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1. [bookmark: _Toc89948193]Introduction
This portfolio is concerned with personal reflection in regards to my own skills and competencies, the skills I am required to adopt as to become an effective manager as well as a reflection regarding my progress throughout this module. Different tools and academic sources are employed as to deliver this goal such as a SWOT Analysis and secondary data to contribute to the overall goal of the portfolio.
2. [bookmark: _Toc89948194]SWOT Analysis
Swot analysis helps understand an individual's strengths, weaknesses, opportunities, and threats (Leigh, 2009). The SWOT Analysis is explained below. 

Strength: Decision making is falls under one of my best qualities. When faced with extenuating circumstances, I use the evidences at hand to create a prompt decision. Prior to making a decision, I assess the situation and consult with other team members. To represent me in conventions and events, I have outstanding language abilities. These qualities have combined to make me an outstanding leader, and I am confident that I will reach even greater success in my work.

Weaknesses:  One of my weaknesses at the workplace is a lack of budget planning. Since I am lavish, I frequently avoid challenging problems. When I seek to change the individuals' skills, I generally overcharge and use more funds. Though I value my ability to make solid decisions, I occasionally get mentally unbalanced due to sympathising with co-workers who want my assistance with particular concerns. Because I strive for ideal output, I spend more time correcting tiny mistakes because I fear failure.

Opportunities: I have recently recognised some prospects for growth and progress both within and outside my organisation. Since we work in shifts even during the COVID outbreak, I intend to develop my technology abilities in my free time. I will participate in an online course during my free time while I am not working. I have seen that my company's top-level management has been elevating youthful employees to more excellent executive positions. As a result, I intend to develop my characteristics and talents to be considered for another promotional season.

Threat: One of the threats I face in my workplace is a lack of cooperation in teamwork. Some of the teams I lead consist of individuals who are always resistant to change. When the workers fail to adhere to the changes and specific protocols, they become obstacles to a leader’s progress. Moreover, individuals with more technical knowledge can affect my progress at the workplace.

Personal development plan
My development plan is mentioned below. 
At first, I want to build an environment that will assist me in uplifting and motivating me in the workplace. Whatever field I engage in, communication skills with supervisors, co-workers, and employees are crucial for me. Thus,   I must empower my staff members to accomplish their most excellent work. Furthermore, I will use technological tactics to better my communication in the electronic era. To improve my managerial skills, I will learn to use different software to make an effective decision for the organisation where I will work. 
3. [bookmark: _Toc89948195]Skills required to become an effective manager

I have chosen AstraZeneca Plc company and the skill required to become an effective sales manager at AstraZeneca are mentioned below. However, skills are an individual capability to complete activities or deal with problems successfully developed via individual opinions, training, and development. These would result from time and a constant process of designing excellent habits.

“Technical skills”
It refers to a person's ability to understand and execute any procedure or strategy. Knowledge and aptitude in a specific specialised subject, such as engineering, computers, accountancy, or marketing, are all examples of technical skills. However, managers usually engage with staff and customers directly; therefore, individuals must become fully equipped with technical skills and expertise (Bloomfield and Danieli, 1995). 

“Human Skills”
Human skills include the capacity to communicate well with others. Managers communicate with staff and usually work together with the sales team. Moreover, managers engage mainly with stakeholders daily, and it is necessary to have good human skills to interact with customers and staff at the workplace. Managers with exceptional professional skills can get the most out of their employees. They understand how to interact, encourage, lead, and elicit passion and commitment in others (Cooks-Campbell, 2011). Human skills are related to recognising the feelings and thoughts of others. Therefore, having a strong ability to interact with others is necessary to become a successful sales manager at AstraZeneca.

“Conceptual Skills”
Conceptual competencies refer to a manager's capability to see the organisation and its growth broadly.  Conceptual skills are valuable because they enable experts to consider and work through abstract notions and provide multiple answers to complicated issues. From a strategic point of view, the capacity to visualise complex themes and issues is highly significant for a manager to deal with customers and internal staff. Moreover, individuals must think beyond the target to become an effective sales manager at AstraZeneca. It is challenging for customers to persuade; therefore, an efficient manager examines the whole scenario critically and reacts with a positive attitude. 

“Ability to Mentoring and coaching sales staff” 
To become a successful sales manager at AstraZeneca, individuals must have robust monitoring and coaching skills to boost the morale of the sales staff. Moreover, managers with solid Coaching/mentoring skills have significant advantages for the organisation and the individual. As a result, implementing coaching and mentoring in the business impacts the employee or group of individuals and the organisation's overall progress (Bradford et al., 2017). Moreover, the manager having professional coaching skills boosts the confidence of peer workers and help them to know the weaker pint and enable them to covert weak points into success. These initiatives are now considered standard operating procedures in the professional world.

“Management and leadership skills”
Managers are critical to the success of a corporation since they are in charge of ensuring that processes function smoothly. For managers who wish to succeed in the workplace, managerial skills are critical. Managers with a solid high degree of integrity must set an example, encourage, and organise successfully. Managers who have leadership potential see the importance of having a clear vision for the future. Awan et al. (2015) identified that “When leaders share out a powerful vision and organise and staff the workplace to accomplish it, a powerful dynamic drives employee performance.”

[bookmark: _Toc89948196]3. Lesson learned from the module
Spending the opportunity to think about someone else's work can make one more self-aware and progress professionally. A professional development plan is a private and vital document that defines an individual's actions throughout life. As a result, a competency framework outlines the objectives and abilities required to attain one's desires and ambitions. As a result, a career growth roadmap combines personal encounters and plans. In order to maintain track of one's progress in graduate school, one must have a leadership development strategy in place. Moreover, when somebody is passionate about their professional growth, they analyse their positives and negative points and then work hard to improve their abilities. It also entailed knowing about other professions and industries to find one that matched their skills, looking for possibilities to grow and maybe changing occupations entirely if they found fit one. 
Moreover, I have learned many things from this module. I am now better aware of my abilities through practical activities, and I can easily handle difficult situations than others because I have a firm grip on myself. Additionally, I have learned “Communication skills while engaging in customer service" such as, Presence, expressing, assertiveness, clarification, bargaining, and tolerance are some of the factors that can be used to assess communicative skills. Practical interpersonal skills are also crucial for socialisation and the establishment and preservation of all relationships (Matin et al., 2010). Disruptive behaviours can impact organisations in irreversible ways, affecting efficiency, happiness, performance, spirit, and much more. Once, an angry client contacted me with numerous complaints about a product he had received from our business. As a manager, I am responsible for dealing with unhappy consumers. To make him feel better, I allow him to talk about just the problem and devise a strategy for resolving it in a win-win situation. After actively listening to the customer complaint, I reacted generously and provided many alternative methods as per need and resolved the situation to retain customers instead of losing them.

The second lesson I learned from this module is "Self-awareness and Leading individuals”. Throughout my professional life, I have used the concepts of self-awareness and leadership to help others. My teammates have low self-esteem when I take over in the manager's role. Individuals are not sufficiently driven to undertake opportunities and challenges that would enhance their working career as well as the success of the organisation. However, they are just not doing well because of their lack of confidence in their abilities, and they are continuously avoiding new managerial directions. As a result, as a team manager, I began training each teammate and determining each individual's strengths so that tasks could be allotted based on the individual's skill set. After a few days, the group member attempted to ignore it whenever work was handed, but I evaluated each individual's skill. After some thought, the proper person volunteered to come and take the task. As a result, self-awareness informs team members that they possess the necessary abilities and can do a specific task. However, in order to maintain a positive attitude, I constantly remind individuals of their strengths, which motivates and encourages them to take risks that are appropriate for their abilities.

The third most important concept that I have learned is innovation and leadership. In addition, the phrase "team leader" refers to the phenomenon or practice in which a team manager encourages, directs, empowers, and enables teammates to achieve positive results. Belschak et al. (2010) discovered that a group's reactiveness is enhanced through self-management and leadership. However, to become a successful sales manager and leader, I need to become an innovative and creative. In contrast, issues can be resolved in new and effective ways when innovative solutions are used. Innovative strategies can also save time and expense while also giving an edge when marketing the organisation services (Cox, 2019).

Furthermore, with the creativity and application of innovative tactics in the workplace, considerable improvements have been realised (Yan, 2021). Additionally, this course also helps me become an effective leader, such as I usually take the initiative and assume the whole responsible for carrying out different tasks. Taking the initiative and new projects enhance communication and practical skills. I learn how to create a compelling and flexible working environment where individuals can work without disturbance. In a nutshell, now I can easily handle any situation because I have a stronghold on my abilities. I know my abilities and skills. I better understand team-leading and motivation to do any task without any problem. 
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