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[bookmark: _Toc38240643]Introduction 
Hotpoint initially known as the Hotpoint from an iron and the first formed company ‘Pacific Electric Heating Company’ has been found in Otario, California by Earl H. Richardson in 1906. Afterwards simply known as Hotpoint the company has been in the industry for domestic  appliance industry for more than a century. The organization introduced the brand by initially making irons followed by numerous innovations. It currently has a staff of 539 employees after plants were shut down following recall faults, and after The Grenfell tower fire where an appliance has believed to have triggered the incident. This report is based on a study regarding the firm to identify appropriate use of community engagement. The concept of talent management within Hotpoint is also going to be a part of the report. To discuss the concept, the role of training and development will be evaluated on the basis of Hotpoint. The purpose of the report is to explore how Hotpoint cannot add further value with their products and services.  

[bookmark: _Toc38240644]Organizational Information: Hotpoint 
The firm was established more than a century ago. It has a production plant, an excellent team for customer services over the online and an extensive logistic support for delivering products and carrying designers. The major product mix of Hotpoint is kitchen products and home accessories. By adding more value, Hotpoint will be able to generate more profit. The organizations’ intention of providing training and development opportunities is to be analyzed and researched through this report. Hotpoint operates in the product sector. The organization is categorized in the technology and home appliances industry. In both cases, innovation plays an important role. The firm has 4 strategic business units. There are branches outside the UK too for selling products and providing necessary customer services. The focus of the firm is to keep friendly relationship with communities. Thereby, the firm offers a 24/7 customer service center. The solution is provided to any customer who contacts with the team regarding the issue. 
The mission of Hotpoint is to make the home easy to live. The firm is nurturing the vision of reaching every consumer’s heart with a satisfactory customer service operation. For over 100 years, the firm’s goal is to provide appropriate customer services to generate profit for the firm. Kitchen is the place they target to support with the latest innovation and technology. The added value of Hotpoint is through the continuous support to consumers. The logistic support is another aspect for the firm to add value in the process. Such method is the way to develop the concept (Vogelsang, 2012). 
[bookmark: _Toc38240645]Hotpoint Customers and Their Expectations  
Hotpoint’s target market is people who are thriving for decorating their houses with convenient tools and devices. The organization produces and innovates different machines to keep the home relaxing and convenient to move within. Majority of the Hotpoint customers purchases from the organization for their services along with the product quality. Hotpoint believes that service is the key to keep a direct relationship with the consumers. If the number of returning customer increases, the profit will also increase as a result (Rokes, 2002). 
Customer’s expectation from Hotpoint is gaining the latest technology in the most mint condition. The technology must have sustainable features within the overall operation. Thereby, customers feel attached to the organization when they start getting what they are expecting. Continuous customer support, developing customer policies, providing proper warranty and regular customer retention policies are driving consumer interests for Hotpoint (Weinstein, 2013). 

[bookmark: _Toc38240646]SWOT Analysis for Hotpoint 
In order to support the prior customers’ expectation and group of customers, it is necessary to provide justified framework regarding the discussion. The following segment is a SWOT analysis on Hotpoint to support the explanation about Hotpoint. 
Strengths: The primary strength of Hotpoint is their experience in the field. A century-old business operation provides enough sustainable directions for staying on the course. The organization knows about consumer behavior. The next strength is the fully-packed customer support. In community engagement, the relationship is also dependable on having an operational customer service center. Hotpoint’s another strength is their team for research and development. Their innovations are keys for generating profit for the organization. The continuity in growing the firm’s profit is another paradigm of strength (Allen, Turner and Turner, 2018). 
Weaknesses: Though the operational period of Hotpoint is more than a century, the company did not expand its workforce matching with the requirement. The firm did not enter into the market expansion process because of having no particular management structure. The organization’s culture is unconventional for a multinational technology company. Employees and customers can interact, but their growth of interrelationships depends on the perceived quality. In some contexts, employees are undertrained. Training and development is not properly focused in Hotpoint. Further training and development processes are required at Hotpoint to justify the current position (Allen, Turner and Turner, 2018). 
Opportunities: The organization has scopes for improvements. The process will begin by addressing the newly designed training and development process. The opportunity of community engagement increases only if Hotpoint can provide training to their employees. The next opportunity is in understanding consumer behavior through adjusting the customer service center. By tracking customer’s complaints, it will be convenient to create customer profiles and meeting customer’s expectation. 
Threats: Staff commitment is an issue and a challenge. The recent technical and design recalls becomes a threating aspect. The brand is under threat as it failed to respond properly to the recalls and many clients had to reconsider loyalty to the brand. This was big failure on quality for which the brand will pay huge price. Hotpoint cannot ignore the threat of losing the market by ensuring customer’s expectation appropriately. 

From the above SWOT analysis, it is clear that Hotpoint meets customer’s expectation by filling the gap existing within the market. In customer targeting, the organization still holds a strong position, but only by innovations in design and technology it will repair it hurt image and hold its market share.  

[bookmark: _Toc38240647]Roles of Employees in Supporting the Firm to Achieve Organizational Goals 
Employees working within Hotpoint are putting their best efforts to help the organization for achieving organizational goals.
a. The role of employees begins with developing the customer relationship. The sales process at Hotpoint is based on how customers are motivated to purchase the product. Thereby, employees communicate with consumers regarding their expectation from the product and how they want to get served (Dąbrowski, 2019). 
b. The logistic support is employed by some of the most enthusiast workers of Hotpoint. Their role is to deliver the product in the most appropriate condition to the customer’s house. In some cases, logistic team provides the interior decorating services. For keeping a good customer relationship, such initiative is a must. Hotpoint develops the community-based business relationships through this aspect. 
c. The innovation of technology and different home appliances is a result of employee’s responsibility. Workers in the research and development sector put their best effort to improve the quality of product. Customers are valued with such R&D implementation. When consumers gain the best product at their houses, they become loyal to the brand for the future. This is how Hotpoint reached every 2 out of 3 houses in the UK. 
d. The sales frequency is also an outcome of fulfilling proper employee responsibilities. Staffs have worked hard to increase the sales volume of Hotpoint. The incremental rate has provoked the firm to gain a better organizational position. The mission was to ease living for customers. The current sales volume showcases that the process has been succeeded (Noe, 2020). 

[bookmark: _Toc38240648]Training and Development and Its importance in Hotpoint 
Employees are appointed to an organization having a very basic understanding. Continuous experiences and practical encounters are the keys to develop performance within the organization. An employee cannot create the necessary product for the target market unless the employee is trained in the organization. Training is vital for improving organizational performance. For community engagement, an employee must have knowledge about diversity and communication. These are not natural skills in most of the cases. Thereby, organizations have to choose the appropriate policies for improving skills and generating knowledge (Carbonara, 2013). 
Another importance of training and development is employee engagement and retention. An organization like Hotpoint provides training to their employee so that they feel recognized. As a result, they will be able to work more productively within the firm. The employee retention process is succeeded with the application of training and development. Hotpoint builds the trustworthiness between employer and employee through training and development. 
The next importance of training and development within Hotpoint is the continuous improvement process. The firm enters into an area for developing the consistency. For example, if Hotpoint receives several complaints regarding a product, employees will have to take care of the problem by applying proper tools and techniques. Training and development will be effective in those situations (Weinstein, 2013). 
Finally, training and development increases organizational efficiency. A skilled labor is more productive than an untrained labor. Hotpoint may build the communal engagement through skilled labor. The efficiency aspect will be developed in this condition. 

[bookmark: _Toc38240649]The Role of Sales Manager in Hotpoint 
Hotpoint sells home and kitchen appliance. The sales manager of Hotpoint has to keep the sales operation incremental by managing each aspect of selling. The role of a sales manager is highly necessary for Hotpoint. The role played by the sales manager is given in the following: 
a. The first role is planning. A Hotpoint sales manager has to devise plans according to the product type and product features. Because of the success in planning, a sales manager can sustain within the firm having the satisfaction of sales achievement. In planning phase, the sales manager has to identify situations, phases and buying behaviors of consumers to define further developments (Enderle and Murphy, 2015). 
b. The next role of a sales manager is designing the team according to the devised planning. Designing the team depends on appointing employees and staffs with necessary skills and qualities. A sales manager of Hotpoint knows how to develop the logistic support for making customers happy
c. Selling is the fundamental role of sales manager at Hotpoint. He appoints executives to their designated places to organize the sales operations. The outcome generated from the sales campaign is recorded by the manager. 
d. Reporting role of a manager is mandatory to play. Reporting helps in analyzing data for controlling the sales operation. A sales report includes profit-loss, income and other areas. 

[bookmark: _Toc38240650]Skills and Knowledge Required for Carrying Out a Hotpoint Sales Manager Role 
a. The sales manager must have basic knowledge about management and managerial planning. An outline of a task is necessary part to build the strong analysis. The sales manager has to have the knowledge of planning. 
b. Leadership skill is a must for a sales manager. He has to work with other teammates. To drive sales executives and to ensure the maximum profitability in the team, the manager has to create visions and choose the role of a leader. 
c. Communication skill of a sales manager is also mandatory. In Hotpoint, the sales manager is trained on professional communication technology. His part is to generate sales by applying the appropriate operations. 
d. Problem-solving and decision-making skills are compulsory to have for a sales manager at Hotpoint. These are prerequisite as Hotpoint handles with a plenty of appliances. The sales manager must be notified about these tools and their problems. For any prompt decision-making or problem solving, the skill and knowledge will help to build the trust promptly. 

[bookmark: _Toc38240651]Considerable Training and Development 
Hotpoint signifies their position with the help of century-old selling experiences. The following training and development initiatives can be undertaken for workers in Hotpoint. 
1. Communication: The Hotpoint sales manager has effective communication skill. However, the other member within the organization will have to build similar expertise in this field. Therefore, communication training is a must to consider for Hotpoint. 
2. Accounting: The basic accounting training is the key approach for ensuring organizational efficiency and sustainability. Accountability in every sector of Hotpoint will increase the effectiveness. The development will be proper in this aspect (Peelen and Beltman, 2013). 
3. Leadership: To follow leaders, having the leadership skill is necessary. Hotpoint can arrange leadership skill development processes for improving the current training and development of employees. These are the considerable training and development programs for sales manager and other members at Hotpoint. 

[bookmark: _Toc38240652]Conclusion 
Hotpoint is improving their market growth day by day. Its business relationship with communities has increased. The continuous development of employee skill and knowledge is playing vital role for Hotpoint. However, the organization will need to organize training and development programs for making a significant change. This will ensure of a good product and service quality from Hotpoint. 
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