressing my previous experience in a way that I want to convince the interviewer was also very evaluative as I have to become more persuasive in my role (Slade and Sergent, 2018). The interview also encountered me with my belief in myself and my skills, and I had to address them as well. I also have to envision where I want to see myself ahead, and I just want to see myself in a bigger role in sales. 
Analysis 
Even though I have to improve that in terms of gathering more skills which can help me to excel in this role, there is always space for improvement. I have to realise what my lacking are in order to understand that my leadership and persuasion can help me to flourish in this world. 
Conclusion 
It is important that I encourage myself to keep on working in a role that I believe to be my dream. I need to keep on working hard and gather the necessary skills and character in order to improve myself continuously. 
Action Plan 
The skills that I further want to develop must be accomplished with a personal development plan that can help to achieve them in a time-bound manner (Browning and Cunningham, 2012). The skills I want to develop will follow after I analyse my strengths and weaknesses.
[bookmark: _Toc121981870]Skills and knowledge which contribute toward working effectively
[bookmark: _Toc121981871]Skills which contribute toward working effectively
The capacity to successfully transmit or share one's thoughts and emotions is facilitated by a set of abilities known as "communication skills." Every sales representative’s curriculum vitae should include training in effective communication since it is the holy grail of sales success. Strong verbal and written communication skills are an asset in the sales industry. It has been shown to be highly successful in the real world, and it aids in establishing credibility and enduring connections with customers (Sen, 2007). Employees benefit greatly from improved communication skills, which in turn leads to increased self-assurance and an obvious uptick in productivity. If I master this ability and may take the reputation of the company to new heights. Having the ability to persuade others to alter their minds about something is crucial in the marketing field since it helps professionals win over sceptical customers. The most important factor in making a sale is projecting an air of self-assurance and knowledge about the goods. In order to be an effective sales representative, active listening skills can be crucial (Bond, 2012). This is because the salesperson can save time and save frustration by determining if the solution being presented is a good "match" for the prospect's needs. To be successful in sales, one must have the ability to evaluate situations, comprehend buyer motivations, discover hidden possibilities, and avoid hazards. I need excellent analytical abilities to figure this out.
[bookmark: _Toc121981872]The knowledge which contributes toward working effectively
The conventional thinking in sales, like in other fields, is to prioritise candidates with relevant work experience, formal education, and certifications. The capacity to put oneself in another person's shoes and communicate effectively is a valuable skill in practically every professional setting. Customers are more likely to conduct business with someone they like and trust (Johlke, 2006). This ability will serve me well as I network with potential jobs and present myself to HR departments. The most successful salesmen are aware that customers want to do business with experts in their field. It's crucial that I am well-versed in the product, but ultimately, it's not what I say but how I say it that will determine my success. The key to establishing credibility and winning over the group's support is to speak with assurance and an air of authority. Having a job in sales has given me the opportunity to practise talking like a professional even when I don't feel like one. It is critical for sales to have a firm grasp of the characteristics and benefits of the products they are peddling (Johlke, 2006). Customers are more receptive to sales pitches when they believe the salesperson they are talking to is knowledgeable and up-to-date on the knowledge. In order to effectively market a product or service, sales need to be experts in that knowledge. Sales are better able to convey complex ideas to customers because of the knowledge and expertise they get from product knowledge training. The ability to answer clients' challenging inquiries regarding the product is another benefit of product knowledge for sales staff.



[bookmark: _Toc121981873]My personal strengths and areas for further development
[bookmark: _Toc121981874]SWOT Analysis 
The strength of SWOT lies in the fact that, with some introspection, it might reveal chances that you might have missed otherwise. One's capacity to go ahead can be hindered by a number of factors, but by identifying and mitigating these flaws, one can ensure (Rangkuti, 2015).
	SWOT ANALYSIS



	STRENGTHS

Communication Skills. 
Persuasion Skill. 
Listening Skill.
Analytical Skill. 

	WEAKNESSES

Time-management Skill. 
Presentation Skill. 
Decision-making Skill. 
Teamwork Skills.



	OPPORTUNITIES

Time-management tools.
Mock presentations.
Tutorials and case studies (Claessens et al., 2007).
Collaborative projects and tasks.
	THREATS

Procrastination.
Decision fatigue (Chapman, 2012)
Conflict.
Stage fright.




[bookmark: _Toc121981875]Personal career action plan/development plan
	My professional career pathway is: 

	
Working as a sales representative to go my way up to become the head of sales for an organisation.


	What are my current strengths? 

	
My current strengths are Communication Skills, Persuasion Skills, Listening Skills and Analytical Skills.
 

	What are my achievements and areas of success since the beginning of the module/programme?

	

I have achieved a good understanding of professional career development through this module. The assessments in this module have helped me get engaged with a real-life situation through which I have been able to develop my interpersonal skills as well as identify my development plan. 


	In what areas do I need to develop? 

	
I need to develop my Time-management Skill, Presentation Skills, Decision-making Skills and Teamwork Skills to improve my workplace eligibility. 


	Why is it important to improve in these areas?

	 
Improving these skills will help me to become a better individual so that I can get picked up easily by employers.


	Who will help me? What resources will I need?  

	
I can use time-management tools, decision flow-chart and weight decision matrices, mock presentations and tutorials, and work on any group tasks and assignments. 


	What are the constraints/ barriers to achieving these key areas and how I will manage these– e.g. time, resources? 

	
The possible barriers could be procrastination, conflict with teammates, fatigue from excessive decision-making and fright from presenting effectively. 




	What further action do I need to take now? 
Actions to be taken – things to do, people to see. 

	
I can take the help of a counsellor or my teacher to guide me further and solve my problems (Zunker, 2015). 


	Time scale – by when

	
I want to achieve all the skills in six months’ time.





[bookmark: _Toc121981876]My short - medium – long term targets for the development of my own professional career plan (using SMART targets)


	Short-term plan (3 - 6 months)

	
Specific


	
I have to achieve the gap in skills for workplace eligibility. 

	Measurable 
	I must be able to achieve the skills and implement them in my personal and professional life. 

	
Agreed

	
I already have some skills that I have mastered and so I can master these as well. 

	
Realistic


	
I want to make myself more eligible, and so I want to use multiple resources for guaranteed success.

	
Time-Bound
	
I want to achieve this within 6 months.

	Medium-term plan (1-2 years)

	
Specific

	
I want to get promoted in my job. 

	
Measurable


	
I want to give my best performance and fulfil all requirements for a promotion. 

	
Agreed

	
I have previous experience in my current role, and this will help me to get promoted by working towards my goal.

	
Realistic


	
I want to get promoted to have a better stepping stone towards achieving a top role in my job. 

	
Time-Bound

	
I want to achieve this in 2 years. 

	Long-term plan (2-5 years)

	
Specific


	 
I want to complete my diploma in sales and marketing.

	
Measurable
	
I want to enrol in a reputed institution to complete my diploma in sales and marketing.

	
Agreed


	
Considering I have experience in this field, I want to achieve an additional degree in it. 

	

Realistic


	
I want to have a diploma degree as it will boost my career opportunities and fasten my promotions. 

	
Time-Bound

	
I want to achieve this in 5 years. 




[bookmark: _Toc121981877]Conclusion 
A large earning potential is rare in most professions, yet it exists in sales in plenty. I have a lot of room to learn and grow in my knowledge of sales. My interest was piqued since I had never done any form of role-playing before. I felt like I was at a serious job interview where I needed to make a good impression. Having had prior experience in a sales representative capacity, this role play helped me clarify my goals and think about how I would go about addressing them in an interview. If I want to keep getting better, I have to keep working hard and building the necessary Time-management skills, Presentation Skills, Decision-making Skills Teamwork skills. My long-term professional goals are to advance in my current position within two years and to earn a second degree within five years.
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The questions asked as an interviewer in the role play (A1)
1. What do you want to accomplish with the position for which you are applying?
2. Where did you receive the majority of your prior experience?
3. What gives you a reason to believe that you possess the skills essential to be successful in this role?
4. Where do you envision yourself being once you have finished all of the requirements for this role?
5. How do you differentiate yourself from the other applicants that have applied for this role?


















[bookmark: _Toc121981880]Appendix B

Application Form completed as an applicant for the role play (A1).

 Job application form

[bookmark: _kpr05n82n26c]
Application for [job title] – 

[bookmark: _zidixfu2h1to][bookmark: _Toc121981881]Your details

Name: Joselyn

[bookmark: _obvz8px9oj35][bookmark: _Toc121981882]Education and training

Please give details:

	University of Wales.


[bookmark: _qhulv5cexz75][bookmark: _Toc121981883]Qualifications
Please give details:

	Passed



[bookmark: _97j1ykgd1f2u][bookmark: _Toc121981884]Employment history
[bookmark: _itppkk92vaqm][bookmark: _Toc121981885]Your current or most recent employer

Name of employer: Davison Canners Ltd

Job title: Sales Representative

Length of time with employer: 6 Months

Reason for leaving: Aiming for a bigger company

Duties: 

	· Handling clients
· Fulfilling lead target 
· Seeking collaborators
· Bulk order seeking



[bookmark: _81dqi68kkna8][bookmark: _Toc121981886]Previous employers
Please tell us about other jobs you have done and about the skills you used or learned in those jobs.

	Before Davison Canners Ltd, I started working as a Sales Intern for Marshfield Bakery which is a small bakery shop that started business not so long ago. There I learned and had my first hand-on selling experiences. My job was to persuade the customers to try all the newest additions and the recommended items. I also learned about lead generation, target achieving there.  I successfully completed a significant number of sales in my time there which was only a three month period.


[bookmark: _2hk78iv0b9mh][bookmark: _Toc121981887]Supporting statement
Please tell us why you applied for this job and why you think you are the best person for the job.

	In addition to my prior experience in a similar position, which will help me develop further in this role, I am extremely confident in my capacity to pitch new products and deals to customers in a manner that will inspire them to purchase something. I also feel I have strong interpersonal and communication abilities. I can persuade others and speak in a manner that makes them feel more convinced. I can increase sales by actively connecting with consumers to better comprehend their demands. I feel I am equipped with the appropriate level of communication to establish a temporary rapport with consumers. I have quite a lot of enthusiasm for my age, and I am confident in my ability to devote the time and effort required to excel in this field. My objective is to outperform all other representatives, hence maintaining a competitive attitude.


[bookmark: _ojwn8qfpdqo4]
[bookmark: _l4j9qclj5v1t][bookmark: _Toc121981888]Right to work in the UK
Do you need a work permit to work in the UK? 
No

[bookmark: _t2k2hyav6xgs][bookmark: _Toc121981889]References
Please give the names and contact details of 2 people who we can ask to give you a reference. We may ask them before an employment offer is made. We will not ask your current employer until we get your permission. 
[bookmark: _w5ptqqnrjpr0][bookmark: _fimrf6f4wc5k][bookmark: _Toc121981890]Declaration
I confirm that to the best of my knowledge the information I have provided on this form is correct and I accept that providing deliberately false information could result in my dismissal.

Name: Joselyn

Signature:

Date:
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5 Questions from the Interviewer 
1. What do you want to accomplish with the position for which you are applying?
2. Where did you receive the majority of your prior experience?
3. What gives you a reason to believe that you possess the skills essential to be successful in this role?
4. Where do you envision yourself being once you have finished all of the requirements for this role?
5. How do you differentiate yourself from the other applicants that have applied for this role?


Interviewer: Good morning, and if I've understood well, you're here for the interview.
Applicant: Hello, Sir. I am, as you requested, present for the interview. How are things going for you?

Interviewer: I am doing quite well. You may get things started by providing me with some background information on yourself.
Applicant: I received my higher education from the University of Wales. If I want to be successful in my professional life, I need to choose a job that is challenging. I have a tremendous amount of passion for sports. Both camping and trekking are two of my favourite things to do. If I have a healthy work-life balance, I feel that I will be able to give the utmost commitment to the things that I am responsible for. I am energetic and I have the ability to work under pressure. I believe I am comfortable with working alongside different types of employees with a diversified mindset. I can tag along with people very easily which makes me a person that anyone can approach for any necessities. Soft skills are very important for someone like me who is very much interested in our job role that calls for most interactions.

Interviewer: It is beneficial to have this knowledge. What do you want to accomplish with the position for which you are applying?
Applicant: Because of the nature of my job as a sales representative, I will have the chance to interact with a large number of individuals. Having worked in a similar role in the past gave me a good foundation for understanding how the work is done. It is all about increasing sales by informing clients about various items and deals that are available. I feel that by taking on this task, I will be able to improve my presentation skills as well as my ability to comprehend the needs of other people.

Interviewer: Your goals are pretty easy to understand. Where did you receive the majority of your prior experience?
Applicant: Before this, I worked for a local supermarket retailer as a sales representative. Working there gave me the opportunity to interact with a large number of customers on a daily basis; these customers all have distinct tastes. My ability to communicate effectively has improved as a result of my ongoing interactions with all of these clients and my efforts to ensure that they have access to the products of their choice. And I feel that I can bring that expertise with me to this position to help me perform a better job.

Interviewer:  What gives you a reason to believe that you possess the skills essential to be successful in this role?


Applicant: In addition to my previous experience in a similar job, which will assist me in developing further into this capacity, I am highly confident in my ability to pitch new items and specials to clients in a way that will encourage them to make a purchase. I also believe I have good human and interactive skills.  I can persuade people and talk to them in a way that helps them to feel more convincing. I can push more sales by actively communicating with the consumers in order to understand their needs properly. I believe I have the right scale of communication which I can use to build up a temporary understanding between consumers and myself.  I have a lot of energy for someone of my age, and I feel that I am capable of providing the necessary devotion that will be necessary to succeed in this industry. My goal is to perform at a level that is superior to that of all other representatives, which allows me to maintain a competitive mindset. 

Interviewer: Where do you envision yourself being once you have finished all of the requirements for this role?
Applicant: If I'm successful in reaching all of the goals I set for myself as a sales representative, I hope to find a job as a sales manager pretty quickly after that. I anticipate there will be a lot of competition and difficulty, but the fact that this will be the case is what drives me to go for it with all of my abilities. And of course, I don't want to settle for a position like a sales manager. I want to develop the right set of leadership and gain the appropriate experience to put myself into a further position of head of sales or director of sales.

Interviewer:  How do you differentiate yourself from the other applicants that have applied for this role?
Applicant: I feel that my previous expertise in the same profession, together with my enthusiasm and devotion to customer engagement with the appropriate shop offers and promotions, will give me an advantage in this competition. I know there will be other eligible candidates with probably a similar set of skills but I do believe I have an edge in terms of my experience in a similar position. I believe I will be more comfortable with the initial work or guidance for my position.

Interviewer:  It is encouraging to see so much self-assurance. I'm rooting for you to obtain the job. It was a pleasure to finally meet you. Do you have any queries?
Applicant: Thank you very much, Sir. I do not have any inquiries for you, but I do look forward to hearing from you in the not-too-distant future.

Interviewer: You will be informed of this. Thank you.
Applicant: I'm pleased to meet you, Sir.

[bookmark: _GoBack]
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