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Job Adverts Selected
For this task, I selected two job adverts for the role as Car Sales Executive. The first job was from a used car dealership based in the East Midlands, offering a basic salary with uncapped commission and requiring showroom sales experience. The second advert was from a large automotive retail group for a Sales Executive with customer service experience and finance experience. Both of them adverts represent roles within the same job profession I am hoping to get, which made the comparison relevant to my career development.
Key Skills and Knowledge Areas
Before comparing the two adverts, I identified several key skills and areas of knowledge that were required by both companies. The first area was customer service, as both companies was looking for someone with the ability to deliver an excellent customer experience from the initial enquiry until to the completion of the car sale. The second area was their product knowledge in this scenario about car industry, where both adverts required the candidate to have a good understanding of the vehicles being sold and the finance products available to the potential customers. Communication skills were also been important for the both jobs, as the role requires to explain information clearly, and guide customers through the sales process. 
Shared Skill: Customer Service
The shared skill I have selected to discuss further is customer service. This skill was mentioned on both adverts and is clearly a central to this job of car sales. Customer service is important in this profession for a number of reasons. Firstly, the process of purchasing a vehicle is a significant financial decision for most customers, and therefore they require guidance, reassurance, and a positive experience throughout the process. Usually a sales executive who can deliver a strong customer service is more likely to build trust with customers, which will help me to achieve the targets and get the sales commissions. Secondly, in a competitive market, customer service is one of the key factors that differentiates one dealership from another. Customers are more likely to return to and recommend a dealership where they been respected and take care by the staff (Wiley, J., & Kowske, B. (2011). Therefore, customer service is not simply a requirement of the role but a foundation upon which a successful career in automotive sales is built.
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Introduction
In this section of Task 2, I will reflect on my personal strengths and areas for my future development in relation to my chosen profession of Car Sales Executive. I will use a SWOT analysis studied at university, as the framework for my self-assessment, as I strongly believe is a structured way of evaluating both internal factors such as strengths and weaknesses, and external factors such as opportunities and threats (Ghinolfi, D., et. Al). 
SWOT Analysis
Strengths
One of my key strengths is my direct experience in the automotive industry. Having worked as a vehicle trader at BMW car dealer, I developed a strong knowledge of used car valuation, vehicle appraisal, and the buying and selling process. This experience gave me a practical understanding of how the automotive market is working and operating, which is directly relevant to a role in car sales which I selected. At the same time, I developed the ability to assess customer needs and match them to the right product, which is a main requirement of any Car Sales Executive job role.
Another strength I identified is my communication skills. With my experience working with customers and trade contacts at BMW for long time, I became more comfortable with professional communication and building relationships with people from different backgrounds. I believe this is an important strength in a sales role, as the ability to communicate clearly and confidently directly affects the outcome of customer interactions.
Weaknesses
One area I identified as is my weakness is my limited knowledge of finance products. While I am know that car dealerships sometimes offer finance packages to customers, I do not yet have detailed knowledge of the products available or don’t have the knowledge to answer hard questions about financial products. This is an area I will need to develop in order to perform good in the role, because I totally understand that finance products is a significant part of the sales process and will contribute to overall revenue and commission.
Another weakness I identified is my limited experience in a showroom sales environment. My experience at BMW provided strong automotive knowledge, much of my work was focused on trading rather than direct showroom selling. This means I have not yet had the opportunity to develop skills such as managing a full customer handover or conducting structured product demonstrations in a showroom setting.
Opportunities
One opportunity available to me is the growth of the used car market in the UK and in Birmingham area, which has been increased in recent years. This means that there are a growing number of roles available in used car sales, which increases my chances of entering the profession and progressing within it. Additionally, my current studies in Business Skills for the Workplace at UWTSD for sure represent an opportunity for me to develop the professional and business knowledge that will support my career development.
Threats
One threat I identified is the level of competition in the job market. Many candidates applying for car sales roles will have direct showroom sales experience, which I currently don’t have. This could place me at a disadvantage from others during the application and interview process. Another threat is the increasing use of online car sales platforms, which is changing the way customers buy vehicles.
Evidence of Readiness
Firstly, my experience trading vehicles at BMW offered me a genuine understanding of the automotive industry overall. During my time at BMW, I managed the valuation and resale of vehicles, which required both product knowledge and commercial awareness. This experience helped me to start and build a strong foundation for a career in showroom sales. Secondly, I am currently studying a Certificate in Higher Education in Business Skills for the Workplace at UWTSD. This course helped me to develop my understanding of professional communication, customer relationship management, and business operations. Also helped me to be more confident when I am meeting with new people or when I am speaking in front of a big audience of people. The knowledge I am gaining through this qualification is directly applicable to the demands of the Car Sales Executive role. Another one is that I hold a full UK driving licence, which is a specific requirement stated in the job adverts and I don’t have any penalties or convictions. This confirms that I meet one of the fundamental practical requirements of the role. Moreover, the fact that I am always check the job advert website and also I am applying for roles and conducting structured self-assessments such as this one is demonstrating a level of self-awareness and professional commitment that I believe is important for employability.
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Short-Term and Long-Term Employment Goals
Based on the weaknesses I identified in my SWOT analysis, I have set both short-term and long-term employment goals that I believe will help me progress in my career as a Car Sales Executive. 
In the short term, my goal is to get a job position as a Car Sales Executive within the next three months and to gain more experience in a formal showroom sales environment. This goal is important to me because it will allow me to develop the practical selling skills that I currently not very good at.
In the long term, my goal is to become a Senior Sales Executive or Sales Manager within five years. I believe that by building my experience in the short term and continuously developing my product knowledge and customer service skills, I will be in a strong position to progress into a more senior role.
Personal Development Plan
To address the weakness of limited knowledge of finance products, I will need to inform myself better about finance packages provided by many dealerships to have a good idea and good knowledge. I will measure my progress by assessing my confidence in discussing finance options with customers once I begin working in the role.
To address the weakness of limited showroom experience, I am looking for opportunities to stay around experienced sales executives during the early stages of my employment. I will set a target of independently managing a minimum of ten customer interactions in my first month in the role, which will allow me to build confidence and develop my technique in a structured way.
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