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Executive summary 
Achieving a desired position in the competitive job market is not easy, but it is not impossible either. The development of relatable skills might help the candidate to do that. Self-assessment is the best way to analyse individuals through their own experience and it helps to understand the difference between the current situation and the desired one. This report will describe the experience of a deserving candidate who wants to get established as a sales manager. This report will describe the experience of his/her journey towards the professional goal. Analyse the strengths and weaknesses and provide a development plan.  
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Self-reflection is the process of describing one's experience in relation to their learning process, their way of work or any other in order to access the development of knowledge. Self-reflection improves the level of self-awareness and self-consciousness in individuals. Additionally, people can identify the areas for improvement from it. The description will be based on relevant academic theory. In addition to that, the strengths and weaknesses in order to be established in professional work will be segregated using a proper framework and a personal development plan will be prepared to work on the weak areas.
[bookmark: _29jauydg18kz][bookmark: _Toc109839874]2. Reflection on recruitment and selection 
The recruitment and selection process within the company is a vital part as the workforce of the company is an integral part of keeping up the organisational performance quality particularly (Rauk, 2021). The company has the responsibility to impose an enhanced workforce within the organisation that can keep up the working process of the company particularly. I have understood that the company needs to acknowledge an effective selection process that can foster the organisational production rate in an enhanced way. I have identified five major characteristics and importance that are associated with the training and selection process particularly.
Ensuring the transparency of hiring of effective workforces: The selection process is able to build up significant transparency in the organisational world and can enhance the chances of imposing effective workforces within the company (Jashari and Kutllovci, 2020). It needs to be mentioned that while the employees are aware of their roles and responsibilities particularly, they can contribute to an enhanced working process within the organisational context. I personally feel that the selection process is able to examine the capabilities of individuals within the organisational context and impose them within the company.
Time saving: The proper selection process is time-saving and very easy to observe within the company. The whole selection process can be time-saving for the company by imposing an enhanced workforce within the company that can contribute to the success rate of the company particularly (Hmoud and Laszlo, 2019). However, I have observed that a streamlined process is very much effective in the recruitment process as it is easy in nature and fulfils the vacancies faster than the cumbersome hiring process. On the other hand, it needs to be highlighted that an enhanced recruitment process is able to make the applicants engaged in their job applications and not shift to other companies.
Avoidance in the legal issues: The organisational authority needs to be concentrated on producing the recruitment process fair as well as transparent in its nature. However, the applicants are ensured by the company that they will not face any kinds of discrimination process within the organisational context. In addition to this, they are also assured that their private details and information is confidential from other people (Hmoud and Laszlo, 2019). The recruitment process of the company can reduce the unethical practices of some agencies. I have confronted this type of unethical issues within the organisational world and understood that the direct enrolment process is the most reliable one for every individual.
Saving time in the training process: The observation of an effective selection process is able to impose workforces that can satisfy the provided criteria of the company within the organisational context (Jashari and Kutllovci, 2020). Thus, the organisational authority does not need to impose any training or development processes within the business environment efficiently. On the other hand, it needs to be mentioned that the skills of the applicants can be successfully facilitated by the recruiters within the organisational world and enhance their abilities to perform the task effectively. Being the sales manager, I have felt that imposing a knowledgeable workforce within the team can enhance the success rate of the company and it becomes easier for me as well to make them work distinctively.
[bookmark: _lfpx00il1hdh][bookmark: _Toc109839875]3. Personal reflection on career development using Gibbs reflective cycle
The enhancement of competitive advantages helps individuals to keep up their working process within the business environment. The reflective models are able to keep up the observation of the experience and identify the areas of development that can hinder the potential of individuals within the organisational world (Ahmed, 2018). Here, I will portray my skill development plans as per my observation on the personal as well as professional skills particularly. Gibbs reflective model will be used to keep up the portrayal of the experience within the business environment and enhance my potential within the organisational context.
Description: This stage of Gibbs reflective model basically portrays my experience as a sales manager and the problems that I have confronted due to the deficiency in my professional skills particularly (The University of Edinburgh, 2020). While I worked as a sales manager, I can develop a significant relationship with my teams who are working with me as well as I can impose my concern regarding the requirements of the customers from the organisational authority particularly. However, I have been able to measure the future operations that need to be acknowledged within the organisational context and develop the plans according to it. I have been able to gather various experiences from my work life experience and facilitate my capabilities within the organisational world.
Feeling: This stage is able to portray the feelings of individuals while they are within a particular situation significantly. While it comes to me, I have confronted positive as well as negative situations within the organisational context. I have been able to keep up my engagement with the employees and impose my concentration on understanding their perceptions regarding their roles and responsibilities within the business environment. On the other hand, it needs to be mentioned that I used to take enhanced pressure within the organisational context that had restricted me to divide the responsibilities among every team member distinctively. Moreover, I need to impose the point that the training process of my team was not so enhanced. This practice helps them to foster their personal growth and deficiency in this practice can diminish the satisfaction level of the employees.
Evaluation: This stage of Gibbs reflective model portrayed the good and bad experiences that individuals had acknowledged within the organisational context. It is my responsibility to retain my team members by imposing effective growth opportunities on them so that they can enhance their success rate (Adeani et al., 2020). Alternatively, I cannot distribute the responsibilities among every member and take all pressures by myself that had effectively created a dissatisfying situation within the organisational context. On the other hand, I am able to interact with the employees and customers in an enhanced way but I have felt that I am not able to fulfil their requirements within the business world.
Analysis: I have found that there are basically three weaknesses within myself and it can create a significant hindrance to my growth rate and diminish my competitive advantages. The first one is associated with the delegation skills of mine and the other one is training skills within the organisational world effectively. In addition to this, my negotiation skills are not so enhanced that had stopped me from acknowledging enhanced solutions to the problematic situation particularly.
Conclusion: This stage basically concludes the whole experience within the organisational world and produces the future activities that need to be observed within the business environment particularly (MMU, 2018). My experience has shown that I need to enhance my deficit areas and take the actions that will contribute to the objectives and goals of myself. I have understood that I need to enhance my deficit areas in order to foster my success rate within the organisational context. The satisfaction level of my employees basically depends on my activities and it is my responsibility to mitigate their issues and fulfil their requirements within the organisational context.
Action Plan: This stage assists individuals to develop an enhanced action plan that can contribute to the enhancement of my personal and professional skills particularly (Mindtools, 2017). I need to understand the capabilities of every employee and take the next steps accordingly. It will contribute to the enhancement of my deficiencies within the organisational context. There are some professional development short-term courses that can help me to build up my training skills for the employees and produce efficient solutions to the requirements of the employees.
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Figure 1: Gibbs Reflective Model
(Source: The University of Edinburgh, 2020)
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	Strengths 
	Weakness 

	Communication skill: According to Vargo (2020), communication helps people to get connected with individuals. Due to my effective communication skills, I can share my thoughts with others easily. 
Collaboration skills: My collaboration skill is measurable. It will help me to work with the team and meet the sales goals. 
Vision skill: in order to become a sales manager having proper insight is really necessary (Swain, 2022). It will help to see the feasibility of the sales goals. My vision skill is considerable to do that. 
	Delegation skill: A sales manager needs to distribute responsibilities equally among others (Jobber et al., 2019). Being empathetic, I take more work pressure and I need to improve my skills.  
Training skills: I need to empower my subordinates by providing appropriate training and growth opportunities. It will improve their productivity as sales personnel (Ingram et al., 2019). 
Negotiation skill: According to Herlache et al., (2018), customer skills are inevitable. I have faced losses some times while satisfying their needs and that is why I need to work on my negotiation skills. 

	Opportunity 
	Threats 

	Reach sales goal: My effective communication skills will help me to reach the sales goals. It helps to satisfy people by communicating with them effectively. 
Improved workplace relationships: Due to the ability to collaborate, my teammates and subordinates feel comfortable working with me and that improves our productivity. 
Create strategic plans: In this competitive business market, effective vision skills will help me to prepare strategic sales plans which have maximum chances of success. 
	Affected productivity: Due to taking excessive work pressure, my work stress will be increased and that affects my productivity. 
Employee turnover: Being a leader if I failed to arrange proper training sessions for my subordinates. The employee turnover rate will be increased. 
Unmatched profit goals: Being a sales personnel if I cannot match the sales goals of the company with proper negotiation, it will affect the profit percentage of the company. 


Table 1: Personal SWOT analysis 
(Source: Author)
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	Skills 
	Ways to improve 
	Evidences 
	Effect on my job role 
	Time frame

	Delegation skill 
	I will try to distribute responsibilities according to the expertise of the teammates. 
	I can manage every sales person in their work when I develop delegation skills. 
	It will help to create and improve the collaboration capabilities in the team and we can meet our sales objectives easily. 
	Within the next 4 months. 

	Negotiation skill 
	I can acknowledge several professional development courses that can enhance my understanding of the problematic situations and negotiating ways within the organisational context.
	I will be able to acknowledge the problematic situations and assist them to overcome those identified problems within the business environment.
	The future vision regarding the selling rate of the company can be enhanced and my team will become engaged towards their roles.
	Within the next 6 months

	Training skills 
	I need to analyse the abilities of the employees within the organisational context.
	I can overview the professional and personal skills of the employees and the areas of development on the part of employees.
	The satisfaction level of the employees can be enhanced within the organisational context.
	Within the next 5 months


Table 2: Personal development plan 
(Source: Author)
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The competition level is increasing on a daily basis and it is essential for individuals to develop their personal and professional skills in order to stand out among the crowd effectively. The training process is essential for every employee as it can keep up the capabilities of the employees and help them to facilitate their capabilities within the organisational world. The researcher through this report reflected on his/her career planning and development. The report portrayed my personal experience as a sales manager within the company distinctively.
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