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Tuckman's stages of group growth and Belbin's team roles theories will be used to investigate Janet Williams' rapidly developing ladies fashion store and its issues. Understanding these theories allows us to develop teamwork techniques that improve organisational collaboration and communication. This technique will assist resolve shop growth difficulties, creating a more cohesive and productive workplace.
[bookmark: _Toc159076931][bookmark: _Toc159076957]Application of Tuckman's Stages of Group Development
Tuckman's concept has five stages: Forming, Storming, Norming, Performing, and Adjourning—to help teams reach high efficiency. This methodology can help Janet Williams integrate and develop her quickly increasing fashion store's crew, especially with different jobs and digital marketing workers (Vaida and Șerban, 2021). 
Janet should prioritise formal introductions and sessions to familiarise team members with each other's tasks at the Forming stage, especially given the variety of the team with the new digital marketing staff (Jones, 2019). This phase prepares team orientation, where people seek acceptance and leadership. Setting defined goals for in-store and online marketing staff gives them focus and purpose. 
Team members voice their opinions and assess their position throughout the Storming phase. When it comes to staff hours and tasks, arguments are likely to arise due to differences in perspectives and working methods (Cirillo et al., 2022). Janet could practise conflict resolution skills, promote open dialogue, and offer her services as a mediator if she wants to help others resolve their issues in a positive way. 
Rules and judgements are made by the team during Norming. Janet ought to make the most of this opportunity to establish uniform protocols for the benefit of her in-store and remote staff. Additionally, she has to establish a schedule of frequent meetings to facilitate greater communication and teamwork (Jenkins et al., 2022). 
At Performing, everyone pitches in to make the team succeed. What this would imply for Janet is that her in-store and online sales will be managed jointly, by separate but closely affiliated teams. Good leadership in the modern day entails delegating tasks, providing assistance, and empowering team members. 
Finally, all project teams go through the Adjourning stage, and Janet's advertising plans are no exception. At this stage, the group can reflect on and enjoy their accomplishments, which boosts morale and prepares them for what's to come (Solomon, 2020). 
During times of fast expansion, Janet can intentionally guide her staff through these phases by applying Tuckman's method. This will enhance teamwork, communication, and performance. The team is better able to collaborate thanks to this well-thought-out strategy, which positions them for sustained success.
[bookmark: _Toc159076932][bookmark: _Toc159076958]Application of Belbin's Team Roles
With the support of Belbin's nine critical team responsibilities, Janet can manage her rapidly growing firm. Janet might form a formidable team capable of addressing growth challenges by assigning tasks to the three personality types based on their innate abilities: shapers, implementers, and completers. 
· By analysing the Belbin tasks of her team members, Janet forms her in-store and online marketing teams. As a result of this strategic alignment, every team is led by a visionary who generates enthusiasm, a doer who puts plans into action, and a perfectionist who sees the project through to its conclusion (Amatulli et al., 2021).
· The team's complementarity and strength are underlined by adding digital marketing positions to the framework. According to Qin et al. (2024), Janet enhances teamwork by assigning tasks based on job names and Belbin job descriptions. This method will benefit organised or collaborative people who ensure the smooth operation of both digital and physical retail.
· Janet can identify and seize personal development opportunities when she knows her role in the team. Specialised team training can ease tough tasks (Lovari et al., 2020). Janet uses Belbin's technique to hire talented people who will succeed in her fast-growing business.
Tuckman's and Belbin's theories provide a solid framework for improving teamwork and communication at Janet Williams' women fashion store amid rapid growth and digital roles. Janet can structure her team's growth by following Tuckman's Forming, Storming, Norming, Performing, and Adjourning stages. Additionally, Belbin's model promotes team balance by ensuring a wide mix of responsibilities from Shapers to Implementers (Toufaily and Zalan, 2023). This dual-theoretical approach improves operational efficiency and fosters a collaborative, supportive work culture, essential for business expansion and digital integration.
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[bookmark: _Toc159076934][bookmark: _Toc159076960]Introduction
Swansea fashion store Janet Williams now serves a bigger audience online and in-person. Structured communication is needed due to the store's rapid growth. The store's diverse 20-person staff emphasises two-way communication. This essay discusses the importance of two-way communication and how verbal and nonverbal interactions keep Janet Williams' store going. Communication may overcome present obstacles and lead to future success by incorporating modern business methods and philosophies.
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Although Janet Williams' fashion store has grown and diversified, this article argues that strong communication techniques are essential to its success. We will examine how fostering a culture of clear, consistent, and effective communication can turn challenges into opportunities and help this Swansea-based business survive and thrive in the dynamic retail landscape using established models and the store's specific context.
Two-way communication is key to efficient organisational administration, especially in Janet Williams' quickly developing women fashion store (Reigstad, 2021). This section discusses the theoretical frameworks that support this communication model and shows its case study application. 
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[bookmark: _Toc159076937][bookmark: _Toc159076963]Transactional Model of Communication
The complex environment of Janet's store suits the Transactional Model of Communication, which emphasises dynamic sender-receiver interaction (Kobal et al., 2022). Feedback improves management-employee communication. This model simplifies feedback to share ideas, concerns, and suggestions. Organisations must communicate well to react to the rapid changes and challenges of corporate expansion.
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Situational leadership theory states that teams and organisations should create leadership based on their particular circumstances. A manager's effectiveness is based on their subordinates' skill and dedication. Janet's company prioritises two-way communication to better understand each employee's strengths, weaknesses, and growth (Mulyana et al., 2022). Based on these findings, organisational leaders can adjust their mentoring and coaching methods to better prepare their teams for success in changing business settings.
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Janet is capable of conducting feedback meetings utilising the Transactional Model of Communication and structured feedback, whether in-person or virtually via Microsoft Teams. Facilitating an environment that promotes candidness and transparency facilitates the expression of thoughts and the provision of feedback by participants (Murali et al., 2021). In this manner, every team member is assured of being valued and acknowledged, Irrespective of their position or the hour. This promotes a feeling of inclusion and stimulates collaboration in the pursuance of the establishment's goals.
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At Janet Williams's expanding women's apparel firm, where finding new digital marketing and promotion professionals is becoming harder, two-way communication is crucial for staff training and growth (Muntean et al., 2022). Trainers can change their methods to meet the needs of new hires by encouraging collaborative learning and two-way communication. Indelible training can teach new hires how to achieve shop goals and team performance.
Janet's company can promote cooperation, adaptability, and understanding by using the Situational Leadership Theory and Transactional Model of Communication. Customised training and development programmes with reciprocal evaluation can help businesses withstand exponential expansion (Gracias et al., 2023). Janet's tactics to keep employees informed, motivated, and in charge improve the company and working environment.
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In a dynamic market, the prosperity and growth of Janet Williams' women's clothing boutique are contingent on her adeptness at effective communication, encompassing both verbal and nonverbal cues. This section delves into the importance of proficient communication in fostering the growth and durability of Janet's enterprise.
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[bookmark: _Toc159076944][bookmark: _Toc159076970]Clarity and Precision in Instructions: Effective communication between the online services and new employees at Janet's establishment is of the utmost importance (Janet et al., 2020). Clear instructions are necessary when handling in-store client interactions or processing online orders. When each member of the team is aware of their responsibilities, output increases and errors decrease. As a novice in digital marketing attempting to enhance the online presence of your store, effective communication skills are essential for achieving precise results.
[bookmark: _Toc159076945][bookmark: _Toc159076971]Conflict Resolution: With its variety of jobs and schedules, Janet's workplace is prone to miscommunication. Effective verbal communication helps resolve disagreements constructively. Janet promotes productivity and cooperation through open discussion.
[bookmark: _Toc159076946][bookmark: _Toc159076972]Non-Verbal Communication
[bookmark: _Toc159076947][bookmark: _Toc159076973]Body Language and Tone of Voice: Excellent customer service is provided by Janet's clothing business through the use of body language and vocal intonation (Mills and Pert, 2023). These cues can enhance the shopping experience and bring joy to customers by making them feel valued and welcome. Salespeople should project an approachable demeanour and speak with a pleasant tone whether interacting with clients in person or via video chat. Store success and customer loyalty are the results of an individual's ability to connect with others through nonverbal cues.
[bookmark: _Toc159076948][bookmark: _Toc159076974]Remote Work Challenges: In remote work, where online order processing and digital marketing are common, nonverbal cues might cause miscommunication (Gernandizo, 2022). Team members must be especially careful with email and message tone. Maintaining team cohesion and effectiveness remotely requires meaningful communication.
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[bookmark: _Toc159076950][bookmark: _Toc159076976]Customer Interactions: Janet's store prioritises verbal and non-verbal communication training to improve customer relationships. Training professionals in these abilities provides excellent service for online and in-store customers (Nicod et al., 2020). Her store's focus on communication excellence attracts customers and encourages repeat business in a competitive retail environment.
[bookmark: _Toc159076951][bookmark: _Toc159076977]Team Meetings: Internal team communication is crucial for Janet's store. Regular meetings, in-person or via Microsoft Teams, allow polite discussion of updates, challenges, and solutions. Constructive and inclusive meetings help team members discover and resolve issues early, boosting transparency and support, says Janet.
Effective verbal and nonverbal communication is crucial at Janet Williams' ladies fashion store. As the store expands and implements new digital marketing strategies, transparent, constructive, and empathic communication is essential (Alshaketheep et al., 2020). Janet can increase teamwork, customer service, and business growth by prioritising good communication.
[bookmark: _Toc159076952][bookmark: _Toc159076978]Strategies for Improving Communication
As the busy owner of a ladies fashion store in Swansea, Janet Williams has been able to combine old and new to transform the shopping experience. But the 50-year-old’s team of 20 staff represent the modern retail business issues of having multiple roles to play. Their growth has been so rapid that they have had to put a new communication structure in place and they have found that different teams within the store and different people have very different communication needs. They have realised that different people have different education levels and different people like flexibility in how they work. They have also realised the importance of two-way communication in a business where lots of the staff work part-time or have caring responsibilities. This case study shows how applying two-way communication using digital, verbal and non-verbal models has helped keep Janet Williams’ store going against a headwind and how it could help them overcome present difficulties and grow the business in the future.
[bookmark: _Toc159076953][bookmark: _Toc159076979]Conclusion
Two-way communication is crucial for the ladies fashion store run by Janet Williams. Strategic communication methods are integral to sustaining growth and developing a sound organisational culture as the shop expands rapidly and diversifies its operations and personnel. Janet is able to address current issues by holding regular team meetings, investing in communication training, integrating digital technologies to enable seamless connect, and establishing effective feedback channels. These tactics together will do wonders for both improving internal communications and our customer shopping experience. By default, also, our greater reputation and success in the very competitive retail space. Ultimately, as the store grows and reinvents itself as required, communication must become a high enabler for reaching its full potential, which is what it must successfully do in a very dynamic fashion retail market.
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