     

LCLM4005-ECD-Assessment 2- June2026 – REFLECTIVE ESSAY
Task 1,2 & 3 Preparation : Job Advert 1 & 2 .

	Job Advert: 001
	Job Advert: 002

	
  Retail Sales Assistant- job post
ESO LONDON
Canary Wharf E14 9XL
£13.15 an hour - Permanent, Full-time, Apprenticeship
Full job description
Are you an enthusiastic and driven individual looking to kickstart a rewarding career in sales?
ESO London is a growing sales and marketing company based in East London and we are expanding our team and seeking motivated Sales Representatives to join our fast-paced and fun sales environment. No sales experience? No problem! We provide full training and ongoing mentorship, making this an ideal opportunity for anyone eager to grow in the sales industry or build long lasting skills.
If you’ve worked in retail, hospitality, customer service, marketing or travel, you’ll already have the people skills that will help you excel even faster.
What We Offer
· Long service awards - includes extra holidays, cash bonuses, gifts
· Paid holidays and travel bonuses
· UK and European travel opportunities as the company expands
· Events & Networking: Take part in optional company events across London and around the world throughout the year.
· Clothing vouchers and lifestyle rewards
· Shopping discounts at over 30,000 retailers
· Networking and conference opportunities
· Clear progression into leadership, training and management roles
About the Role
· Professionally represent company values through high-quality, confident face-to-face interactions.
· Communicating clearly to customers to provided excellent service
· Working as part of a team to achieve daily targets and goals
· Attending daily structured training, coaching and development sessions
· Brand Representation: Deliver exceptional service and product knowledge at various in-person sales events across the whole of the UK
Who This Role Suits:
We are looking for individuals who:
· Are confident speaking to new people daily
· Thrive in target-driven environments
· Want structured progression opportunities
· Are dependable and self-motivated
· Value personal growth and skill development
Experience is helpful but not essential — full training is provided.

What You Can Expect
· Structured onboarding and daily coaching
· Transparent progression pathways into leadership roles
· Travel opportunities!
· Exposure to networking and development events

	
Weekend - Sales Assistant- job post
WHSmith Travel
3.13.1 out of 5 stars
International Way, London E20 1YY (Part-time)
Job details  : Here’s how the job details align with your profile.
Job type      : Part-time
Shift and schedule
· Weekend availability
· Every weekend 
Location  Estimated commute
Job address :   International Way, London E20 1YY
Benefits        :   Pulled from the full job description
· Annual leave
· Employee discount
· Employee assistance programme
· Company pension
· Cycle to work scheme
Full job description
As a Sales Assistant you’ll provide exceptional customer service and work independently or as part of a team to deliver our fantastic store standards. We want you, our customers, and our colleagues to be proud to share their journey with us.
What being a Sales Assistant is all about:
· Delivering an exceptional customer service to all our customers.
· Carrying out stock replenishment, ensuring all areas of the store remain tidy and inviting for our customers to shop.
· Meeting high standards of display and visual merchandising helping customers find what they're looking for easily.
· Being part of a team and supporting colleagues.

What our Stores would love to see:
· A passion for customers having an exceptional experience in store.
· Confident in communicating within the team.
· Motivated to achieve fantastic results and standards.
· Adaptable to meet company requirements and goals.

How we reward our teams:
We know you’ll work hard to make WHSmith a success and keep our customers happy, so as well as your salary, pension scheme, cycle to work scheme, paid annual leave and employee discounts, we’ll reward you with a range of deals from retail partners that will help you save money and make memories, whether a delicious meal, an adventurous day out, or tickets to see the latest blockbuster.

WHSmith are proud to be an inclusive employer, we want our colleagues to feel welcome, and free to be themselves with us.
PLEASE NOTE THIS VACANCY IS FOR WEEKED. YOU WILL BE REQUIRED TO WORK SATURDAY AND SUNDAY.




TASK 1 : LCLM4005 Assessment two [Job Advert Comparison] 
A) Job Advert Comparison & Analysis:
This task compares two current entry level vacancies in London’s customer facing Area (Sales Assistant):
· Advert 1: Retail Sales Assistant at ESO London (Canary Wharf, London) – Full-time, Permanent/Apprenticeship. 
· Advert 2: Weekend Sales Assistant at WHSmith Travel (International Way, London) – Part-time, Weekend. 

B) Comparison of Key Skills & Knowledge Required
	Skills
	Job advert 1

	Job advert 2

	Similarities 

	1:



	Face-to-face communication & sales
	Exceptional customer service
	Verbal Communication

	2:



	Teamwork to hit daily sales targets
	Visual merchandising & stock display
	Teamwork & Collaboration

	3:

	Active engagement with new people
	Team collaboration & colleague support
	Adaptability & Drive

	4.


	Self-motivation and resilience
	Adaptability to store requirements
	Cooperation & Learning


                                                  
	Knowledge 
	Job advert 1

	Job advert 2

	Similarities 

	1:



	Product & brand knowledge for sales events
	Visual merchandising & display standards
	Customer Service Principles

	2:



	Understanding sales targets and Key Performance Indicators
	Stock replenishment & inventory routines
	Retail Store Standards

	3:


	Basic business & customer service concepts
	Store safety and retail operations
	Product Awareness


 
C) Analysis of Shared Skill: Verbal Communication
Q : Why is Verbal Communication Vital in the Customer-Facing Profession?
Ans : Across both job descriptions, verbal communication is highlighted as a fundamental requirement. 
In customer-facing roles, clear verbal communication fulfils three vital operational needs:
1. Building Immediate Trust & Rapport: At ESO London, sales representatives interact with prospective clients face-to-face daily. Clear, confident, and polite spoken language allows the representative to explain product features effectively and answer questions quickly. 
2. De-escalating Customer Concerns: In fast-paced retail environments like WHSmith Travel (located at busy transit hubs), customers often feel stressed or rushed. Strong verbal communication skills made staff to listen actively, show empathy, and offer accurate solutions. 
3. Internal Team Coordination: Both roles require staff to work collaboratively as part of a team. Effective communication ensures smooth handover of shifts, clear picture of target updates, and better cooperative problem-solving on the shop floor. 
Without strong verbal communication, customer satisfaction drops, miscommunication increases, and daily team sales targets cannot be met consistently.


TASK 2 : LCLM4005 Reflective Self-Assessment (SWOT Analysis) 
Using a structured framework modelled after core career management techniques, this reflective self-assessment align current operational capabilities and future development avenues within the retail sales sector. 

A. PERSONAL SWOT ANALYSIS MATRIX 
	Strengths
	Weaknesses

	* Strong academic foundation in collaborative research.
* Solid face-to-face interpersonal communication skills.
* Consistent positive peer/mentor feedback regarding dependability.

	* Limited formal familiarity with fast-paced commercial targets.
* Anxious disposition when presenting visual or data reports to large groups.
* Tendency to slip into a passive 'Reflector' style when quick action is needed.

	Opportunities
	Threats

	* Availability of specialized corporate sales training programs.

* Rising industry demands for omnichannel and digital retail skills.

* Structured network-building events via local professional bodies.
	* Intense external graduate job market competition in urban centres.
* Rapid shifts in workforce legislation affecting flexible worker rights.
* Macroeconomic downturns tightening commercial business metrics.



B) Evaluation of Employability Readiness & Capabilities
A. Strengths and Employability Readiness
My readiness for employment in a customer-focused role is grounded in strong academic results, direct experience, and consistent positive feedback: 
· Academic Achievements: Throughout my university degree, I consistently earned good marks on group assignments. Academic tutors praised my ability to organize tasks, synthesize information, and submit well-structured coursework on schedule. 
· Work & Extracurricular Experience: Participating in university societies and community volunteering helped me build strong interpersonal skills. Interacting daily with people from diverse backgrounds built my confidence in initiating conversations—a key requirement for the ESO London role. 
· Team & Manager Feedback: Manager have highlighted my reliability, ethical attitude, and active listening skills. Peers frequently select me to coordinate team communication because I stay calm, organized, and approachable. 
B. Weaknesses and Areas for Development
To achieve long-term career growth, I must address three main weaknesses: 
1. Lack of Target-Driven Work Experience: While I manage standard academic workloads well, I have not yet worked under strict hourly retail sales quotas or fast-paced performance metrics. 
2. Public Speaking and Presentation Anxiety: In line with Gibbs' (1988) reflective framework, evaluating past presentation tasks reveals significant nervousness, visible shaking, and hesitation when speaking to large groups or formal panels. This anxiety limits my ability to lead meetings or pitch ideas confidently. 
3. Over reliance on a 'Reflector' Style: Based on Honey & Mumford’s learning styles, I naturally favour a Reflector approach—observing and analysing carefully before acting. While this improves accuracy, it can slow down quick decision-making in fast-moving commercial settings. 
C. Opportunities for Growth
· Employer Training: Entry-level positions like ESO London offer daily 1-1 coaching, structured onboarding, and clear progression routes into leadership. 
· Free Online Learning & CPD: Platforms like Reed Learning, Skills for Careers, and the PWC Employability Hub offer short self-paced modules in presentation skills, business communication, and commercial awareness. 
D. External Threats to Manage
· Job Market Competition: Standing out in London requires continuous self-improvement, professional networking (e.g., via LinkedIn), and maintaining an up-to-date Personal Development Plan (PDP).

TASK 3 : LCLM4005 CAREER GOALS & PERSONAL DEVELOPMENT PLAN (PDP)

Employment Goals and Strategic Alignment
· Short-Term Goal: Within the next 12 months, secure a progressive Retail Sales role and complete an internal corporate training scheme in target-driven customer negotiation. 
· Long-Term Goal: Within 3 to 5 years, advance into a Senior Brand Representative or Team Leadership position, taking direct responsibility for regional retail store performance and peer mentorship. 
These goals are important for overcoming my identified weakness in handling high-pressure commercial environments. By focusing on target execution early on, I align my day-to-day work with my long-term goal of moving into leadership, transforming a passive observer mindset into proactive, results-oriented action. 
Personal Development Plan (PDP)
To systematically address the weaknesses identified in Task 2, the following structured actions will be implemented:
	Identified Weakness
	Specific Actions & Resources Needed
	Timeline
	Measurement of Success

	Target-Driven Inexperience
	Complete the online PwC Early Careers Employability Hub training modules. Read professional retail journals to track industry KPIs. 
	Next 3 months
	Successful completion of digital badges and certificates in commercial acumen (FIELD).

	Presentation Anxiety
	Register for and attend the University Presentation Skills Workshop. Request a trusted peer to critique practice delivery sessions. 
	Next 6 months
	Ability to deliver a 10-minute retail strategy pitch without visible signs of anxiety. 

	Passive Learning Bias
	Join a local professional body (e.g., CIPD/Institute of Sales). Establish a formal mentor relationship outside my direct line of management. 
	Next 9 months
	Maintaining a reflective CPD log detailing at least 3 active networking interactions per quarter. 
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