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Introduction 
 This presentation focuses on focuses on the significance of utilising change management models in J Sainsbury Plc (Sainsbury's), the second-largest supermarket chain in the UK (Xiao et al., 2021). Sainsbury's falls under the retail sector since it sells groceries general merchandise, and clothing items (Bentham 2018). Sainsbury drastically changed its operations during covid 19 because of the lockdown. Sainsbury's embraced technology, such as the use of the Pay&Go strategy to enable the customers to serve themselves to prevent the infection of the covid 19 (Xiao et al., 2021). Covid 19 pandemic reduced the revenue from $37,753 in 2018 to   $29,007 in 2020. However, the adoption of pay&Go technology increased the revenues to   $31,491 in 2023 (Whalley and Curwen, 2023). After COVID-19, many companies increased the use of cutting-edge technology, such as virtual and augmented reality, to reach customers effectively (Xiao et al., 2021). Therefore, the need for change in the operation of Sainsbury's is to adopt cutting-edge technology to enhance customer satisfaction and meet the high market competition.
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   The proposed change in Sainsbury's is embracing effective use of cutting edge technology, specifically robots and virtual and augmented reality, to improve the satisfaction of customers and outcompete other businesses in the market (Worth, 2021).    Resistance from the organisation workers and low awareness of the customers about the implemented changes are barriers to implementing new practices in the organisation (Mani and Chouk, 2018). Sainsbury's adoption of cutting-edge technology has not been effective compared to its competitors, such as Tesco plc (Wrigley, 2018). This is because it lacks effective strategies to make employers and customers adopt changes in technology. Therefore, change management models are significant because they guide the organisation to implement changes successfully (Errida and Lotfi, 2021). The models that will impact Sainsbury's operation include Kotter's and Lewin's models and the PDSA Cycle. 
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Kotter's change model. 
  Kotter's model consists of the 8 steps that will enable Sainsbury's to adapt using robots to deliver its goods and virtual reality to enable the customers to hop online (Laig and Abocejo, 2021). The first step is to create urgency, which involves informing Sainsbury of the need to implement effective cutting-edge technology. The second step is forming a powerful coalition, which involves convincing individuals that utilising cutting-edge technology will improve the organisation's sales (Kang et al., 2022). The third step is creating a clear vision that will motivate the company to embrace the proposed changes. The fourth step is communicating the vision to make individuals understand better the significance of implementing cutting-edge technology (Ong and Walker, 2022). 
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The fifth step is removing the barriers that can hinder proposed change (Laig and Abocejo, 2021). The barrier may include resistance from workers who do not want organisational changes. The resistance may be removed by talking to them and convincing them about the significance of cutting-edge technology to the organisation (Schweiger et al. 2018). The sixth step is creating a short win, such as using robots to deliver goods to the customers. The efficiency of implemented change will motivate individuals to adapt to changes (Ong and Walker, 2022). The seventh step of Kotter's model is to build everything on the implemented change. This will involve making use of cutting-edge technology in many operations of Sainsbury's, which will make the organisation get used to the implemented changes (Magnúsdóttir, 2018). The last step is to anchor the implemented change in the organisation's culture to ensure that cutting-edge technology is considered in the organisation's daily routine.  
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Lewin's model consists of three steps: freezing, change and unfreezing, which help to implement cutting-edge technology in Sainsbury's supermarket (Burnes, 2020). Freezing is the first step that involves creating awareness among individuals about the importance of utilising cutting-edge technology, such as virtual reality and robots, to increase sales and meet the competition in the market (ELLIS, 2023). Creating awareness will motivate individuals to collaborate to develop effective technology to reach a wide range of customers in different locations in the country (Bernardino and Tan, 2022). The second step is making the change, which involves installing systems of robots and virtual and augmented reality (ELLIS, 2023). This step also involves frequently reminding individuals in the organisation to make them understand the importance of changes. 
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 Refreezing is the last step of Lewin's model, which involves influencing individuals to adapt to implemented technology in their daily operations (Burnes, 2020). This stage involves regular meetings with the workers to remind them about the significance of the newly implemented systems (Hussain et al. 2018). Also, this stage consists of gathering data about the cutting-edge technology's success and challenges (Burnes, 2020). This will help improve the system to be efficient, leading to increased sales and meeting high competition in the market. 
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PDSA Cycle consists of four steps: planning, doing, studying and taking action. Planning is the first step, which will involve proposing implementing cutting-edge technology and predicting its impact on the operation of the organisation (Moses, 2021). Doing is the next step, which will involve implementing cutting-edge technology in Sainsbury's and collecting data on its impact on the organisation (Brau et al. 2019). The study is the third step, which involves analysing data collected and comparing the results to the predictions. This step will assess how implemented cutting-edge technology influences the organisation's sales (Moses, 2021). Action is the last step, which includes deciding whether to adopt or abandon the implemented changes in the practices or abandon them (Brau et al. 2019). This last step is based on the impact of cutting-edge technology on the operation of the company.  

 Slide 8   significance of change in management
 Based on the change models, change is crucial in Sainsbury's because it makes it adapt to external drivers such as the global pandemic that adversely impact sales (Desai et al. 2022). Changes also help the organisation to meet changes in the tastes and expectations of the customers (Brauer et al. 2020). For instance, many customers today prefer shopping online rather than physical shops. Implementing cutting technology also increases sales because it helps Sainsbury's supermarket reach a wide range of customers in urban and remote areas (Johnston and Marshall, 2020).  Finally, implementing cutting edge technology also helps the organisation to meet high competition in the market because most of Sainsbury’s competitors, such as Tesco plc and Amazon, utilise advanced technologies such as the use of robots to run the business (Allen et al. 2018). Therefore, it is recommended that change in the organisation is beneficial.




 Slide 9 Ways to identify completion of the change programme. 
Assessing the completion of the change programme is essential to ensure it impacts the organisation's sales positively (Waddell et al., 2019).  Completion of the change programme can be identified if there is an increase in sales and an increased in the satisfaction of the customers towards the organisation's services (Cuevas, 2018). Also, the willingness of the workers to utilise cutting-edge technology in their daily operations will indicate the programme has been successfully implemented. Furthermore, an increase in customers shopping through virtual and augmented reality will show that the implemented programme is successful (Berman and Pollack, 2021).  

Slide 10 conclusion 
Sainsbury's supermarket should embrace change in management to meet competition in the market and meet changes in the needs of customers. Factors that influence changes in the organisation include changes in the preferences of the customers, global pandemics and government policies that influence business. Implementation of changes can be challenging due to resistance from the organisation's management and inadequate knowledge about the importance of changes. Therefore, change management models such as the PDSA cycle, Lewin's and Kotter's change models are crucial to enhancing changes. This change models are crucial because they consists of systematic procedures that an organisation follows to change the operation of the organisation. 
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