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TASK
Produce a reflective paper of 2000 words, explaining how the learning in the module has helped you develop both your academic and employability skills. Reflect also on any skills gaps and suggest ways you might improve on these gaps.




INTRODUCTION
I am going to use Kolb’s model of learning to describe my learning development. The model explains that learning is a process where knowledge is developed through the transformation of experience. The learning theory is represented by a 4 stage learning cycle in which the learner goes through all the stages. The stages include concrete experience, reflective observation, abstract conceptualization and active experimentation.
The Concrete Stage: this stage is also known as the “Do Process”; the learner experiences the task like field work.
The Reflectiveobservation Stage: this is also referred to as the “observe stage”; this is when the learner in question has a recollection of past experiences.
Abstract Conceptualisation Stage: this is also known as the “Think Process”; the stage where the learner tries to form an idea on a model that has been observed already.
Active Experimentation Stage: this is also called the “Plan Process”; in this stage the learner makes plans to test a theory or model in a forthcoming experience.
According to Kolb, (2014) four learning styles have been recognised alongside the four learning stages. These are Accommodators, Assimilators, Convergers and Divergers.
Accommodators: This learning style depicts learners who learn better when involved in doing something rather than observing it or reading about it.
Assimilators: These are learners who learn well when they are given with an objective theory to contemplate.
Convergers: This category of people learns well when given an experimental approach of opinion and theories.
Divergers: This category of people learns well when given the chance to assimilate and accumulate information.
However, personally I have gone through the above mentioned learning stages and styles in the course of this module. I went through the stage where I had to reflect back on the teaching method experiences. In the course of learning, I have learnt better through ‘observing do-process’ (Concrete stage). In this stage, I have been involved in practical class work exercises. Also, I went through “Think Process” stage known as the abstract conceptualization. This has helped my analytical and critical thinking. I do not just express my thoughts because I have to say it but rather I think critically to make sure what I say is sound and morally upstanding. Lastly the active experimentation stages also known as the ‘plan process’. More so, for me to go through the stages effectively, I also learnt better by actively participating in class work rather than seeing it done or just reading about it. The Kolb’s learning model has helped me to identify the lesser preferred style and the substantiating of these through the approach of experiential learning circle.
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The purpose of this paper is to analyse my reflective writing as to identify the outcome and inquire my thoughts on reflective writing as a journey. I have learnt some academic and employability skills in the course of this module. These skills include: 
· Communication (Negotiation) skill
· CV writing skill
· Relationship building
· Presentation skill

COMMUNICATION (NEGOGIATION) SKILL
I have become a good negotiator as a result of the teaching in this module.
When I started this course I was like baby Simba but now I am finishing a King as seen in the book Lion King. I learnt and got better with never Split the Difference by Voss, (2016) Influencer by Cialdini, (2007).I have been encouraged as well as being motivated to read them. Having read both books above, my communication and negotiation skills have improved. According to Cialdini, (2007) in his book Influencer, there are factors that influence one to say “Yes” to the request of others. In this case, there is a science to discern how an individual is persuaded. In the book, he gave 6 universal principles of Influence. The principles are; Reciprocity, Scarcity, Authority, Consistency, Liking, Consensus.
Having in-depth knowledge and understanding of the above principles and implementing them in a moral way could outstandingly increase the opportunity of someone being persuaded by one’s request.
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For the purpose of interest and my career goal, I will be discussing Consistency and Authority as a universal principle of influence.
As a prospective Manager, having been influenced by Cialdini, (     ) consistency is key for me to become a successful leader. It is very much better than unusual moment of fame. Looking at the World’s greatest leaders, consistency is a notable trait which binds them together. Also from experience, I have come to realise that been consistent in action, deeds and thoughts can initiate respect from others. It is pertinent to note that whether consistency is positive or negative; it gives the organisation, employees and stakeholder an established labour force. As a consistent leader, I will be able to strengthen a team that will support me and defend the organisation since we respect and understand our consistency. This principle is based on doing things in the same way over time for the purpose of accuracy.
Finally, being a consistent manager will bring about stability and sustainable development within the organisation.
AUTHORITY is another key trait to possess to become a good manager.
This principle says people tend to go along with knowledgeable and credible experts. It also explains that before you tell people how credible and a knowledgeable authority you pose to influence them; it is very crucial to communicate to them. 
On the hand, Voss (2016) on Never Split the Difference: Negotiating As If Your Life Depend On It: provide his readers with the negotiating skills required to establish a market offer.  It avails a substitution to Roger Fisher’s classic book, “Getting to Yes.” Voss’s opinion expresses that the use of logical tools and techniques is never the most powerful outlook for negotiations. Rather the basic to success, mostly in dicey negotiations is tactical empathy which he expresses as “emotionally intelligence on steroids.” He is also on the opinion that negotiators should be active listeners to be able to gain the trust of the other group, Negotiators should beware of YES and learn to say NO, as No can be a powerful tool that can reveal hidden points of the contention in a negotiation, Negotiators can persuade the other group to solve shared questions by using the question starting with “how” and “what”. Having read the book, i have benefited and being able to put these skills into use during my group presentation assignment and also using it in my marriage as well now.
CV WRITING SKILLS
Curriculum Vitae, a personal marketing document used to sell and market an individual to a prospective employer. It should explain to them about professional history and skills, abilities and achievements. Primarily, it should focus and be tailored as to why the candidate is suitable for the job.
In the course of this module, my CV writing skills has improved. This module has taught me how to write a good and attractive CV. I have been able to discover deadly mistakes I was making in writing my CV and how I could greatly enhance my CV. Prior to this stage, my CV did not reflect my interest, my key skills, experience and achievements to a potential employer. CVs should not be more than 2 pages in length. I have also learnt that in constructing my CV, previous work experience should be in bullet points to allow easy reading for the employer. Bullet points allow for a smooth transition and succinct details making the CV easy to read and understand.
In a nutshell, before this module my CV did not have the right sort of information to make an employer desire to call me in for an interview. 
I have also acquired whilst writing my personal profile that it should be concise. To achieve an effective personal profile, the following areas should be properly addressed;
· Who are you?
· What can the individual offer the employer?
· What are the career goals of the individual?
During the course of this module, I understand that my CV is not all about “ME” rather the interest of the prospective employer. My CV would show them that I am suitable for the job role and I know what the employer is looking for in their job search. By being the desirable candidate, you can market yourself in your CV by showing how you can save the company resources. This may include saving time by increasing productivity and saving money; making the Manager or Senior Management look good.
Also, I have come to realise that the purpose of a CV is to get an interview; a CV should be read within 5-10 seconds. A CV should feel like a gift.

More so, I have learnt that writing a good CV gives me an opportunity to create a significant first impression and secure me an interview.
Furthermore, knowing something is one thing and another form is putting into practice what has been learnt and obtained. On this note, I would gladly say I have been able to prepare a good CV for my husband from the CV skills I have learnt in this module.



RELATIONSHIP BUILDING SKILL
In this module, I have learnt about relationship building skills. Relationship building has to do with TRUST; establishing it and building it. 
According to Brene, (2018) there are some behaviours that assists us in developing trust. They are:
· Accountability: This entails taking responsibility and also includes admitting when you make a mistake or at fault
· Boundary setting: This entails knowing and understanding your limit to achieve a healthy relationship.  
· Generosity: Allowing enough room/space for interpretation and expectation
· Integrity
· Do not compromise. Have a strong moral principle and be honest
· Reliability
· Non-judgement
· Vault closing
Having being taught about building relationship in this module, I was able to make good use of the knowledge in my recent group presentation assignment. I was able to coordinate my group members. We all went along with one another as a result of the ideas I gained. From Brene, (2018 ) view these behaviours: being accountable, generous, reliability, setting boundaries, not compromising and having integrity really helped me. At the end of the task, we were pleased with one another as we completed it successfully. By using my initiative and exuding leadership, I was introduced as the team leader to the supervising tutors.			
PRESENTATION SKILL
During this course, I have honed my presenting skills. This is a skill required to convey a successful and attractive presentation to an audience. The skill includes the design of slides, the structure of presentation, body language displayed while presenting and the tone of one’s voice. This module has taught me three things I must not forget whilst delivering a presentation. These factors captivating my audience whilst I present are; Attention, Interest and Intention. This I must commend really helped me in my group presentation assignment. Prior to this time, I am unable to face audience to give presentation but after the teachings skills from the module, I was encouraged and try put into practice what I have been taught and fortunately it worked out good for me.
LEADERSHIP SKILLS
According to Godin, (2008) “The secret of leadership is simple: DO what you believe in. Paint a picture of the future Go there. People will follow.”
On the other hand, Dare to lead, (2018) shows that real leadership requires values, vulnerability, trust and resilience.
According to Goldin, (2008), there are many factors involved in building our leadership. The factors include:
· Connection and Communication 
· Appreciation 
· Motivation 
We should build as much as possible to improve connection among people.
Godin, (2008) gave three qualities a leader should have to be able to lead. These are: leaders challenge status quo, leaders bond and leaders have passion.
Leaders Challenge Status Quo: - According to Godin, (2008) to be a productive leader is not about having some level of authority but rather thinking on how to impact and force that impact to aid good course. The best means to impact is to challenge the status quo.
As Godin, (2008) put it, "The business world has a long history of conservative tribes, of groups of people who relish the status quo. The big news is that this has changed. People yearn for change, they relish being part of a movement, and they talk about things that are remarkable, not boring." 
Leaders Bond: -According to Godin, (2008) "It's tempting to make the tribe bigger, to get more members, to spread the word. This pales, however, when juxtaposed with the effects of a tighter tribe. A tribe that communicates more quickly, with alacrity and emotion, is a tribe that thrives."
A good leader’s work is to strengthen the bond between members.


[bookmark: _GoBack]CONCLUSION
By writing this essay, I have been able to critically analyse and evaluate the skills I have gained over this module. I feel confident moving forward that I can utilise the skills I have learnt in presenting, negotiating and relationship building. The skills acquired I feel would help me in becoming and achieving my career goals.
I started like baby Simba and ended up a big lion as in the book:Lion King,thank goodness it was a win-win situation making my world better prior to when I started.
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