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INTRODUCTION
Problem-solving skills are essential to real-world problem solving. We have to listen to what happened, who or what caused it, analyze it, think about the possibilities and make a decision. We must also keep in mind the effects of their decisions. Because their decisions affect both our employees and our customers.

The following example takes place at a small bathroom renovation company where three identifiable problems arose during a painting.
1. - careless warehouse workers
2.  - impatient customer
3. - unreliable supplier









THE WORKPLACE PROBLEM 

Two days before the completion of the renovation, there were problems with the procurement of materials, which made the customer impatient. Based on the example, the painter does not receive the ordered special paint on time. He placed the order a week before the story. The employees of the warehouse recorded the order and forwarded it to the supplier company. The supply company did not bring this material and the warehouse staff forgot about this order. According to the story, the painter reports problematic cases to his superior.

The three problems in the above-mentioned example have an impact on the completion of the work, on its time, and on the customer's satisfaction. In addition, its possible long-term effect may result in a similar outcome for subsequent works. Therefore, these problems must be solved urgently to prevent a similar situation in the future.





ROOT CAUSE ANALYSIS (RCA)
[image: ]
USING THE FISBONE DIAGRAM, FOUR FACTORS CAN BE ESTABLISHED.
Solutions can be analyzed based on these factors. Three different solutions are possible in this case. All three solutions have an impact on customer satisfaction and the company as well.

The supplier did not deliver the ordered material by the agreed time, therefore the necessary material is currently not in the warehouse, and as a result the work cannot be completed.
 
Therefore, there is no suitable equipment in the warehouse. The warehouse workers did not check whether the material had arrived, there is no information about its whereabouts, so it became necessary to train and check the warehouse workers.


SWOT ANALYSYS

	STRENGTHS
	WEAKNESSES

	-GREAT EXPERTIES
-GOOD PRICE WORKS
-CUSTOMER FOCUSED THINKING
	-NEGLIGENT WARHOUSE WORKERS
-UNRELIABLE SUPPLIER

	OPPORTUNITIES
	THREATS

	-NEW SUPPLIER
-MORE TRAININGS 
-GROWING UP
	-FEWER NEW CUSTOMERS 
-SLOWER WORK




THE THREE POSSIBLE SOLUTIONS ARE:

-Solution A: finding new suppliers, keeping the old supplier ; immediate material procurement from a completely new company ; further training of negligent warehouse workers
-Solution B: immediate dismissal of negligent warehouse workers ; immediate termination of a supplier contract ; putting work in the background and starting the next job
-Solution C: resume work as soon as the material arrives; preparation for the next job; to wait for the supplier



RANGE OF ALTERNATIVE SOLUTIONS

Solution A: it is a solution both in the short term and in the long term. 
Solution B: this solution focuses on short-term decision-making. 

Solution C: This solution helps you to prepare for the next task and thereby shorten the length of the next job. 


DECISION MAKING MATRIX

	FACTORS
	WEIGHT
	SOLUTION-A
	SOLUTION-B
	SOLUTION-C

	SHORT THERM SOLUTION
	2
	2X2=4
	4X2=8
	5X2=10

	LONG THERM SOLUTION
	4
	4X4=16
	1X1=4
	2X4=8

	CUSTOMER SATISFACTION
	5
	5X5=25
	1X5=5
	2X5=10

	TOTAL
	
	45
	17
	28





EVALUATION OF ALTERNATIVE SOLUTIONS

SOLUTION A: With this solution, the work can be completed on time, the customer can be satisfied and it also provides further training for the warehouse workers.
Similar situations can be prevented in the long run. In the short term, it offers an immediate solution that benefits both the customer and the company.
This solution requires an investment on the part of the company, since it is necessary to pay for the training of the employees.

SOLUTION B: With this, the work can be finished immediately and the next assignment can be started very quickly. Its fundamental disadvantages are visible in the long term, as the customer will be dissatisfied, new warehouse workers must be found, and a new supplier must be sought. This solution is harmful for everyone in the long run.

SOLUTION C: However, it puts the customer at a disadvantage and does not serve as a satisfactory solution in the long term.




IMPLEMENTING THE SOLUTION
GANTT CHART

	Task

	Activity

	Predecessor

	Duration (Days)


	1
	Survey

	1
	1

	2
	Metarial order

	1
	1

	3
	Preparation

	2
	2

	4
	Sanding

	3
	2

	5
	Painting

	4
	2 (1)

	6
	Cleaning

	5
	1 (2)



	Task
	Day 1
	Day 2
	Day 3
	Day 4
	Day 5
	Day 6
	Day 7
	Day 8

	1
	
	
	
	
	
	
	
	

	2
	
	
	
	
	
	
	
	

	3
	
	
	
	
	
	
	
	

	4
	
	
	
	
	
	
	
	

	5
	
	
	
	
	
	
	
	

	6
	
	
	
	
	
	
	
	








The table showing the entire work process clearly shows that the basic implementation model only needs to be modified during painting and cleaning. 
This is shown in dark green in the table.
All this can be achieved thanks to Solution A.
 Milestones are clear and understandable. The visible change represents the length of the job. 
Normally, painting would only take 1 working day. And the cleaning takes 2 days. Since 1+2 days= 3 days, the time of completion of the work remains the same, so the client can be satisfied with the length of the work. 
He wants extra effort from the painter, who can use extra help, based on the offer of his manager. 
According to all this, and taking everything into account, the implementation plan for Solution A clearly shows that this solution is indeed suitable for solving the problem.









STAKEHOLDERS

	Meet their needs
	Key player

	-Customer
-Supplyer


	-Paint shop
-Painter

	Low Priority
	Keep Informed

	-Next customer

	-Warhouse workers
-Painter helpers



	Stakeholders Communication plan  


	Stakeholders
	Power/Interest
	Key interest & Issues
	Communicatichannel
	Frequency
	Comments

	Customer,Supplyer
	High
	Low
	Phone
	Weekly
	Discuss problem solving

	Painter,
Paint shop
	High
	High
	Phone
	Dayly
	Reconcile tasks

	Next Customer
	Low
	Low
	E-Mail
	Weekly
	Discuss appointment

	Warhouse workers, Painter helpers
	Low
	High
	Personally Speak
	Dayly
	Inform about the situation




THE STAKEHOLDERS DEFINED ON THE BASIS OF THE TABLE BELOW MUST BE COMMUNICATED IN THE FOLLOWING WAY: 
The customer must be called on the phone and reassured that everything is in order and the work will be completed on time. The supplier must be called by phone and told that the ordered special paint has not arrived and that we can no longer wait for it. 
It is necessary to request that they pay more attention to the delivery in the future and to claim back the price of the paint. You have to call the paint shop and pay the price of the paint in advance so that it is available in the next hour. 
The painter should be called and informed to go to the store in the next hour and pick up the ordered paint and start painting. You have to write an e-mail to the next customer so that we can arrange a suitable time for the assessment of the work. 
The warehouse workers and the painter's assistant should be called to a personal meeting and the situation should be discussed. 
Warehouse workers should be asked to pay more attention to their work and they should be notified of their upcoming training. 
The painter's assistant must be told that his work will probably be needed tomorrow in order to finish the work on time.




MONITORING AND REVIEW TECHNIQUES

FEEDBACK CONTROLS

Based on the feedback received from the work in the output stage, the verification of the solution of the identified problems is carried out as follows.
With the Solution-A plan developed on the basis of the reactions received, the solution of the problem will begin immediately and after the final feedback, we will have the opportunity to evaluate and, in possession of the new information, check the current and future expected realization of the set goals.












THE GOALS OF THE BATHROOM RENOVATION COMPANY

Future goals include retaining customers and stabilizing the company's position on the market. 
Since it is a small company, the most important task is to lay the right foundation, which provides stability for the company. 
In this case, that means providing 24/7 emergency maintenance to customers. 
In addition to these, traditional renovations are the main profile. If the feedback from the works confirms the stability of the company management, the company can take risks and make bigger investments in order to grow the company in the next 5 years. 
In order to achieve all these goals, the appropriate control and the above-mentioned further training are essential.










CONCLUSION
Solving a problem is not an easy task for a company or a business. 
All stakeholders must be taken into account and a decision must be made based on them, which decision may not be appropriate for one or more stakeholders. 
A decision that respects the goals and promotes them. Therefore, you should strive to make a win-win decision. 
The customer is the most important thing for a company or business, since without the customer the company or business could not exist. 
Therefore, for a company or business, the customer comes first. 
We often encounter problems at work, because nothing is perfect, everyone makes mistakes, we are human. 
However, using the techniques mentioned above, we can reduce the possibility of problems, find solutions to problems, or even predict them before they occur. 
When we work to solve a problem, teamwork is essential, since different solutions are created from several points of view, and by combining and analyzing them, the best and most effective decision can be made.
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APPENDIX

ROLEPLAY 

Painter: good morning attila! How are you? 
Manager: good morning mate! I’m fine thank you! How can I help andrea?
Painter: we have a problem in the site, what we need to be done the next 2 days! 
Manager: what is the problem?
Painter: we don’t have antimold paint in the storage, but I was tell the storage guys 1 week before, what we need for this job. The customer so impatient, becouse we have only 2 days to finish. 
Manager: thank you andrea for your report. I’ll order today and you just need to pickup. When you go this site please stop in the shop and pickup. Please start used today becouse need to driyng and we no have to mutch time. Then please done this job in the next 2 days! If you need help or other metarials do not hesitate please call me anytime!
Painter: thank you attila! Have a good day! 
Manager: no worries! You too mate!
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