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Job Advert 1 – Account Manager
One of the job adverts selected is for an Account Manager position at indeed (Indeed.com, 2026). 

This role focuses on developing and maintaining relationships with existing clients while ensuring customer satisfaction and meeting business targets. 
According to the advert, key skills required include communication, problem‑solving, and relationship management. 

These skills are important because account managers regularly interact with customers and must understand their needs in order to provide suitable solutions.

Job Advert 2 – Sales Manager 
The second job advert selected is for a Sales Manager role at indeed.com (Indeed.com, 2026).

This position is responsible for leading a sales team, setting targets, and contributing to business growth. The advert highlights leadership, communication, and negotiation as key skills required for the role. Effective leadership is necessary in this role to motivate staff and ensure targets are achieved. 
 
Comparison and Key Skill 
When comparing both job adverts, it is clear that several skills are required for both roles.  One key skill that appears in both adverts is communication. 

Communication is important for both account managers and sales managers because both roles involve working closely with clients and colleagues. In account management, communication helps build strong customer relationships, while in sales management it helps ensure staff understand expectations and goals. 







Task 2 
A SWOT analysis helps you understand both what you can control (strengths and weaknesses) and what you must respond to (opportunities and threats). This dual view supports better strategic decisions.
	Strengths  
 
Communication: One of my main strengths is solid communication skills, which is essential for roles such as account management in order to build trust and maintain professional relationships  
People Person: I find it easy to talk with anyone, which is perfect for the "client entertainment" side of the role.
Previous experience: account management and new business experience at Deacon 7, working with numerous clients across the UK and Globally (including Sweden and Africa). 
 
	Weaknesses 

Excel: I understand the software fundamentals, but I need to further my skills sets in features like Pivot Tables (which is a requirement for the 1X2 role). 
Industry Knowledge: whilst I have transferable skills to match the role, I do not have extensive knowledge of the gaming industries. 

	Opportunities 
Since I’m near London, I can go to industry events to further my knowledge and meet people who work at these companies.
Gaining work experience within customer-focused roles to help me gain and improve relevant skills. 
Use training tools to develop my skills within Excel 

	Threats 
One possible threat to my employability is competition within the job market. 
Many employers require previous experience, which may be challenging as a student. 
This threat can be reduced by developing transferable skills during my studies. 









Personal Development Plan 

	 
	Short-Term Time Frame  
 
What do I want to  
accomplish in the next  
three to six months? 
 
	Mid-Term Time Frame  
 
What do I want to  
accomplish in the next  
six months to two years?  
	Long-Term Time Frame  
 
What do I want to  
accomplish in the next  
two to three years?  

	Section 1 - My Goals   
  
What are my overall goals that I want to accomplish in this time period?  
 
  
 
Example: become a Student Affairs Officer; learn computer graphics  
 
 
 
	 
• 	Secure a new Account Manager or Business Development position.
• 	Strengthen your professional profile through targeted applications, refined CVs, and strong interview performance.
• 	Demonstrate your commercial acumen, relationship‑building expertise, and ability to manage high‑volume portfolios.
• 	Position yourself competitively in industries aligned with your experience.


	 
• 	Secure a strong Account Manager or Business Development role within the next 6 months.
• 	Build a track record of consistent revenue growth, client retention, and strategic account expansion.
• 	Progress into a senior or leadership-level commercial role (Senior AM, Key Account Manager, or Business Development Lead).
• 	Develop a reputation for strategic thinking, relationship excellence, and commercial reliability.
 
	
• 	Progress into a Senior Account Manager, Key Account Manager, or Business Development Manager role.
• 	Take ownership of major accounts or strategic portfolios.
• 	Lead or mentor junior team members, contributing to team development.
• 	Deliver consistent year‑on‑year revenue growth, retention, and expansion.
• 	Build a reputation as a trusted commercial strategist within your organisation or sector.

	Section 2 - Skills and Knowledge to be  
Learned  
 
What specifically do I need to learn? What project do I need to work on?  
  
  
 
Example: Student advising;  
Banner; Dreamweaver; develop a procedures manual  
 
 
 
	 Advanced CRM mastery (Salesforce, HubSpot) — deeper reporting, forecasting, pipeline automation
• 	Strategic account planning — building multi‑layered account growth plans
• 	Modern sales methodologies — MEDDIC, Challenger, SPIN
• 	Data‑driven decision making — using analytics to justify strategy and ROI
• 	High‑impact presentation skills — structuring persuasive commercial proposals

	Section 3 - Next Steps 
  
How am I going to acquire the skills and knowledge? How am I going to do this project?  
  
  
 
Example: take Dreamweaver class; do an  
informational interview; set up a project outline  
 
 Exact Timing
	Take an advanced CRM course (Salesforce or HubSpot Academy)
Timing: Week 1–2
• 	Complete a modern sales methodology micro‑course (MEDDIC or Challenger)
Timing: Week 2
• 	Do two informational interviews with Account Managers in your target industry
Timing: Week 3
• 	Practice high‑impact presentations using online modules + recording yourself
Timing: Week 3–4
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