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[bookmark: _Toc133719540]Introduction 
In the job market, at present time in the Uk sales are the core of the business to fulfill its goal and vision. And to make sure the sales can function the sales executive make sure all the necessary steps are done properly. So the sales executive has an important role in the business to make sure the sales strategy is perfectly done. In the UK sales executives promote products and services to clients along with high-skill negotiating contracts to maximize profits. In the market, sales are listed as the most social profession that a person can choose to make sure which is mean great field for growing the professional network (Anderson, 2018). In the UK sales executives has the main responsibility sell products to known or new many customers or services. Doing a job as a sales executive a person can access and learn the key contact between a business and its clients. Choosing the job as a sales executive can make a person understand the role of how to be fast-paced and complex. A sales executive must make sure the profit is gained from the business. As sales executives, their main focus is to make sure the management to make sure bullying and selling along with getting everything set up correctly.


[bookmark: _Toc133719541]Personal skills
The present market of the UK is very unpredictable and competitive compared to the other aspect of the job carrier. Especially the job of a sales executive is more challenging than any job related to sales. So to make sure that I got the job on this side I must have some skill and strength to make sure I can surpass the other candidates for this job. And for that, I will be using GIBBS reflective cycle to describe the facts;
The GIBBS model has 6 steps in the reflection plan:

Personal skills can be judged based on the Feeling view of point as it’s a person's opinion of the perspective view.
In the job of the sales executive, a person needs to think about the feeling in the company's position. In terms of a job in sales one need to see the feeling of how other think about the person or what would be the expression in the situation in a problem has been created or how the problem will be affected by the person's mood and as well need to know the way to divide to work between the assignments so one can be sure about the completion (Griffiths, 2021). In the case of leaving unfinished work the guilty feelings along with any remorse for not having the skill.
Knowledge of the market: Having a clear understanding of the current market scenario is a must skill for the sales executive (Stone, 2020). Having to find out about the market condition in real-time will be a strong skill for the sales executive job at Panasonic. Because it can help to understand the customer's need or reason for the dissatisfaction with the selected product and try to understand why it happened.
Self-Awareness: self-awareness is a most personal skill that a sales executive must have to carry or move on the time of difficulties (Harrison, 2019). Sales executives need to work in a hybrid schedule to maintain different parts of the same or other departments. Many professional sales executives may need to meet many difficult clients to sort out the steps they needed to be done.
Persuasiveness: A beneficial part of the talent in the sales executive job. In the field, a sales executive needed to use many persuasive skills to convince business to business or business to the client (Rustenburg and Steenbeek, 2019). As a sales executive, I have some understanding of the knowledge of persuasiveness from doing some part-time job for part-time jobs in the related sector
Management: Working in teams is a major skill for the sales executive. The managerial skills are to make sure the people can tarins the staff members (Jackson, 2021), if it is needed middle-level management might also can be the barraging or monitoring the section from time to time, I have few experiences in the managerial as to work in the volunteer job at communication tower, so It can be amazing strength for my chances to them to overcome problems.


[bookmark: _Toc133719542]Gaps in the skills
In the GIBBS model evaluation is needed to make sure what to have or what to not. After having some experience what steps did go wrong or what skill is lagging me as a sales executive? So after some close evaluation on some trial premises, I have found some weaknesses and some aspects that I need to overcome to make sure I can get the job position as the sales executive in the desired company I wish to be required. 
Business knowledge: In the job of the sales executive a person must have not only the knowledge of one aspect or one side of the market it also needs other general knowledge of business around the market which has comparability or sustainability in the market (McKay, 2022). I have less experience in other sales markets Panasonic has a different part of the company related to other non-electric companies for directly supplying its product which I do not know those providing companies. This weakness needs to be adjusted for better aspects of the job.
Joint Collaboration skill:  Collaboration is an important skill in the sales executive job in any company. With the help of these skills, a sales executive must find the problem that might cause the sales profit or achieve or solve major workload underrating the working process of the skill of collaboration in must (Rustenburg and Steenbeek, 2019). As I have less experience in this skill I must overcome these weaknesses to get the job as the sales executive at Panasonic company.
Communication skill: In the role of sales analyst having strong communication inside the company or outside the company with the customer is mandatory (Moore, 2018). But the problem is I have an understanding of the communication between employers but little understanding of how to communicate with customers. Because a sales executive communicating without a customer or other business partner is a must to do, so I have to overcome this weakness as soon as possible. 
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I will make a career action plan that will help me to overcome the weaknesses and problems that I found in my analysis according to the steps the analysis reflection of the GLBB plan and overcome the shortcoming of skill in the sales executive post
	Weaknesses must be overcome
	Rank
(1-5)
	Approaches for solving and improving limitations
	
	Time

	Lack of business knowledge
	3
	Improve the knowledge about other business sectors and the ability to understand the basic concepts of that business which can create effects on the sales side of the business company (Powell, 2021). As I had never done this job before so as a first-timer in the position of sales executive need to have more knowledge about the other competitive business. 
	
	2 months
(15 March- 2023 to
15 June- 2023)  

	Lack of Collaboration skill
	2
	To improve my collaboration skill first I need to take some clear and realistic strategies, Then I will try to communicate my intentions (Stewart, 2020). To improve the situation I should also make the habit of listening to others and trying to compromise. I should be open-minded to enhance my collaboration skills also. Overcoming organizational challenges and solving problems will be also key strategies for me. 
	
	1 month
(15 March- 2023 to
15 April- 2023)  

	Lack of Communication skills
	4
	To improve my communication skill first I will make the habit of active listening. Because listening is the prerequisite of effective communication. Focusing on nonverbal communication will be also a key strategy of mine in this case. I will practice public speaking also to improve my communication skill. 
	
	4 months
(15 March- 2023 to
15 August- 2023)  
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Description: Working as a sales executive I have some knowledge that I learn in the early stages assisting the sales and having close observations of every step of the market but after observing the work and understanding the method of sales when I was given the chance to it alone  I was very nervous and was not able to the job correctly and had given lots of error on the performance.

Feelings: When the job was given as a trial or training rookie just to see what I was capable of the work nervous on the spot create of mistakes and the feeling was very embarrassed but my skill in the field was the self-motivation which help me to move forward even it is a mistake or the work is not right but learning from mistakes or how the others are reaching to potential places will make me more stringer in personally so the work in the original field might be different but without having patience or having the way to adapt will only make is impossible to reach the career goal.
Evaluation: In the practical field it was easy to find out the weakness I was showing in the field of sales executive. As a first time in the sales executive position, I have not done much work in the companies as teamwork or any collaboration skills. These skills are needed to achieve if a person wishes to proceed with succus in their mind (Adeani and Febriani, 2020). But without accepting my weakness and overcoming the problems will not be able to stay in the long run in the sales executive career path.
Analysis and Action Plan: Solving the problem with personal skill as the sales executive job is a very compulsory step and for that (Brooks, 2016), an analysis need to be done on what to do and a crate of hardcore action plan to solve those problems. The analysis of every weakness like communication skills or collaboration skills cannot be overcome by night, as the sales executive first is to find out the way it can be solved how long will it take to overcome it, or how to make sure it is done in the right way. The timeline of making it as early as possible is more beneficial for the career future. 


[bookmark: _Toc133719545]Conclusion 
In this competitive job market of the UK getting a desired job is not easy for any novice fresh graduates, especially in the line of sales executive which is a complex role in the job carrier. To make sure to get a job as a sales executive a person must have strong skills and knowledge about the sales condition in the UK. Using the GIBB model I was able to find my strength and weakness in the sales executive portion and also the way I need to make myself more eligible for the spot to make sure reach the peak of my carrier in the sales market on any companies in the future. My strong market knowledge and ability to solve problems in challenging environments will make me a suitable strong candidate for the job. As soon I overcome the weakness and problems in my analysis for this job I can get the job role as the executive in the company I applied for a permanent position.


[bookmark: _Toc133719546]Reference 
Adeani, I. and Febriani, S. (2020) “Using Gibbs� reflective cycle in making reflections of Literary Analysis,” Indonesian EFL Journal, 6(2), p. 139. 
Anderson, S. (2018) 7 essential sales skills of the modern salesperson, Salesforce. Available at: https://www.salesforce.com/uk/blog/2015/07/6-essential-skills-modern-salesperson.html (Accessed: April 30, 2023). 
Brooks, A. (2016) Gibb's reflective cycle, Learning to teach: becoming a reflective practitioner. Available at: https://www.open.edu/openlearn/education-development/learning-teach-becoming-reflective-practitioner/content-section-6.2 (Accessed: April 30, 2023). 
Griffiths, R. (2021) Gibbs’ reflective cycle - University of Cumbria. Available at: https://my.cumbria.ac.uk/media/MyCumbria/Documents/ReflectiveCycleGibbs.pdf (Accessed: April 29, 2023). 
Harrison, B. (2019) Sales executive job description | Indeed. Available at: https://uk.indeed.com/hire/job-description/sales-executive (Accessed: April 29, 2023). 
Jackson, W. (2021) Home, MindTools. Available at: https://www.mindtools.com/ano9qiu/gibbs-reflective-cycle (Accessed: April 30, 2023). 
McKay, D.R. (2022) How to develop and write a career action plan, The Balance. The Balance. Available at: https://www.thebalancemoney.com/career-action-plan-524755 (Accessed: April 30, 2023). 
Moore, C. (2018) Gibbs reflective cycle. Available at: https://www.routledge.com/blog/article/gibbs-reflective-cycle (Accessed: April 30, 2023). 
Powell, M. (2021) What is Gibbs' reflective cycle? the Gibbs' reflective cycle, in a Nutshell, FourWeekMBA. What is The FourWeekMBA? Available at: https://fourweekmba.com/gibbs-reflective-cycle/ (Accessed: April 30, 2023). 
Rustenburg, G. and Steenbeek, A. (2019) “Sales skills,” Sales Management, pp. 469–522. 
Stewart, P. (2020) 5 steps to create a career development plan for yourself. Available at: https://www.indeed.com/career-advice/career-development/steps-to-create-a-career-development-plan (Accessed: April 29, 2023). 
Stone, G. (2020) How to start a career action plan, SCI. Available at: https://scitexas.edu/blog/how-to-start-a-career-action-plan/ (Accessed: April 30, 2023). 


Description 


Feeling


Evaluation


Analysis


Concluson 


Action Plan


