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TASK 1: COMPARISON OF JOB ADVERTS
Overview of Selected Profession
The Car Sales Executive profession involves selling vehicles, advising customers, and meeting performance targets. This role aligns with my long-term goal of developing expertise in the automotive industry before establishing a future car-trading business.
Summary of the Four Job Adverts
	Advert 1
	Franchised dealership role requiring customer greeting, vehicle presentation, and achievement of monthly sales targets; customer-service experience preferred.

	Advert 2
	Used-car dealership emphasising negotiation, accurate valuations, and product knowledge; experience desirable but not essential

	Advert 3
	Premium brand dealership focusing on professionalism, detailed brand understanding, and high-quality customer care.

	Advert 4
	Multi-site dealership highlighting lead generation, test drives, digital enquiry handling, and meeting KPIs.



Key Skills and Knowledge Identified
Among the most important ones are customer-service excellence that is required in the creation of positive buying experiences and brand reputation. Presentation of features of the vehicle and understanding customer needs are emphasized as communication skills, which is considered due to the results of the findings that a highly communicative background is one of the key elements of the service-sector employability (Kolade et al., 2022). The skills in negotiation are the core of sales and gaining trust upon clients. Literature on the importance of organizational skills as central employability competencies is relevant to time management to arrange appointments and test drives, and administrative duties (Hölttä, 2022). This is a technical job as automotive product knowledge such as the features of the models and finance option are common. The knowledge of sales goals and KPIs is the indicator of commercial orientation of dealerships, which is in line with the research findings that the significance of performance indicators in the sales setting is rather high (Lu et al., 2022).
Common Skills Across Adverts
All adverts consistently demand communication, customer service, negotiation, time management, and product knowledge, demonstrating their collective importance for achieving sales performance and maintaining customer satisfaction within competitive automotive markets. My valeting experience and business studies provide transferable skills relevant to these expectations.
TASK 2: SELF-ASSESSMENT AND EVIDENCE OF READINESS
Introduction to Self-Assessment Tools 
SWOT analysis is a systematic diagnostic instrument that can be utilized to understand the internal strengths and weaknesses, external opportunities and threats that can be used to make evidence-based career planning. It has been found that systematic self-assessment is a proven way of improving employability by defining gaps in capabilities and providing focused developmental plans (Cruz and Cruz, 2023). It is relevant in that it fosters reflective decision-making and personal competencies in relation to labour-market expectations.
SWOT Analysis
	Strengths
	Weaknesses

	My strong points are good cooperation in the performance of the valeting duties, good communication with other workers and managers, and regularity in my punctuality that made me meet the daily goals. I am very driven and ambitious and this motivates the constant improvement. Solution-finding was also evident in how to resolve unforeseen valeting problems, so that the customer was not disturbed. These advantages are a solid stepping stone towards an automotive sales-related position.
	My weaknesses consist of the fact that I do not have direct experience in sales facing customers and this limits my confidence in using persuasive communication strategies. I am also yet to hone negotiation skills that would enable me to seal deals. My business ownership knowledge is still basic since I am still in my degree course and have not had any experience in entrepreneurship. These are weaknesses which explain why there should be a systematic development of skills.

	Opportunities
	Threats

	Key opportunities include engaging with Business and Management modules that develop commercial awareness and organizational understanding. The chronicity of exposure to the automotive environment gives an insight into how the dealership works. Potential placements may provide the customer facing experience that will facilitate the sales advancement. My long-term goal of building a car-trading business also opens additional prospects of entrepreneurial learning and strategic growth in an already known sector.
	Significant threats arise from the competitive nature of automotive sales, where employers increasingly expect prior sales experience. Negotiation and customer-handling skills should be enhanced to be able to stay employed. The fluctuations in the economy may decrease the expenditure of consumers on vehicles, restricting the entry-level opportunities. Combining the university education and upskilling needs puts an extra burden, which may impede the career growth in case the time is not properly managed.




Evidence of Employability Readiness
My preparedness in employability is manifested in my practice and academic experiences that manifest identified dimensions of employability such as teamwork, problem-solving and self-management (Cheng et al., 2022). As a valeting, I always worked with my colleagues on daily targets and was reliable and responsible, but was able to exercise quality. A time pressure of controlling several vehicles made me more organizational and underlined the need to prioritize tasks. Limited interactions with customers facilitated consumer-based interactions, which led to the establishment of a clear workplace communication that would help in building confidence when interacting with different people. Business and Management modules, I have learned also contribute to my desire in commercial cognitions especially in marketing, organizational behaviour and operations processes. Evaluated group work has also helped me be a good contributor to the group objectives and reflect on performance to establish what I would do differently. My motivation to transition to automotive sales can be seen as a proactive focus in accordance with employability theory, which focuses on ongoing learning and flexibility as central sources of labour-market resilience.
Reflective Interpretation
SWOT shows that my background skills are good, but I need specific training in negotiating, interacting with customers and gaining commercial confidence to achieve success in automotive sales. Sealing these gaps with organized education and experience in the industry will reinforce my preparedness to advance and sustain long-term goals of car-trading entrepreneurship.
TASK 3: GOALS AND PERSONAL DEVELOPMENT PLAN
Linking SWOT Findings to Career Goals
My SWOT highlights weaknesses in negotiation, customer engagement, and entrepreneurial knowledge, while opportunities arise from academic learning and industry exposure. These findings shape my immediate and future goals, ensuring they respond to identified development needs. Research shows development pathways are most effective when linked directly to diagnostic insights (Goh et al., 2024).
	Short-Term Career Goals
	Long-Term Career Goals

	My short-term objectives are aimed at establishing the background sales. First, I will get organized customer-facing experience in the setting of my current dealership. Having experienced customers also improves adaptability and intensifies service competence that is essential in commercial performance in a sales environment (King et al., 2021). Second, I will undertake short sales-techniques and customer-service-practice courses. It is demonstrated that persuasive communication and pressure decision-making are supported by targeted micro-learning (Hamadneh et al., 2024). Third, I would like to improve the negotiation skills with the help of university-based real-life simulations, as experiential learning improves the confidence and behavioral performance in role-play situations greatly (Taneja et al., 2022). Lastly, I will absorb other pertinent Business and Management modules material to broaden my commercial knowledge, especially in the area of marketing, consumer decision making and operation processes. This scholarly background supports discriminatory opinion when handling the customers and my ability to draw parallels among the product attributes and the customer needs. All these goals address the competency shortcomings in the short run and present the required basis to make a transition to a Car Sales Executive job.
	My career objectives will be to achieve progressive growth and entrepreneurial preparedness. First, I will progress into a full car sales executive job, as professional sales jobs create high-end commercial cognizance and customer-relationship management, and these are at the core of the employability in dynamic markets (Glaveli et al., 2023). Second, my goal is to ensure that I am an all-knowing product in terms of new technologies in the automotive market because the expertise of a specialist enhances customer loyalty and higher rates of sales. Third, I will seek an established degree in sales or automotive management. Studies show that formal certification increases credibility, improves labour-market positioning and makes the individual prepared to take up leadership and entrepreneurial positions (Andriamahery and Qamruzzaman, 2022). Lastly, I will embark on developing a long-term business strategy of a future car-trading business based on supply chain, regulatory frameworks, and competition pressures analysis. This will be prepared upfront that will streamline my decision making and minimize start-up risk. Combined, these goals are indications of my wish to integrate the experience in the industry, as well as various business projects of mine.



Detailed Personal Development Plan
	Development Area
	Actions
	Timeline
	Required Resources
	Measurement of Progress

	Customer-facing experience
	Assist sales staff, handle enquiries
	Six months
	Supervisor guidance
	Customer-interaction logs

	Negotiation skills
	Attend workshops, practice weekly role-plays
	Eight months
	University simulations
	Performance rubrics

	Business knowledge
	Complete entrepreneurship module, research regulations
	Twelve months
	Academic materials
	Assessment outcomes

	Communication confidence
	Deliver presentations, seek feedback
	Ten months
	Peer review tools
	Presentation scores


This PDP is based on the accepted developmental principles that focus on the particular objectives, repetitive introspection, and quantifiable results (King et al., 2021). It directly addresses the areas of weakness noted in my SWOT and incorporates systematic academic and occupational learning to help me sustain growth into higher-level sales jobs and entrepreneurial practice in the future. Career progression is enhanced in the PDP through formal development, making learning and practice congruent, and facilitates continuous competency acquisition to future automotive and entrepreneurial achievement.
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