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Introduction
This report illustrates the case study about a ladies fashion store in Swansea city centre by applying the ground-breaking work on team dynamics by Belbin and Tuckman. One of the most crucial factors for the success of a business is the quality of the management. 
With the growth in teamworking, organizations are increasingly turning to team role models in the hope of enhancing the effectiveness of their teams. However, such models can be both expensive to buy‐in and administer. (de Waal, A., van Nierop, E. and Sloot, L.M. (2021), "The relation between manager type and high-performance achievement", Journal of Advances in Management Research, Vol. 18 No. 1, pp. 136-151. https://doi.org/10.1108/JAMR-06-2020-0097).
So, I will go through the different stages of team development of the store and will see how this will benefit to manage the store effectively.


Application of teamwork theories
This ladies fashion store is expanding, so needs to formalise the business processes. As a consultant I would suggest mobilising the various talents within the store in order to achieve real goals. Effective leadership can be developed by providing the right tools to analyse current strengths and weaknesses and by supporting and coaching.
The business is expanding, so in this scenario, it will be crucial for all of the employees to work as a team. In order to analyse the principles of organizing teamwork, according to A.D. Čanko (2011, p. 110), it is necessary to assess features of internal and external environment characteristic of a team The different stages of team are as follows:

1. Forming
As per Belbin, the team needs  to get through each other's strengths and pitfalls. Leadership should ensure and push through the benefits of team working to the employees. At the beginning stage team members should know each other through interactions as an example via team building exercises. At this stage the team members will not confront against others and will avoid tackling demanding tasks.  Some more confident team members might start discussing general to in depth level which is too early. So, at this stage I would recommend Janet to increase team interactions of the store employees to become familiar with each other. to build effective relationships.

2. Storming
At this stage Belbin asks the team to come up with new ideas and monitor evaluators to analyse these ideas in a calm and objective way. The members should share ideas and have regular discussions without too many conflicts which can impact negatively on their motivation. Various ideas may compete for acceptance which should  be managed carefully. So, at this stage I would ask Janet to increase team interactions of the store employees to build effective relationships, to encourage innovation and to resolve any conflicts in a constructive way very quickly.


3. Norming

According to Belbin, the team needs a clear understanding of who should do what at this stage. It is important to know the strengths and weaknesses of the team members for the suitable placements. Ideally team members should trust each other and actively contribute to the team activities. And the leader of the team let the members to take on responsibilities. In this continuous process I would suggest finding out the individual strengths of the employees in order to place them to the appropriate roles. This should increase the competition among the members of the team which will increase the overall efficiency of the business.

4. Performing

As per Belbin’s theory this is the time for the team to grow into a High Performance one. At this time the members of the team should be very clear about the work and procedures to follow. Constant communication is crucial at this stage. The team members should be able to work autonomously and also be able to make decisions with the parameter that they work in. In order to be knowledgeable, I would recommend Janet to start intense interaction among the members of the team so the employees can be knowledgeable, and their motivation can be increased. I would also ask her to monitor the work ethics, so that no conflict can drag too long so the team can perform to the best of its abilities.

5. Adjourning

Belbin's adjourning phase refers to the final stage of group development, as outlined in Bruce Tuckman's model of group dynamics. Belbin uses a very interesting, useful and safe way for feedback purposes: the Observer Assessments. Team would now experience feeling of accomplishment and satisfaction of the work they do. At this time the team has been working for some time, the feedback regime should be introduced. Prior to this I would ask Janet to follow a proper metric for assessments. By now the two new team members have also  become familiar with the rest of the team. So, the idea of the feedback will take the team to even a higher performance phase.

Importance of two-way communication at the store
Two-way communication is vital for several reasons within a team: It plays crucial role in promoting collaboration, understanding, trust, and productivity within a team, contributing to its success and effectiveness. In this article Now, we'll see Wilbur Schramm's model, which describes the flow of communication is a continuous two-way exchange of messages between the sender and the recipient. According to Dr. Schramm, communication always requires at least three elements - the source, the message, and the destination. (Source: Wilbur Schramm [ed.], The Process and Effects of Mass Communications, Urbana: University of Illinois Press, 1955, pp.3-26).
The strategy is based on the idea that both the sender and the recipient acknowledge the message. For example, a group of second grade students won't be able to understand past participle tense from an art professor. Some characteristics of Dr. Schram's communication model:
Source:
The source is the person who creates and sends the message to the recipient. The sender's responsibility is to make sure that the communication is clear and easy to understand to the recipient.
Receiver:
The target individuals are the receivers of the message. It is crucial to follow the proper procedure to verify that the receiver can decode the message.
Message:
The message is the form of communication, such as audio, video, or all three combined. The message sent to the receiver by the sender.


Feedback:
Feedback takes place when the sender and receiver start exchanging based on the information that they receive. It is the sender's responsibility to ensure that the receiver absorbs the communication appropriately.
Disruption:
Noise can disrupt the message for the receiver to understand correctly; noise can also change the meaning of the message.

Three Elements of Communication triangle:
As in Janet’s retail store the majority of communication would be face to face, the three elements of communication are words, voice and body language as illustrated by the theory of Dr Albert Mehrabian in 1970. Please see the diagram below for Dr Mehrabian's suggested percentage split between the three elements:

Verbal communication
Non-verbal communication


· The visible actions that we show to others using all parts of our body – 55%
· Voice – the pitch, pace, tone and volume of our voice – 38%
· Words – the actual words that make up our message – 7%
Albert Mehrabian's research on communication is often cited to highlight the importance of nonverbal cues in conveying messages. According to his findings, nonverbal communication, such as body language and facial expressions, can play a significant role in how messages are perceived, even more so than the actual words spoken. This underscores the importance of paying attention to not only what we say but also how we say it and the nonverbal signals we transmit. The way we deliver a message is just as important as the content itself. Matching the tone, body language, and verbal content appropriately to the message we want to convey ensures that it is received as intended. It's crucial to strike a balance between the words we use, our tone of voice, and our nonverbal cues to effectively communicate and connect with others. Being authentic and genuine in our delivery helps build trust and credibility, even when delivering difficult messages. In Janet's store it is vital to apply these methods to build effective communication channels.


1. 

Why effective communication (verbal and non-verbal) is important for the continued success of the store
There are numerous benefits of improving communication skills. Effective communication in Janet's store is essential to manage relationships with staff, customers and stakeholders and indeed bring numerous benefits for both customers and employees. On the contrary, poor communication can ruin relationships, cause loss in sales and also can damage reputation. Here are seven key advantages that organizations can experience.

1.  Enhanced Customer Experience: Clear and effective communication with customers leads to better service, increased satisfaction, and loyalty. When customers feel heard and understood, they are more likely to return and recommend the store to others.
2. Increased Employee Engagement: Open and transparent communication fosters a sense of trust and belonging among employees. When employees feel valued and informed, they are more engaged, motivated, and productive.
3. Improved Team Collaboration: Strong communication channels enable employees to work together seamlessly, leading to smoother operations and faster problem-solving. Collaboration among teams enhances efficiency and helps achieve common goals.
4. Faster Response to Customer Needs: Effective communication systems enable retailers to gather feedback from customers promptly and address their concerns in a timely manner. This agility in responding to customer needs can lead to improved customer satisfaction and retention.
5. Reduced Conflicts and Misunderstandings: Clear communication helps prevent misunderstandings and conflicts among employees, reducing workplace tension and fostering a positive work environment. This leads to higher morale and lower turnover rates.
6. Streamlined Operations: By ensuring that information flows smoothly between different departments and levels of the organization, retailers can streamline their processes and eliminate unnecessary bottlenecks. This results in more efficient operations and cost savings.
7. Competitive Advantage: Organizations with strong communication strategies are better positioned to adapt to market changes, innovate, and stay ahead of competitors. Effective communication can be a key differentiator that sets retailers apart in a crowded marketplace.

Effective Verbal communication
The words using during conversations are important. Poor verbal communication can damage the business and leave stakeholders unhappy or confused.
Using questions and listening in conversation
By asking good questions and actively listening to the other party's viewpoints and concerns, we demonstrate empathy and understanding. This creates a conducive atmosphere for finding common ground and reaching mutually beneficial agreements.
When we ask thoughtful questions and genuinely listen to the responses, we show interest in the other person and validate their perspective. This helps build rapport and trust, laying a foundation for positive interactions and relationships. When people feel that their opinions and perspectives are valued, they are more likely to engage openly and honestly in discussions. Asking for their input demonstrates respect and appreciation, enhancing their sense of worth and contributing to positive relationships.
In summary, I would suggest Janet to apply the way of communication illustrated above to bu8ild effective relationships will the employees of the store, so they feel valued, and an excellent rapport will be built.





Conclusion
In this report we explained the definition and importance of two-way communication. Two-way communication comes from both parties in the form of a conversation. Employees can benefit from two-way communication in a variety of ways, including team building, problem solving and increasing engagement with others. With effective two-way communication, professionals can increase their job satisfaction rates. They can do so by informing others about their opinions, interests and concerns. This can allow managers to provide their staff with the essential on-the-job tools, camaraderie and rewards that may be necessary to get their team to work harder. 
Effective communication with the employees of Janet's store will gather thoughts, which will encourage innovative ideas. By implementing two-way communication Janet can increase productivity in the workplace by providing an effective way to communicate between employees by asking questions, informing others and providing feedback. This will also allow Janet to train and direct her employees under the store's best practices and processes to help improve quality.
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