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Stage one project selection 
Advertising is considered a prominent feature of present business operations. According to Dyer, (2008), advertising is the marketing tools of communication that attempts to interrupt the product qualities, services as well as ideas terms of customer’s wants and needs. In present competitive environment, several organizations are implemented an effective advertisement techniques and increase their sales revenues or profits in successful manner. Jobber & Ellis-Chadwick, (2012), defined advertising as the objective to persuade customer to purchase. The present report is mainly emphasized on findings complex issues associated with the organization and competition of this issue through effective techniques. Advertising is mainly refers to the means of offering most believable possible selling message to right customers at lowest possible expenses. Eden, & Ackermann, (2013), provided an alternative definition of advertising is any paid from of non personal promotion and presentation of ideas, services and goods through mass media including magazine, television, social media etc.              
In this report, Mamas  & Papas organization has been selected. The organization is United Kingdom based retailer and manufacture supplying pushchairs, prams, furniture, baby products and maternity were.  According to the organization financial report, it is seen that the organization suffered from the sales issues that negatively hampered the performance and revenues. As per the latest accounts for Mamas & Papas Ltd, it is seen that at the end of 2017 the organization turnover was £121.1m, whereas at the end of 2016 the organization was earned £132.7 m (mamasandpapas, 2018). Thereby this figures indicates that performance of the organization in terms of sales and revenues in decreased. Moreover from the financial report of the organization it can be seen that profitability is impacted by the fall in turnover. 
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From the above figure it can be seen that performance of the organization in terms of net worth has been declined continuously from FY2014 to FY2015; which indicates that the organization has not performing well in market and not be able to compete its competitors (mamasandpapas, 2018). According to the financial information, it is seen that the organization has not invest much amount in advertisement and promotional strategies; this is the main reason of decline the performance of the sales of an organization.            

Thus from the findings and observation it can be seen that the organization presently suffered from the sales issues. Moreover, the performance of the sales of an organization is continually decreased and it impact on both revenues and performance of an organization in negative manner.  Thereby taking into consideration, the complexities of issues of an organization as well as the market condition where the organization performs, the present project focuses on the importance of the advertisement and promotional strategies and its relationship to the sales performance of an organization. Moreover the report also emphasised on overcoming these issues through implementation of an effective forecasting techniques. Mamas  & Papas has to endure the complex problems i.e. sales performance problems; and it is the main focus on this project.              
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[bookmark: _Toc512598587]Introduction
In this report, my role and responsibities is to evaluate and analyze the issues associated with the organization and also providing an effective solution in enhancing the sales performance at Mamas  & Papas. In this project I working as a consultant at Mamas  & Papas, where my job is technical and business solutions to solve the issues associated with the business (mamasandpapas, 2018). The present sections also emphasized on the selection of an effective forecasting technique and recommend the techniques that can address the present issues and problems in successful manner and helps the business to increase sales performance in successful manner.                  
[bookmark: _Toc512598588]Business decision making problem and its important 
With the increasing competition in the market due to introduction of an effective information and communication technology tools, the marketing and sales management operation of the organization are suffering issues in context to decline the sales performance, decline the profitability and performance and achieving lower manufacturing costs, making an effective decision is necessary for an organization while selecting appropriate techniques to address and solve these issues (Chai, Liu, & Ngai, 2013). Therefore it can be said that business decision making is an effective process that provide an optimum solution among several alternative in successful manner.  Therefore, from the findings and observation it can be said that sales and marketing issues are most vital issues as well as strategic planning of sales and marketing has reached a different level of difficulties. From the findings and evaluation of the organization present situation it can be identified that the organization not only suffered from the sales issues but also suffered from the lack of band awareness, decline market share in product and service categories with high competition (Freeman, 2010). Therefore to solve these issues in successful manner, business decision making in sales and marketing can be looked on most difficult and complex tasks for the management of the organization. Therefore in such situation business decision making process plays the vital role and helps to solve these issues in successful manner. 
Mamas  & Papas is functioning its services and products in a UK market that demands high and effective sales and marketing planning. It is also vital for the organization that an effective sales and marketing planning helps them to solve these issues in successful manner and assists them to sustain in market for long time. Sales and marketing strategies facilities the organization such as Mamas  & Papas to effectively fulfil its objective and demands of the consumers by offering and producing the better products, in right price at right place. An effective marketing and sales strategies would helps the management of the organization to achieve its objective that includes maximization of the profits, increment of the customer satisfaction, enhancement of sales performance and increase market share. Therefore, to accomplish these goals in useful manner, selecting the best and effective adverstiment and promotional strategies is not an easy task. Therefore implementation of an effective business decision making procedures helps the organization to improving the performance of sales in better manner (Eden & Ackermann, 2013). Therefore findings the objective and improving the sales performance of an organization, management uses the past ten years of both sales and adverstiment information and tries to identify that an effective adverstiment process has a positive impact on sales performance or not. 
                                                        
[bookmark: _Toc512598589]Information used by the organization to gather information or data 
As indicated by  McLeod, & Schell, (2007),an information system can be characterized as a system that help the business associations in processing, collecting, gathering  and conveying essential information to the organization and the general public in a way that makes the data serviceable and accessible to the clients i.e. the customers, administration, employees and others. Therefore in such a manner the organization Mamas  & Papas  information, data and business system is effectively organized   in form of BIS(business information system). The Business Information System additionally helps in distinguishing the information needs of the clients, storing, recording and recovering information, arranging the stream of information and changing the information into information and giving the meaningful information to the customers.
The organization Mamas & Papas are implemented transaction processing system, office administrative system, management information system as well as managerial support system.    
	Information system 
	Explanation 

	Transaction Process System
	The Transaction Process System helps Mamas  & Papas  by supporting its present business and transaction and it primarily works at the operational level of the business. At Mamas  & Papas  , Transaction Process System plays out the planning, processing, sending and getting orders from the clients, invoicing, finance processing, keeping up a record of the items and administrations sold and obligations (Laudon & Laudon, 2011). Despite the fact that Transaction Process System can't do make guide commitment to the business basic rules and regulations   at Mamas  & Papas  , the outcomes of Transaction Process System shows the input of other type of the information system procedures. 


	Management information system:
	Management information system within the organization works at the centre level administration and encourages the centre level chiefs with combined and sorted information that are obtained from the transaction part of the organization Information system. In such a manner management information system helps with making known, repeating and organized business choices where the working techniques, procedures of decision making as well as flow of the data is pre define (McLeod, & Schell, 2007). Implementation of the management information system not only helps the organization to gather and manage information but also helps them in decision making procedures.    


	Decision support system:
	It offers help to semi-organized and non-organized choice issues and is reasonable for top and middle level of the management of the organization.   

	Expert system
	It is identified with the field of AI and support problem solving procedures at expert level. 


	Office and Administration Systems
	OAS underscores on offering help to the administrative capacities over every one of the levels of the decision making procedures  at Mamas  & Papas  and furthermore underpins every one of the exercises of the business that are led for the most part in the workplace (Laudon, & Laudon2011). It includes an extensive variety of innovations that can be ordered into archive processing that incorporates content processing, duplicating and picture processing as well as communication that incorporates email, video chat that incorporate video and sound meetings and supportive networks that incorporates support to work coordinators and gathering work.



Therefore from analysis and findings it can be said that information system plays the vital role and helps the organization to gather information in most successful manner. Implementation of an effective information system not only assist the business to capture past data but also helps them in decision making procedures and solve issues associated with the business in most successful manner.        
[bookmark: _Toc512598590]Problem solving process for business decision making 
The organization Mamas  & Papas is suffered from the issues such as sales declination and performance degradation due to high competition and inappropriate sales and marketing techniques. The organization needs to find out the main issues associated with them and address them in successful manner. Therefore implementation of the problem solving procedures at Mamas  & Papas   are following;

	S.no.
	Stage 
	Explanation 

	1
	problem defining
	In this stage, management of the company is mainly focused on the defining the problems associated with the business (Klein, 2009). From the evaluation and findings, it can be seen that the main objective of the business is to sustain in market for long time and achieve high profits. The organization feels that the present sales and marketing strategies are not effective for them and due to this the demand of the sales performance is not up to the mark. Therefore, it can be said that existing performance of the organization is not much better and they fail to fulfil the demand of the consumers also. The main objective of this stage for an organization is to select best and appropriate promotional and adverstiment strategies that would helps them to fulfil their objective in successful manner.            


	2
	Identification of the solutions  
	In such stage, management of an organization needs to emphasise on the finding all the solutions that would helps the origination to solve these issues in successful manner (Hollensen, 2013). The adverstiment and promotional strategies includes the third party adverstiment partners, customers etc. Apart from that the management of the organization needs to represent several solutions that would help them to address these issues in vital manner. In case of Mamas  & Papas discuss the problems of fulfilling the upcoming demands of the competitive market in successful manner with better promotional and adverstiment strategies.             

	3
	Determining the decision criteria  
	This is the most vital stage in problem solving procedures because it helps the business to make an effective decision to ensure sales and marketing objective are effectively match with the organization strategies (Saaty, 2008). From the evaluation and analysis it can be identified that the main objective of an organization Mamas  & Papas is to increase market share and service in competitive business environment. Whereas, the objective of sales and marketing management is to improve flexibility, growth as well as availability. Therefore from the evaluation it can be identified that if the organization is accomplished its sales and management strategies in successful manner then they easily determined its established objective in successful manner.  Apart from that it can be seen that in order to survive in competitive market positions, Mamas  & Papas must have to determine the customer’s needs and wants and this can be effectively determined with help of the implementation of an appropriate marketing and sales strategies. Moreover to achieve higher efficiency as well as cost, it is most vital for the organization to implement an effective adverstiment and marketing strategies that not only helps them to find out the customer’s expectation toward them but also helps them to increase sales performance in positive manner.                 

	4
	Developing alternatives  
	In this stage the management of the organization is mainly focused on findings alternative in addressing and solving the issues. From the analysis, it can be seen that main issues of the organization is decline the sales performance as well as reduce market share. Implementing an effective adverstiment and marketing strategies helps the business to promote their services and goods in both national and international market in successful manner and increase huge traffic in website. Implementation of better promotional strategies can meet the demands of the consumers and increase customer’s satisfaction in effective manner.      

	5
	Evaluating alternatives  
	In this stage evaluation of the alternatives have been done and selected the most optimal and feasible solutions for an organization. With the analysis and evaluation of several alternative it can be determined that the management of an oragnizaon needs to incorporate an effective promotional and marketing strategies (Bhushan, & Rai, 2007). As per the meeting and discussion it can be seen that the management come up with two solution regarding promotional strategies. The alternative is either selected the third party or either producing promotional strategies in house to fulfil the demands and increase the market share of the company. Therefore in such situation it is most vital for the management to compare the costs associated with the alternatives and selected the best and appropriate solutions. 
For example, if an organization can promote their products through in-house i.e. promotional strategies done by the organization itself, then the organization needs to recruit digital marketing specialists, promotional team and software development team. Then the total amount associated with them is approximately £45000. 
	Human resources 
	Cost per unit 
	Total cost for 10000 units

	Digital marketing specialists 
	1
	12000

	Software development team 
	2
	20000

	Material including software and hardware devices 
	1
	13000

	Total Cost
	 
	45000


                 
Moreover, if organizations outsource the marketing and promotional of goods and products then they needs to required total costs is approximately £40000.    

	6
	Selection of the best alternatives 
	From the findings and analysis it can be said that the management of an organization needs to outsource their goods and products. Implementation of these strategies not only helps them to promote their goods and products in market in successful manner but also helps them to increase market share and profits.     



   
[bookmark: _Toc512598591]Technique used by the organization to solve issues
From the findings and analysis it can be seen that the management of an organization mainly suffered from the sales issues and market share problems. Therefore, that it can be most vital for the management to determine which is the most vital factor that impacts the sales performance and revenues of the company is positive manner.  There, the regression methods techniques are implemented in this project that would helps the organization to identify the relationship between dependent and independent variables (Draper, & Smith, 2014). In this method both correlation and linear regression analysis test have been performed. Implementation of the correlation testing methods helps the management to identify the strength of the relationship between dependent (sales performance) and independent variable (adverstiment). Moreover implementation of the linear regression analysis techniques helps the management to determine the relationship between two variables in successful manner. 
Correlation analysis techniques: - Correlation analysis techniques helps to determine that there is positive relationship exist between dependent and independent variables. Correlation analysis techniques mainly implemented to measure the degree of linear relationship between both dependent and independent variables. As studies conducted by the Seber, & Lee, (2012),said that if values of correlation is +1; then positive correlation exit between both variables. Moreover if a value of correlation is -1; then negative correlation is exits between both variables. 
	

Figure 1.1 positive linear relationships

	
 Figure 1.2 negative linear relationships


	

Figure 1.3 No relationship
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The value of r is known as the correlation coefficient and its values determine the relationship between dependent and independent variable in successful manner. In this assignment, a coefficient correlation value is identified between dependent (Sales) and independent variables (Advertisement costs); that would help the organization to identify that adverstiment costs has positive impact on sales performance or not.             

	years
	Sales (00000s) 
	     Advertising cost (0000s)

	2005
	25
	8

	2006
	35
	12

	2007
	29
	11

	2008
	24
	5

	2009
	38
	14

	2010
	12
	3

	2011
	18
	6

	2012
	27
	8

	2013
	17
	4

	2014
	30
	9



Step 1:  
	X
	Y
	X⋅Y
	X⋅X
	Y⋅Y  

	25
	8
	200
	625
	64

	35
	12
	420
	1225
	144

	29
	11
	319
	841
	121

	24
	5
	120
	576
	25

	38
	14
	532
	1444
	196

	12
	3
	36
	144
	9

	18
	6
	108
	324
	36

	27
	8
	216
	729
	64

	17
	4
	68
	289
	16

	30
	9
	270
	900
	81




Step 2: 

∑X=255, ∑Y=80, ∑X⋅Y=2289, ∑X2=7097, ∑Y2=756
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   10 x 2289 – (80 x 255)
r =	------------------------------------------------------		

		(10 x 756 - (80)2) x (10 x 7097 – (255)2 

			     22890 – 20400
	  =	-----------------------------------------------

		(7560 – 6400) x (70970 – 65025)

		          2490			   2490
	  =	----------------------	=	-----------

		1160 x 5945		 2626.06

	  =	0.9482
The above graph represented the relationship between the sales and adverting costs with straight line fitted on it. From the findings it can be seen that values of the coefficient correlation is 0.9482; which signifies that adverstiment costs (independent variables) and sales costs (dependent variable) has a positive significant.  Moreover the observation indicates that strong correlation exits between sales and adverstiment costs.
Linear regression models 

As per the least square methods, a regression line is filleted into the data in such a manner therefore that the square of the distance between line and data point is minimized.              
A linear regression model is emphasized on the linear function shown in given equation. 
Trend line Y= b0+b1x  

  10 x 2289 – (80 x 255)
	b1 =	-----------------------------		
		      (10 x 756-(80)2) 

		   22890 – 20400
    =	-----------------------
		   (7560 – 6400) 	
	
	    =	2.1466	

	
 255        	   80
	b0 =	------ - 2.1466 ------			
10 10

    =	25.5 – 2.1466 x 8

    =	8.3272
The trend line is = 8.3272 + 2.1466X
From the findings and observation it can be seen that values of the b0 is 8.3272 which signifies that regression analysis cut vertical axis in the graph. Moreover values of 2.1466 representing that values of Y will be increased by 2.1466 each time the values of X is increased by one.      
Using regression models to identify relationship    
After the completion of the regression model, volume of sales of an organization is predicted based on the adverstiment costs. For example if, we want to assume the sales volume for an organization which has been spend £1000 on adverstiment. Then the predicted Y value is 29793 units. 
Predicted Y = 8.3272 + 2.1466 (10000) = 29793 units 
The above findings show that if management of an organization spend£1000 on adverstiment costs to promote goods and products then expected to sell about 29793 units. Therefore from the evaluation and outcomes it can be said that if the management of an organization can spend more amount on adverstiment costs then the performance of the company in terms of sales is raised then directly helps the business to increase revenues and sales performance.        
         

[bookmark: _Toc512598592]Further improvement 
From the observation and analysis it can be identified that impact of adverstiment on the sales performance of goods and services is very vital because it helps to attract from both national and international market in successful manner. It is recommended that the sales and marketing management of an organization must formulate and develop marketing strategies that will helps to satisfy the wants and needs of consumers in successful manner. Since other competitors implemented similar adverstiment strategies, therefore it can be suggested that for more different and effective response from the consumers other form of promotional and adverstiment techniques should be implemented (Dyer, 2008). On the other hand, the management needs to provide up to date information to adverstiment agencies that helps to ensure that product information is easily reach to the customers end. Moreover, it can be also recommended that the management of an organization need to implement digital marketing strategies which includes the social media marketing, email marketing strategies. Apart from that, sales and marketing manager needs to implement continuous survey process that would helps the organization to determine the customer’s needs and wants in successful manner. On the other hand, it can be recommended that organization needs to implement better search engine optimization techniques that helps to promote product and services and increasing the rating of goods in fast manner (Jobber, & Ellis-Chadwick, 2012). Apart from that it can be suggested that the organization needs to implement pay per ads techniques to promote products and services. The organization needs to use TruView Adverstiment techniques (including YouTube and other video) that give opportunities to organization to promote their products and services ads through video.                                      
[bookmark: _Toc512598593]Justification of the recommendation
Implementation of the digital marketing techniques helps the organization to promote products information in both international and national market in easily manner. Moreover implementation of this process helps the organization to promote products information from all over the world and the customers can see the ads as per their needs and time.  In present era, it can be seen that most of the users have not much time to search the products; therefore implementation of an effective search engine optimization algorithm helps the organization to increase the rating (De Mooij, 2013). If the rating of the products and services is increased then the entire search engine including Yahoo, Google and Bing can promote the products based on the ranking.  Paid per click ads services helps the business to promote their products in easily manner and also helps them to increase traffic in fast manner. The main benefits of the implementation of TruView adverstiment techniques is that it helps to increase more and more consumers in their website. Therefore from the suggested recommendation it can be said that if the origination implemented these recommendation then they not only increase sales performance but also increase the brand equity which helps them to increase market share in effective manner.         
    
[bookmark: _Toc512598594]Limitation of the recommendation           
Limitation of the recommendation is lack of human resource, lack of budget, lack of technical staffs etc. Moreover it is seen that, in order to increase the performance of sales management implements the Regression models that involves some limitation which is discussed in below;
· Regression model techniques assumed that cause and effect relationship between both dependent and independent variables remain unchanged. This estimation is not always good and therefore the estimation values of both dependent and independent variables made on basis of regression equation may increase misleading and erroneous results (Chatterjee, & Hadi, 2015). 
· The data that has been taken to find the relationship between dependent and independent variables on the basis of limited data may not always goods and the organization needs to consider the more data while making relationship between variables. 
· It cannot be utilized in case of qualitative situation and involves lengthy procedures.                 
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