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[bookmark: _Toc511402743]Introduction
SMEs (small and medium sized enterprises) are significantly contributes for countries to develop entrepreneurship, to increase economy, to create employment, structural changes and technology developments.  In present technology era, intensified competition is lived, therefore in such case it is vital for SMEs of investigating an effective solutions and implementing better steps for organization and management problems which SMEs face is high for small and medium sized enterprise to developed and survive. 
The present report is mainly emphasized on investigating issues suffered by the SMEs and its solutions through implementation of an effective decision making procedures and techniques. Skyscanner organization is selected in present assignment this is due to fact that the organization presently suffered lots of problems related with the sales performance. Skyscanner organization is a travel metasearch engine and aggregator website based in Scotland and Edinburgh. In the year of FY2015 the organization achieved £120 million. It is noted that the organization revenue growth had decreased to 28% year on year, from 42% recorded in the year of 2014 (ft, 2018). 
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[bookmark: _Toc511402744]Business decision making problem and its effectiveness 
According to the Power, Sharda, & Burstein, (2015), Business decision making procedures play the significant role for SMEs and helps them to solve issues in successful manner. From the identification and analysis it can be found that the organization Skyscanner suffered many problems. Some of the issues that the organization suffered are mentioned below;
From the findings, it is seen that that organization skyscanner face problems in context of the sales performance. This problem encounter due to high price or charges demanded by them through users, therefore they cannot successfully compete with its competitors. On the other hand, it is seen that the organization is mainly based on the travel metasearch engine therefore problem faced by them is fewer demand for seasonal. Apart from that the organization presently faced lots of issues related with the ticket booking system, which is a mainly shows that the organization is failed to satisfy its customers (skyscanner, 2018). Lack of the organization coordination, skills labour issues and level of technology also impact the organization sales performance. The organization main motive is to offers best flight information with reasonable price that helps them to accomplish its objective in successful manner, but the organization failed to accomplish this motive due to ineffective SEO (search engine optimization) Techniques. It is seen that that Skyscanner site does not working in some browsers and also slow that provide several problems including time consuming issues. As studies conducted by Armstrong etal., (2015), said that an effective marketing strategy is associated with the higher sales performance and productivity of the organization. Moreover it can be identified that the organization skyscanner is not incorporated better marketing strategies, this is also one of the main cause of decline the sales performance of the organization in year of 2015. 
Therefore analysis and evaluation of the business case of Skyscanner, it can be seen that the organization has experienced ups and down it demand from FY 2006 to 2015. The unable demand of the customers and lack of the search engine optimization techniques of the organization is to be considered alarming situation, since it can make negative influence of the productivity and sales performance. Therefore, analyzing the business scenario, it is most vital for the organization to analyze the problems and make effective decision in context to how the sales performance and traffic is increased on the website.  On the other hand it is more important for the organization to predict the sales performance using forecast methods that helps them to determine the future needs of the customers. Implementation of this strategy not only aids the business to sustain in market for long time but also helps them to accomplish better customer satisfaction (Zionts, 2012).  As per the findings it is seen that the management of the organization made wrong judgement to calculate the demand of service that leads the mismatch in the ability to meet the needs in the market and for this reason they were not be able to fulfil user’s demands and needs. Therefore from the evaluation it can be said that management needs to make better decision in demands so that they can accomplish its set of objective in successful manner.       
[bookmark: _Toc511402745]Information system implemented by organization to process, collect and store 
SMEs are mainly concerned getting and keeping information associated with the customers by producing high quality of services and goods. As the organization Skyscanner is search website offers several services including flight search service and online comparison for car hire and hotels. Therefore to determine and store the needs and demands the organization uses several types of information system tools and techniques which are discussed in below;
Skyscanner implements the CRM (customer relationship management system) that helps them to store sales and marketing information in successful manner. Implementation of such system not only helps the business to coordinate all departments but also helps them to fulfil needs to customers in successful manner (Khodakarami, & Chan, 2014). Implementation of this tool helps the business to track the consumer buying behaviours and trends of purchase which is mainly utilized by the business in order to increase sales and market products of the organization.  Skyscanner uses the Business intelligence system that is mainly used by the business to determine and predict the sales performance and trends during the financial year. According to the Chen, Chiang, & Storey, (2012), Utilization of this software the management of the organization makes effective decision the future sales performance of services of an organization.  Moreover the organization Skyscanner also implemented the management information system in order to find out the present and historical sales performance data including inventories and sales information. MIS can make periodically reports which the management of the organization can utilize in tactical, strategic and operational planning.            
    
[bookmark: _Toc511402746]Problem solving procedures of complex decision making 
Problem solving procedure is mainly utilized by the management of the organization to solve the issues in successful and optimum manner. There are some steps mainly followed by the management therefore that it helps the organization to perform operation in well and successful manner. The steps that are used by the organization to make an effective decision are flowing;
Define problem: problem identification is the primary steps where the management of Skyscanner is focused on the determination of the problems (Freeman, 2010). As per the findings and analysis it can be indentified that presently the organization is suffered from the sales performance issues and the revenues of organization has been declined from FY2014 to FY2015(42% to 28%). From the investigation of the present scenario of organization it can be identified that organization has not be able to satisfy and fulfil the demand of users in successful manner. For this reason, traffic performance of the users in their website is declined that directly impacted the profitability and revenues of business.                     
Factor determination: The second steps are associated with the determination of the factors that are impacting the business performance in negatively and reduce the profitability of the business. As per the findings and analysis it can be found that lack of the techniques, skilled labour, marketing strategies and customers service are the main factors associated with the present issues. 
Alternative development: - In order to solve the present issues there are several ways including implementing an effective marketing strategies, incorporating better management information system, implementing an effective search engine optimization techniques and algorithm and incorporating better training and development program that aids them to improve customers satisfaction in successful manner and also helps them to accomplish set of objective in better manner. 
Analysis the alternatives:- There are several ways that aids the business to solve issues in better manner but among them identification of the optimum solutions is most vital tasks for management and it can be determine in this steps (Sternberg, & Frensch, 2014). Among the several alternative discuss in above steps it can be said that management of the organization needs to implement an effective management information system and marketing strategies that would helps them to solve present issues in successful manner.     
Selecting best alternatives: - From the analysis it can be said that management needs to incorporate better management system that effectively helps them to solve customer related problems. Apart from that it is said that, management needs to implement better search engine optimization techniques that helps them to increase traffic in website and increase revenues in better manner. 
Implementation of the decision:- The best and most appropriate alternative that have been chosen from the evaluation all the alternatives by organization should be selected that aids the organization to enhance traffic performance as well as improve higher quality of services (Doole, & Lowe, 2008). This procedure also helps the business to accomplish better customer satisfaction in most successful manner. 
 Evaluation and control:- From the evaluation it can be said that implementation of this strategy not only helps the organization to achieve better customer satisfaction but also aids them to control the business in successful manner. In order to control the business performance, Skyscanner needs to implement better monitoring tools and techniques.             
       
[bookmark: _Toc511402747]Techniques used by organization to solve present issues 
The most appropriate technique that needs to incorporate by the Skyscanner is sales demand forecasting methods that helps the management to take an effective decision regarding the sales performance in successful manner. From the evaluation it can be obtained that presently skyscanner suffered from the sales performance due to lack of the customers service and inappropriate search engine optimization techniques that decreases the traffic from the website. Thereby implementation of sale demand forecasting methods aids the organization to emphasize on the sale performance in upcoming years (Danese, and Kalchschmidt, 2011). On the other hand, demand forecasting methods help the business to determine the preferences of consumers in successful manner. Thus from the evaluation and analysis, it can be said that the management of the business needs to incorporate moving average forecasting techniques that aids them to find out overall trends regarding future performance and data set. The main benefits of the implementation of such process are that if the management needs to add some more observation that the entire calculation is not influenced or changed.          
Moving average forecasting techniques of Skyscanner (sales performance data) is illustrated in below;
	year 
	sales(£000)

	2006
	137

	2007
	125

	2008
	128

	2009
	134

	2010
	140

	2011
	131

	2012
	134

	2013
	122

	2014
	127

	2015
	124



As per the above figure it can be identified that the organization skyscanner experienced several ups and down in its sales performance from financial year 2006 to financial year 2015. As per the findings it can be observed that sales performance of the organization has been declined from FY2014 to FY2015, which leads the negative impact on its profitability and brand name. The findings shows that in the year of 2010 company experienced higher sales performance (FY2010=140) and after that sales performance is gradually decreased. The main reason of decline the performance of sales of an organization is lack of customer’s service and search engine optimization tools that create time consuming problems, when user browsing any service from the website. Therefore from the analysis and evaluation it can be said that it is vital for organization to effectively forecast its sales performance in upcoming years, since it can be easy for management to take an effective decision and aids them to improve profits. Therefore performance of the sales of an organization is computed with help of 3-years moving average.                 

	year 
	2006
	2007
	2008
	2009
	2010
	2011
	2012
	2013
	2014
	2015

	sales(£000)
	137
	125
	128
	134
	140
	131
	134
	122
	127
	124




	year 
	sales(£000)
	3- year moving total 
	3- year moving average

	2006
	137
	 
	 

	2007
	125
	390
	130

	2008
	128
	387
	129

	2009
	134
	402
	134

	2010
	140
	405
	135

	2011
	131
	405
	135

	2012
	134
	387
	129

	2013
	122
	383
	127.6667

	2014
	127
	373
	124.3333

	2015
	124
	 
	



From the findings and evaluation it can be seen that 3 years moving average performance of the organization is increased from 2007 to 2011.    

From the above chart, it can be said that management needs to incorporate this techniques since it helps them to predict upcoming trends and also helps them to sustain in market for long time.


Therefore from the above figure it can be inferred that sales performance of the organization is gradually increased from FY2007 to 2010 and it constant in 2011. After 2011 performance of the organization is not up to the mark. The main reason behind this is due to incapability of the determine needs of consumers and lack of technology system. But it can be predicted that performance of the business is increased in upcoming years (Box, 2012). Therefore from the findings it can be said that organization needs to invest in technology system and SEO optimization tools. Therefore it is most vital for the management to evaluate investment and sales performance of the organization that has been given below;        

	Years
	 
	2009
	2010
	2011
	2012
	2013
	2014
	2015
	2016

	Investments 
	 
	64
	65
	66
	66
	67
	68
	69
	72

	Sales 
	 
	75
	76
	73
	76
	81
	81
	77
	80




	Occurrence(X)
	Frequency(f)
	Freq*X
	(X-mean)
	(X-mean)2
	f*(X-mean)2

	64
	75
	4800
	-3.176
	10.088
	756.566

	65
	76
	4940
	-2.176
	4.735
	359.888

	66
	73
	4818
	-1.176
	1.383
	100.973

	66
	76
	5016
	-1.176
	1.383
	105.122

	67
	81
	5427
	-0.176
	0.031
	2.512

	68
	81
	5508
	0.824
	0.679
	54.985

	69
	77
	5313
	1.824
	3.327
	256.152

	72
	80
	5760
	4.824
	23.27
	1861.608

	Total ->
	619
	41582
	-
	-
	3497.806



	Statistic
	Variable X
	Variable Y
	 

	Mean
	67.125
	77.375
	 

	Biased Variance
	5.609375
	7.734375
	 

	Biased Standard Deviation
	2.368411915
	2.781074
	 

	Covariance
	4.517857143
	 
	 

	Correlation
	0.600165045
	 
	 

	Determination
	0.360198081
	 
	 

	T-Test
	1.837907091
	 
	 

	p-value (2 sided)
	0.115713285
	 
	 

	p-value (1 sided)
	0.057856642
	 
	 

	95% CI of Correlation
	[-0.18109775832779, 0.917014251363064]
	 
	 

	Degrees of Freedom
	6
	 
	 

	Number of Observations
	8
	 
	 


From the findings it can be observed that values of the correlation are 0.60 that indicates that both dependent and independent values are positively correlated with each others. As studies conducted by the Chatfield,  (2016), said that values of correlation is always lies in between positive one to negative one and if degree of correlation is +1(then variables are strongly related with each others) and if values is -1(then variables are negatively correlated with each others). Therefore from the observation and findings it can be recommended that since sales performance of the organization is going increased in upcoming years, thus the organization should make investment in marketing strategies and technology advancement.            
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Recommendation first: 
The present organization of skyscanner is having the problems of not proper sales forecasting. Therefore in order to short out the issues and achieve higher performance the management of the organization needs to implement better management information system. With the help of the implementation of proper management information system aids the management to useful information and data that helps them to predict upcoming information in better manner (Khodakarami, & Chan, Y2014). A proper management information system would helps the business to store all information regarding consumer visiting timeslot, time spending in website, their preferences etc.
Justification: The main benefits associated with the management information system is that it aids the management to provide past trends data that will helps them to predict upcoming trends in successful manner. As the organization is presently suffered from the sales problems and this can be happened due to lack of proper forecasting methods. So that incorporation of effective information not only helps them to provide data in accurate time but also helps them to accomplish set of objective in better manner.    
 Recommendation second: 
Apart from that, it is recommended that Scyscanner needs to incorporate better security system and search engine optimization techniques. Better security system helps the organization to accomplish better satisfaction and it also helps them to achieve more traffic in their website.
Justification: - The organization offers search engine service to customers therefore in such manner it is most vital for the management of the organization to incorporate better SEO tools and techniques (Jones, 2008). Moreover implementation of the better security policies in the website such as dual firewall system, encryption techniques and SSL helps to secure payment system in successful manner.       
Recommendation third:  
Management needs to implements SWOT and PESTEL analysis techniques that would effectively help them to determine their strengths and weakness. Moreover in context to the problem is presently determined i.e. incapability of the organization to successfully forecast the needs and demands of the customers that create negative impact on the profitability and revenues of the company. 
Justification: - This is the most vital approach in order to sustain in the market for long time. Implementation of the SWOT and PESTEL helps the management of the organization to determine the opportunities and strengths in successful manner. With the help of opportunities and strengths the company effectively established their brand reputation in market (Doole, & Lowe, 2008). This procedure aids the management of the organization to forecast the upcoming trends in better and successful manner.         
Recommendation fourth: 
Therefore on the basis of the present scenario it can be recommended that management needs to implement better promotional strategies (including digital and email marketing) that helps the organization to attract both national and international customers towards their website. According to the Chaffey & Ellis-Chadwick, (2016), if the promotional of products and services is not effective then customers are not aware about the services and products that the organization offers them. Therefore the methods selected must be effective including brochures, internet and exhibitions. Through, the utilization of the internet is assessable to target group, mainly the working and younger people who utilizes the internet more for information. However, implementation of these procedures does not required high costs.
Justification: - It is seen that nowadays promotional strategies plays the vital role to attract the customers from both national and international market. With the help of the implementation of the better promotional strategies the management effectively forecast the preferences and demands of the services. In addition to this, utilization of the sweepstakes, coupons and gift create excitement as well as participation motivates client to build better relationship with services.          
Recommendation fifth:  
On the other hand, it is recommended that management needs to implement continuous improvement strategies for the sales forecasting process. Based on the findings and evaluation improvement procedure would be developed. In process of continuous forecasting methods the next steps is do where sales forecasting plan is evaluated and analysed. Depending failure and success of the process next steps includes ACT (Yeoh, & Koronios, 2010). Thus, on the basis of finding and analysis it can be said that business needs to implement such procedures in their organization.                   
Justification: - Implementation of the continuous improvement process helps the organization to sustain in market for long time. Considering all the factors of Scyscanner needs to continuously enhance their forecasting procedures in business. It is seen that lack of continuous enhancement procedures would negatively impact on the organization performance system.                     
[bookmark: _Toc511402749]Limitation of the recommendation 
The organization Skyscanner did not incorporate any effective sales forecasting system in their business. This is the first time for organization to incorporate sales forecasting system in organization. In order to successful implementation of the sales forecasting system in organization, management needs to past data performance of the company. Apart from that implementation of an effective information management system at workplace is not an easy task for the management. Lack of the market analysis, competitor analysis also impacted the implementation of the information system. Better security system and SEO tools help the business to improve performance but due to inability of the skilled labour negatively impacted the performance (Vegh, 2010).  Apart from that human resource constraints also considered limitation of the procedures in skyscanner. Incorporation of distinguish approach, consciously enhancement procedures along with an effective monitoring required skilled labour to control and manage this procedures.                           
[bookmark: _Toc511402750]Conclusion   
From the findings and evaluation it can be concluded that sales forecasting approach plays the significant role for organization and helps them to accomplish better profits. The findings also shows that moving average methods procedures is beneficial for business in successful forecasting the upcoming needs on the basis of this the management make an effective decision in investment that aids them to increase profitability and sales performance. The finding shows that utilization of an effective decision making procedures helps the organization to sustain in market for long time.          
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