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[bookmark: _Toc174529307]CHAPTER 1: INTRODUCTION
[bookmark: _Toc174529308]Background
Purchasing behaviours of the buyers can be understood as the way that customer follows while making a purchase and these patterns are established on multiple different elements. Customer satisfaction help in defining how content and pleased they are with a goods or services of the business and their overall experience and perception toward the Company. It is one of the most crucial metrics for the businesses as it straightforward affects the customer reliability, retention, brand value and sales performance.
The research aims to present the challenges faced by organisations in promoting their sales performance in context with Tesco UK. Here, the problem exists for organisation in the form of figuring out issues with their product offerings and selling mechanism that affects customer satisfaction and reduces sales. Further, the problem exists in the form of building customer trust, closing deals, integration of sales and marketing teams which significantly affects the business. For overcoming this, the research study will provide strategies to overcome these challenges faced by Tesco, UK. 

[bookmark: _Toc174529309]Significance of the topic
Enhanced customer satisfaction leads to more sales performance of the organisation. As it is useful for getting repeat orders, as satisfied and fulfilled consumers are more likely to give repeat visits and purchases from the business. In addition, publicity of the organisation by word of mouth is also significant, satisfied customers recommend the organisation products to others, which can impact in the higher and new sales for the organisation (Verma, 2024). Better customer satisfaction offers the employees with opportunities to sell upgraded services and products to the buyers which assist the organisation with increased sales performance and productivity of their operations.
[bookmark: _Toc174529310]Purpose of the research
The purpose of this research study is to evaluate how customer satisfaction affects sales performance and its overall influence on organisation in context with Tesco UK. By understanding the particular mechanisms businesses can develop informed decisions to increase revenue along with the consumer satisfaction. Further, the research aims to develop an understanding regarding the positive relationship between satisfied customers and increased sales along with the analysis of challenges faced by company in fostering the sales performance. 
[bookmark: _Toc174529311]Proposed Aim
To aim of the study is to examine how customer satisfaction affects sales performance, a case study on Tesco UK
[bookmark: _Toc174529312]Research Objectives
· To evaluate the impact on the business sales performances to meet the satisfaction of customer. 
· To examine possible challenges and opportunities faced by the businesses in promoting their sales performance. 
· To suggest potential strategies and theories that encompasses the connection between consumer satisfaction and sales. 
[bookmark: _Toc174529313]Research Questions
· Why customer satisfaction is crucial for organisation and business operations? 
· How organisation considers and solve the various challenges arrived in fostering the sales performance?
· What potential impact customer satisfaction strategies have upon the sales performance of the company?

[bookmark: _Toc174529314]CHAPTER 2: LITERATURE REVIEW
Significance of customer satisfaction for organisation and business operations
As referred by Barwitz (2020), consumer satisfaction plays a crucial role in influencing the sales performance of the business. Satisfied consumers of the company are more expected to engage in the repeat orders, recommended goods or services to others and stand loyal and ethical to the brand. When organisations prioritizes consumer perception and satisfaction, different positive outcomes are emerge. To measure the effects, businesses track metrics like net promoter score and customer satisfaction score, and overall sales revenue to quantify the connection in between the buyer experience and organisational revenue performance. 
The study found that there is direct relationship between sales performance and customer satisfaction as satisfied customer even pays at a high rate willingly for the same good that they purchased at lower price leading to frequent large quantity sales. Further, the customer satisfaction works as a word-of-mouth promotion that helps in increasing the sales of organisation in relation to its competitors.
Solving potential challenges that business face during fostering sales performance
As citied by Ali, (2021), market saturation challenges impact the organisation performance, as in highly competitive markets, businesses are usually struggling to develop a competitive edge among themselves and their rivals. Higher supply of similar products in the market can decrease the growth of the businesses and led to price competition between the competitors in the industry to capture higher market share. 
As citied by Rosário,(2021), changing customer behaviour significantly impacts the businesses performance, as consumer preferences and purchasing habits of the customer changing vastly due to innovative advancements and cultural changes in the environment. To reduce the impact of fluctuating customer behaviours companies should follow fast shift model to stay competitive in the market, while failure to do so can leads to reduction in sales performance of the organisation. 
As citied by Budur, (2021), opportunities for the organisation like digital transformation can boost their performance in the market. Managing technology for the sales cybernation, online sites and platforms by which buyer can make the order and data analytics assist the organisation to enhance the customer satisfaction. Online channels enhance reach and engagement, specific marketing engagement and data driven insights to inform strategies. Developing the new products with innovative features and services can attract the customers and enhance their sales performance.
Potential impact of customer satisfaction strategies upon the sales performance
As citied by Pollice, (2021), offering an efficient customer services to the buyer at every touchpoint of their buying procedures can enhances their satisfaction and attracts towards the organisation. Satisfied consumers of the businesses are more likely to return to purchase the products as well as recommend the business to others on basis of their buying experiences. Establishing emotional connection through storytelling, brand beliefs and shared experiences can develop a sensitive relation among the buyer and brand which led to the brand reliability and enhances effectiveness of the organisations. 
[bookmark: _Toc174529318]Approaches of data driven can useful for entities to evaluate the market movement and buyer perceptions. By comprehension of specific needs of customer through prior communication, feedback and referrals the connection between customer satisfaction and sales can be balanced. Such practices assist the organisation to target the multiple offerings and create competitive edge in the market. The application of business management that provides particular feedback & review facilities on the basis of user experience and perspectives can assist the management to address such issues forefront by buyers. 
CHAPTER 3: RESEARCH METHODS AND METHODOLOGY
[bookmark: _Toc174529319]Research Philosophy/ paradigm 
Research philosophy refers to the collection of the fundamentals, beliefs and the assumptions that assess the researcher patterns to encompass the research. The research philosophies are generally of three types: interpretivism highlights on knowing subjective experiences, context and integrates the study of the individual in the studies. Positivism is associated towards the view that comprises only of the historical intelligence evaluated by the pattern of observations (Tamminen, 2020). Realism explores the outer reality but considers that researcher knowledge is driven by the perception. In this case, the research study is based on positivism philosophy that relies on reason concerned with observation of action, reaction and activity. Using positivism philosophy helps in gaining value-free knowledge and includes reliance on the senses. This research philosophy and research paradigm is based on quantitative aspect of research that provides consensus viewpoint regarding reality. 
[bookmark: _Toc174529320]Research Type
Research type refers to the numerous methodologies used while conducting research. There are various types of research based on timelines, goals and purpose. In this case, the research study uses primary research which is based on quantitative collection of data. Primary research type includes collection of information through survey, observation and interview and the data obtained during this research is raw and first hand data (Huntington-Klein, 2021).
[bookmark: _Toc174529321]Research Approach
This are defined as patterns by which the research is classified as well as elaborated with the verdicts of these are dependent on applying the numeric & points as amplitude to research. The three main research approaches are: deductive, abductive and inductive approach, where deductive approach refers to the generalisation by being more specific and includes use of theory and hypothesis which is tested further. Apart from this, inductive approach involves finding patterns that allows researchers to formulate the problem statement, whereas abductive approach aims to provide explanations behind certain events with the help of inquiry. In this case, the research study uses deductive approach that is based on quantitative methods and includes numerical and statistical data for formation of hypothesis, theory and generalization.
[bookmark: _Toc174529322]Research Method
Correct and useful research help in mentoring the crucial decisions as regards to entity which comprises of staffing development and enhancement. There are mainly two ways of collection of research information which are quantitative research and qualitative research. Qualitative research is mainly comprising of information related to non-numerical data, like review and literature. This method optimises the summary for obtaining the understanding & the sensibilities of circumstances elaborated (Mezmir,2020). While the quantitative approach of research is dependent on numerical data involving measurements and statistics for assessing the particular points. The research is conducted on the quantitative approach which provides the appropriateness and authenticity in overall conduct of research (Pandey, 2021). 
[bookmark: _Toc174529323]Research Design
Research design can be described as the conceptual framework or strategy that helps in answering questions related to research study. It outlines the models and theories for formulating strategies and basically includes exploratory and explanatory research design. In this case, this particular research study is based on explanatory research that provides basis for investigating phenomena which has not been explored earlier. Through this, researcher identifies the details associated with information and its source. 
[bookmark: _Toc174529324]Research Strategy
It describes the plan and approaches to attain the research objectives. The research strategy is a method that assist in locating the useful information and assessing that data productively. The research strategy used in the particular research study is based on netnography (online) and case study, netnography research strategy involves studying the behaviour and activities of online communities. This strategy helps researcher to participate in systematic observation and interpretation of data available online. Apart from this, the research uses case study strategy, which involves getting valuable insights into the subject matter under phenomena. Researchers follow quantitative aspect in this research which involves data gathered by the methods such as surveys and questionnaires.
[bookmark: _Toc174529325]Data Collection techniques
The data collection tools are used to collect any information regarding the research purpose. Data is collected from two different sources which are mainly primary and secondary source of data (Mazhar, 2021). The research study is based on information collected in the form of data obtained from primary sources and this includes use of questionnaire/ survey method. Through this method various responses of participants are recorded and analysed further for drawing conclusions. Researchers are assisted by the primary source of data collection in gathering the current information securing the trust and authenticity. It can be collected rapidly by researchers in comparison with the secondary source of data collection which might hold too time duration to gather data.
[bookmark: _Toc174529326]Sampling size and sampling method
Different sampling tools are used by researchers at the period of data collection procedures. Probability and non-probability are two most used tools among them. Probability sampling is classified as the easier method where there is equal chance for all member of the population to be selected during the data collection & sampling procedures (Zickar, 2023). The research study uses probability sampling method to select a sample from given population; it is further divided into four types: simple random sampling, stratified sampling, systematic sampling and cluster sampling. In this case, the research follows simple random sampling for choosing a sample size and here, 70 employees are selected as the sample size that will represent whole population. 
[bookmark: _Toc174529327]Data analytical tool/ techniques
A combination of both primary and secondary source of data is used to gather and interpret the data for the phenomena of research. Multiple quantitative research methods such as statistical analysis, regression, metrics and other tools are used to understand the result and outcomes of the gathered data. Further, the research study uses SPSS (statistical package for the social science) as software for quantitative analysis of raw data which is complex and hard to interpret. It offers researcher a series of tools and framework for analysis, these methods includes; chi-square test, t-test, descriptive statistics and so on. 

[bookmark: _Toc174529329]Ethical Considerations
As by reducing the like hood of damage and data loss all around the research process, ethical considerations backs the reliable and unbiased patterns for research project. This are the blend of different approaches and practices that critically assist the organisations for mentoring overall research phenomena. This necessary fundamental comprises of the reasonable permission, justified understanding and elementary participation, secrecy of data and obscurity. The researchers are necessarily incumbent for always clinging to such particular approaches and code while gathering information and analysis through others. Further, ethical considerations are crucially useful for safeguarding the research participant’s privileges, increasing research soundness along with sustaining the scientific integrity. Upholding research ethics, has higher effect of research project, as it can be useful for upholding the human dignity and rights, considering the social responsibility & obedience with lawful practices. All of these points capable more reliability on the research project.  

Expected Outcome
From the overall supervision of the research topic, it has determined that the customer satisfaction casts a huge effects on organisational workings. The research study has showed a cumulative panorama on the key angle to enhance customer perception in connection towards the business operations. This research project involves has showed the crucial assessment encompassing the collective focus on buyer satisfaction & preferences created on the business efficiency of company, influencing their sales performance.
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