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In this report,  based on the concepts I have learnt I will explore my self-awareness and my personality test which I have received the results. My personality type is an ISTJ (Introversion (I), Sensing (S), Thinking (T), Judgment (J). Using this I have found and researched multiple career options for myself and narrowed them down into top 3 hat will suit my personality type. The top three career options I have left myself with are Barber, Real Estate Agent, and an Accountant. I will think about my experience, abilities, and self-awareness In addition, I will speak about The Johari Window Model. 
[bookmark: _Toc110592656]Concepts I have learnt 
My name is Salah Mheidien, after doing the personality quiz and doing more research on them, I have identified that I am an ISTJ (Introversion (I), Sensing (S), Thinking (T), Judgment (J). ISTJs are planners who enjoy carefully organising their schedules months in advance. They appreciate living in order. They place a high value on organisation and pay close attention to details. People with this type of personality may discover oneself unable to sleep until everything is in order and the work is finished if things are chaotic. ISTJs are practical and responsible. They approach tasks and goals logically, are able to go forward steadily, and use a methodical approach to finishing these duties. They are frequently said to as reliable and trustworthy since they have the ability to avoid interruptions in order to concentrate on the current task. Traditions and laws are also very important to ISTJs. They favour abiding by already-established policies and practises. Sometimes, ISTJs' drive to uphold structure might come across as inflexible and unbending.  
[bookmark: _Toc110592657]Introversion 
An introverted person who possesses traits associated with the introverted personality type, meaning they prefer to pay attention to their own inner thoughts and ideas as opposed to what is happening around them. Instead, than being among vast crowds or groups of people, they prefer to spend time with one or two people. If you see the term "introvert," you might picture a quiet, reserved person who enjoys spending time alone themselves. While for some introverts, that may be the case, there is a lot more to this personality type. The way you see the world depends on whether you are an introvert or an extrovert.
In the 1920s, a psychologist by the name of Carl Jung coined the phrases introvert and extrovert (sometimes spelled extravert). These two personality categories categorise individuals according to how they acquire or expend energy. According to Jung, introverts seek out their own thoughts for energy whereas extroverts look to other individuals for their needs (Guthrie, 1927).
[bookmark: _Toc110592658]Sensing 
Using your five senses well is only one aspect of sensing. It's about observing and absorbing the information your senses give you. It involves having a sharper perception of your surroundings than your intuitive mind. You're also inclined to be realistic, practical, experienced, and attentive because you have such a keen awareness of what is genuine and what can be verified by the senses. The roles that sensors play are extremely diverse. Some people flourish as stuntmen because they have an eye for detail and are aware of their surroundings at all times, which allows them to take the ideal measured risks. Others are talented surgeons who save lives via their hyper-focus on the physical elements and reality required to carry out a good operation. Others include musicians, actors, accountants, and investigators. The list is endless. 
As a Sensor, I pay attention to the details. I take note of every hue, every painting element, the space between them, and whether or not I like how the colours and details work together. You can also mention the painting's background. I am far less attentive to or to be interested in the details if I am intuitive. I am more interested in the painting's symbolism, underlying meaning, and/or intellectual relevance. It's possible that I have failed to notice the trumpet the subject is carrying or the map graphic that was hanging on the wall. I was more concerned in what the painting "meant" than in what it actually depicted (Myers, 1997).
[bookmark: _Toc110592659]Thinking
Thinkers are curious about the information that is beneath the information and may have some knowledge of almost anything. For making decisions, they rely on reason, reflection time, and fact-checking. Activities that broaden their knowledge and competence inspire thinkers. Therefore, it is clear that Thinking types make decisions in a far more logical and objective manner. If you are a Considering personality type, you will typically prioritise logic and truth over emotion. Although it will enhance your approach reasonable and logical, it can also mean that you are less able to detect verbal and nonverbal clues as well as the effects of how others are feeling. You, as a thinking type, will tend to remove emotion from the equation and base your decisions on what is correct based on objective factors and general principles. Feeling types will likely make decisions based on emotion and the influence on other people (Myers, 1997).
[bookmark: _Toc110592660]Judgement 
Examined were personality traits and behaviours connected to judging accuracy after unstructured interactions among triads that had never met before. Accurate judgement was correlated with social skill, agreeability, and adaptability. The accuracy of observers of interactions was positively correlated with the number of accurate judges present, suggesting that the judge's personality and behaviours are crucial for fostering an environment in which targets will disclose pertinent personality cues. Additionally, it is suggested that judgmental accuracy is reliant on factors other than the judge's skills in detection and use by the finding that witness accuracy was positively associated with the number of favourable judge partners (Barnard, et al. 2018).
[bookmark: _Toc110592661]My Career Options

Based on my results for my personality test and after I have gone through the personality type I have narrowed my career options to three options which are: Barber, Real Estate Agent, and an Accountant. I have connected these jobs and the skills they require to my personality type (ISTJ). Some skills that are Barber would require is, precises eyes, confident and social in order to have the customer’s trust. Similar to a Real Estate Agent they will also need to be quite social and confident. Accounts need to have the skills of being analytical, detail oriented and good communication. I think an accountant was the best option for me as it goes best with my personality type.  My final decision out of my career options was an account and I have done a SWOT analysis for it 
[bookmark: _Toc110592662]SWOT- Accountant 
Using a SWOT analysis, a person or organisation can determine their strengths, weaknesses, opportunities, and threats in relation to project planning or competitive business environments. Situational analysis or situational evaluation are other names for it. SWOT analysis is a framework used to assess a company's competitive position and to create strategic planning (Sarsby, 2016). It stands for strengths, weaknesses, opportunities, and threats. The SWOT analysis evaluates internal and external variables as well as present and anticipated future situations. A SWOT analysis is intended to help you take a practical, fact-based, and data-driven look at the advantages and disadvantages of a company, its efforts, or its sector. The organisation must avoid preconceived notions or grey regions and concentrate on real-life settings in order to maintain the analyses' accuracy. Companies should utilize it as a reference rather than a strict prescription (Leigh, 2009).
 
	Strengths
	The skills for an accountant go and match very well to my personality type which tells me that I the basic skills for this job.  

	Weaknesses 
	Accountants tend to be very social, and this is one of their crucial skills. However, my personality type (ISTJ) is more quiet and preserved. This is seen as a weakness. 

	Opportunities 
	Regarding the weakness of my personality type not being too social and it being more quiet and preserved, being an accountant gives the opportunity to improve my communication skills through working with many people and having to appear social.

	Threats 
	One threat I would see as being an accountant is being more extroverted because as an ISTJ we are more introverted which could seem like a threat to me as of when I am trying to get employed at interviews. 




[bookmark: _Toc110592663]The Johari Window Model   
The Johari window model is employed to improve a person's perspective of others. This concept is based on the notions that trust may be built by disclosing personal information to others and by listening to their feedback. The four windowpanes or quadrants of the Johari model each represent one individual. In four different viewpoints, each of the four windowpanes represents personal information, feelings, motive, and whether that knowledge is known or unknown to oneself or others. When people are together in a group, self-awareness and personal growth must be improved. An easy way to accomplish this goal of comprehending and improving communication among group members is to employ the "Johari" window model. This paradigm was created in 1955 by American psychologists Joseph Luft and Harry Ingham. The concept was developed by Joseph Luft after group dynamics research at the University of California. Their first two names were combined to form the name "Johari." The feedback/disclosure model of self-awareness is another name for this approach (Luft, and Ingham, 1982).
[bookmark: _Toc110592664]Open Area
Here, both the individual and others will learn information about the person's attitudes, behaviour, emotions, feelings, skills, and viewpoints. The majority of communication takes place here, and as the region gets bigger, the relationship will become more active and effective. The process of "feedback solicitation" involves understanding and paying attention to the input of another individual. By doing so, the blind spot can be reduced while the open area can be extended horizontally. By sharing one's sentiments with another person, one can also expand the arena's size lower by eliminating hidden and unknown parts.
[bookmark: _Toc110592665]Blind Spot
In a group, there may be information about you that the other members are aware of, but you are not. It's possible that you won't be perceived the way you intend by others. By getting input from others, the blind area for effective communication is decreased (Haber-Curran,  and Tillapaugh, 2021). 

[bookmark: _Toc110592666] Hidden area
Information that will remain private to you but not to others. Any private information that you are hesitant to disclose can be included in this. This comprises emotions, past events, worries, and other things. Because it influences our relationships, we tend to keep some of our thoughts and information private. As a result, the hidden area must be lowered by shifting the information to the open sections (Communication Theory).
[bookmark: _Toc110592667]Unknown Area
Information that neither you nor others are aware of. This comprises knowledge, emotions, aptitudes, and so forth. This can be the result of terrible previous occurrences or mysterious current happenings. The person won't be aware of it until he unearths his hidden talents and abilities or learns about them through watching others. Open communication is another powerful tool for reducing the uncertainty and improving communication.
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To summarise this report, I have first spoke about what my personality type is and all the traits that come and relate with that. After that, I briefly described my personality type and broke it down into four sections (ISTJ). This supported me as I was doing my career options because my personality type helps me with those skills I already acquire and where my weaknesses are so I know which places I must improve in. This brings me onto the SWOT analysis, where after I chose the career option best fitted for me (an accountant). Using the analysis tool (SWOT) I could clearly see my strengths, weaknesses, opportunities, and threats. Having a clear visual representation of this supports me to develop my skills more efficiently. Finally, I wrote about the Johari Window Model and the four areas of this including why and where it could be useful. 
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