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[bookmark: _Toc500781984]Introduction of the Problem & Company:
Saravana Bhavan was incorporated in the year 1981 and it is renowned as one of the largest vegetable restaurant chain in the world. P. Rajagopala was the founder of the company and headquarters of the company lies in Chennai, India. There are more than 20 outlets of the company in Chennai and 13 more outlets in other parts of India (Saravanabhavan.co.uk, 2017). Apart from that, there are other countries in which the restaurant has their outlets which include UAE, USA, Qatar, Sweden, Netherlands, Malaysia, Bahrain, and Belgium and so on. 
There are a variety of problems that can be faced by the business in its course of time while running the business and decision making by the business is one of the main problem which can lead to confusion of the operations inside the business. Moreover, the business environment has changed drastically over the years and economic conditions have developed across the globe. This makes the organizations and the entrepreneurs face several hurdles in the process of decision making while conducting their business operations. The decision making is significant for the businesses as it determines the profitability of the business and looks forward to solve the business problems with the help of making effective decisions (Zsambok, 2014). There are many problems that a business face while taking decision about the significant and important matters. Some of the problems that can be faced by the businesses are mentioned below:
Programmed and non-programmed decision:
The problems that can arise in a business which are repetitive in nature are known as programmed problems of the business. There are a lot of difficulties that are faced by the business while making effective decision regarding this topic in order to fully stop these problems. Secondly, non-programmed decision making problems arise from those objects in the business, which are matter of importance to the organization and thus the higher level managers are responsible to take these decisions (Davenport, 2012). These problems are not repetitive in nature and thus require permanent solutions, for instance, launching of a new product, opening up of a new branch etc.
Routine and Strategic decision:
For the purpose of routine decisions, there is not much thinking applied by the management of the organization and thus the routine decisions are the ones which are taken by the business almost regularly. Then there are strategic decisions which are required to be taken by the business which are complex in nature and there are various problems in these kinds of decision making. The higher authority is responsible to take the strategic decision related to the company as the strategic decisions are problematic. 
Tactical and Operational Decisions:
The tactical decisions are those decisions which are related to the policies of the company and the top level management takes these kinds of decisions as it have an effect upon the long term functioning of the company (Turban et al., 2011). For instance plant location, production volume etc. all falls under the tactical decision making of the company. 
While the operational decision is referred to as the daily functioning of the business which is related to the decisions that are taken by the lower and middle level managers. For instance, bonus payments to an employee can result under the operational decision of the company.
Major and Minor Decision:
The major and the minor decisions are those decisions which are related to the purchasing of a new factory for production purpose that falls under the major decision of the company and purpose of office stationery which is less problematic for the purpose of making decision (Malhotra et al., 2010). 
Thus, analyzing the business case of Saravana Bhavan, it is observed that the business has experienced several ups and downs in its demand between the years 2005 to 2016. The unstable demand for the products and services of the business can be considered to be an alarming situation since it can make a negative impact on its sales and profitability which in turn can lead to financial loss for the restaurant. Thus, looking into the seriousness of the situation, it becomes important for the business organization to analyze the issue of fluctuating demand and take decisions in context to how the demand can be improved. Moreover, it is also important for the business to efficiently forecast its demand in the future in order to take effective decisions in the form of strategies to remain competitive in the business environment. Moreover, it was found with the help of analysis that the company faced major challenges in the areas of demand and supply judgement which can be stated as the problems in the strategic decision making. As there is wrong judgement made by Saravana Bhavan to calculate the demand for their products that led to mismatch in the ability to fulfil the demand in the market and thus they were unable to fulfil the demand of the customers and thus they lost their business as well as chances to increase their level of revenue. The decisions of demand and supply are strategic decisions of the business and they are significant for SMEs like Saravana Bhavan so that the revenue of the company can be increased.
[bookmark: _Toc500781985]Analysis of Information System Used:
For the purpose of decision making related to the organization, the information systems are used by the organizations and they are used in order to manage the information that are related to the business (Laudon et al., 2011). For the purpose of collection, storing, processing and the distribution of the data, the information system is of utter importance to the organizations. A few types of information systems that are used by the organization are mentioned below:
Customer Relationship Management:
For the purpose of effective management of the sales and the marketing of the company, customer relationship management is an effective technique that is used by the company and with the help of this tool, the activities of the customers are tracked down as well as their trend of purchase which are used by the business in order to market the product and increase the sales of the company (Kumar, 2010). With the help of the data collection from the customers and processing those data to store them in the database, these data are used by the employees whenever necessary in order to collect market data and the customer related data to market their products and services.
Business Intelligence System:
The business intelligence system is the software that is used by many businesses which helps them to identify and predict the sales trend during the future times. With the help of this software, the businesses will be able to make proper decision regarding the future sales of the company and will also be able to sum up the present expense of the organization and will also be able to forecast the revenue of the organizational sales (Yeoh et al., 2010).
With the help of this system, the warehouse data are used by the organization for guiding and predicting the future of sales for the organization and the organization can act accordingly in order to improve the business supplies accordingly in order to meet the demands of the customers and satisfying the requirements of the customers in the market.
In Saravana Bhavan these two information system are widely used throughout the business so that the information can be collected as per the requirement of the business and processed accordingly to store them in the database of the organization, so that it can be used whenever required.
[bookmark: _Toc500781986]Strategy to Solve Problem:
Or making effective decision regarding the business, there are a few steps that are followed by the business in order to make the decision effectively so that the decision works in favour of the business and helps the business to perform well in the environment and gain competitive advantage over the firms of the same industry (Van Aken et al., 2017). The steps that are required to make effective decisions by Saravana Bhavan are mentioned below:
Define the problem:
With the identification of the problem that is affecting the business really, the decision making system commence in the business. But, the problem is required to be identified in a correct manner so that the decisions can be made efficiently otherwise all the decision will be vague. The identified problem of the business in Saravana Bhavan is mismatch between the demand and the supply of the business and that stands as the real problem of the business which is leading to decreased amount of revenue of the business.
Identifying limiting factors:
The second step is related to the identification of the factors that are limiting the business from effective decision making and in this stage; the problems that lies under the main problems are identified by the business (Schoenfeld, 2014). As per the organization that has been taken, which is Saravana Bhavan, the limiting factors is the inappropriate techniques that are followed by the management.
Alternatives development:
There are a variety of ways that can be developed with the help of which the problems that have arise can be solved by the organization and can be brought back to the condition of running the business. 
Analysing the alternatives:
The alternatives that were identified by the business in this step are analyzed by the business to find out the best alternative that is suitable for the business. The alternatives are analyzed in order to understand that selection of which alternative can provide best result to the organization.
Selecting the best alternative:
Selection of the best alternative is the method with the help of which the best alternative is selected by the business which can provide the business with increased amount of productivity (Hicks, 2013). Here, in this case, the best alternative selection refers to the fact that the best system should be selected by the business that can help the business to make effective decision regarding the demand and supply of the products of Saravana Bhavan.
Implementation of the decision:
The best alternative that have been selected from analysing all the options of alternatives by the business should be selected in order to provide the organization with increased amount of productivity and those decision should be implemented accordingly.
Evaluation and control:
After the decision that is implemented by the business, the decision should be put under strict control and the monitoring should be done in order to check that the decision is going as per the plan of the organization. 
[bookmark: _Toc500781987]Techniques implemented by SMEs to solve complex decision making issues 
The first and the most vital issues faced by the organization firm is the selection of the services to be provided and product to be produced. The findings show that the management of the organization presently suffered from sale forecast issues that hampered the organization performance and lose their business. Due to this reason the organization is not able to provide such type of services which their customers expected from them.
According to the Pesaran, & Pesaran, (2010), sales demand forecasting methods is the integral and significant part of the management decision making procedures and aids the forecaster to prepare better sales forecasts of upcoming sales in successful manner. Use of the demand forecasting methods helps the manager to focus on the sales of established service and goods. Moreover, demand forecasting methods also helps to project the consumer demands for a services and goods.     
Therefore to solve the organization problems in most effective manner, moving average forecasting techniques is implemented that helps the management to provide overall information of the trends regarding data set and future performance. This method is extremely beneficial for foresting sales performance for long term trends. The main benefit of the implementation of this method in this organization is that it is easy to use and simple to understand by the management (Box et al., 2015) Moreover, moving average methods is flexible in the sense that if management wants to add more observation to the series than the entire calculation is not impacted or disturbed. Uses the outcomes of the demand forecast methods the management of the company established objective for the sales department while trying to keep in line with organization objectives. 
The calculation of the moving average forecasting techniques is illustrated below;
Sales performance data of Saravana Bhavan for twelve years  
	year 
	sales(£000)

	2005
	129

	2006
	134

	2007
	122

	2008
	125

	2009
	131

	2010
	137

	2011
	128

	2012
	131

	2013
	119

	2014
	124

	2015
	128

	2016
	136


 
From the above figures presented in the table, it is observed that the restaurant has experienced several ups and downs in its demand between the years 2005 to 2016. Where in 2016, the sale was 129, it increased to 134 in the next year i.e. in 2005 and gain dropped down to 122 in the year 2007. However, the restaurant was successful in achieving highest sales in the year 2010 i.e. 137 and since then the sales figures has continuously dipped to reach 119 in 2013. However, it again recovered to reach the figure of 136 in 2016. So, it becomes important for the restaurant to efficiently forecast its sales in the coming years since it would be detrimental in taking the decision of whether the restaurant should increase its production capacity or not. Thus, sales forecast can be calculated with the help of three years moving average:
	Years 
	2005
	2006
	2007
	2008
	2009
	2010
	2011
	2012
	2013
	2014
	2015
	2016
	
	

	Sales 
	129
	134
	122
	125
	131
	137
	128
	131
	119
	124
	128
	136
	
	



M3 = (129+134+122)/3 = 128.3
M4 = (134+122+125)/3 = 127
M5 = (122+125+131)/3 = 126
M6 = (125+131+137)/3 = 131
M7 = (131+137+128)/3 = 132
M8 = (137+128+131)/3 = 132
M9 = (128+131+119)/3 = 126
M10 = (131+119+124)/3 = 124.7
M11 = (119+124+128)/3 = 123.7
M12 = (124+128+136)/3 = 129.3
The forecast for the year 2017 would be the moving average for the year before that i.e. the moving average for the year 2016 = M12 = 129.3. Thus, since the demand is predicted to increase, the restaurant can increase its production capacity.
	year 
	sales(£000)
	3- year moving total 
	3- year moving average

	2005
	129
	 
	 

	2006
	134
	385
	128.3

	2007
	122
	381
	127.0

	2008
	125
	378
	126.0

	2009
	131
	393
	131.0

	2010
	137
	396
	132.0

	2011
	128
	396
	132.0

	2012
	131
	378
	126.0

	2013
	119
	374
	124.7

	2014
	124
	371
	123.7

	2015
	128
	388
	129.3

	2016
	136
	 
	 


 
Working notes 
(For three years moving)
1st total moving= 129+134+122=385
2nd total moving =134+122+125=381 and so on
1st moving average= (385)/3=128.3
 2nd moving average= (381)/3=127 and so on. 
 
 As per the above chart, it is said that the management of the organization effectively predicts the performance of the sales from year 2017 onwards.  The moving average techniques aids point out the increment trends (known as a percentage incensement trends) and with help of this the management effectively predicts the upcoming sales performance (Box, 2012). The performance of the sales performance is mathematically drawn using spreadsheet. The upcoming performance trend of the sales is illustrated in below;
     
Therefore the above figure indicates the performance of the sales trend of the organization is positive thus it helps the management to a decision making procedures in better manner.  
As per the above findings and analysis it is said that implementation of the average methods techniques effectively helps the management to solve its issues and to generate revenues in better manner (Chatfield, 2016). The analysis of the present scenario of the business revealed that the business has experienced several ups and downs in its sales figure that clearly indicate the unstable demand for its products and services in the market. This has also been due to the inability on the part of the business to forecast its demand efficiently and design its production capacity which in turn prevented the business in efficiently satisfying the demand in the market resulting in business loss. So, the demand forecast of the business has been performed with the help of the moving average method that proved to be beneficial for the business in efficiently forecasting the future demand so that decisions in context to production capacity can be taken to meet the future demand.
Thus, on the basis of the above aspects, the restaurant decided to make investments in increasing its capacity to enhance its sales. So, it becomes important to analyze the previous investments of the restaurant in increasing its capacity and its impact on sales. Thus investment and sales data for previous years has been presented below:
	Years
	
	2009
	2010
	2011
	2012
	2013
	2014
	2015
	2016

	Investments 
	
	57
	58
	59
	59
	60
	61
	62
	64

	Sales 
	
	67
	68
	65
	68
	72
	72
	69
	71



In the above case,
Mean (X’) = 480/8 = 60
Mean (Y’) = 552/8 = 69
	X
	Y
	x= (X-60)
	y= (Y-69)
	x*x
	y*y
	xy

	57
	67
	-3
	-2
	9
	4
	6

	58
	68
	-2
	-1
	4
	1
	2

	59
	65
	-1
	-4
	1
	16
	4

	59
	68
	-1
	-1
	1
	1
	1

	60
	72
	0
	3
	0
	9
	0

	61
	72
	1
	3
	1
	9
	3

	62
	69
	2
	0
	4
	0
	0

	64
	71
	4
	2
	16
	4
	8

	480
	552
	
	
	36
	44
	24


[bookmark: _Toc500781988]
r=0.603
The degree of correlation tends to vary between +1 and -1. For a perfect positive correlation, the degree of correlation need to be +1 and for perfect negative correlation, the degree of correlation needs to be -1. If degree of correlation is zero, it signifies that there is no relation between the variables.
However in the above case, the degree of correlation obtained is +0.603 and thus it can be said that investment in increasing capacity on the part of the restaurant is positively related to increase in sales. Thus, in the near future, it is recommended that since the sale is going to increase in the near future as per the forecast, the restaurant should make investments in increasing its capacity. 
Recommending further improvements
The current business of Saravana Bhavan is having the issue of improper sales forecasting. Till now the business was relying on the personal judgement of the management for the forecasting process. A proper scientific statistical approach in the sale forecasting is the need of the hour for the organisation, considering the growth mode that the organisation is trying to get into. There are many obstructions or the barrier in the proper statistical sales forecasting process development in the organisation (McCarthy et al., 2006). So for the further improvement of the process the barriers are to be managed and the recommendation for that are as follows. 
Proper management of data
For the forecasting process of sale in Saravana Bhavan the sales related data are used for the statistical analysis. The sales related data need to be acquired properly and stored for the future use. To store these data a proper information registration section needs to be developed. The data would be filled according to this information filed. A proper management of registration would look into the proper and time recording of these data (Danese and Kalchschmidt, 2011). The manager of the store would be responsible for the data inspection and revision process. Proper information recording computer application needs to be developed for Saravana Bhavan’s operation.
Setting accountability
For the proper forecasting of the sale in the Saravana Bhavan, the particular restaurant manager would be responsible for the accurate sale forecast of that particular restaurant organisation (McCarthy et al., 2006). On the other hand a accuracy based incentive for the process would also be needed to provide sufficient motivating for the process.
Complementing sales strategy
The sales forecast would follow the business SWOT, PESTLE and competitor analysis to develop a proper strategy for sales based on the sales forecast figure. In this process the analysis of the buyer’s behaviour, their taste and preference also needs to be taken into account (Davis and Mentzer, 2007). This would help in the business decision making process. 
Flexibility
The system of sale forecasting would be made flexible one for better and focused prediction. In the current model of sale forecast that is recommended is the moving average method of time series based statistical analyses to predict the sale in the business. This approach is too much focused on the historical data of the business. The business is growing and there are lot of trend that are happening in the market. Considering this the qualitative technique of sale forecasting could also be implemented in the organisation along with the time series based approach (Danese and Kalchschmidt, 2011). This would provide the qualitative and quantitative information to produce approach future sale figure in the business for Saravana Bhavan.
Continuous improvement
A proper continuous improvement process would be introduced for the sales forecasting process. The process would start with the feedback generation or the internal and external business situation analysis. Based on this analysis the plan of the improvement process would be developed. In the next step of the process is called ‘Do’. Here new forecasting plan would be implemented for the better decision making in the business. In the next step of ‘Study’ the implemented plan would be evaluated. The plan must enable the business management to take efficient and timely decision in the business (Byrne et al., 2011). Depending on the success or failure of the process the next step of ‘Act’ would be applied. In this step the successful process would be considered for the future requirements else the new process would be developed because of the failure of the earlier process. 
However, in context to the issue that is currently identified i.e. inability of the business organization to efficiently forecast the demand that led to inappropriate designing of the production facility resulting in poor demand by the customers. So, the poor demand of the products and services of the business also affected its profitability and revenue. Thus, taking into consideration the inability of the business to make effective decisions, the forecast was conducted with the help of the moving average method that proved to be beneficial in efficiently forecasting the sales and demand in the future. Thus, on the basis of the present forecast, the business can take the decision to increase its production capacity so that it can efficiently meet its demand that can lead to successful fulfilment of the market demand thereby enhancing the profit and sales of the business.  
[bookmark: _Toc500781989]Recommendation justification
The justifications of the recommendation are given below by properly relating to the context of Saravana Bhavan’s business operation.
 Proper management of data
The implementation of the statistical process for the process of sale forecasting would ne be the sufficient approach for the business. In most of the cases the data would be insufficient or of poor quality to make an accurate prediction (Davis and Mentzer, 2007). In the restaurant there are lot of activity that are happening and being a SME organisation Saravana Bhavan have limitations in the human resource for the additional responsibility of information recording. Considering this the data need to be complete, accurate, and recorded on time. Considering these a proper system development for the data recording is justified. 
Setting accountability
The sale forecast data that are developed after the statistical analysis would be used for the management decision making for the business expansion and management process. An improper assessment of the future sale would put the business in the same difficult stage like earlier. So the accountability needs to be fixed of the sale forecast results (Doganis et al., 2006). Sometime motivation also helps to develop sense of commitment for the process so the incentive system would also help to produce better result. 
Complementing sales strategy
The sales forecast is a tool and not a strategy by itself. The decision in the business could not be taken only based on the sale forecast alone. The decision needs a context and the strategy of sale would provide that context to the business (Byrne et al., 2011). Saravana Bhavan is in the restaurant business and there is lot of decision needs to be made related to the inventory level, staff requirements, inputs management. So a sales strategy that complements the forecast information would be useful for the business decision making process.   
Flexibility
This is one of the important approaches of any solution delivery mechanism. The business scenario changes first in the market. The restaurant markets are impacted by the many trends in the market. Saravana Bhavan only serves the vegetarian Indian food. There are lot of option of Indian non vegetarian food also in the Indian cousin. Because of this focused approach the business cannot afford to have improper forecast. A flexible process would help the business accommodate lot of factor in the forecasting process at the last minute of the process to make an accurate forecasting of the sale (Cron et al., 2010). 

Continuous improvement
The process cannot be just blindly implemented in the business year after year. The external and business internal situation along with the customer’s taste and preference is also changing fast in the market. There are other Indian cousin restaurants which can also influence the market. Considering all of these Saravana Bhavan needs to continuously improve their forecasting process in the business (Doganis et al., 2006). A lack of continuous improvement process would make the decision taken on the basis of the sale forecast would not be successful in the business. 
Limitation of recommendation
The business Saravana Bhavan, did not have any prior formal system of sale forecasting in the business. This is the first time that the business is aiming to move into formal system in sales forecasting. Considering this it would be difficult in their part to consider every recommendation and choose the appropriate one for the current state of business. On the other hand the current data that is used for the statistical time series based sale forecasting, are not absolutely accurate as there were no format system in the organisation for this process. So to become efficient in the process the organisation has to develop a reliable accurate data from now onward (Cron et al., 2010). This would help in the future predictions but provide limitation to the current business situation. On the other hand being a SME size business, there is also lack of effective market, business internal and external situation analysis, competitor analysis approach in the organisation. This would limit the sale forecast under the lack of proper business analysis. On the other hand the being a part of the growing business the managers would have the too much optimism about the future of the business and that may hamper the proper prediction of sale in the business (Thomassey and Fiordaliso, 2006). On the other hand the human resource constraint is one of the serious limitations for the process in Saravana Bhavan. Implementation of different approach, continuous improvement process, along with proper monitoring and evaluation process, needs staffs to mange this process. The business has to manage this limited staffs to complete this process for the effective decision making in the business. One of the important limitations of the sale forecasting process is the approach of sandbagging (Thomassey and Fiordaliso, 2006). After the sale forecast, the proper sale strategy would provide the target to the different restaurant under the chain of Saravana Bhavan. Because of the growing business the target may be achieved with minimum effort business and the manager would not be able to exploit the full potential of the business. Fortunately the business can always use the incentive structure to motivate the managers to achieve always the higher target in the business operation. 

[bookmark: _Toc500781990]Concussion
As per the above discussion and findings it is found that business decision making ropoceduers is the most vital process for organization and helps them to solve its critical issues and other operations issues in better manner. Implementation of the better business decision making procedures not only aids the organization to accomplish its objective but also helps them to increase market share. The findings also concluded that in order to gain better sales performance and predict upcoming sales performance management needs to implement forecast moving average method techniques that help them to offer better benefits and perform organization functions in smooth manner. Thus, in order to manage the issue of efficient forecasting, appropriate forecasting techniques like moving average method can b implemented. So, it would prove to be beneficial in efficiently forecasting the future demand on the basis of which decision for making investment in increasing the production facility can be taken efficiently meet the demand.
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yearly sales for Saravana Bhavan 
sales(£000)	2005	2006	2007	2008	2009	2010	2011	2012	2013	2014	2015	2016	129	134	122	125	131	137	128	131	119	124	128	136	3- year moving average	128.33333333333366	127	126	131	132	132	126	124.66666666666667	123.66666666666667	129.33333333333366	132	


yearly sales for Saravana Bhavan 
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