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1. [bookmark: _Toc80276538]SHORT AND COMPREHENSIVE INFO ABOUT SELECTED COMPANY  
      
     The purpose of the report is to present and demonstrate various  of problem-solving tools and techniques to identify, offer solutions and solve work problems in the workplace in my company,which is called "Luxury Bath" Ltd. I represent a company for complete furnishing of bathrooms and interior design services with the latest fashion trends. In my range there are mainly projects for large hotel chains, such as 4 star and 5 star hotels, public and private sites. I have an online sales platform and a network of distributors. My company relies on exceptional promotion through business media advertising to promote its products and services.

2. [bookmark: _Toc80276539]IDENTIFYING THE COMPLEX PROBLEMS AT THE WORKPLACE

The problems in the workplace are mainly related to punctuality, the market situation, the lack of communication and unsatisfied customers. The first problem is the punctuality as my distributors do not respect their time schedules for payments back to the company. The market situation is also challenging as due to the coronavirus crisis the hospitality sector has badly suffered during the lockdowns and the number of new customers dropped. 
The lack of communication is another problem, as due to the specific vertical structure of the company, combined with a network of self-employed distributers on a pyramidic principle, I often find difficulties in communicating the problems I experience on the market. And finally, I hear from my own distributors that I should supervise that they have unsatisfied customers, but they do not share with me the reasons for it with enough  details.

3. [bookmark: _Toc80276540]APPLICATION OF RECOGNIZED PROBLEM SOLVING INSTRUMENTS AND TECHNIQUES

               For identifying the problems of the organization some recognized tools could be useful. The first one is the SWOT that can show the strengths, the weaknesses, the threads and the opportunities for the organization (Sammut-Bonnici and Galea, 2015).



	Strengths
High quality products;
Massive advertising;
	Weaknesses
Not a well-organized communication within the company;
Lack of an in-depth understanding on the market by the distributors;

	Opportunities
Online sales; 
Unexploited market segment – as  new customers;
	Threads 
The corona crisis; 
Competition.



A PESTLE analysis on the political, economic, sociological, technological, legal and environmental factors influencing the company (Buye, 2021; Alanzi, 2018) for the downturn in sales and unsatisfied customers reveal interesting pattern:
	FACTORS

	Political 
Lockdown imposed
	Economic
Corona crisis 
	Sociological 
*Frustrated customers.
*Worsen contacts between distributors.

	Technological 
Transition to mostly online sales
	Legal 
Legal regulations related to online sales.
	Environmental
Corona crisis



A Pareto analysis can be carried out as well as sometimes a small bunch of twenty percent of the activities can lead to eighty percent of the problems (Stojcetovic and co, 2015). The problems related to drop of sales and unsatisfied customers, but also the misunderstand between distributors seem most related to the poor communication, except of the crisis induced by the virus of course. So, the problem of punctuality and communication has arisen and should be addressed and solved: if distributors have more intensive contacts, the market performance would improve as well. 
According to the analytical tools used, the problem seems mostly related to punctuality, communication troubles and misunderstanding between the distributors, being intensified by the corona crisis and the economic downturn.

4. [bookmark: _Toc80276541]FIND OUT ALTERNATE SOLUTIONS

        As the problem seems very complicated, it is important to identify its essence. The results from the problem, its consequences, are obvious – a sharp drop in sales. But they are caused by factors such as the bad discipline of the distributors – which is something that the company can change as it concerns its partners, the deteriorating market situation due to the virus – which the company can’t change and the lack of adequate information exchange – which is again something that is changeable by the company. So, two factors in reach and one – out of the reach of the company. 
The first solution can be to make the distributors network wider, e.g. to conclude contracts with more independent distributors in aim to try find more punctual people and to expand sales. The second solution is to attach the market to a well-performing market. And the last solution is a try to repair the problems within the distributors network of the market itself through improving discipline and communication. 

5. [bookmark: _Toc80276542]EVALUATE THE SOLUTIONS  

The solutions can be assessed through the PMI technique that relies on considering alternatives by their plus points, minus points, interesting points and finally taking the decision (Sharma and Saarsar, 2017). 
For the first option - to make the distributors network wider – the plus point is that the company will have more distributors, but the minus points will be at least two: the control over their work will require more resources and they will enter in an ever more eager competition between them as the market is already less profitable due to the corona crisis. 
The second solution - to attach the market to a well-performing market – the vast majority of distributors speak English and a second language from Europe and Asia and are great sellers who have been affected as little as possible in terms of sales among other distributors during the crown crisis. The big disadvantages are that current distributors will lose their jobs and that the market niche is different; so there is indeed a certain risk that sales tactics will fail at any moment. It will be really interesting to combine markets, but the risk is also high.
Finally, the decision to try to fix the problems in the distributor networks has the big plus that the local distributors will keep their work and that the local market will be preserved. The downside is that there needs to be diligence to improve communication there, but a well-functioning strategy can help. It seems like the most balanced solution.

6. [bookmark: _Toc80276543]SELECT THE BEST SOLUTION

At first should be re-stated the problems: an obvious problem with punctuality and the exchange of communication within the market distributors network, leading to drop in sales and inefficiency in the network of distributors’ performance. 
Some other markets such as the French and the Spanish, which are also priority for the “Luxury Bathroom” Ltd, share the same problems. Of its part, inefficient communication leads to poorer market performance, additionally worsened by the corona crisis and the competition.
The problem is purely communicational, so the roots come in the miscommunication processes in the company. It means that the strategy to resolve it should be based straight away to improving communication within the company. 
       The best solutions possible are to improve the communication process and discipline. It can be done through intensifying the communication between the parties concerned: distributors – supervisors – managers and vice versa, so that everybody is updated with all instructions, trends and problems. In aim to do it, meetings and exchange of information should be done mandatory, as part of the job itself, although distributors act as independent entities from the company. Only making all parties to understand how important information exchange is,  the problems can be solved.

7. [bookmark: _Toc80276544]IMPLEMENT THE SOLUTION

               The solution is relatively easy for implementation. It can be done through implementing three main elements: 
1.	Frequent mandatory meeting between the relevant distributors within a network and their supervisors. No more separate calls and bilateral contacts within the network, but open and sincere communication exchange as a real team. 
2.	Less frequent – compared to the first one – meetings between the representatives of distributors of a national market and abroad, again in aim to exchange information openly on the sales and how each area performs and why. 
3.	Resuming and analysing the information shared during the meetings in aim to identify where and why the problems appear, how can the company fight them and remain strong on the market.
[bookmark: _Toc80276545]8.	MONITORING AND CONTROL 

The monitoring and control of such a communicational solution is relatively easy. The most important part of the monitoring and control process is to make a strict calendar in the intranet network of the company’s website and every distributor can follow the schedule, time and date of their coming meetings there. 
In aim to facilitate the meetings, if they are video, everyone who is allowed to do it, can click on a link before starting the meeting and that is way how the presence will be noted, through the session. If the meetings are held live, lists should be made on the names of the distributors who have attended them and to upload the notes and some photos in the platform. So, it is how meetings will be controlled if being held. 
And finally, a short resume from the meeting with the main points discussed should be uploaded in the system. It should be visible for all the distributors have attended the meeting and for those who have failed to join for some reasons. These files should be kept at least for two years.
9. [bookmark: _Toc80276546]COMMUNICATE WITH THE STAKEHOLDERS

The strategy selected will be communicated on a live conference with all the main stakeholders. Those who are unable to attend will have the chance to participate there through video and ask questions. The company needs an urgent shift towards a good communication exchange strategy and punctuality criteria which are crucial factors and acting at the principle of independent distributors. Some alternatives are possible. The first one is using the actual strategy of giving instructions to national level. But it may be less effective because the company is experiencing this type of communication problem. Amongst a bunch of strategies evaluated, the best one identified is to implement a strategy for transparent communication that is based on the permanent communication implemented through mandatory once a week meetings for distributors for the national market, mandatory once a month meeting for the distributors for the multinational market. An information brief newsletter should be distributed by e-mail to all distributors, where they can see all the discussed trends and points. 

10. [bookmark: _Toc80276547]RECOMMENDATIONS

In aim to overcome the lack of communication and punctuality within the company, could be recommend the following steps: 
•	Mandatory once a week meeting for distributors for the national market to discuss results together. 
•	Mandatory once a month meeting for the distributors for the multinational market in aim to exchange the full information on sales and market challenges openly and transparently and to get feedback.
•	An information brief newsletter to be distributed by e-mails to all the distributors principle where they can see all the trends and points discussed on the meetings.

11. [bookmark: _Toc80276548]CONCLUSION


       In conclusion it can be resumed that the most important factor for the smooth run of the work within an organization based on vertical hierarchy and a network of independent distributors within a pyramidic structure, is open and transparent communication and feedback. Distributors should always exchange information on markets and sales to succeed together even in this severe coronavirus crisis. 
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