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Introduction
A structured method is needed to find problems at work and figure out how to fix them. Organizations need to have access to the tools and methods that will help them deal with any problem, no matter how simple or hard it is. The purpose of this report is to look at a problem at work, come up with possible answers, and rate those ideas. The problem that this study looks at is caused by sales staff who don't work hard or care enough about their jobs. The success of the company as a whole depends on how well the sales department does its job, making it one of the most important areas. When sales staff don't care about their jobs or work hard, the company's success and bottom line suffer. This is a problem that many companies have, so it's important to deal with it right away to keep staff happiness and the company's bottom line high (Yazdani et al., 2019).
First, the problem's scope and effects will be explained. Then, the collected data will be looked at so that choices can be made. There will be a list of possible ways to solve the problem, and the decision-making process will be used to rank them by how good they are. To make sure that stakeholder management works well, a plan for putting the chosen answer into action and getting the word out will be made and agreed upon. The goal of this study is to come up with specific ways to improve efficiency and happiness in the sales division of a given company (Torkayesh et al., 2021).
[bookmark: _Toc133790596]Problem Definition
The problem that this study looks at is caused by sales staff who don't work hard or care enough about their jobs. The sales department's output is directly linked to how well and how much money a company does overall. If the sales staff isn't motivated and productive, it could be very bad for the business. The problem is pretty big since it affects the whole sales team and could cause less money to come in (Sitorus et al., 2019). Because of the problem, sales have gone down, employee turnover has gone up, and happiness is low. A lack of productivity and drive can also lead to a bad work environment and affect how well other areas in an organization do their jobs. There may be more than one thing going on that is causing the problem, and you need to know about all of them to find a solution (Sitorus et al., 2019). Possible causes include a lot of work to do, not enough resources, not getting enough praise or opportunities to move up in their careers, a big gap between management and staff, and goals and objectives that aren't clear or are vague. Data analysis is essential for getting to the root of the problem and coming up with effective solutions.
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Several sets of data were looked at to figure out why sales staff aren't more motivated and productive in their jobs. Things like surveys, reports on achievement, and comments from management were used to gather information. Studies show that workers aren't driven enough and do too much work because they don't feel appreciated or have a chance to move up. Workers also said that they didn't get along with the company's leaders and didn't know what the company's goals and aims were (Dos Santos et al., 2019). The performance reports showed that sales success was down, turnover was up, and morale was low. The sales team's lacklustre success is probably due to the fact that they don't try hard enough or show enough passion.
Management felt that the sales department wasn't open and honest enough, so they decided that there needed to be better ways to talk to each other and more reports on the company's goals and objectives. The low productivity and motivation in the sales department could be due to a number of things, such as a high workload, a lack of resources, a lack of recognition or opportunities for career advancement, a lack of communication between management and employees, and a lack of clarity about goals and objectives (Alinezhad and Khalili, 2019). The collected information will be used to make choices and help come up with specific solutions to the problem at hand.
[bookmark: _Toc133790598]Proposed solution
There were also suggestions on how the sales team's output and morale may be enhanced.
1. The first goal is to increase morale in the workplace by encouraging people to go above and above and being rewarded for it.
2. This approach seeks to increase morale and productivity by promoting open lines of communication between superiors and subordinates, offering timely updates on company objectives, and encouraging individual and collective responsibility.
3. The third approach is to give employees more control over their job by giving them more responsibility and authority while also giving them more autonomy (Alinezhad and Khalili, 2019).
4. The strategy was developed in the hopes that it would help workers advance in their existing roles, learn new skills, and become more dedicated to and effective at their work.
Each prospective solution must be assessed for its practicability, efficiency, and cost-effectiveness before being deemed adequate to solve the problem at hand. The next step is to use decision theory to analyze the situation and pick the option with the highest probability of success.
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A choice matrix is used for decision-making.  Each option gets a score based on a decision matrix that takes into account how easy it is to implement, how well it works, and how much it will cost. This method lets all possible answers be judged in a fair way (Tirkolaee et al., 2020).
The first step in using a decision matrix is to decide on the factors that will be used to evaluate possible answers. In this case, the factors were whether it would work, how well it would work, and how much it would cost (Torkayesh et al., 2021).
The second step is to show how important each factor is by giving it a different amount of weight. Priorities will be set in different ways depending on how important certain factors are.
Third, you will give each suggested answer a score based on how well it meets each of the requirements. You can't go lower than a 1 or higher than a 5. For example, the following scores can be given to a way to run a recognition and reward program, based on how easy it is, how well it works, and how much it costs:
Three of every five times
Overall, it works: 4.5/5
Cost: 2/5
In the fourth step, you multiply each score by the weight it has, and then you add the results for each suggested solution. The best answer is the one that gets the most points in total (Sitorus et al., 2019).
Using the following weights for feasibility (0.3), success (0.4), and cost (0.3), you can figure out the total score for a recognition and reward program:
3/5 of 0.30 = 0.18.
Efficient Dose: 0.32 (4/5) x (0.4)
Cost: 2/5 x 0.3 = 0.12
0.12 is the sum of the parts.
With the help of the choice matrix, each suggested answer can be given an objective score, and the one with the highest total score can be chosen as the best. This method makes sure that the best solution to the problem at hand is chosen.
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The following activities are going to be carried out in order to put the strategy that has been decided upon for promoting greater openness and communication into action:
1. Maintaining communication between management and workers can be facilitated through practices such as open-door policies, team meetings, and various types of employee feedback.
2. In order to cultivate a culture that is open and accountable, it is important to involve employees in the decision-making process of the firm and to keep them updated on the organization's progress toward its objectives (Kou et al., 2020).
3. Organize training sessions for the upper management so that they can improve their communication with each other and the rest of the team.
4. Investing in your employees through training and development programs will not only assist them in reaching their professional goals but will also make them feel more connected to the firm (Tirkolaee et al., 2020).
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During the implementation of the chosen solution, the following communication plan will be set up to increase openness and understanding and make sure that stakeholders are managed well.
1. During this stage, the execution team will figure out who the stakeholders are, such as management, sales department employees, and other departments that will be affected (Yazdani et al., 2019).
2. During this stage, the goals of communication are to keep all stakeholders up to date on the development of the implementation plan, promote an environment of openness and responsibility, and make sure everyone knows what to expect.
3. In this step, we'll figure out the best ways for people to stay in touch with each other, such as through regular team meetings, email updates, newsletters, and feedback methods.
4. During this stage, feedback channels will be set up so that people with an interest in the plan can give their thoughts and advice as it is carried out (Tirkolaee et al., 2020).
5. In this stage, the communication plan will be looked at regularly to see if any changes need to be made.
6. By keeping an eye on the communication strategy, all stakeholders can be kept up to date on success and given chances to give their opinions. Through the channels set up in the communication plan, all stakeholders will be kept up to date on the status of the implementation plan, told about any changes, and given the chance to comment and make ideas (Dos Santos et al., 2019).
By sticking to the communication plan, the chosen answer can be put into action smoothly, stakeholders can be kept informed and involved, and the sales team can be motivated to work harder.
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In conclusion, a lack of productivity and motivation in the sales area can have a significant impact on how well and how much a medium-sized business does overall as well as how much money it produces (Amoozad Mahdiraji et al., 2022). This is because the sales department is directly responsible for generating revenue. It was decided to use a decision matrix in order to suggest and rank the various alternative replies. Both of these are common approaches to finding solutions to issues. It was determined that increasing transparency and conversation was the most effective method to go forward, and as a result, two programs were developed to accomplish this objective. Everyone who is involved needs to be able to communicate well with one another in order for the strategy to be successful and for the sales department to be more productive and motivated (Dos Santos et al., 2019). To put the plan into effect, the approach calls for opening up lines of communication, keeping workers informed of the company's goals and objectives, holding training sessions, and providing employees with access to resources and assistance. The plan for communication involves research on the parties involved, the formulation of objectives and channels for communication, the formulation of a schedule and approach for putting the plan into action, the development of feedback mechanisms, and ongoing evaluation of the effectiveness of the plan (Kou et al., 2020). Implementing the chosen solution and being committed to the plans for execution and communication is one way to address the problems of low productivity and lack of enthusiasm in the sales department. The company will have a greater amount of money in the bank if the sales crew is more motivated and works more effectively.
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