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We will examine these theories in the context of Janet Williams' Swansea women's fashion business and apply them to the case study to determine how Tuckman's and Belbin's theories can promote teamwork.
[bookmark: _Toc159085677]Tuckman's Stages of Team Development
Teams often go through Tuckman's four stages: forming, storming, norming, and performing. Team members learn each other's roles in the "forming" stage. During "storming," members may clash over borders (Richter et al., 2021). Resolution of conflicts and tighter ties and cohesion occur during "norming". In the "performing" stage, the team works efficiently towards goals. Finally, the team is "performing" well and accomplishing its goals.
[bookmark: _Toc159085678]Application to the Case Study
In light of Janet's quick expansion and the introduction of online services, it's important to bring together new and existing employees to understand their roles and the store's goals. Setting clear goals and responsibilities for in-store and online teams might help you navigate this period. 
Conflicts may arise due to part-time schedules, a wide range of activities, and new digital marketing roles. Regular meetings via Microsoft Teams or in person, when possible, may help resolve these issues (Czerwinski and Goodell, 2022). These meetings would facilitate open dialogue. Standardised communication and job management may help stabilise operations. Salespeople have several tasks, making this especially true. Even in flexible work environments, structured teams can improve task-sharing and problem-solving. 
Performance: Once the store has effective communication channels and team structures, in-store and online performance should improve (Liu, 2021). Better coordination between functions and proactive problem-solving are included in this definition.
Forming: Given the rapid expansion of Janet's store and the introduction of online services, bringing new and existing employees together to understand their roles and the store's goals is crucial. Establishing clear objectives and roles for both in-store and online teams can help in navigating this stage effectively (Liu, 2021).
Storming: Conflicts may arise due to the mix of part-time schedules, varied responsibilities, and the introduction of new roles focused on digital marketing. Regular, structured meetings using Microsoft Teams or in-person, when possible, could help address these conflicts by providing forums for open communication (Mitchell, 2023).
Norming: Developing standardized processes for communication and task management can help in stabilizing operations, especially with the diverse tasks assigned to sales representatives. Creating formal teams, even within flexible working arrangements, could facilitate more efficient task-sharing and problem-solving (Ali et al., 2023).
Adjourning: Once effective communication channels and team structures are established, the store can expect to see improved performance, both in-store and online (Ali et al., 2023). This includes better coordination between different roles and more proactive handling of issues before they escalate.
[bookmark: _Toc159085679]Belbin's Team Role theory
According to the Team Role hypothesis developed by Dr. Meredith Belbin, there are nine positions that each contribute to the success of a team in their unique way (Jasienski, 2020). The concept of roles can be broken down into three categories: thought-oriented, action-oriented, and people-oriented.
Action-Oriented Roles include:
· Shapers (SH): They are dynamic and enjoy overcoming obstacles, often serving as the driving force that keeps the team moving forward (Flores et al., 2022).
· Implementers (IMP): Practical and reliable. Implementers turn ideas into actions and organize work that needs to be done (Nuraini, 2023).
· Completer-Finishers (CF): They are detail-oriented, ensuring that projects are completed to the highest standard and on time (Jasienski, 2020).
People-Oriented Roles are:
· Coordinators (CO): Acting as the chairperson, they guide the team on what they perceive as objectives and delegate tasks effectively (Jasienski, 2020).
· Team Workers (TW): Supportive and flexible, they ensure that there is good team spirit and help to smooth out conflicts (Nuraini, 2023).
· Resource Investigators (RI): They are enthusiastic and curious, exploring opportunities and developing contacts that may help the team (Flores et al., 2022).
Thought-Oriented Roles include:
· Plant (PL): Creative and imaginative, they are good at solving problems in unconventional ways (Nuraini, 2023).
· Monitor Evaluators (ME): Analytical and strategic, they provide a logical eye, making impartial judgments where required and weighing up the team's options (Flores et al., 2022).
· Specialists (SP): They bring in-depth knowledge of a key area to the team, providing specialized skills and expertise (Jasienski, 2020).
Belbin's paradigm is helpful in explaining the dynamics of teams. It emphasises the significance of having a well-balanced team that is able to compensate for each other's shortcomings by utilising their own strengths. Because of this equilibrium, teams are able to remain varied, adaptable, and prepared to tackle problems, which ultimately leads to increased productivity and success (Nuraini, 2023). When teams acknowledge and make use of distinct positions, they are able to maximise the effectiveness of their combined skills, resulting in peak performance.
[bookmark: _Toc159085680]Application to the Case Study
· Role Identification: Assessing the team members to identify their predominant Belbin roles can help in understanding the existing team dynamics and the gaps that the new digital marketing roles might fill (Nuraini, 2023). This assessment can guide the formation of more cohesive and balanced teams.
· Balanced Teams: By ensuring that the teams have a good mix of roles, Janet can address the current imbalance and ad hoc team meetings that lead to communication breakdowns (Jasienski, 2020). For instance, having a "Coordinator" or "Team Worker" in each team could improve communication and coordination.
· Task Allocation: Understanding the team members' preferred roles allows for more effective task allocation (Flores et al., 2022). For example, "Plants" could be involved in developing creative online marketing strategies, while "Completers" could ensure that online orders are processed efficiently.
Tuckman and Belbin's teamwork principles could boost Janet Williams' fashion business's communication and productivity. A fast-growing company needs a structure for team development, like the Tuckman model. Belbin's roles reveal team composition and work assignment. This guarantees the workforce is well-balanced and can handle in-store and online issues. Through planned team development stages and balanced team roles, Janet's store creates a collaborative, efficient, and adaptive workplace. Maintaining growth and increasing customer experience in physical and online contexts requires this.
[bookmark: _Toc159085681]Part 2
[bookmark: _Toc159085682]Introduction 
Due to its rapid growth and online purchasing platform, Swansea's successful women's fashion store Janet Williams has had trouble interacting with clients. Effective organisation management requires strong communication skills, especially two-way communication. Janet Williams can use the Transactional and Shannon-Weaver Models of Communication to manage expansion, improve teamwork, and harmonise her brick-and-mortar and online stores. These techniques could set the company apart from its retail competitors and encourage staff to speak up.
[bookmark: _Toc159085683]Theoretical Framework 
Two foundational theoretical frameworks can explain the importance of two-way communication in Janet Williams' fashion store, which is expanding and diversifying. These are the Shannon-Weaver and Transactional Communication Models. These models give a framework for understanding how information is conveyed within the company and emphasise the need of feedback in effective communication.
[bookmark: _Toc159085684]Shannon-Weaver Model of Communication
This 1948 model by Claude Shannon and Warren Weaver describes linear communication. The sender, message, channel, receiver, and feedback are crucial to this model. The idea was originally designed to improve telephone communication, but it has subsequently been adopted in many fields, including organisational communication (Isisag, 2020).
Application to the Case Study
This notion, applied to Janet Williams' fashion boutique, emphasises the necessity of clear and explicit communication between management and personnel, whether in-store or remotely. When adopting new digital marketing techniques or online sales protocols, management must explain them to personnel via email, Microsoft Teams, or in-person meetings. Effective strategy or protocol implementation requires this (Meena et al., 2023). Feedback—staff inquiries, ideas, or acknowledgments—closes the communication circle. This guarantees that the message was understood and will always be implemented. This model can assist prevent communication issues and ensure staff alignment with store goals.
[bookmark: _Toc159085685]Transactional Model of Communication
Barnlund's 1970 Transactional Model advances the Shannon-Weaver Model. Communications are simultaneous and dynamic, with senders and receivers influencing each other, according to this concept (Zhang et al., 2021). Shannon-Weaver Model views communication as a linear process, while Transactional Model views it as a social transaction driven by individual experiences, attitudes, and context.
Application to the Case Study
This strategy is vital as Janet Williams' company grows. Communication now includes building relationships and understanding among team members with diverse responsibilities. It recognises that shop and online personnel bring different perspectives and experiences to communication, which influences how messages are interpreted (Li et al., 2021). Microsoft Teams or in-person events can facilitate these transactions, building community and understanding. This paradigm emphasises communication adaptability, enabling ongoing contact and feedback that reflects retail's quick changes. If it uses these theoretical models in its communication strategy, Janet Williams' fashion store can improve operational efficiency, teamwork, and rapid organisational expansion (Zhang et al., 2021). These models demonstrate the importance of two-way communication in keeping everyone informed and active and offer ways to improve shop communication.
[bookmark: _Toc159085686]Importance of Effective Communication (Verbal and Non-verbal)
It is the ability to communicate effectively that will determine whether or not Janet Williams' fashion store is successful despite its quick expansion and expansion into the internet. Communication, both verbal and nonverbal, plays an important role in ensuring operational efficiency, employee collaboration, and customer pleasure, all of which are essential to the success of the store (Rouissi, 2019).
[bookmark: _Toc159085687]Team Cohesion and Collaboration
Teamwork requires good verbal and nonverbal communication. In a diversified environment like Janet Williams' fashion company, where employees have different roles and schedules, clear and consistent communication helps build teamwork. Verbal communication requires team meetings and one-on-ones (Flinchum et al., 2023). This ensures that team members understand their roles and the store's goals. Body language and voice improve linguistic messages. Team morale can be affected by nonverbal communication. Positive non-verbal cues can foster trust and openness, encouraging employees to collaborate.
[bookmark: _Toc159085688]Operational Efficiency and Problem-solving
Fast-paced retailers like Janet Williams' fashion boutique need operational efficiency. Verbal communication reduces errors and misunderstandings by providing clear instructions. Effectively communicating stock levels, supply schedules, and customer inquiries improves retail operations and customer service (Lele et al., 2023). Since employees must swiftly read indications from their supervisors or coworkers to make judgements or changes in their professions, non-verbal communication is crucial.
[bookmark: _Toc159085689]Adaptability and Innovation
Retailers must innovate and adapt to survive in a turbulent sector. Effective communication allows idea sharing and feedback, which fosters innovation and progress. Employees can offer methods to improve store operations and customer service via suggestion boxes and group brainstorming (Sanny et al., 2021). Helpful managers encourage personnel to speak out, creating a culture of continual improvement.
[bookmark: _Toc159085690]Customer Satisfaction and Engagement
Client involvement and satisfaction result from good communication. Employee communication, including verbal explanations and non-verbal cues like smiles and eye contact, can affect the buying experience. Staff training in effective communication can improve customer interactions. This may boost consumer satisfaction and loyalty (Kalogiannidis, 2020). Listening to customers and interpreting their nonverbal indications can help personnel understand and meet their needs, improving the store's reputation and customer base. 
To conclude, Janet Williams' fashion store needs good verbal and nonverbal communication to grow. Communication skills are essential for teamwork, efficiency, innovation, and customer pleasure. Effective staff communication will help the shop succeed and survive as it grows in the competitive retail sector.
[bookmark: _Toc159085691]Strategies for Improving Communication
The fashion store owned by Janet Williams has to strengthen its internal communication in order to make the most of its growing and varied workforce. The following tactics are designed to improve both verbal and nonverbal communication in order to facilitate rapid expansion of the organisation while also preserving a high level of service quality both internally and outside (Muhammad et al., 2022).
[bookmark: _Toc159085692]Regular and Structured Meetings
Team communication requires regular meetings. This includes Microsoft Teams virtual and in-person meetings for workers. Regular sessions should be held for all team members, including part-time and flexible workers (Kaur and Birlik, 2021). Team members should receive agendas in advance to prepare and minutes thereafter to document and follow up on decisions and action items.
[bookmark: _Toc159085693]Digital Communication Platforms
Store communications can be considerably improved by using digital platforms. Microsoft Teams, Slack, and Asana are ideal for coordinating tasks, exchanging updates, and communicating with team members regardless of location due to their real-time messaging, file sharing, and video conferencing capabilities (Jackson et al., 2022). To maximise the benefits of these platforms for the company, all team members should be trained on them.
[bookmark: _Toc159085694]Training and Development
Communication training would benefit the team. Programme includes verbal communication, active listening, and nonverbal cue understanding and use. Conflict resolution and feedback training can also help team members communicate more honestly and constructively, preventing issues from worsening (Winer et al., 2023). Managing remote staff and providing excellent online customer care are also good retail communication training topics.
[bookmark: _Toc159085695]Feedback Mechanisms
For open communication and continual improvement, official and informal feedback systems are used. This may include frequent feedback meetings in a friendly environment, anonymous suggestion boxes, and surveys to assess communication and morale. Feedback systems should collect and act on team feedback to show that their ideas matter and can alter things. 
Organisational leadership and dedication are needed for these methods (Graham and Woodhead, 2021). Leaders may create a culture that values clear, constructive communication by modelling these behaviours. These communication tactics will help Janet Williams' fashion store adapt to changing difficulties, grasp opportunities, and retain a unified and motivated team to achieve its goals.
[bookmark: _Toc159085696]Conclusion 
The Swansea women's apparel store operated by Janet Williams is having trouble engaging with customers due to its rapid expansion. The Shannon-Weaver Model and Transactional Model emphasise clear, reciprocal communication channels for team cohesion, operational efficiency, adaptability, and customer satisfaction. Regular meetings, internet platforms, training, and feedback can improve communication. Prioritising communication may boost operational efficiency, innovation, and customer service. As the store grows, it must foster open and effective communication to ensure its long-term success.
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