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    1:     Management Communication (Analysis and Evaluation)

According to Steve Duck and David T. McMahan (2015), communication is the transactional use of symbols, shaped by and understood within the context of relationships. This definition highlights that communication is an interactive process, and communication is:
Transactional- both people send and receive messages at the same time.
Symbolic- communication uses words, signs, symbols and gestures.
Relational- communication is shaped by social context and relationships.

Reference Duck, S and McMahan. D.T. (2015) 
Communication in Everyday life: A survey of Communication. 3rd edn. Thousand Oaks, CA:SAGE
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                                                                                                        Reference Mehrabian (1971)
       Understanding the Communication Cycle and WHY IT MATTERS
         The communication cycle is a basic model used for and in management communication to show how information is shared with people and groups. It’s also an ongoing process that helps make sue messages are understood very clearly and feedback is given. Excellent communication in organisations depends on each part of the cycle working well.












1’1: A communication Cycle formulates
	1 Sender
Is the organisation or person starting the communication, they have some information or a message that they want to share, or in the workplace it could be having an instruction from a manager, or the company communicating with customers.
	2 Message
Is the information, instruction or feeling that the sender wants to communicate. Messages shared through writing, visuals, talking and digital platforms. Making sure that the messages are relevant and clear so that they can be understood without confusion.
	3 Encoding
Is the process of turning ideas into words, symbols, gesture that the receiver can understand. If the message is sent poorly it can lead to misunderstandings, So you must make sure that the right language is chosen and communication style for everyone. 

	4 Channel
Is the method which you used to send the message, it may include emails, places, phone 
calls, presentation, Picking the right channel is important for different situations need different ways of communicating. 

	5 Receiver 
Is the group or person getting the message. And they try to understand the information sent by the sender. And the communication is most effective when it’s understood by the receiver as the sender intended.
	6 Feedback
Is the response the receiver sends back, and it can confirm that the message was understood correctly. Feedback may include actions, comments and questions. Management communication feedback is very important as it helps with clarification.



The communication cycle is an important role in helping companies, people to communicate effectively. It can allow managers and employees to share information more clearly which then can help reduce misunderstandings, support better decision-making improvements and helps teamwork. Not forgetting feedback keeps communication two-way and helps companies adjust and improve performance. 
According to the Shannon and Weaver model, it explains communication as a linear process including a sender, encoder, channel, decoder and receiver. The model also introduced the concept of noise, which refers to anything that interferes with the communication process. Such as distractions, language barriers or technical difficulties. A strength of the Shannon and Weaver model is that it is clearly explains how messages are transmitted and highlights the importance of reducing noise to achieve effective communication. However, a limitation is that the model is mainly one way communication and does not strongly focus on feedback or human emotions.
                                                                   Shannon and Weaver communication model (1949)



Comparing the Shannon and Weaver model to the Berol’s model of SMCR, which stands for Source, Message, Channel and Receiver, this model expanded on earlier communication theories by focusing on factors that influence communication effectiveness that included social systems, skills, attitudes and culture. The Berlo model is useful in management communication as it recognises that successful communication depends on the relationship between the sender and receiver. But some critics argue that the model does not include feedback making it less suitable for modern two-way communication. 
                                                                                                       Berlo’s SMCR Model (1960)
Evaluation of Communication Between Both Models
As with Shannon and Weaver’s model and Berlo’s SMCR model, they both provide valuable frameworks for understanding in communication in organisations. 
Shannon and Weaver model is very effective for explain the technical process of communication and for identifying barriers such as noise. In contrast Berlo’s model focuses more on human interaction and the importance of social and cultural understanding. In modern management communication feedback is considered essential as organisations rely on employee engagement which they can continuously support for improvement. While both models are important as each other communication today is more effective 
when it includes two-way interaction mechanisms.
Berlo’s SMCR Model in Practice 
Source: Myself Fragrance beauty manager, I am experienced in fragrance products, customer service, and all sales techniques.
Message: How to greet customers, how to identify fragrance preferences and match them to the suitable individual, and how to close a sale professionally.
Channel: The information is delivered through, Hearing (verbal explanation)
Seeing (demonstration with a customer) Touch (handling the fragrance bottles and testers) Smell (experiencing fragrance notes)
Receiver: New beauty advisor and is learning the skills that then can be applied to customer interactions.
Analysis: Communication is so effective as it multiple senses which are used, and which is important in fragrance retail. The advisor will gain a better understanding by observing, listening and practising all of the consultation process.
As a fragrance beauty manager, I used Berlo’s model when training a new beauty advisor on all fragrance consultations. I was the source of communication, that included sharing my knowledge and all my work experience, the message included how to approach customers, identify their fragrance preferences and who they were buying for and recommend the suitable fragrance products, the channels that was used were verbal instruction, demonstration and product testing. The receiver was the new beauty advisor, who applied the
information during customer interactions. The communication was successful because the advisor was able to confidently conduct consultations and increase customer engagement. 
2:  Motivation, Performance, 
These are closely linked in the workplace, motivation encourages employees to work harder and to achieve their goals, when employees are motivated, they are more likely to perform better and be more productive and give a better service. For an example as a fragrance manager my team members who receive recognition for doing their sales targets are more often more motivated to engage more with customers and improve more on their results and personal goals. So, this shows how motivation can have a positvive effect on their performance.
2.1: Conflict in the Workplace 
Can also affect motivation, and performance. Negative conflict, such as disagreements between teammates as workload distribution, it can lower morale and most importantly reduce productivity. Employees may become less motivated and most likely less focused on their work. But not all conflict is a negative, Construction conflict may encourage employees to discuss and share ideas to problem solve and improve how they can work together. When or if managed effectively conflict can lead to a stronger team and better work performance.
Motivation overall can improve performance, while conflict can either harm or help performance it depends on how it is handled. So, managers will play an important role in keeping employees motivated and resolving conflict to create a productive and a positive work environment. 
Maslow stated that motivated employees are more likely to perform effectively and achieve organisational goals. Herzberg argued that recognition and achievement can increase employee motivation and satisfaction.
                                                      (Maslow, 1943) (Herzberg, Mausner and Snyderman, 1959)



3: Self-Evaluation 0f Communication Skills

	Assertive
	I am Respectful, Clear, Honest,
I build trust and equality
	I need self-awareness in my timing and tone may seem bossy to passive individuals 



One of my main communication strengths is that I am assertive, this means I can speak clearly and confidently while still being respectful of others, in my role as Fragrance Manager this helps me give clear instructions to my team and communicate effectively with my customers. Being assertive also helps me deal with problems in the workplace, for an example if there is a disagreement or if targets are not being met, I can explain expectations clearly and handle a situation in a professional and calm way. This helps keep good relationships with my team. I am also a good listener, and I try to understand other people’s views before I respond. 
I know I can still improve. I sometimes focus too much on tasks and need to make more effort to encourage quieter team members to speak up, I plan to work on this by improving my active listening skills. 
Gap Analysis- Communication Skills
	Area
	Current Situation (Now)
	Desired Situation (future)
	Gap Identified
	Action Plan (How to Improve)



	Assertiveness
	I am confident in communicating my ideas clearly and respectfully. I can give instructions and manage situations effectively as a Fragrance Manager.
	To continue being assertive while also ensuring communication is inclusive of all team members.
	I am sometimes too focused on tasks and may not always encourage quieter team members to speak.
	Continuing using clear communication but actively involve all my team members in all discussions.

	Listening Sills
	I listen to other and I try to understand their point of view.
	To improve active listening so I fully understand and respond effectively and respectfully to others.
	I sometimes focus on responding quickly rather than fully exploring other people’s ideas.
	Practice active listening by allowing others to finish speaking, and what they have to say, and asking a follow up question.

	Team communication
	I can communicate well with my team and with customers in a professional manner.
	To create a more open environment where everyone feels more comfortable sharing their ideas.
	Not all the team members may feel equally encouraged to contribute to conversations.
	Involve quieter team members to speak up and get them more involved in discussions, use open questions and encourage more feedback.




4: Personal development Plan
	Area to Improve
	Current Situation 
	Goal
	Action Plan 
	Support Needed
	Timeframe 
	How will I Know I’ve improved

	Active
listening
	I listen to others but sometimes think about my response instead of fully listening.
	To improve my listening skills and fully understand others before responding.
	Let people finish speaking
	Feedback from manager and team members 
	3 Months
	Feedback from my manager, ongoing monthly reviews, communication is clear respectful and well received from my team




Overall Summary
My goal is to improve my communication skills by becoming a better listener and more inclusive communicator, while maintaining my strength in assertiveness. This will help improve teamwork, customer service, and performance in my role as Fragrance Manager. 
Good communication is important in retail because it improves customer experience and team performance (Adair,2009). Strong communication also helps reduce misunderstandings and improve workplace efficiency (Robbins and Judge, 2019).
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