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[bookmark: _Toc513042363]Stage 1: Selection of the project:
Sales are considered as one of the most significant techniques with the help of which the business is able to increase the revenue of the organization (Ingram et al., 2015). Sales of the product or services in the market are something that is concerned with increasing the revenue of the company with the help of selling services ort the products that are demanded by the customers. In order to increase the sales of the company and satisfy the customer demand, increasing the capacity of the business is very significant. As stated by Bizmanualz (2008) the sales of an organization increases when they are able to fulfil the demand of the customers. Thus; the revenue of an organization is totally dependent upon the organizational sales which are again dependent upon increasing the capacity of the organization (Cron et al., 2010). Fulfilling the customer demand is very significant for increasing the organizational sales as it can help in increasing the organizational revenue. 
[image: ]E. Pellicci is cafe that is located in london since 1900s and since the owner of the cafe died in 1930, the cafe is run by her wife Mrs. Pellicci and is located in east london. There are a variety of foods that are served to the customers that inlcude English Breakfast, Pasta, Mixed grill dishes, various kinds of dishes for lunch as well as various kinds of desserts as well (www.epellicci.com, 2018). But recently as it can be seen that the sales of the cafe is down due to huge demand from the customers in the market that they are unable to cater. Moreover it can also be seen that the cafe is not able enough to cater the demand of the customers and thus due to not meeting the huge demand of the people they have in the market, they are losing their prospective customers and facing tough times in the market. After 2013, it can be seen that they are unable to increase their amount of revenue in the market and their sales have dropped down a lot. It can be identified that they are unable to meet the capacity as their sales are down most of the times and thus they are going through a tough situation in the marketplace. 
Furthermore, due to the sales being down in the organization, it has affected the revenue of the organization and it can be seen that the capacity of the production process is down in the cafe due to the fact that they are not able to fulfil the customer demand. the dissatisfaction of the customers has increased due to the fact that they are not able to get the products that they are demanding form the cafe due to decrease in production and capacity in the market and it implies the fact that the cafe should take quick decisions very early in order to make the cafe revive their business again as it is one of the oldest cafe in London being found in 1900s. 
Due to the issues faced by the organization related to sales of the organization, the organization has faced huge revenue loss in the last few years beginning from 2013. So, the decision making of the business is related to the fact that the business should increase their capacity in order to cater the demand of the customers in the market (Power et al., 2015). This will meet the level of satisfaction of the customer and this can help E. Pellicci cafe to again revive their business and gain high sales. This report has implemented various techniques that will help in forecasting of the demand of the cafe in the market and will also focus upon the problems that they are facing in the market relate to the performance of the sales. Further, the report will recommend that what methods must be implemented by the cafe in order to bring back the sales by increasing the capacity in the marketplace.
[bookmark: _Toc513042364]Stage 2: Carrying out research and its completion:
The roles and the responsibilities that I’ve in this particular research are carrying out the particular research and finding pout solutions as pert the research. Moreover, efficient solution will be provided to the organization in order to increase the performance of the organization in terms of sales. Working as a consultant of E. Pellicci it is my duty to provide solutions for the business and my work is working as a technical consultant for the business. This will help me to research regarding the business problems and will also help me to serve them with solutions that will revive the position of the business in the market and will help them to increase their level of sales. efficient techniques for forecasting will be used for the business in order to forecasts their demand in the market for their products and this will help me to suggest the ways with the help of which the business will be able to increase their productivity in the marketplace and gain more sales so that the revenue of the organization can be increased by gain brining back the confidence of the customers in their business. Moreover, the performance of sales in the market should be increased which will help the business to earn more revenue in the market (Teece, 2010).
[bookmark: _Toc513042365]Stage 3: Decision making problems for the business and its importance:
The amount of competition in the marketplace is increasing at constant mode and due to the fact that E. Pellicci is an organization which has high demand in the marketplace but capacity of production is low, they are facing the threat of unable to satisfying the customer demand and this is increasing the customer dissatisfaction. Due to the dissatisfaction of the customers in the market, the amount of sales of the organization is going down which is affecting the revenue of the cafe. Thus, it is significant to make superior decisions in favour of the cafe that will help them to increase their capacity of production in the marketplace and will also help them to increase their sales and revenue in the market. 
Thus, from the discussion above, it can be said that the decision making of the business is efficient in the market for E. Pellicci and with the help of making decision; the problem can be solved in the marketplace. So, it can be said that sales as well as productivity is the most common problems in business which can make the business suffer huge loss in the market and bring down their amount of sales (Clemen et al., 2013). The market share of the organization has also decreased due to this fact and also the dissatisfaction has increased among the customer due to lack of satisfying ability of the organization. Analyzing the organization proves that the organization is facing huge issues in sales as they are not meeting the demand of customers. This is solely caused by decreasing the production capacity of the business and also due to the fact that the cafe is mostly overcrowded and also has huge competition from the other similar types of cafe which has decreased their productivity rate in the marketplace. Thus, the management of the organization should take care of the issues that are related to the sales and productivity of the organization and in such situation, the decision making in the business will be able to get the cafe through tough situations (Zikmund et al., 2013). 
Both services and the products are catered by the organization to their customers and in order to supply products as well as services in an industry that is competitive in nature, it will require high amount of planning for the sales and the productivity department. So, in order to maintain sustainability in the UK market for a long time, E. Pellicci should be able to make superior sales and productivity strategy that will help the organization to serve the demand of the customers effectively. In order to provide the customers with the products they demand at the right time and also at the correct place, it is significant to enhance their sales and productivity strategy which will help them to earn sales figure in the market again (Tanner et al., 2013). 
The customer satisfaction and sales can be increased by E. Pellicci in the market with the help of implementation of an effective sales and productivity strategy. Also in order to make an effective implementation of increasing productivity in the workplace for increasing the capacity of the organization, carrying out and defining a strategy in the workplace is very significant and also a difficult job. Thus, for the purpose of increasing sales of the organization and also the capacity at the cafe, it is significant to take important business decisions based upon the performance of sales during the last 10 years that can help in making effective decisions related to the cafe for increase in sales.
[bookmark: _Toc513042366]Information used to collect data about E. Pellicci:
In order to make the data serviceable for the organization so that the decisions related to the customers, stakeholders and employees can be taken, an organization can make use of information system and this can help in collection of the information, gathering all the information about the factors, process them in the way that it becomes easy for the organization to make effective decisions (Miller et al., 2013). With the help of business information system the organization has thus collected data about their customers, and it will help E. Pellicci to organization the data, and information related to the business sin an effective way. BIS can also help the business to develop and collect information about the customers, clients, and employees and so on which can help the business make effective decisions about the business based on the demand of each segment. There are four types of systems that have been implemented by E. Pellicci in order to control the business and they have been mentioned below:
DSS or Decisions Support System:
The decisions support system is used by the medium level as well as the top level managers of the organizations that help the organization to solve the issues that are related to non-organized and semi-organized functions of the organization (Bonczek et al., 2014).
TPS or Transaction Process System:
The operations of the business of E. Pellicci are controlled with the help of transaction process system and a very significant for the organization for planning and processing purpose. Moreover, it also helps the customers to order online for the foods they desire from the organization and there is also finance processing that helps in processing the financial transactions of the organization (Nagashima, 2015). Furthermore, it also helps the organization to keep the records of the items that are sold by the organization which can be used later by the organization to make an analysis of the sales. It is also a fact that the transaction process system can also help the business to guide the rules and regulations of the organization that are there and it also helps in the input of a variety of other types of information procedure systems.
Expert System:
This is also known as Artificial Intelligence system that can help the business to solve difficulties which are having an expert level (Michalski et al., 2013). 
MIS or Management Information System:
This system is used by the management of the organization so that day to day decisions can be made by the organizations that are related to the technology of the organization and also related to the employees, customer and the organizational clients (Laudon et al., 2016). It can also be said that the management information system is also a database that stores data which are financial in nature and it helps in decisions making by each and every management level of the company. While this kind of system is implemented in the organization it helps the organization to manage the significant data about their clients, employees and customers and also helps them in making everyday decisions related to the business.
OAS or Office Administration System:
Office Administrative system is also implemented in the workplace of E. Pellicci and it helps the organization to make effective decisions that are related to each and every level of the organization. Moreover, OAS also helps in processing the archives with the help of various types of content processing in the organization, its duplication as well as processing the pictures that helps in communicating process of the organization (Merriam et al., 2014). OAS helps in emailing, sound meetings as well as to establish supportive networks. In addition to this OAS also helps the organization to conduct video chat with the clients of the organization. 
So, it is evident from the discussion above that information system can help the organization to collect the data about the precedent time and use those data in an effective manner to take decisions about the business that can be useful during the future time of the business.
[bookmark: _Toc513042367]Solving problems for BDM:
Due to the fact that E. Pellicci is suffering from issues related to productivity and capacity decline in the organization, the organization sales are falling down and it is directly affecting the revenue of the organization. In order to find out the main problems and the issues related to that a problem solving method approach has been undertaken by E. Pellicci management and that has been mentioned below:
Step 1: Defining the problem:
The first step that has been undertaken by the organization is to define the problem that are related to the business and in this stage, it has been observed by the decisions makers that it is the aim of the business to gain sustainability in the market for a very long period of time and also increase the revenue for the business so that they are able to expand their business sin the long run. Due to the fact that the productivity of the organization is at par with the capacity of the organization and they both are down in the market, it is the duty of the organization to increase both which can help them to gain back sales in the market which the business has lost in the last few years. Moreover, this can be done with the help of fulfilling the demands of the customers in the market and this can help the business to being back capacity fulfilment to support their customers by satisfying them. Thus, with the help of increasing the capacity of the production, every issue related to the organization can be solved (Bilginer et al., 2015).
Step 2: Solution Identification:
This is the second step where all the solutions are gathered together which can help the organization to implement the process that can help to solve the issues (Sekaran et al., 2016). This is increasing the capacity of the business with the help of increasing the number of stores in the community and also increasing the number of employees that can help to provide more effective service to the customers. Moreover, the business can also increase the capacity with the help of effective training implementation in the organization. But among these options, implementation of increasing the number of stores of the organization can be identified as the best solution for the problem E. Pellicci is facing regarding capacity and customer demand in the market. 
Step 3: Criteria of the decisions:
The third step is the most significant step as it helps the organization to identify that whether the problems of the organization can be solved with the help of the aspects mentioned above or not. It is from the objectives of the organization, it can be understood that the organization wants to increase the market shares of them in the marketplace but are unable to satisfy the demand of the customers. The analysis proves that it is the aim of E. Pellicci is to increase their shares in the market, while the sales department focus upon increasing revenue of the organization. Thus, it can be said that the main objective of the organization can be linked with their sales strategy as they want to increase their shares in the market with the help of increasing their amount of revenue which is possible when the sales of the company will increase. So, in order to increase the organizational capacity which is down, E. Pellicci should increase their number of stores and also put training of the staffs that can satisfy the customers with the help of their services.
Step 4: Alternative Strategy Development:
As the sales of the organization is down due to low capacity of productivity that the organization is facing. So, it is recommended that the organization should hire more employees that are skilled in their new branches so that it can help in increasing the productivity of the organization.
Step 5: Evaluation of Alternatives:
While evaluating the alternate strategies, it can be found that increasing the number of skilled employees in the organization will help to solve the problem of the organization but the old employees might lose their confidence upon the organization and thus their productivity might decrease. Moreover, hiring new employees can also increase the organizational cost and this is a disadvantage for the organization as it is already facing revenue loss in the market.
Step 6: Choosing the best alternative:
Thus from the discussion above, it has been proven that in order to increase the capacity of the organization, it is very significant for the organization to increase the organization in size and for that reason, new stores of the organization can be opened. Opening new stores of the organization in new areas can help to satisfy the customer demand of the organization and thus will help the organization to earn more revenue.
[bookmark: _Toc513042368]Techniques implemented to solve organization problems 
From the findings and analysis it can be obtained that organization in present market is constantly facing high competition when it comes to competition about consumers. The trend of the market is mainly characterized by the increased demand of the consumers, globalization as well as product quality performance offered to the consumers. It is seen that in technology ear, it can be seen that the organization main objective is to attract customers from the market and accomplish set of objective in better manner. Evaluation of the sales performance is one of the key activities of sale management in process of obtaining organization objective.  Each organization needs to identify and evaluate the factors impacting sales performance therefore to increase up the performance of the sales in successful manner. From the analysis and findings it can be seen that presently organization is suffered from the sales performance that also impact on the revenues of the company. Due to decline of sales performance, management of the company are not able to satisfy their customers that hampered the upcoming performance also. In this section, main objective is to determine the performance of the sales in upcoming years and also the main factors that positively impact the performance of the company in effectively manner. In order to determine the sales performance, trend analysis technique has been implemented. Moving approach forecasting methods is implemented in this study; that helps to determine the upcoming performance of the organization in successful manner. Moreover to find out the performance of the organization in regards to upcoming sales, pervious sales data of an organization is used. The main purpose of the implementation of the moving average techniques in this study is that it provides a series of data in order to more effectively identify the cycles or trends of sales performance of an organization. The main benefits associated with this data are that it enhance the fit of the data as well as reduce effect of random noise and temporary variation.      
Last 10 years performance of the organization 
	Years
	Actual

	 
	Sales£

	2005
	137200

	2006
	125200

	2007
	128200

	2008
	134200

	2009
	140200

	2010
	131200

	2011
	134200

	2012
	122200

	2013
	127200

	2014
	124200

	2015
	112030

	2016
	101425

	Total
	1517455


   
The above represented data indicates the sales performance of an organization for last ten years. From the findings it can be found that in the year of 2009 the company perform well and achieve higher sales performance in terms of revenues. From the year 2010 to 2016, performance of an organization in terms of sales has been reduced dramatically that impact the revenues performance of the company in negatively manner. Moreover, in order to provide an effective solution for an organization, it is most vital for the company to identify that sales performance of upcoming years. Therefore, to effectively determine the values of performance moving average is considered one of the vital statistical tools to find out the sales trend in upcoming years.                 


3-years moving average
	 
	 
	Forecasted Sales Based on:
	 
	 
	 

	 
	 
	1 Year
	6 Years
	 3 Years
	 

	Years
	Actual
	Moving
	Moving
	Moving
	Running Total

	 
	Sales
	Average
	Average
	Average
	of Actual Sales

	2005
	137200
	 
	 
	 
	137200

	2006
	125200
	 
	 
	 
	262400

	2007
	128200
	 
	 
	 
	390600

	2008
	134200
	 
	 
	130200
	524800

	2009
	140200
	 
	 
	129200
	665000

	2010
	131200
	 
	 
	134200
	796200

	2011
	134200
	 
	132700
	135200
	930400

	2012
	122200
	 
	132200
	135200
	1052600

	2013
	127200
	 
	131700
	129200
	1179800

	2014
	124200
	 
	131533
	127867
	1304000

	2015
	112030
	 
	129867
	124533
	1416030

	2016
	101425
	 
	125172
	121143
	1517455

	Total
	1517455
	 
	 
	 
	 



  

As per the observation it can be found that three year moving average performance of an organization has been in increasing order which indicates that the performance of sales in upcoming years in effectively increased.    
Upcoming three years performance of the organization in terms of sales 


Upcoming sales performance of an organization is in increasing order which is better sign for the company. Moreover the figure also shows that if an organization uses effective techniques in upcoming years then they effectively accomplished higher profits with more revenues. Thereby in such situation it is most vital for an organization to identify the main factors that impact the performance of sales in positive manner. 
As per the findings and evaluation it can be observed that main factors of sales performance are promotion, marketing and increase the capacity of organization. Among them, it is seen that increase the capacity of the organization is the most vital factors that has an impact on sales performance. In order to identify the impact of capacity on sales performance both correlation coefficient and regression analysis techniques have been implemented. 
The main benefits of the implementation of regression analysis techniques helps to find out the relationship between dependent and independent variable in successful manner. Apart from that correlation analysis techniques explain the strengths of the relationship between independent and dependent variables. As pre the below i.e. scattered diagram it is seen that if values of the r is higher than 0; then it is said that positive correlation exit between two variable. On the other hand, if value of r is less than 0; then it is said that negative correlation exit between two variables.     
[image: ]

Correlation 
In order to find out the relationship between dependent and independent variable correlation testing is performed. In correlation testing sales is the dependent variables and capacity is the independent variables. From the computation and findings it can be seen that values of coefficient correlation is .60; which signifies that positive correlation exists between both variables. Therefore from the findings and analysis it can be said that capacity has a significant positive impact on the sales performance. Therefore that if an organization can invest much amount in capacity then they accomplished its sales objective in successful manner and fulfil demand of the consumers in successful manner.               

	years 
	sales 
	capacity 

	2010
	77000
	66000

	2011
	78000
	67000

	2012
	75000
	68000

	2013
	78000
	68000

	2014
	83000
	69000

	2015
	83000
	70000

	2016
	79000
	71000

	2017
	82000
	74000



Correlation values
	X
	Y
	X⋅Y
	X⋅X
	Y⋅Y  

	71000
	66000
	4686000000
	5041000000
	4356000000

	81000
	67000
	5427000000
	6561000000
	4489000000

	91000
	68000
	6188000000
	8281000000
	4624000000

	101000
	68000
	6868000000
	10201000000
	4624000000

	111000
	69000
	7659000000
	12321000000
	4761000000

	121000
	70000
	8470000000
	14641000000
	4900000000

	131000
	71000
	9301000000
	17161000000
	5041000000

	141000
	74000
	10434000000
	19881000000
	5476000000

	848000
	553000
	59033000000
	94088000000
	38271000000




	R=
	≈0.6002



Regression analysis 
	SUMMARY OUTPUT
	

	
	
	

	Regression Statistics
	

	Multiple R
	0.955919
	

	R Square
	0.913782
	

	Adjusted R Square
	0.899412
	

	Standard Error
	7768.709
	

	Observations
	8
	

	
	

	ANOVA
	
	
	
	
	
	

	 
	df
	SS
	MS
	F
	Significance F
	

	Regression
	1
	3837883008
	3837883008
	63.5907692
	0.000207
	

	Residual
	6
	362116991.6
	60352831.94
	
	
	

	Total
	7
	4200000000
	 
	 
	 
	

	
	
	
	
	
	
	

	 
	Coefficients
	Standard Error
	t Stat
	P-value
	Lower 95%
	Upper 95%
	Lower 95.0%
	Upper 95.0%

	Intercept
	-533262
	80211.4759
	-6.648198807
	0.00055941
	-729532
	-336991
	-729532
	-336991

	X Variable 1
	9.247911
	1.159702507
	7.974382059
	0.00020712
	6.410221
	12.0856
	6.410221
	12.0856


 
Regression analysis testing techniques is used in this study that helps to identify that how dependent variables (sales performance) is associated to the independent variables.  As per the calculation and findings it is seen that values of multiple R is 0.95 and R square is 0.91; which signifies that a better relationship exit between dependent and independent variables.       

Scattered diagram 
Scatter diagram mainly used to represent the data in graphically form. From the findings it is seen that values trend line is y = 0.098x + 58651; which signifies that if values of x is change then the values of y will be changed in positive manner.   

Therefore from the findings and analysis of the above techniques it is recommended that organization needs to invest money in capacity of the production that would helps them to obtain objective in successful manner. Moreover, in problem section it is seen that organization suffered from the demand and supply problem that indirectly lead negative impression of the organization brand name in market. Moreover, due this problem the organization is not being able to fulfil the needs and demand of the customers that increase customer’s dissatisfaction. Therefore, from statistically analysis and findings it can be said that the management of the company needs to invest into the capacity production that would helps them to increase profits in successful manner. 
[bookmark: _Toc513042369]Additional Improvement:
In order to deal with the demands that the cafe have in the market, it is very significant to increase the number of locations that the cafe have in the market and thus the cafe should build new stores in the areas where the demand is high in the market. Moreover, the cafe should also focus upon hiring new employee in the organization which will help them to serve the customers in the new areas that the cafe will make their branches. Furthermore, it is also significant for the cafe to focus upon the satisfaction of the customers and thus they will have to implement feedback taking system form the customers and with the help of this, they will be able to know the areas where they are lacking in and this areas can be solved in order to increase the customer satisfaction further.
It is also recommended for the organization that they should implement effective training process in the organization which will help them to train the new as well as the old employees in order to ensure that the customers are satisfied in the market with the help of the foods and the service that they are offering.
[bookmark: _Toc513042370]Justification:
While justifying the recommendation, it can be said that it is known that increasing the satisfaction of the customers and fulfilling the customer demand is proven to be one of the best strategy in the marketplace to increase the sales of the organization that can help in maximizing the organizational revenue. Thus, with the help of maximizing the organization stores in the area where the demand of the cafe is more, they can earn high sales and also by taking customer feedback, the organization will be able to increase the satisfaction of the customers even more by concentrating upon their weak areas.
[bookmark: _Toc513042371]Recommendation Limitations:
There can be a few limitations of the recommendations that have been provided as cited below:
· Due to the fact that the organization is passing through a phase of loss of sales, it can be a huge factor for the organization to put more capital in their business due to the reason that if it doesn’t succeed in bringing back the organizational sales, the organization can face huge loss in near future. 
· Moreover, it is also a fact that there is scarcity in the UK market for the labours related to the hospitality or the service industry and thus finding adequate amount of human resource that can help the organization to serve the customers can be a problem. 
· Lastly, the data taken for the research is limited in nature and thus while making qualitative decisions, these data are of no use and thus implementation of recommended will only make sense when the data are true and up to the mark.
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