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Executive Summary

This paper depicts the effectiveness of teamwork and communication for supporting a business through which it can expand the business. The case study of Jane Collins’s Grocery store is taken into consideration to cover the application of Tuckman’s and Belbin’s Teamwork Theories. The importance of two-way communication is portrayed with the help of the Two-way Communication model. The effectiveness of communication in the workplace is being discussed in this report.
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Effective teamwork and communication support the business in maintaining a positive work culture. It permeates different areas related to business operations. In this paper, the grocery store of Jane Collins will be taken under consideration for analyzing the theories and models related to teamwork and communication to analyze the importance and effectiveness (Crick, 2014). 
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[bookmark: _Toc32342371]Application of Teamwork theories
Tuckman’s Teamwork Theory
Tuckman has illustrated four phases to gain the effects of teamwork in a business. 
· There are no formal teams in the grocery store; therefore, the employees are facing communication problems to maintain customers. According to the forming phase, it can be analyzed that Jane needs to build different teams and needs to put them under individual sales managers who can provide the proper knowledge about individual roles and responsibilities (Dixon, 2012). In this way, the sales assistants will never face issues in handling customers.
·  According to the second stage storming, the sales managers of the grocery store need to suggest their team members about different ideas and techniques related to customer handling. In this way, the sales assistants will be able to confront the challenges related to customer handling and achieve the goal of the grocery shop (Kumar R. and James, 2015).
·  Based on the Norming stage, the team managers have to provide knowledge to the sales assistants of their teams, which can develop their working processes through discussions. In this way, sales managers can motivate their team members (Maples, 2012).
·  Jane is highly concentrated on the rapid growth of the grocery shop. In order to reach the desired goal, Jane has to focus on the performance of the employees (Marks, 2018). Good performance can ensure the smooth run of the grocery shop. In order to attain the desired goal, the employees of the grocery shop will need both personal and interpersonal development (Zhen, 2017). 
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Figure 1: Tuckman’s Teamwork Theory
(Source: Zhen, 2017)
Belbin’s Teamwork Theory
· According to Belbin, the employees of Jane's Grocery shop have to analyze their roles by staying in a particular team. In order to develop strength and minimizing the weaknesses, the understandings carry a major role. Without knowing about job roles, no one can improve their performance (More Effective Social Work, 2019). In this situation, the sales managers have to guide them properly.
· In order to extend the business, the sales managers of the grocery shop need to be a good coordinator whose main concern will be focused on the objective of the grocery store. The sales assistants of the store need to be versatile in their work and have to concentrate not only on the individual role (Nonose, Kanno and Furuta, 2015). However, they also have to concentrate on the aim of the shop.
· Innovation and creativity are the major characteristics of the sales managers. With the help of these characteristics, the managers can generate new strategies. These strategies can affect the performance of the sales assistants as well as in business expansion. Customers always want good experience along with good products (Oduma and Ile, 2012).
·  The sales assistants of the grocery store have to maintain a positive and friendly culture in the time of dealing with the customers. It will influence customer psychology and promotes customer satisfaction (Schouten, van den Hooff and Feldberg, 2013). 
· Sales managers are the ones who have the responsibility to monitor each and everything of the store. In this way, the sales managers can evaluate the demands of the customers as well as the performance of the sales assistants. In this way, the sales managers will know about the strengths and weaknesses of the individual sales assistants and can manage the performance level to achieve the goal (Sullivan and Short, 2011). Moreover, by providing the products related to demand can attract more customers. In this way, the selling rate of the shop will be increased, and more profit will be generated (Vera et al., 2019). 
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Figure 2: Belbin’s Teamwork Theory
(Source: Vera et al., 2019)
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It is essential to maintain a two-way communication process for business expansion. In order to expand the business of the grocery store, this process can be explained with the help of a model mentioned below.


Two-way communication model
This model helps an organization to learn how to set up good communication with the customers. Moreover, this model showed the importance of maintaining two-way communication (Mero, 2018). In order to gain business, Jane's grocery shop needs to maintain good communication with both the customers and sales assistants.

Communication with the customers

An organization needs to collect information from the customers about their requirements and product satisfaction. Without knowing about the requirements, an organization could never make the products that the customers want from the entity. Moreover, if an enterprise will not be concerned about product satisfaction, then it will not be able to improve the quality of the products (Shim et al., 2019). In this way, if Jane's Grocery shop set up good communication with its customers, then the shop will be able to provide satisfactory products to the customers. It will not only gain customer satisfaction; however, it will also gain the profitability of the shop. Good communication makes good relationships. Therefore, by maintaining a proper communication with the customers, the Grocery shop will be able to establish a good relationship with its consumers, which will be very effective in promoting the business. Providing eye-catching offers can also help to establish a good relationship with the consumer (Teeth Team receives £137k to further its good work, 2017).
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Figure 3: Two-way Communication
(Source: Shim et al., 2019)

Communication with the employees

An organization's main concern has to be not only over the customers; however, an enterprise has to think about its employees also. Therefore, an organization needs to set up good communication with its employees too. The managers have to communicate with the employees through discussions, as employee satisfaction is the major factor in the expansion of the business. Therefore, it is one of the major duties of a manager to know about the strengths and weaknesses of the employees (Wynne, 2017). If the manager is concerned about these, then it will be very easy for the individual to select a suitable role for the individual employees. Moreover, by giving them suitable roles and responsibilities, desired outcomes will come accordingly (Rezgui and Cherkaoui, 2017).
Similarly, the sales managers of the grocery shop need to be aware of the sales assistants. They have to monitor each and every movement of the sales assistants. In this way, the sales managers will be able to identify their strong and weak zones. After identifying the weak zones of each assistant, the managers can provide the proper training. In this way, the sales assistants will overcome the challenges (Yang, 2019). It will develop the performance level of them. Moreover, the sales managers can develop the skills and performance levels of the sales assistants by motivating them. In this way, the assistants will be influenced and co-operate the shop to gain its business as well as in generating more profitability.   
[bookmark: _Toc32342373]Importance of effective communication
In the organization, effective communication is the major factor for the growth of an organization. Effective communication can be conducted through both verbal and non-verbal ways.

Effectiveness of verbal communication

Verbal communication is significant for the managers through which they can manage the entire organizational functions. With proper verbal communication, a manager can serve different jobs and divide different roles and responsibilities among the employees. Without proper verbal communication, managers will not be able to manage the employees (Neely Jr and Mosley, 2018). In order to expand the business, Jane's Grocery shop has to maintain proper verbal communication with the sales assistants. Without it, proper planning, leading, and organizing is not possible for the sales managers of the Grocery shop.
·  Appreciation is an ideal way to motivate employees. Therefore, throwing words of appreciation to the sales managers can boost the confidence level of the sales assistants. Hearing the encouraging words from the sales managers can increase the work efficiency level of the assistants (Stanciu, Condrea, and Zamfir, 2016). It is the best way to analyze the psychology and value of the sales assistants.  
·  Giving verbal instructions can make it easy to evaluate the proper task and responsibility for the sales assistants of the Grocery shop. Therefore, it clarifies the proper objective of the shop to the assistants and reduces the chances of miscommunication. In this way, verbal communication saves the valuable time of both managers and assistants and provides more scope to conduct business operations (Öberg, 2015).

Effectiveness of non-verbal communication

Along with verbal communication, nonverbal communication has its significance, too, in the workplace. The facial gestures, eye contact, voice, and posture are the major nonverbal factors that affect the performance of the employees in the workplace (Coffelt et al., 2016).
· The nonverbal cues generally enhance the communication between the managers and the employees. 
· The nonverbal cues indicate the feelings and emotions of a person. In the grocery shop, the sales managers need to follow those nonverbal cues of the sales assistants. 
· In this way, the managers will be able to analyze the comfort and hurdle zones of the assistants. 
· After analyzing such things, it will be easy for the managers to deliver opinions, suggestions as well as training to the assistants for achieving the desired goal of the shop. 
· Nonverbal communication generally affects workplace relationship (Rosinski, 2016).
· It creates a positive environment in the enterprise that can build positive business relationships. 
· Good or bad gestures and eye contact of a person are enough to analyze the situation (Bonaccio et al., 2016). 
· This process will be very effective for Jane's Grocery shop. 
· Following the nonverbal cues, the sales assistants will be able to analyze the expectations of the sales managers without exchanging a word. It will reduce the probability of doing anything wrong in the shop.
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In order to expand the business of the Grocery shop, Jane Collins can follow such things, which are discussed below:
· Jane Collins does have 25 employees who worked part-time in the shop. Therefore, the employees of the grocery shop do not have any fixed duty hours. The first thing that Jane can follow is to hire some full time experienced employees who will provide full-time service in the Grocery shop (Crick, 2014). By hiring full-time employees in the Grocery shop, the customer service of the shop will increase with the help of their experience. Moreover, the business will generate more profit.
· Jane has to be more concerned about customer requirements. For this reason, he can hire efficient sales managers who have good communication skills. In this way, Jane will be able to provide the products that can fulfil customer demands and gain customer satisfaction. With the gain of customer satisfaction, the business will expand too (Dixon, 2012).
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The entire paper is about the effectiveness of teamwork and communication. Here, it has been discussed about Tuckman’s and Belbin’s teamwork theories, which have been described as the probable ways to manage proper teamwork strategies for the business expansion of Jane's Grocery shop. It has been explained the scope of the employees to develop their efficiency in the workplace (Kumar R. and James, 2015).  After that, the description of the two-way communication model has shed light on the maintenance of communication with the customers and employees. Moreover, the importance of verbal and nonverbal both types of communication has been discussed to analyze effectiveness in business operations. In the end, the recommendations have been provided to generate scope for business expansion.
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