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[bookmark: _1ci93xb][bookmark: _Toc213243672]Introduction
I’ve chosen the SWOT analysis framework because this tool is clear and shows my strengths, weaknesses, opportunities and threats. This helps me understand where I currently am and what I need to develop. 
[bookmark: _Hlk214451257]“A SWOT analysis is a planning tool which seeks to identify the Strengths, Weaknesses, Opportunities and Threats involved in a project or organisation. It's a framework for matching an organisation's goals, programmes and capacities to the environment in which it operates.” (CIPD, 2025)
Once I had completed my SWOT, I was able to turn the weaknesses and threats into a clear development goal using the GO M.A.D. exercise. The GO M.A.D. approach helped me break my goal down into practical steps and focus on what actions would make the biggest positive difference to my business. Using both tools together allowed me to move from analysis to action.
[bookmark: _Hlk214451273]“The Go M.A.D.® Results Framework is a proven strategy execution system that changes how your leaders think about priorities, decisions, and execution.” (Gilbert, 2023)


[bookmark: _3whwml4][bookmark: _Toc213243673]1.0 Identify learning styles for self and another 

[bookmark: _Hlk214451306]My results through VARK by Flemming (1987) showed that I am a visual learner, which means I learn best through images, colour coding and clear visual structure. I sometimes find verbal instructions harder to follow. 
[bookmark: _Hlk214451320]Honey & Mumford (1986) identified me as a theorist learner, which means I prefer structured explanations and understanding of the logic behind ideas.
[bookmark: _Hlk214451359]Using DANTEC learning style based on Kolb’s (1984), I was identified as an Analytic Learner, which fits with like things to be organised and detailed. 
For the other person’s learning styles, Their VARK results showed they were kinaesthetic, meaning they learns best through hands on activities and movement. Honey & Mumford identified them as a reflector learner, which means they like to observe, think and take time before acting.



[bookmark: _2bn6wsx]

[bookmark: _qsh70q][bookmark: _Toc213243674]1.1 Development needs for self & another

[bookmark: _Hlk214451387]“A SWOT analysis is a realistic, fact-based, data-driven review of an organization. It helps define a company's competitive position, assesses internal and external issues, and evaluates its current and future potential.” (Kenton, 2025)
	[bookmark: _3as4poj]
SWOT Person 1


	
STRENGTHS
1. Creativity and attention to detail.
2. Time, willpower and connections.
3. Being able to think outside the box as well as inside the box.
4. Researching and keeping trying until I get it right.
	
WEAKNESSES
1. Avoiding confrontation.
2. Losing concentration when distracted.
3. Finding new or unfamiliar task challenging.
4. Overthinking when I’m trying to get things right.
5. Over analyses situations, which slows down decision making.
6. Restricted to public transport or family cars.

	
OPPORTUNITIES
1. Growing industry creating more opportunities to gain new customers.
2. Relative in same industry offers advice and suppliers contacts.
3. Offering custom products to gain more sales.
4. Good customer service.
5. Affordable, high quality custom products.

	
THREATS
1. Lack of space to store stock
2. Facing competition from business in the same industry.
3. New technology can help competitors produce products faster.
4. Losing customers due to new designs that competitors are doing.



My analysis shows that I have strong creative skills, good attention to detail and a supportive network, which helps my business grow. However, avoiding confrontation, overthinking and losing focus can slow down my decisions. There are opportunities to grow as the industry expands, but competition and limited storage mean I need to stay adaptable.

	
SWOT Person 2


	
STRENGTHS
1. Advantages I have are that I am a people person and I can communicate well.
2. My ability to help others while doing my daily job.
3. I believe in being kind that’s the biggest value to have.
	
WEAKNESSES
1. Anything that cause confrontation.
2. Being kind and considerate.
3. Always seeing the good in people.
4. Losing concentration.


	
OPPORTUNITIES
1. My business is growing in the industry.
2. I have a good working relationship in the industry, via social media.
3. I believe in being kind as not all competitors are unkind.
	
THREATS
1. Biggest threat to my industry is inflation in pricing.
2. My industry is a luxury not a priority
3. I must keep my pricing dynamic.



The other person’s analysis shows strong communication skills and kindness, which help build good relationships and a positive business image. But avoiding confrontation, losing focus and being too trusting can cause challenges. Their industry is growing, but inflation and the luxury market mean they must keep prices flexible.
Gap Analysis person 1 
	Current state
	Analysis
	Desired (future) state

	Avoids confrontation
	Attend confidence training and practice handling small disagreements
	Can address issues calmly and professionally when needed

	Losing concentration
	Remove distractions and take short breaks to refocus
	Be able to stay focused and manage my time effectively

	New/unfamiliar tasks
Challenging
	Break tasks down into smaller steps
	Approach new tasks with curiosity and confidence

	Not having a driving licence
	Pass driving theory and book driving lessons
	I can travel independently when needed to



Gap Analysis person 2 
	Current state
	Analysis
	Desired (future) state

	Being to kind to people
	Develop assertiveness skills
	Be more confident to say no to people

	Avoiding confrontation
	Learning to put my own needs before others
	People respect my boundaries

	Being organised
	Preparing my daily routine in advance
	Have a stable routine

	Be more effective with client communication
	Setting time aside each evening to reply to enquires and make bookings
	Have a online booking system set up



[bookmark: _Hlk214451409]“Performing a gap analysis provides increased visibility into your organization, making it a useful tool for strategic planning, performance assessments, and establishing growth targets. It can improve your decision-making capabilities, align management through properly defined goals, and streamline processes that were previously stumbling blocks.” (Einstein, 2024)

[bookmark: _1pxezwc][bookmark: _Toc213243675]1.2 Potential barriers to learning and Strategies for overcoming them

[bookmark: _Hlk214451424]“ It’s important to know how to handle the barriers to learning and achieve better results.” (Green, 2021)


	Person
	Internal Barriers
	External Barriers

	Self
	Losing concentration when distracted – Makes it harder to stay focused during learning session
	Restricted to public transport or family cars – Can make it difficult when needing to get to places

	Another
	Lack of concentration when there is a distraction – Other students do not respect boundaries and distract the whole class
	Improve business awareness – Become more aware of stock levels, bookings and business emails





Self
Internal barrier: Losing concentration
I can overcome this by finding a quiet place to work and taking short breaks so I don’t lose focus as quickly.
External barrier: Transport restrictions
I can book my theory test and start taking driving lessons so I can travel on my own when needed
Another Person
Internal barrier: Lack of concentration 
They can speak to the tutor about the distractions and see if something can be put in place to help them focus better.
External barrier: Business awareness
Setting aside a small amount of time each day to check stock levels and reply to messages will help them stay more organised.
These small changes can make learning feel easier and more manageable. By understanding what gets in the way and taking simple steps to fix it, both of us can stay more focused and organised.






[bookmark: _49x2ik5]





[bookmark: _2p2csry]

[bookmark: _147n2zr][bookmark: _Toc213243676]1.3 Development options 
	Person
	Formal Learning Opportunities
	Informal Learning Opportunities

	
Self
	Entry Level Hairdressing
ASD Awareness

	Customer service
Crafting tutorials

	
Another
	Level 3 AET
Level 3 beauty therapy and holistic
	Nail technique tutorials



 
Looking at this table, it’s clear that informal learning suits my best because I learn visually and like to go at my own pace. Things like YouTube tutorials, online research and learning from others fit my learning style and helps me build my business.
For the other person, a mix of both formal and informal learning works well. Informal learning helps them keep up with the changing of trends, but they still rely on the formal qualifications they’ve completed for their business.

[bookmark: _3o7alnk][bookmark: _Toc213243677]1.4 support mechanisms for the development of self & another

Support systems help with confidence and learning. Having people to go to for support, advice or feedback makes it easier for me to improve and deal with challenges. The other person also benefits from support, especially from people in same industry as it helps them grow their business.
	Person
	Support mechanisms available
	How they help

	Self
	1. Family and friends
2. Tutor
3. Customers
4. Experienced business owners
	1. Provide encouragement and emotional        support.
2. Provides clear explanations that helps me understand things better.
3. Their feedback helps improve my business.
4. They give guidance and advice.

	Another
	1. Family and friends
2. Work colleagues
3. Business owners
4. Tutor
	1. They support with childcare.
2. Support when clients needs appointment but I’m unavailable.
3. Support with new products and new techniques.
4. Support when I need help during class when I lack concentration.



The GO M.A.D. framework helped me to think more clearly about the steps I needed to take and who could support me. The actions stage helped me choose realistic steps, using GO M.A.D. made it easier to plan what I need to do each week.
Goal
Increase sales and attract new customers by improving my business visibility on social media.
Reasons Why
I want to grow my business and create new opportunities. (10/10)
I enjoy learning new skills and developing my creativity. (8/10)
Attracting new customers will make my business more successful. (9/10)
Self-Belief
      8/10
Create six social media posts per week.
Create two social media videos per week.
Plan and Prioritise
	Action Step (Things you will do)
	Priority (High / Medium / Low)
	Support Needed

	Take photos and videos of products
	High
	Edit photos and videos using edit apps

	Schedule regular social media posts
	High
	Schedule post by using Meta Business Suite

	Hand out business cards to promote business
	Medium
	Distribute business cards locally




Involve Others
	Person
	Role
	How They Can Help

	Existing Customers

	Supporters
	Leave reviews and share feedback

	Friends & Family
 
	Promoters
	Share posts to increase visibility

	Influencers

	Collaborators
	Promote products on their platform



Take Responsibility
I will take responsibility for staying consistent with my social media content and tracking my business growth.
Measure and Celebrate
I will know I’ve achieved my goal when I have gained new customers, increased engagement on social media and increase in sales. To celebrate I will look at buying a embroidery machine to help me expand my business.
[bookmark: _23ckvvd]


[bookmark: _Toc213243678]1.5 Plan of action
[bookmark: _ihv636]
Person 1
	What do I want to learn?
	What do I have to do?
	What support and resources will I need?
	How will I measure success?
	Target Date for Review

	Improve time management and organisation

	Create a weekly planner and schedule social media posts
	Calendar app, reminders, planner
	Review weekly schedule every Sunday
	May 2026

	Increase confidence in promoting my business
	Post more photos and videos on social media
	Support from family and friends
	Track number of posts and customer engagement
	June 2026

	Grow social media presence to attract new customers
	Post 6 times a week and create 2 videos a week
	Canva and Meta business suite
	Monitor followers, views and sales monthly
	June 2026

	Learn embroidery skills to expand product range
	Buy a embroidery machine and watch tutorials
	Embroidery machine and YouTube
	Complete practice designs and get customers feedback
	November 2026






Personal Objectives

	Short Term Goals (next 12 months)

	1. Improve organisation and time management
2. Build confidence in promoting business
3. Increase customer engagement and sales through regular social media activity

	Medium Term Goals (2-3 years)

	1. Expand product range with embroidery designs
2. Build a stronger customer base with repeat orders

	Long Term Goals (3-5 years)

	1. Grow my business enough to work full-time and possibly employ staff
2. Attend craft fairs and stalls to promote my business




Now that I’ve identified my development needs, I can create a clear plan using a SMART goal. SMART goals help make development more organised because they are Specific, Measurable, Achievable, Relevant and Time-bound.
[bookmark: _Hlk214451451]“A SMART goal is used to help guide goal setting. SMART is an acronym that stands for Specific, Measurable, Achievable, Realistic, and Timely. Therefore, a SMART goal incorporates all of these criteria to help focus your efforts and increase the chances of achieving your goal.” (CFI, 2022)
[bookmark: _Hlk214448110]Specific: Increase sales by attracting new customers through improving social media content.
Measurable: Gain sales from at least five new customers each month.
Achievable: Increase the number of social media posts and use email marketing to reach a wider audience.
Relevant: Plan and schedule regular social media content to promote products and grow business.
Time Bound: Achieve this goal within nine months.
Setting a SMART goal helps me stay focused and organised by giving me clear targets and timeframes to work towards. It also helps me track my progress, see what’s working and take responsibility for improving my results. As a future leader or manager, this helps me learn how to plan effectively, stay motivated and take ownership of my personal and professional development. 
Person 2
	What do I want to learn?
	What do I have to do?
	What support and resources will I need?
	How will I measure success?
	Target Date for Review

	
Social media 


	Need to learn how to promote business using platforms that are available
	Time and scheduling
	Review weekly 
	July 2026

	Stock control

	Set a day and time to do a stock take
	Time out from clients and a routine
	Weekly



	February 2026

	Learn new skills 

	Watch tutorials and keep up to date with the latest trends
	Take time to sit and research the current trends
	Weekly revision
	February 2026




Personal Objectives

	Short Term Goals (next 12 months)

	1. Increase social media presence
2. Prioritise stock take weekly

	Medium Term Goals (2-3 years)

	1. Increase clientele presence
2. Be more assertive with clients


	Long Term Goals (3-5 years)

	1. Maximize my business in all aspects and gain control




From looking at the other person’s development plan, I was able to create a SMART goal for them. This will help them stay more organised and focused on what they want to improve.
Specific: Learn to promote their business using social media platforms.	
Measurable: Post at least two times per week and track engagement.
Achievable: Set aside one hour weekly to plan content.
Relevant: Helps attract new clients and increase bookings.
Time Bound: Review progress in July 2026.

[bookmark: _32hioqz][bookmark: _Toc213243679]1.6 Monitor progress
Monitoring development is important as it helps check if am improving and if the actions in my PDP are working and help stay focused on my goals. The same also applies to monitoring other persons development, it allows me to see what support they may need and how they a progressing.
Self
Monthly progress reviews: Checking social media insights 
Strength - gives clear, measurable date. 
Weakness - doesn’t show confidence levels.
Customer feedback: Asking for feedback from customers
Strength - helps identify areas to improve. 
Weakness - feedback may not always be consistent
From looking at the ways to monitor my improvement I will mainly use monthly progress reviews, as this will give measurable results and show how my improvements are helping my business grow. These monitoring methods link directly to PDP because they show whether I am meeting my weekly posting targets, improving my organisation, and growing customer engagement. Checking my progress each month also helps me update my plan and make changes where needed.
Another
Setting small achievements and reviewing weekly
Strengths – Helps improve confidence and deal with confrontation.
Weakness – Needing motivation to stay on track
Reviewing their person development plan
Strength – Show clear goals, steps and deadlines
Weakness – Will only work if they keep up to date with their PDP  
The best way to monitor them will be achievement goals as this will help build confidence and be able to challenge them on how they are progressing with their personal development plan. These methods link to their PDP because reviewing weekly goals helps them stay consistent, build confidence, and keep track of their personal development. It also shows whether they are progressing with the skills they want to improve
[bookmark: _Toc213243680]1.7 Conclusion
Completing this assignment has helped me understand my own development needs and the development needs of another person much more clearly. Using SWOT analysis helped me see my strengths and weaknesses and the areas I need to focus on. It also showed me how differently people learn and how important it is to support each other.
Creating SMART goals and a PDP has given me a clear plan to follow, and the monitoring methods will help me keep track of my progress
Doing this assignment has helped me understand myself better and give me more confidence in my personal development. It’s also reminded me how important it is to keep learning, reflect on what’s going well and support others with their goals too.



[bookmark: _Toc213243681]Reflection on the Recruitment process
[bookmark: _Hlk214451484]For the reflection I’ve chosen to use Driscoll’s Model of Reflection (2007) because the three simple stages helped me break down what happened and understand what I need to do differently next time. The model uses a straightforward, cyclical process built around three key questions derived from Borton's (1970) developmental framework.
What happened?
I had a situation where I had to speak to a customer who was my brand rep about an issue. I felt nervous and avoided the conversation at first. When I did speak to them, I didn’t explain clearly because I rushed the conversation.
Why is this important? What does it mean?
It showed that my lack of confidence in confrontation affects how I communicate. I realised that by avoiding the conversation made the situation worse, and rushing meant I didn’t get the outcome I wanted. It made me realise I need to build on my confidence
What will I do differently next time?
[bookmark: _1hmsyys]Next time I will prepare what to say and take my time during the conversation, I will stay calm and speak clearly. I will also reflect afterwards to see what went well and what I can improve.
The customer service course I completed please see appendix B, helped me with strategies to overcome situations like mentioned above.
Having a CV helps an employer have a overview of a person’s personality, skills and employment history. Please see appendix A for the cv I created.
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[bookmark: _Toc213243683]Appendix A Curriculum Vitae
Rachel Pritchard
70 Cadle Crescent, Portmead,
Swansea SA5 5HU
07949588030
Rachelpritchard07@gmail.com

Personal Profile
Hardworking and reliable Retail Assistant with excellent timekeeping skills. Works well both independently and as part of a team.
Dedicated and maintaining a positive attitude in fast-paced retail environments.

Key Skills
Strong communication and customer services skills
Excellent time management and reliability
Works well in a team or independently
Friendly and approachable attitude 
Cash handling and till operation
Stock organisation and replenishment 

Work Experience
Customer service advisor – Argos, Pontardulais Road, Swansea
October 2016 – February 2021
Operated tills and processed transactions accurately
Assisted customers with purchases and product queries both in-store and online
Picked and packed customer orders for collection efficiently
Replenished stock and maintained organised displays
Worked as part of a team to meet sales and service targets
Sales assistant – Home bargains, Cwmdu, Swansea
November 2010 – July 2015
Delivered excellent customer service and supported daily store operations
Operated tills, processed payments, and handled returns
Restocked shelves and maintained tidy, well-presented displays
Assisted with deliveries and stockroom organisation
Worked effectively as part of a team in bust retail setting
Cleaner – Fairleigh House, Uplands, Swansea
February 2010 - November 2010
Maintained high standards of cleanliness across residential areas
Carried out daily cleaning of rooms, communal areas and bathrooms
Followed health and safety and hygiene procedures
Reported maintenances issues and supported staff with general duties
Cleaner – Asda, Llansamlet, Swansea
March 2009 – January 2010
Carried out general cleaning duties throughout the store 
Ensured high hygiene standards in customer and staff area
Worked early and late shifts maintaining cleanliness during trading hours
Supported team members to ensure a safe and tidy work environment
Sales Assistant – Sweetmans Bakery, Morriston, Swansea
August 2007 – November 2008 
Served customers and handled cash and card payments
Prepared and packaged bakery goods for sale
Maintained a clean and hygienic food service area
Provided friendly, helpful service to regular and new customers
Assisted with stock rotation and display setup

Education
September 2006 – July 2007
Morriston Comprehensive – Hairdressing Entry Level 1
January 2005 – June 2006
Dyffryn Taf Comprehensive
September 2002 – January 2005
Bishop Vaughan Comprehensive

Hobbies & Interests
I enjoy crafting and reading in my spare time. Crafting allows me to be creative and develop attention to detail, while reading helps me relax and learn new things.

[bookmark: _Toc213243684]Appendix B Continuous Professional Development Record

	Continuous Professional Development Plan – Rachel Pritchard

	
	
	
	
	
	

	Formal
	Informal
	Date
	Duration
	Status
	Details

	
	
	
	
	
	

	ILM Level 4 Diploma in Leadership and Management
	
	2025
	1 Year
	In Progress
	ILM

	L4 Certificate of HE Applied Leadership and Management 
	
	2025
	1 Year
	In Progress
	University of Wales Trinity Saint David

	Entry Level Hairdressing
	
	2007
	1 Year
	Completed
	Morriston comprehensive

	ASD Awareness 
	
	2022
	4 Weeks
	Completed
	Online

	
	Customer service
	2019
	5 Days
	Completed
	Argos

	
	Crafting tutorials
	2020
	7 Days
	Completed
	YouTube
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