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In this essay, I will describe employability skills and evaluate them in the context of my selected profession. I will use findings from previous studies to get more information about my selected field. I will use these findings to determine the expectations of organizations from their employees and the role of these skills in the improvement of the overall performance of employees. In addition to this, I will use different tools including SWOT analysis and time management tools to identify and evaluate my skills. After evaluating my skills, I will determine approaches that can improve my future performance and increase the chances of my success in the desired profession.
Employability skills are the transferable skills that are required by an individual to get a job or to become “employable” (Rosenberg et al., 2012). Apart from having subject knowledge and technical understanding of things, employers expect their employees to have certain skills reflected in their performance and day-to-day activities (Di Gregorio et al., 2019). It is assumed that employability skills enable the employees to show desired results and performances. Employability is dependent on the knowledge, attitude, and skills of an individual and how he uses and presents these skills to his employers. These are the non-technical skills that are a part of the work skills important for the everyday functioning of the organization. Some of the common employability skills are communication skills, problem-solving skills, time management skills, negotiation skills, and teamwork skills (Andrews & Russell, 2012). The absence of these skills cannot only create problems for the employees but also impact the overall performance of the organization.
I have closely analyzed career options and decided to pursue my career as a customer relationship manager. A customer relationship manager manages the engagement of an organization with its primary customers (Pearson, 2016). It is the responsibility of customer relationship management to build a trusting relationship with customers and create a positive image of the brand. Customer relationship management is an integral part of organizations because of its customer-focused approach (Battor & Battour, 2013). Even though its focus is on customers, it requires other pillars including people, processes, and technology. This field includes a combination of these three pillars that provide a deep understanding of the requirements of customers to support the business in the development of its strategies and to create a long-term association with customers (Vivek et al., 2012). Here, the role of a customer relationships manager becomes critical for identification of the requirements of the organization and maintain a balance between the three factors people, technology, and processes (Vivek et al., 2012).
A customer relationship manager has strong interpersonal skills that enable him to build a relationship with employees and key customers of the organization (Recruiting Resources: How to Recruit and Hire Better, 2021). The duties and responsibilities of a customer relationship manager demand an individual with problem-solving skills to address the issues of clients and develop strategies that do not only resolve their issues but also meet the requirements of the organization (Betterteam, 2021). In addition to this, a customer relationships manager requires time management skills to schedule meetings with customers, arrange the sequence of tasks and convey the concerns of customers to the senior management (Betterteam, 2021). Having the ability to work in stressful situations is another important skill for the customer relationship manager. This skill allows the manager to help his team members especially the sales team in determining their strategies under stress and pressure. This skill helps the managers in maintaining a composed and calm attitude during stressful situations and create strategies that can provide long-term advantages to the organization (Betterteam, 2021). To communicate with the clients and the company’s senior management, a customer relationships manager require strong communication skills (Recruiting Resources: How to Recruit and Hire Better, 2021). These communication skills will help him in actively listening and then communicating the solutions and ideas to clients. Lastly, a customer relationships manager needs teamwork skills to operate in teams, guide team members and contribute to the growth of teams working for the betterment of the organization (Dawson, 2012).
The reason why I decided to become a customer relationships manager in the future was the similarities between my personality traits and the traits of a customer relationships manager. Though I still believe I need to critically evaluate my skills in the context of the selected profession to get a better understanding of the relevance of my decisions in the success of my future career. I will use SWOT analysis to identify and evaluate my strengths and weaknesses in the context of my selected profession and analyze potential opportunities and threats in the way of my future career (Gürel & Tat, 2017).
My strengths include my ability to actively listen and understand the concerns of other people and efficiently operate in teams without any burden. I am considering my teamwork and communication skills as my strength because these skills can help me in engaging and communicating with my clients in the future and allow me to efficiently provide my services in team dynamics (Collet et al., 2015). However, I have some weaknesses that can not only add barriers to my future growth but also affect my performance in organizations. My biggest weakness is my fear of public speaking. I get nervous and even forget what I was going to say if I have to give presentations and individually present my ideas in a group. Secondly, I get panicked in stressful situations especially when I have to work within a time constraint. I believe that these weaknesses can create several challenges for me in the future. The opportunities that I can attain in the future will be related to my time management skill and problem-solving skills. As mentioned earlier, I cannot operate under pressure, and in strict deadlines, I try to arrange my work to avoid panic at the last minute. This habit can potentially assist me in availing several opportunities in the future without wasting time (Chattoraj & Shabnam, 2015). The problem-solving skills help me in the solution of complex issues that are faced by my friends and family members. I can use these skills in the future to resolve the issues and develop plans to help my organization in the future. Lastly, the factors that can create a threat for me are associated with uncertain business conditions and changing business environment (Baker et al., 2020). I am not the type of person who likes frequent and unplanned changes in life. The changes in the business environment can create a sense of unpredictability that often irritates me and affect my performance in several ways.
Even though my strengths will act as a bridge in my way of success in the future, my weaknesses can add barriers to my growth. A customer relationships manager is often required to work under strict time constraints. I can face several challenges if I fail to overcome my nervousness and panic reactions in stressful situations (Armstrong et al., 2014). Other than this, my fear of public speaking can also snatch new opportunities from me. I will not be able to present my skills to the companies in the future if I fail to compose myself and present myself in an attractive manner during the presentations and interviews. I will also have to make some changes in my behavior. I will have to overcome the irritation and anger that build in me when things don’t go as per my plan. I will have to understand that I cannot control every situation. A customer relationships manager often comes across situations where the situation takes a different turn and gives unpredictable results. To efficiently offer my services as a customer relationships manager, I will have to put more effort into the improvement of my skills and abilities. I believe that my strengths including my communication skills and teamwork skills can help me in the future by paving ways for me to attain new opportunities and meet new people. My time management and problem-solving skills will also assist me in the presentation of my full potential in organizational activities and make a good impression on senior management. Thus, I will have to improve my confidence, reduce anger and irritation, control my reactions in stressful situations and efficiently deal with the last-minute changes to improve my performance as a customer relationships manager in the future (Armstrong et al., 2014).
Different strategies can help me in the improvement of my personality and employability skills. To overcome my body reactions such as anxiety, nervousness, panic attacks, irritation, and anger, I will indulge in physical activities like exercise and yoga and improve my physical health through a better diet. The physical health of an individual is directly connected to his mental health and emotional reactions (Prazak et al., 2012). By inducing these minor changes in my life, I will become able to control my reactions and present myself in a better way in public gatherings. Other than this, I will increase my participation in social activities and practice debate in my home in front of a mirror to overcome my fear of public speaking. I will also polish my time management skills to reduce the chances of the occurrence of stressful situations where I will have to operate in a strict schedule (Patacsil & Tablatin, 2017). Apart from this, I will watch online videos to reduce my nervousness and panic reactions under pressure. I will also use learn about the changes in the business environment and the contributors of changes to business conditions to get a detailed idea about the causes of uncertainty in the business environment. I will read journals and articles and take help from other online sources to improve my knowledge and identify skills that are required by the employers in a customer relationships manager. After completion of my degree, I will work as an intern and assistant in several organizations to acquire infield experiences and improve my skills (Patacsil & Tablatin, 2017).  
Here, I will also acknowledge the importance of time management tools and approaches. Time management means the management of total hours in a day. It is associated with planning and arrangement of schedules to spend time in productive activities while taking some time to invest in personal benefits and health (Chattoraj & Shabnam, 2015). Effective time management allows an individual to plan and perform the daily routine tasks within the defined deadline. I will use time management approaches in the planning of tasks by making a list of tasks according to their importance and using time management tools to give notification at the time of each task (Nadarajah & Kadir, 2014). Instead of taking several tasks for a small duration, I will divide my time and only take the work that I can perform without compromising on my time. I will monitor and track the way I spend my time and reduce the time I spend procrastinating. I will prioritize my health and spend maximum time in the improvement of my mental and physical health.
Employability skills are the abilities that make an individual “employable”. In this essay, I described and evaluated my employability skills within the context of my selected profession of customer relationship manager. I used SWOT analysis to identify and evaluate my skills. The analysis showed that I do have some skills that can increase my chances of success in the selected profession but there are some weaknesses that can negatively affect my growth. I have developed some strategies that can help me in the improvement of my personality and reduction of negative traits. I have also examined the importance of time management approaches and tools in this essay because of their importance in the reduction of unwanted situations in an individual’s life by scheduling the tasks and taking out time for each task according to its priority. 
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