                                        REFLECTIVE ESSAY 


TASK 1: Compare Job Adverts 

The following are the four job adverts 

1)Business Development Manager ( skywave communications) remote role
2)Business development  Manager ( Harrow / Uxbridge )
3) Business Development manager (AGI Global logistics ) remote role
4)Business Development Manager – Builders Merchant 

The four above job adverts for the role of  Business Development Manager.

Most employers recruiting for Business Development Manager positions seek a combination of commercial, strategic, and interpersonal skills that directly align with a background in business expansion, sales, and strategic partnerships.
 A core requirement proven revenue generation and sales capability. Employers value candidates who can identify new opportunities, convert leads into profitable contracts, and consistently meet or exceed growth targets. Experience in managing full sales cycles, from prospecting to closing, is therefore essential.

Another key skill is strategic market expansion. Employers look for individuals who can assess new markets, analyse customer demand, and develop entry strategies that support sustainable growth. A history of business expansion demonstrates the ability to operate in unfamiliar or competitive environments while adapting offerings to local market needs.

Strategic partnership development is also highly valued. Business Development Managers are expected to identify, negotiate, and manage partnerships that create long-term value. This requires strong relationship management, stakeholder engagement, and contract negotiation skills, particularly when working with senior decision-makers or international partners.

Strong communication and influence skills are critical, as the role involves presenting value propositions, leading negotiations, and collaborating cross-functionally with marketing, finance, and operations teams. Employers also expect analytical and commercial awareness, including the ability to interpret sales data, monitor performance, and make informed decisions.

Finally, adaptability and resilience are frequently highlighted. Employers seek Business Development Managers who can respond effectively to market changes, manage risk, and maintain momentum under pressure. Overall, a background in business expansion, sales, and strategic partnerships closely aligns with employer expectations for this role.



 The adverts were drawn from organisations with professional services sectors and showed a high level of consistency in employer expectation.

TASK 2: Self-Assessment and Evidence of Readiness 

Self-Assessment (SWOT Analysis)

Strengths:
My key strengths include experience in global market expansion, strong stakeholder communication skills, and the ability to remain resilient under pressure. I am confident in problem-solving and decision-making within commercial and event-driven environments, all this I have actually had the first-hand experience in some of the circumstances where I had to do it practically which made me a better , experienced person .

Weaknesses:
Areas for development include improving advanced financial analysis skills and better workload prioritisation when managing multiple responsibilities simultaneously, this can be a setback if not properly managed.

Opportunities:
There are opportunities for further professional development through leadership training, financial management courses, and expanding my professional network within the events and business development sectors, the reason why I enrolled in Level 4 Higher Cert in Business skills was to get the opportunity to advance my pathway to PDP and looking forward to advance all the way to level 7.

Threats:
Ongoing threats include high industry competition and economic uncertainty, which can impact sponsorship investment and delegate attendance, this is highly unpredictable since market needs at times may suddenly change.




Reflective Example – will use Gibbs’ Reflective Cycle to demonstrate this .

Description:
While working at CICL UK, we usually have Key sponsors who would support the event through monetary allocations and in return the company would give them audience to pitch their products and services to the delegates. On this occasion, while we were three weeks to event happening, a key event sponsor withdrew at the last minute, this was without warning and they explained their approvals for funds allocation was not approved on time. This created a significant revenue shortfall, and it was shortly before the event.

Feelings:
I initially felt concerned about the financial impact and potential reputational risk, which meant this would mean we would easily loose future business. I felt let down and frustrated. However, I quickly adopted a solution-focused mindset to address the situation.

Evaluation:
A positive outcome was the team’s rapid response, introducing discounted delegate ticket sales to generate revenue. A negative outcome was the reduced profit margin and increased pressure on the sales team, we needed to review the budget allocation on the digital media and boosted the delegate tickets .

Analysis:
This situation highlighted the risks of relying heavily on a single sponsor and the importance of contingency planning. The team’s adaptability and collaboration helped minimise financial loss.

Conclusion:
I learned the importance of securing diversified sponsorship streams and proactively managing risk in event planning, also made the conclusion each sponsor would have a 6-week deadline date to have paid the sponsorship fees in order to avert similar scenarios.

Action Plan:
In future, I will ensure multiple sponsors are secured earlier and develop contingency revenue strategies well in advance of events, we shall also ensure we have a  strict deadline for when your eligible to have made payment for the company to be a key sponsor for an event. We also learnt we should reduce the cost of delegates tickets and increase the number of delegates in attendance to mitigate such circumstances.



Evidence of Readiness for Employability

My readiness for employability is demonstrated through practical experience in global market expansion, managing commercial challenges at CICL UK, and applying strategic problem-solving in real-world situations. Feedback from peers and mentors consistently highlights my leadership, adaptability, and commercial awareness. These qualities, combined with academic achievement and continuous professional development, demonstrate strong preparedness for career progression.




TASK 3: Employment Goals and Personal Development Plan 

Employment Goals

Short-Term Goals:
My short-term goal is to strengthen my financial analysis and data-driven decision-making skills to improve budgeting, forecasting, and profitability assessments. I also aim to enhance workload prioritisation to increase efficiency and reduce operational pressure.

Long-Term Goals:
My long-term goal is to progress into a senior leadership role, such as Head of Events or Director of Business Development, where I can contribute to strategic growth, lead international expansion initiatives, and mentor teams. These goals align with my career aspiration to drive sustainable business growth.




Personal Development Plan

To address the weaknesses identified in my SWOT analysis, I will undertake a structured personal development plan, structured as follows:



Strengths

Strength 1: Experience in Global Market Expansion
I will leverage my experience in global market expansion to pursue roles that involve international sales and strategic partnerships. This strength will be used to gain exposure to complex markets, enabling me to apply structured data analysis tools to real-world commercial decisions, thereby supporting the development of my advanced analytical skills.

Strength 2: Strong Communication and Negotiation Skills
My ability to communicate effectively with diverse stakeholders will be used to improve delegation and leadership capability. By clearly assigning responsibilities and expectations, I will reduce workload pressure and enhance team performance, directly addressing my weakness in workload management.

Weaknesses

Weakness 1: Limited Advanced Data Analytics Skills
To address this weakness, I will undertake professional training in CRM analytics and sales forecasting tools. I will apply these skills in live projects to strengthen evidence-based decision-making and improve sales performance monitoring.

Weakness 2: Delegation and Workload Management Under Pressure
I will consciously adopt structured delegation frameworks and project planning tools. Regular feedback from colleagues and mentors will be used to monitor progress and improve leadership effectiveness.

Opportunities

Opportunity 1: Growing Demand for International Business Development Professionals
I will target roles and projects that value international experience, allowing me to combine my global exposure with newly developed analytical and leadership skills. This will accelerate career progression toward senior commercial roles.

Opportunity 2: Access to Professional Development and Leadership Training
I will actively engage in leadership development programmes and mentoring opportunities. These will support my ability to manage teams effectively and make strategic decisions, reinforcing long-term career goals.

Threats

Threat 1: Rapid Technological Change in Sales and CRM Systems
I will treat this threat as a driver for continuous learning by regularly updating my technical skills. This proactive approach will ensure ongoing relevance and strengthen my analytical competence.

Threat 2: Highly Competitive Job Market
To mitigate this threat, I will differentiate myself by combining international business experience with advanced data-driven sales capabilities. Continuous skills development and performance measurement will enhance my employability and career resilience.

Conclusion

By strategically using my strengths and opportunities while addressing weaknesses and mitigating threats, this PDP provides a structured pathway for continuous professional development. This approach ensures sustained employability and progression toward senior leadership roles in business development and sales management .















