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Reflective practice
Reflective practice is a way of studying your own experiences that makes you to improve yourself, your work and your thinking.
The act of reflection is a great way to increase confidence and become a more proactive and qualified professional. (Bright side, 2003).

Reflective practice is, in a simple form, thinking and the reflecting about what you did. It is similar to the concept “learning from experience”.  That reflective way will gone help you to see what you should do next time.
According with Silverman and Cassaza, “...critical reflection entails a challenge to the hidden assumptions of both the reflector and those of the surrounding social context. Critical reflection goes beyond mere reflection, which could be simply a review of actions in the light of accepted precepts, in that it requires the reflector to “deconstruct long-held habits of behaviour beyond the behaviour itself to their own self-image and examining why they do wha (Silverman and Casazza,2000)

The skills that you will have after a reflective practice : 
A good understanding, that will help you to see the important part and to reflect so that you can improve it.  
Other ideas, you will think about the good and the less good parts and see new ways of editing. 
What were your reactions and feelings? Again don't move on to analysing these yet.
Improvement 
What was good or bad about the experience? Make value judgements.
[bookmark: _GoBack]Double Thinking 
What sense can you make of the situation? Bring in ideas from outside the experience to help you.
What was really going on?
Were different people's experiences similar or different in important ways?
These are the most frequently asked questions.
  

Role-play explanation
 
I chose to play the role I am managing at the moment, coffee maker, after a long time I have acquired the ability to be like a manager, knowing all about the company I work for.
 Staying during the holidays, the owner decides to leave the country, leaving my business in my hands, doing this shows the confidence that he has built over time.
Left only for a few days, staying with me during the program, a customer who visits us very often and consumes much complains that the food is not exactly as he would have wanted to have a strange taste.
Impressed from the situation, I try to find out from the cook what happened to the food preparation. by asking  thousands of excuses from the client I offer him the opportunity to choose whatever she  wants from the menu, being a very friendly person, he accepts to prepare the same menu but with the usual taste. Pleased with her kindness, I still offer her a portion of the house plus a dessert.
Being very excited and forgetting about what happened thanks me dearly.
Customers are the most important, all our attention should focus only on them being the main source of profit creation of most companies.
The coordinating function envisages the correlation of all the teams and activities towards achieving the company's objectives. From a theoretical point of view, the coordination takes two forms: bilateral, between the manager and a subordinate and multilateral, implies a process of concomitant communication of the manager with a greater number of subordinates( Maxwell.J (2003).
Negotiation: how to convince the client
In my opinion, the agency should insist only once. If the client does not trust that the work team knows what they are doing, then there is no point in insisting too much. That is why long-term collaboration between the parties is very important
The key word in negotiation is trust. The parties involved must trust each other, and this takes time. We never jump over the stage of knowing our client. If there are doubts about the benefits of this endeavour, we explain every time how necessary it is for us, for our work and for the success of the final result.
The mini course on negotiating 
1. Know your opponent
2. Know yourself 
Temperament, history, capabilities, resources. When the desire of two individuals clash, there is a tension in that some people handle conflict better than others. It’s best not to fool some people yourself about your own temperament. Try to work either to improve your ability to handle conflict, or to learn to compensate for it.
3. Do your homework 
Understand the impact of possible settlement scenarios.
4. Determine your strategy and limits ahead of time. Do not get caught up in the “need to win “at all costs.
5.Review each negotiation afterward to gain knowledge for the next negotiation. 
What can I improve on? What can I learn from my opponent? (Silbiger, 1993)




"Our client is our master", "The customer is the King" are outdated expressions of the new doctrine "Client-centricity" (client-centric) that has taken over the entire market, printing a new trend.

Client-centeredness, conceptually, describes a business philosophy that is customer-centric, a method of running the business that is customer-centric, which is also the reason why the business exists, and the client is perceived as the most important asset of the business. the company, its satisfaction and satisfaction being the supreme goal. The aim of this concept is to earn as much of the client's money or, more properly, increase the "wallet quota" by offering a variety of services and products that satisfy the most sophisticated demands of customers. (Bacanu, 2016)

According to the play I had with my colleagues, they will present my opinions on how the presentation went.
After reading the comments given by them, it turns out that the presentation went well, being understood and the situation being taken over immediately and resolved in a very friendly manner.
  Following these opinions I realized that my main skills are:
Good understanding
Courtesy
Good communication
Intelligence
After their opinions I realized that in the future I should be more cautious and check the orders much more to avoid situations like the one above. In the future, I would probably have found another way of understanding so that no one is lost.
I also realized that emotions are not a good point in presentations, so the practice will help you master them.
diminishes, and our performance in the workplace will suffer. When our mind, workspace and projects are organized, it becomes easier to streamline our actions and thoughts.
These are some of the tips we hope to increase your productivity at work. These tips should be applied gradually so that you do not feel overwhelmed. If you feel you cannot cope, we recommend that you ask a colleague to make sure you apply the tips regularly.
I would make these changes for the good of the company and for my development in what is the experience in the workplace as well as in daily life.
As we well know, organization is a key component of productivity. When the disorder accumulates, our attention
As we know, a good presentation requires time, concentration and a lot of work.
  After reviewing the comments of my colleagues, I find that I still need practice, so that my communication is prepared for any kind of situation. A good preparation can help you at any time, to improvise even when you do not know the subject perfectly.

Conclusion
In conclusion, given this role play, which made very clear the job and my occupation that I have daily, the interaction with different people, some more difficult, others less, highlights the mastery and the power of understanding that you have to have in difficult situations, approaching clients depending on your perspective.
Practical reflections being the best way to analyse your posture and work for your benefit, you can develop your mindset
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