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[bookmark: _Toc213260312]1. Introduction 
This personal reflection is a critical commentary on the overall experience of doing Task 1 related to the Developing Professional Skills module, which entailed the creation and presentation of a group pitch of three individual on A Day in the Life of a Sales manager in TEMU posters. Task 1 was mainly aimed at enhancing our knowledge on job roles in business and realizing a thorough knowledge on professional skills that could be applied in future employment through researching into essential roles in a new business. Our choice of the new business concept was TEMU, and to be as thorough as possible, we selected three different roles. My area of personal interest was that of a Sales Manager at TEMU. As a reflection of this process this will examine the start with team establishment and preliminary research process to the final poster graphic and presentation, critically assessing the professional skills acquired during the process and the strategic decisions that were made.
[bookmark: _Toc213260313]2. Reflection 
[bookmark: _Toc213260314]2.1 Team Formation, Role and Communication.
The first stage entailed group formation and creation of an efficient working formation. Our group, soon got beyond the first stages of development, which is the stage of Forming and, according to Tuckman, as a point of reference, we negotiated our own roles and company (Bury, 2025). Our group had three members, so each one of us made equal contribution to the final presentation. We used digital platforms such as WhatsApp and Discord to stay in touch with each other and to exchange research and drafts, which was especially important to coordinate our activities in a simulated professional environment (Tariq & Chen, 2024). Though first communication happened with ease, we had slight problems in the process of Storming where the stylistic consistency of the three dissimilar posters was an issue, and we needed to make a conscious effort of formation of our professional communication competencies to negotiate and delegate efficiently.
[bookmark: _Toc213260315]2.2 Research
The research part has played a significant role in achieving the objective of the assignment; to locate and analyze a position that is relatable in a new organization and gain a thorough insight of the required professional skills. I have selected a position of a Sales Manager at a company that was established not more than five years ago, TEMU. My investigations were dual, as I, first, performed literature research through the help of Google Scholar and Industry Reports and the Essential Reading List to gain knowledge on the theoretical requirements of a sales management job. Second, in order to get captured in the context of the practical A Day in the Life of a writer, I chose to network with industry professionals and research on particular job descriptions of TEMU or other e-commerce websites. The most important sources used where essential online sources/professionals/interviews as well as a look at their corporate structure. The study has identified the main tasks, duties and the technical capability that is necessary including data analysis, performance optimisation and strategy planning that became the framework of the poster material.
[bookmark: _Toc213260316]2.3 Idea/Creative Process
The content of the research was translated into a visual and informative poster in the creative process that proved to be performing very well. The justification of the key concepts and aspects was to display chronological, but digestible, overview of what the Sales Manager does on a day. I have sub-divided the day into individual, consecutive steps: Morning Check-in, Seller Acquisition, Seller Relationship Management, Lunch and Market Scan, Performance Optimization and Planning and Team Meeting (Becker, 2024). As an obvious form of presentation in the final poster, it fulfilled two functions: it provided the clarity to the audience and it directly explained the skills, responsibilities, and general tasks of the job. The visual theme was required, thus, to communicate the nature of the role as professional and time sensitive. I selected the visual images that had something to do with business meetings, business suits and time management (such as the hourglass and clock) so that it would visually fit the theme of a high-pressure corporate Sales Manager.
[bookmark: _Toc213260317]2.4 Poster Design Process
To make the design and the technical implementation, I have applied Canva as the professional standard software outlined in the brief. This option was conscious in order to find creative projects via digital and graphical demonstration. Design process was a practical use of the basic graphic designing skills. The colour scheme and font material used were also in tandem with the professional atmosphere of a Sales Manager. To illustrate, deep blues and whites were used to send the message of trustworthiness and corporate professionalism. Visual metaphors, including data graphics and charts, were important to emphasize the analytical element of the position, such as the possibility to analyze sales data and check conversion rates. The acquired technical competence was on the use of the design hierarchy and visual flow to take the reader through the day in a smooth flow. This was accompanied with the division of the information with numbers and corresponding icons making the job as dense as it was readable at a glance.
[bookmark: _Toc213260318]2.5 Poster Presentation
The group presentation was the last stage. Based on the instructions, the members of the group, including me, played equal roles and read their respective posters within two to three minutes. I have made my presentation centered on explaining the main skills and duties that are illustrated in the poster and indicating the sources of research that have informed my presentation. The problem was to follow the time issue carefully and provide an effective, professional and clear pitch. This assignment forced us to strive in the full implementation of the learning outcome that is the Integrate/Professional Development where we were expected to have the capability of expressing oneself in an effective and professional way.
[bookmark: _Toc213260319]3. Conclusion 
Completing the Task 1 was a very enriching experience, which managed to meet the learning outcomes of the module. It required building background professional skills, the first one being teamwork and communication, facilitated via well-organized group work, and the second one, critical thinking and self-reflection, which were prompted by comprehensive research and explanations of the material of the selected role. One of the most important lessons was that there was a necessity to connect the theoretic material with the practical one via visual communication. The acquired technical skills in the software of visual design (Canva) and the experience of the professional pitching.
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