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Introduction 
My Name is Martins Uwugiaruoyi I am a student of University of Wales Trinity Saint David
On this Assignment, I will talk about my career goals and skills.
 On the 14th of August, I had a role play with my Partner, where he played the role of interviewee looking for a job of Team Leader in Sainsbury’s, and I played the role of interviewer. The interview lasted for about 10 to 12 minutes each. After I finished interviewing him, I asked him if he has any questions, which he said “yes” and he asked me his questions and that was the end of the first stage interview. The second stage was to switch positions. My partner later became the interviewer and I was now the interviewee applying for a position of Sales Assistant in Marks and Spencer. My partner interviewed me, and it was great. It took 10 to 12 minutes for the interview, and he repeated the process by asking if I any questions. I said yes, I asked my questions, and that was the end of in-class role-play.

As a student studying Certificate in skills for the workplace at University of Wales Trinity Saint David London, I have learned useful skills and improved my talents as a student. I was able to grow my performance and my development in achieving my goals for my profession through self-reflection. 
 Reflection
 The reflective model to be adapted for this assignment is going to be the Gibbs reflective cycle. Merely getting an opportunity to know is not enough. This will easily be overlooked, or the learning value wasted until reflecting on this encounter (Sekarwinahyu et al, 2018). It is from these thoughts and emotions that assumptions or ideas can be created, and assumptions can be used to successfully solve new circumstances. Following the six-step guide of Gibbs reflective cycle, I will define my strengths, growth areas, and steps to improve my professional skills. Stages 1 and 3 refer to the interactions, and levels 4 to 6 reflect how I can enhance the potential communication and outcomes (Sekarwinahyu et al, 2018).


Career Plans
My career goal is to be a sales assistant in Marks & Spencer. A sales assistant work consists of marketing the goods or services of businesses to clients. Sales agent roles may include selling electrical devices, home electronics, pharmaceuticals, cosmetics or automobiles. Sales assistant positions require selling to companies, manufacturers, or enterprises. Many of the field executives are professional sales personnel and fashion designers. Selling clothes, handling logistics, and clothing materials requires many forms of sales agent work. Workers with sales assistant positions typically operate on goals and may receive big bonuses in the form of rewards if you manage to hit your objectives. Sales assistant Representative jobs usually require working long hours. Sales assistant positions require a lot of commuting to see customers in their houses, workplaces, or warehouses. During consumer meeting points, they also show the item or drop catalogues for the consumer (Arnold et al, 2019). In retail sales occupations, people are expected in the case of Marks and Spencer or companies supplying clothes to maintain track of orders received or amount of appointments/cash transactions every day. The sales assistant is directly under the sales manager. Through their sales departments, they serve as representatives to consumers and businesses. Sales agent positions include diligence and transparency with respect to brands familiar with consumers, as companies use that knowledge to enhance their own goods or services. For an individual to excel in sales assistant jobs, he should have full confidence, determination, persuasion, and awareness of the products and rivals of businesses. This will quickly be able to counter and push on thoroughly through networking (Þorsteinsson et al, 2016). In addition to getting GCSE or alternative are eligible for a sales assistant position, there are no specified requirements. Increasing numbers of sales assistant, though, are seeking to obtain better degrees by MBA in the area of sales or marketing. Once an individual becomes a sales agent, several businesses have explicit guidance on the products and services of a business. You are also able to grasp other forms of sale in your business in an assistant work. Potential workers in sales assistant positions must typically operate with experienced staff leaders before they become comfortable with the products of the business and the environment in which they have to operate. Sales executive positions are open in all industries, from retail firms, wholesale retailers or the IT market (Sorin-Ciprian, 2018). Most sales assistant jobs can be freelance options. Progressive sales rep career openings involve taking on extra management duties and being general manager, project manager or regional business manager.

What employers want
For a sales assistant in seeking job opportunities in Marks and Spencer, some critical requirements for all workers are expected, but reliability is definitely at the top of the priority list of employers (Rhew et al, 2019). Employees demonstrate reliability by having full control over all facets over their jobs, including on-time, attire, and properly operating and demonstrating a substantial degree of dedication (Brunner et al, 2018). Managers like reliable employees since they set clear expectations and maintain them. Another attribute is that employers are searching for candidates who can strengthen their organisation and brand. They want to hire trustworthy individuals with positive credibility both within and outside of job and with a sound working ethic. Good workers have a good understanding of the best values at work and beyond, so they understand how to do everything (Stewart et al, 2016). No person in a company will accomplish excellence all alone, and outstanding workers realise that to be a reality (Brunner et al, 2018). You have to be the ideal team member who will illustrate and thank everyone for their achievements. Such workers understand that cooperation often increases performance. This is also another skill employer wants from a sales assistant. Good workers are optimistic, often in harsh conditions (Rhew et al, 2019). Whether large or tiny, they approach tasks in a clear manner. When they have to discuss a sensitive topic, they do it confidentially. They encourage a team mind and good morality and are happy to work with others and collaborate with; a feature that is often minimised as a characteristic of essential work (Brunner et al, 2018). 

Self-motivation
I can only achieve what employers want through self-motivation. Most of us are in motivational slumps from which we have to work. Maybe it is like a constant loop, of almost everyone inspired for a bit, dropping back and then starting it up again. There is really nothing better than the perfect mentality for self-motivation. You cannot choose your circumstances or control them, but then you can pick the best attitude toward your situations (Geller, 2016). Self-motivation is a central part of emotional understanding, says mental specialist Daniel Goleman (Howard et al, 2016). Emotional intelligence is the test of one's capacity to perceive and control one's own feelings and impulses (Oyserman et al, 2017). The value of self-motivation for emotional intelligence stresses its position in our capacity to recognise ourselves, communicate with others, and achieve our goals (Geller, 2016). I focus on my emotional intelligence to motivate myself. A man who leaves the house as a means to cover the bills leaves his family behind him and, please, his employer is not self-motivated. In contrast, a man without any external influences is self-motivated and seeks fulfilment in his job. I do not need external forces to motivate myself.
 Learning styles
The styles of learning are a common educational phenomenon and are planned to recognise the best form of learning (Sintia et al, 2019). The VARK learning paradigm indicates that there can be four major categories of students: visually, auditory, read/write as well as kinaesthetically (Sintia et al, 2019). Throughout the 1970s and 1980s, the concept that students get the most from teaching and schooling corresponds to ones learning styles, attributes and preferences (Espinoza-Poves et al, 2019). Nonetheless, most research shows that specific desires for learning have little to zero impact on the outcomes of learning. There are several methods to identify learning types, but the VARK paradigm of Neil Fleming is one of the more common (Díaz et al, 2019). In 1987, Fleming created an initiative to aid students and many others understand more about their unique learning interests. Fleming created a self-reporting catalogue that presented a variety of scenarios in an effort to determine what sort of learner a student can be (Sintia et al, 2019). The participants choose the responses that better suit their desired learning strategy (Sintia et al, 2019). After I completed the catalogue, I discovered that I belong to the reading/writing category. Students who perform well in reading/writing display a clear affinity for the written language (Balasubramaniam & Indhu et al, 2016). This contains both written information described in the form of lectures and PowerPoint slides and a possibility to complement written work assignments to generate course content. This method is also suitable for online research because many rich sources of information on the Internet are comparatively text-intensive (Espinoza-Poves et al, 2019). Students who read/write should be encouraged to make extensive notes throughout class sessions to enable them to process and remember information later (Díaz et al, 2019).
Personal development
Self-awareness is an essential talent that we can improve to advance on our path to success. In our exhausting, modern life, it is easy to react to our environment and the possibilities for interconnection passively. The ability to have emotional intelligence and enforce our emotions should be among the most appreciated skills (Billon, 2017). The capacity to track our internal and outside universe is self-awareness.As triggers, our emotions, and feelings surface. Developing awareness of oneself helps one not be swept away by such signs anymore but to react critically and carefully to them (Shaheen & Hameed, 2020). Self-conscious individuals recognise the inner and outer perspectives of others. To develop self-consciousness, higher mental processing is necessary (Billon, 2017). This needs a focus on knowledge processing. This design contributes to increased versatility and adaptability. A stronger knowledge of oneself enhances durability. Self-awareness often expands our ability for empathy (Zhu & Chang, 2016). As empathy and compassion increase, the conscious mind does likewise. A self-conscious person may have a significant effect on the environment around him. Self-conscious individuals continue to display trust, flexibility, and stable achievement levels.
Employment Goals 
The career path I will like to pursue is to be a manager and own my clothing store one day. To accomplish this, I must be an assistant manager to gain experience. The career path of a manager requires a degree. Obtaining a degree from the University of Wales Trinity Saint David will enable me to pursue my ambitions. A manager is responsible for buying clothes and apparel for the stores he is working for from a vendor, a seller's store, or local customers. The objective of a clothes store manager would be to buy premium and high-quality clothes at the lowest possible cost (Arnold et al, 2019). A retail store manager wants to consider the business and stay up with the new trends in design. He will be mindful of what clients like and appreciate (Þorsteinsson et al, 2016). The managers will be specialists in fashionable clothes to know what actual commodity to purchase in advance to invest in the budget while depending on experience, instinct, and personal experience to determine whether to shop (Arnold et al, 2019). I will pick up managerial classes to aid me in chasing my ambitions. 
	
Conclusion and action plan
If this situation should repeat itself again, what should I do? Plans for action detail the aspects to understand and develop every time this type of situation repeats itself. I will detail what motivates me and focus on them. This will help me stay focus on my career path, which will help me develop more as a student.
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Appendix 

Student name; Martins Uwugiaruoyi  (1907286)
Student Name; Kelvin Kpenosen(1908380)
Module; professional career development team 3

 Team leader for Sainsbury’s 
Introduction
Good morning Mr Kelvin how are you doing today? My name is Martins Uwugiaruoyi i will be interviewing you today.
Interviewer
1) Why do you want to work for Sainsbury’s? 
2) What do you know about Sainsbury?
3) How would you deal with an angry or upset Customer 
4) How would you mitigate a dispute between two team members who disagree over their responsibilities?
5) Explain a project where you led your team to success

Any Questions
Thank you for coming and we will be in touch in a week time.
Sales assistance marks and Spencer
Introduction 
Good morning Mr Martins how are you doing today is good to have you here. My Name is Kelvin Kpenosen I am the store general manager, before we start would you like something to drink.
Interviewer 
1) Tell me, why you are interested in this sales position with us
2) Tell me about your job role and previous experience as sales assistant
3) Tell me how you would handle a difficult customer
4) Why do you think giving excellent service to customers is so vital
5) [bookmark: _GoBack]How would you sell add on product to customers
 
Any Questions
Thank you for coming and we will be in touch in a week.
 
