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The aim of this report is to reflect on the academic and employability skills that I have acquired during this lecture and how I intend to use them in employment. I hope to identify the skill gaps and weaknesses I had, what I intend to do to improve and develop these skills and how they will benefit my career and job prospects.  I will also discuss the positive and negative skills I have previously used at work that this lecture has helped highlight. 
The skills I will be reflecting on which I feel have benefited me the most are skills-based CV’s, Interviews and negotiation skills. I will describe the events, my experiences in this lecture, what I have learnt and how I intend to use this knowledge to benefit me in employment. 
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When the lecture began, I was expecting the same old how to write your CV, how to present yourself in an interview. To say I had preconceptions is an understatement. My first surprise was the lecturer, she was not what I was expecting at all she had the energy of someone that really believed in what she was saying and enjoyed what she was doing. Looking back this was important as some of what was taught were things that I did not previously buy into therefore I may not have engaged as much if she taught in a traditional manner.  

One of the first things we covered was the importance of gaining trust through your CV.  employers need to trust that you can make their life easier, that you will be able to perform your task, that you will make money, save money and enhance their reputation. They need to be shown that you are the right person while believing that they have come to this decision rather than you convinced them. (Chris Voss, 2016) 

A student in class asked the lecturer about lying on their CV, as far as I was aware people that had CV’s always exaggerated and the employers Knew or expected a degree of dishonesty. The word trust came up again, you could be dishonest, but you would likely be found out once you started work, if you need to hide who you really are in the interview you most probably would need to continue to hide who you are in your job (Godin, 2010). 

It may sound ridiculous but until this lecture I had never heard of a skill-based CV. I have always gained employment through recommendations or through meeting people in social circles and have never had to prepare a CV. All I remembered was being taught an old-fashioned CV in secondary school and I absolutely detested the idea of ever preparing one. I could now add so much more relevant and useful information about myself. Writing a CV was a big weakness of mine and I spent my whole life avoiding CV’s. 

From disliking CV’s, I was now looking forward to preparing one, the turnaround was amazing. The lecturer made the point that just saying I am qualified at something does not add much to your CV as everybody applying was probably just as qualified. What makes you a better person for the job? How can you get the attention of someone that was bored of reading endless identical CV’s? A skilled based cv would allow me to explain how I contributed to the success of the company I worked for, what changes I made to increase revenue and improve efficiency rather than this is my experience, this is the qualifications I have obtained. 

I learnt that every negative could be a positive. If we were unemployed for two years, why hide it or make stuff up? With a skill-based CV you could explain why you were out of work for two years. Were you taking care of a sick relative? Did you take time out to travel the world? If so, what did it teach you? How did it make you a better person more suitable for this job? What new skills did it teach you and how could you apply these skills at work? Being able to turn what was previously a negative into a positive felt great, discovering that I could use a CV to reflect who I really am and what I could offer felt amazing. 
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This lecture has changed my perception of interviews. I now understand that interviews are negotiations where the applicant is looking for work and the employer is looking for the best person to fill the position they need. This has allowed me to view interviews as a negotiation rather than an interrogation. I believe the way I view interviews now will increase my confidence and allow me to see the interviewers as equals in a negotiation process. (Chris Voss, 2016). 

Considering what an employer needs and approaching interviews from an angle of what they want rather than what I want will benefit me immensely when attending an interview. Previously I would think only in terms of the employer needing a qualified person to do the task and ways I could show them I was the right person, trying to get them to say yes to what I want which was the job and salary.  Now I would take time to think in more detail about what they want and need. They need to be able to trust that you can make their life easier, that you will be able to perform your task, that you will make money, save money and enhance their reputation. I need to show them that I am the right guy and for them to believe they have come to that conclusion rather than me having convinced them (Chris Voss, 2016). 

The job market has changed greatly in recent times from traditional manufacturing jobs that require certain skills to be performed repetitively to jobs that require constant evolution and adaptability such as service sector, technology and innovation-based jobs. Employers are less dependent on cogs in the system as they can be easily replaced by technology or someone willing to work for less. Being an irreplaceable linchpin of the business is vital. I believe I am a linchpin in the company I work for, the company has benefited immensely from the changes I have made to the way we process bookings saving time and money, the way we load containers to increase capacity and most clients and partners choose to meet and deal with me rather than the director who has now left me in charge of our office in London relocated to his office in Cyprus. I am now much more aware of what I can offer and how I can benefit a company (Godin, 2010).  




[bookmark: _Toc534228486]Negotiation 

Being able to empathise and understand the wants and needs of the other person while negotiating is far more effective than anything you can say about yourself while trying to get a deal done. Being able to label your counterparts wants, needs doubts and fears correctly in order to shine a light and bring them out into the open disarms the person you are negotiating with. (Voss, 2016). 

Simon Sinek’s start with why and his theory of the golden circle really appealed to me, like most people it was the opposite of how I approached selling myself. I would always try and talk about the what rather than the why. I will work hard, I will be honest, and I will make you money. This is what everybody claims and is less likely to be believed. Explaining the why such as my purpose, Belief and cause will be much more believable and appealing. We spoke about this in class and the lecturer asked what our dream jobs were to which I replied organic crop farmer. 

To apply Sinek’s logic, rather than saying what, like I am qualified to look after your crops, I will work hard and will make you money, the why rather than the what approach could be taken. My passion is to produce the highest quality crops, to make your crops thrive, to ensure you sleep at night in the knowledge that your crops are healthy and as productive as possible. The result will still be increased profits, well taken care of crops and hard work however by explaining why instead of what the employer perceives that you believe in the same things, have the same purpose and are fighting for the same cause. I believe this will help me sell myself better in negotiations (Sinek, 2011).
 
Reciprocity is a term I had never heard of before, I guessed it had a connection to reciprocal but that was all. Learning the dynamics and analysing reciprocity further I feel has improved my negotiation skills. Numerous studies, experiments and books, the most notable being “influence” by Cialdini, (2001) have been conducted or published over the years that show people feel obliged to repay acts of kindness or keep promises they give before receiving something. Being the first to give something that is clearly and solely for the profit of the recipient triggers reciprocity no matter how large or small. Unconditionally giving may be information that is exclusively available such as knowledge that benefits the recipient, a small gift or an invite to a party for example. (Cialdini, 2001) 

Working in the shipping industry means you must work with numerous other companies and their employees. Transport companies, Carriers, Port workers, loading depots to name a few. I once sent a box of chocolates to the girls who worked at the Liverpool office of a shipping carrier. Not long after I had to cancel three booked containers on the day of loading due to a problem with the load site. The rules are that if you fail to cancel the booking 24 hours in advance wasted haulage charges apply. On this occasion they waived the charges for all three cancellations saving our company well over a thousand pounds in wasted charges which was not a bad payback for chocolates. I sent the chocolates without any hidden motive or expectation that I would get something back. I gave because I wanted to, the girls had previously gone beyond what was normally expected for me due to our good relationship, so I believe we were all practicing reciprocity (Cialdini, 2001). 
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I believe the skills and knowledge I have gained in this lecture have improved my employment prospects and soft skills. A skills-based CV that will enable me to tell the story of my experience, strengths, skills and how I have benefited the companies I have worked for previously. I would previously only consider a qualification and work experience-based CV that I do not believe would get me as many interviews if any. Turning time out of work from a negative into a positive by stating what I did, what skills I acquired and how I can use these new skills to benefit an employer has enabled me to add information to my CV that I would have previously avoided. 
 
I have completely changed my perception of how I approach interviews as a result of my newly acquired skills. I now view interviews as a negotiation and consider the employers wants and needs rather than what I want and need. Previously I would only consider what I could say about myself to gain employment, all I would offer in an interview was that I worked hard and was qualified for the job. this lecture has given me a far greater insight and made me consider more accurately what employers want. Rather than stating what the reasons for employing me are I can now give better reasons for why they should employ me. 
 
Although I believed I was quite successful at negotiating previously I can honestly say I now have a far greater understanding of the psychology and wants of the person I am negotiating with. I would approach negotiations from the perspective of getting my counterpart to see what I want, what I believe and to say yes. Now I understand that this causes a situation where both parties are trying to convince the other to say yes and agree to what they are proposing. Considering what my counterparts fears, wants and needs and allowing them to verbalise this and say no as a starting point are things I may have avoided previously. Allowing the other person to see what you want as fair and having them believe they have come to that conclusion rather than me convincing them is one of numerous negotiation methods I now implement as a result of this lecture. 
 
For me this lecture has been more than just gaining information or learning new skills. The lecture has changed my mind about many ideas, beliefs and methods I used. It has provided me with new skills that I will utilise throughout my life and will be of immense benefit in whatever path I chose.  
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