
[image: image2]
ACADEMIC 

AND

 EMPLOYABILITY

 SKILLS

Oana Manolache

Student ID : 1817148
TABLE OF CONTENTS

INTRODUCTION
1

MAIN BODY
1

Analysis of own Academic skills and Employability skills
1

CONCLUSION
5

REFERENCES
6

INTRODUCTION

Academic and employability skills are considered an important ability which generally every individual posses. As employability skills are defined as a transferable skill which is needed by every individual in order to make them employable. On the other side, an academic skill are those approached which are applied into learning. In the same way, report helps to understand the importance of academic and employability skills that helps a person to attain the defined aim in their future. Study will analyse the academic and employability skills of the sales manager.

MAIN BODY

Analysis of own Academic skills and Employability skills
Academic skills 

As per the view of Montoya and et.al., (2019) academic skill is that method which is applied to learning and it helps for acquiring good grades and also used for learning throughout an individual's life. On the other side, generally this skills includes critical thinking, academic writing and digital skills, statistics, time management etc. As I am a sales manager, I analysed that I should posses some basic academic skills such as critical thinking and time management, maths and statistics. As it is analysed by D’Alessio, Avolio and Charles, (2019) that critical thinking is more than a concept and it helps an individual to build a successful and efficient problem solving skills which is highly appreciated in the working place. In the same way, I posses critical thinking abilities that helps to save time and it assist me to take  fast decisions. Moreover, critical thinking as an academic skills helps to become more effective communicator. Therefore,  being a salesman, I should have this academic skill because it directly reinforce the problem solving ability, logical thinking, evaluating skills and reasoning skills. Overall, this help me to take better decision for the company's welfare and it leads to enhance creativity as well.


On the other side, I also analysed that I also posses good and strong time management skills. It is the process of organizing and planning the work in which an individual divide the time between specific activities. Further, as per the view of Nofsinger, (2019) effective time management also allows a person to assign the time slots for every activity in order to complete the work in defined time. Being a sales manager and Using an effective time management skills will help to make an effective planning and also set out the goals as well as objectives by setting deadlines. This will assist me to complete the work in defined time period and prioritize the task as per urgency will also help to meet the deadline. Moreover, this skills help me to spending the right time on right activity. Therefore, the academic skills makes me focus as well as organized which helps me to keep my career path in positive direction and even it also provide an opportunities for further improvement too. I also analysed that through effective academic skills, now I am able to take right decision and also become a conflict resolution which help to leads my business towards further level of success (Cottrell, 2019).

Negotiation skills : It has been analyse from my own evaluation that I have a good negotiation skills which helps me to assist people and settle differences between two parties. In my previous experiences working with real state, constructions and logistics enhanced my confidence and motivation level in performing my further task. Negotiation sills also helps me to negotiate or comprise the agreements to reached out the final destinations. Negotiation skills somehow helps me in my decision making process as well (Holopainen and et.al., 2018). To become a excellent employee in sales filed all these academic skills are very helpful for me. 

Sales Management Skills : Through my learning in academics I'll become more confident towards my sales techniques which is very sharp and productive to attract sales targets. Although I also analysed that my sales skills are very much effective towards approaching the clients and buyers towards my own observational goals. To become a great leader in sales field I need to be more focused on my sales goals and target in order to achieve my organisation target. I have analysed so many different models of marketing through I can better develop the marketing and business plan for the further. To become a great sales manager and leading employee within the organisation you need to decide what exactly criteria which required to perform. However, new business opportunities and task also required to be more challenging and business opportunity performances. Also I analysed that I have a good developing budget skills through I can also measure the success criteria of my own position. 

Market Knowledge : In order to analyse market threat and opportunities I also found my own strength and skills of market knowledge. I have learned so many different skills and knowledge from my academic career (King and Solis, 2017). There are so many models and theoretical frameworks that I have learned from my education career through I can easily measure the position of market such as PESTLE analysis, SWOT analysis, Porter's five forces etc. In order to promote the business opportunities and objectives to performed the best and supporting role.  


Relationship Building : Through my personal observation I got to know that I am very good at building the good atmosphere and new connections with people in the good and best context. Also it might helps to be more specific and leading the business opportunities. In other words, relationship building is the most leading and beneficial skills for me to enhance my career objectives into more defending manner (.Runnalls and et.al., 2017). However, the new business channel risk and effective maintaining the business opposition and target opportunities. Moreover, this overall situation can help me to fulfill my result outcomes. Relationship building is the challenging and effective managing goals that could help me to get my further rectification goals and objectives. Relationship building skill also helps me to make my new friends and target business opportunities. So that I can meet my sales targets (McDonald and Derby, 2015). 
Employability skills


It refers to the skills that helps an individual to get employment in certain organization. Employability skills are dependent on abilities, skills and knowledge of various subjects. These skills are also known as transferable skills. Employability skills are very important because nowadays labour market is very competitive and companies provide jobs to only those candidates that are flexible and having required skills for performing every type of task. These skills also help the individuals in their professional development (Collet, Hine and Du Plessis, 2015). 


Leadership Skills: I analysed that, I have strong leadership skills. It is the ability to make proper decisions regarding the goals, mission of the organization and also helps to allocate the resources in proper way. Leadership skills includes ability to inspire, communicate effectively and delegate work to others. As per the view of  Suleman, (2016), Leader of the firm should have the ability to adopt different types of leadership styles according to the situation. There are various types of leadership styles like democratic, transactional, transformational, laissez-faire etc. To become a good leader, individual should have a clear vision. Good leaders help other people to achieve their objectives. Strong leadership skills will help me to organize each and every thing related with my sales job and it will also help me to manage various types of projects of the organization like marketing of product, managing sales force etc.. Further this skill will support me to complete different projects on timely basis. 

Negotiation Skills: Further, I have realized that I possess excellent negotiation skills. Negotiation refers to the process through which people try to settle the differences. It helps to avoid any type of argument with other people and supports to reach an agreement. Negotiation skills are very helpful for business because it helps to negotiate deals with other business partners. I experienced that, my strong negotiation skills has helped me in my previous job as area sales executive. It has helped me to lead various contracts and negotiations. Further, I also realised that negotiation skills has supported me to negotiate the rate of tariffs on services with all the customers. This skill also help me to perform the process of negotiation with the customers of UCS Global Logistics Specialists. This has resulted in development of the business of firm across different geographical areas of UK by sourcing leads. Therefore, these employment skills will definitely help me to grab good employment opportunity. Further, I also realized that, the ability of negotiation has supported me to negotiate for the prices of logistics services from suppliers and other agents and presenting the tariffs to clients for negotiation. It has also provided benefits to company like getting contracts for providing services, accounts opening etc. Moreover, negotiation skills has helped me to represent the sellers of Vanet Property Asset Management in the process of negotiation with potential customers. Therefore, this skill will help me find better job in the field of sales and marketing in the future. It will also help me to become a good negotiator and also provide various advantage to the company (Asonitou, 2015). 

Communication Skills: I also experienced that I has strong oral and written communication skills. It is the ability of providing and getting various types of information. It includes speaking, listening, observing and empathizing etc. Further it also involves the ability to write letter, memo etc. Individual should have good oral as well as written communication skills that helps to communicate effectively with other people. It is very essential skill in the field of sales and marketing because it helps to promote the product or service in the market. I analysed that, I possess strong verbal communication skills that will help me to communicate in positive manner with the clients and other business partners at international level. Further, I experienced that my verbal skills has help me to conduct face to face meeting with customers and to gain new business for the organization in which I have worked as area sales executive. Moreover, communication skills supported e to represent the organization in various events, trade shows and giving presentation for new investors. I have also worked as sales negotiator in Eve real estate in which my excellent communication skills has supported me to advertise the properties with the help of various techniques of marketing and it also helps me to act as a mediator between buyer and company by exchanging relevant information in honest way. Further, I also realized that good communication skills will help me to collaborate with attorney, contractors and other external stakeholders like customer, government, supplier etc. (Jackling and Natoli, 2015).

Software skills: I am having some experience in handling several technical software which are essential for a business to operate. Software skills  can be recognised as the qualities acquired by using and gaining expertise in performing physical or digital tasks, there are many different types of software which are used in a business from which I have used CRM software which was used for keeping accurate and complete information on salesforce CRM system including prospecting activity, sales pipeline, closing and forecasting, closes ratio and market intelligence. These were the skills in which I was able to work properly in order to achieve objectives of an organisation. This is an essential element as knowledge of software play a vital role in operation of a business from which a business can be made easier to operate by reducing work load from human force and making effective use of technology can result in better results than use of human resource (Jackson, 2015).
CONCLUSION

From the present report it can be concluded that academic and employability skills are considered as a significant ability which generally every individual posses. Further this report concludes that there are majorly two types of skills in an individual which includes employability skills and academic skills. Employability skills consist of several aspects which includes software skills, communication skills, negotiation skills and leadership skills. Lastly, it concludes that academic skills are essential for an individual which includes several aspects like market knowledge and sales management skills. 
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