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INTRODUCTION

I believe that the topics I have learned during these ten weeks will support my professional and academic activities throughout my life, which is why my broad and strategic reflection on my learning process is the great goal of this academic report. I am one of those who share the idea that a student is a constant researcher, so I always want to have the best tools available for endless student research. Believing that communication is the most powerful key to the doors of success, since I am a stage man (Actor), I think it is imperative to address topics of common and comprehensive interest such as Curriculum Vitae (CV), the negotiation process, and the presentation skills


BEFORE THIS COURSE

My story is very curious for a simple reason. I am of Portuguese nationality, of African origin (Guinea-Bissau), seven years immigrant in France. Therefore, I speak Portuguese which is my second language - always the object of all my academic training, I speak Creole (my first language) and I speak French that I had to learn for years immigrated in France. In all these three languages ​​I am well-known for the mastery and great capacity for rhetoric. Unfortunately, with the English language I cannot say the same because it is my first contact with her, which is why I joined this course in order to improve my skills in every way.
At the beginning of this module I was very lost and scared because of my limitations and language barriers, but over the course of the weeks I learned that I have to put more emphasis on my strength so I can overcome the difficulties and eliminate weaknesses.


CV PREPARATION 

Before starting this module, I had an almost vague idea about curriculum vitae development. But during the module, I became aware of the little details that make big differences in the curriculum vitae. Being the curriculum vitae the first contact between the employee and the employer, reveals an extreme importance for which it must be elaborated with much precision and strategy. The Curriculum should be understood as a summary of your professional trajectory, indicating how hard you have been to get to where you are today, which path you have walked and where you want to go. To produce a good resume, three basic ideas must be considered: truth, simplicity, and efficiency. These ideas are simple, but they will certainly add credibility and reliability to your resume, allowing the recruiter to find the ideal employee and have no surprises at the time of the interview. -Truth- When writing your resume, the goal should be to seek a break even. You should not add skills (say that your English is fluent being that it is basic, for example) and qualifications you do not have, since these tricks are easily discovered. On the other hand, not talking about your qualities and talents that set you apart from other people can make you miss good opportunities. -Simplicity- Another important assignment of your resume is to be simple. Examiners have a huge daily burden of curriculum evaluation (dozens and maybe hundreds) and cannot (and will not) waste time examining a complex or confusing document. -Efficiency- The third and final attribute of good curriculum is efficiency. It must present directly everything the analyzer needs to know about you and that has relation to the vacancy in question. But the resume is not just about this because the employer wants more of whom he employs, wants someone to count on for the growth of the company at all levels, needs an employee that helps him make more and more money, an employee who helps you reduce costs, an employee who helps you avoid unnecessary expenses ... etc. With this module I learned that you have to make a curriculum vitae of, say, reciprocity (employer / employee), a curriculum focused not only on the candidate but also on what he has to give the company on beneficial terms

NEGOTIATION PROCESS

Before this course, although he was always in the labor market, he knew very little or nothing about the negotiation process, and he thought that whoever had the power was the employer and nobody else. But then, during the course, I've been reading and seeing lectures from the big names in this field, such as Voss, "Never Split the Difference" (Voss, 2018) with exceptional techniques whose unimaginable results. This led me to revisit another thinker who is also well-known for his capacity in this matter, the Brazilian professor and speaker Leandro Garcia who, according to him, in order to understand what is negotiation and its "sudden" importance, one must refer thought to the past and to the purest concept of the tool. From the beginning of mankind man has exercised his bargaining power. Those who stand out, that is, those who can achieve the maximum of declared or hidden goals, can be considered good negotiators.
But what is it to be a good negotiator? Until the mid-1990s, in Brazil, according to lecturer Leandro Garcia, the art of negotiation was seen by a large part of the population as a manipulation tactic whose main purpose was to advantage over the other. However, negotiation is the process in which two most parties with common or antagonistic interests come together to confront and discuss explicit proposals in order to reach agreement and can be perfected with the proper techniques.
We negotiate at all times, when waking up with the alarm clock (the snooze function that says so ...), with the family, boss, co-workers, suppliers, disaffection, anyway, professional and personal life is a great negotiation and positive results or achieved goals determine how prepared you are.
"Overview," "helicopter vision," or "peripheral vision," only illustrates that a good negotiator is one who can look beyond reach. The higher you are, the greater your field of vision and the more details you can observe fundamental points and necessary for a safe and assertive decision making.
Today, the pursuit of collaborative negotiation, the consequence of which is an agreement with high quality and acceptance, where both sides work towards a common goal, is a constant challenge for the corporation.
Now, more than never; I am imbued with tools capable of making me always achieve a fair and beneficial negotiation for both sides during any negotiation process.








PRESENTATION SKILLS 

When talking about communication skills and presentation skills, the first questions that appear are: Why are some people more influential than others? Where is the difference? The answer is very simple because, in fact, knowledge is not a simple accumulation of information. Knowledge is the competence to act. Applying this knowledge can bring you profound transformations in how you relate to yourself and others, generating mutual trust with who you communicate with. Public speaking is an art, which requires mastery of communication and presentation techniques (knowledge, skills and attitudes) Knowledge: what you need to know to present yourself well, the cognitive domain. Skills: what you need to train and develop to become an effective communicator, executive mastery, know-how. Attitudes: what you must do to seek knowledge and improve communicative skills, mastery of action, is to do. "He who knows, but does not know how to convey what he knows, does not really know just think he knows." Greek proverb. Second (Holmes, 2011, 38, 39), communication skills are used to identify our self and our purpose. This communication is conscious, when we use words, and subconscious, when we essentially use non-verbal communication skills such as body language. In this way, our way of communicating influences how other people think about us. (Morgan, 2017, 245) In all humility, I already considered myself a good communicator before beginning this course because I am Actor, Poet (declaimer and writer) and Cinematographic Argument ant, although in other languages ​​(Portuguese, French and Creole) reason why the constant interaction with the others is my everyday life. I know many secrets and tactics of voice projection and body language because I took years to study and practice almost daily. And, for me, the best way to learn our daily life necessarily passes through the knowledge and practice of the teachings of the theater, but let's see: The theater goes far beyond what one can imagine. It can be a great choice for anyone who wants to perfect their skills in everyday activities. Mere students and great professionals can count on the help of theatrical initiation classes to overcome limitations, fears and addictions. The work with the voice improves the diction and the articulation of the words, allowing that the speech of the actor is passed with more clarity to the public. Seizing the design of the voice can be quite useful in your day to day life, especially for those who use it as a working tool, such as teachers, speakers, among others. Not having a microphone in your favor, you are liable not to pass the message clearly to the public and also to compromise with your vocal health. Breathing exercises help keep your breath longer, reflecting directly on physical conditioning and speech articulation. Knowing how to adopt an assertive stance and look can make a difference in the process of convincing a particular person or audience. Creativity is essential in translating a text into scenic language. And these are challenges that we find constantly in our daily lives. The news that is broadcast daily ranges from the dramatic to the comic in a matter of minutes. Our anchor must therefore be prepared to move from sobriety to relaxation without losing control of its own emotions, just like a newscast. The presentation of a spokesperson, representative of a private company or a public institution, says a lot about the organization he represents. Thus, assertive posture and intonation count positively for the image of the organization represented. In addition, using creativity to convince people is the permanent challenge in our day-to-day lives. There are many points of intercession between the Scenic Arts and the different activities of our social life. The legacy of the Theater is very rich, being able to drive careers, be it in the personal life or in the professional life.
Even the person with the worst stage fright in the world can improve their presentation skills. In fact, many amazing presenters are terribly nervous before they begin their presentations. To improve your presentation skills, all you need to do is learn to relax, have confidence in what you have to say, and follow a few tricks to connect with your audience. It takes time and patience to improve your presentation skills, but if you set your mind to it, it will enchant the audience and showcase your point of view effectively in a short time.





GAPS TO FULFIL

My biggest problem, my greatest difficulty and consequently my greatest fear is the language barrier, the non-mastery of English. Therefore, my greatest struggle of the moment is to overcome this barrier and to later focus on the higher goals that are superior formations. The only way to fulfill my dreams is necessarily to master English, and for this I will have to work harder on reading, and try to always be among the people who speak good English and continue to study English, of course.


CONCLUSION

With all that I have learned about employability and its methods, I will have great opportunities for professional life, I believe. After these ten very productive weeks, I am more than determined to continue my struggle in search of infinite knowledge because the only way is to learn and learn always. Now more than ever my flame is on and the dream of having a superior training in the British soil is about to materialize.
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