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Executive Summary
The sales and marketing processes within the company are the most important activities to enhance the growth rate of the company within the business environment. However, these two departments are different from each other but they are interrelated as the strategy of other departments needs to consider the data of another department. Ocado is one of the most important retail companies in the UK industry. However, this report analysed the interrelations and the problems of integrating these two departments particularly.
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[bookmark: _3wym8f1c504m][bookmark: _Toc109768989]Part 2: Report
[bookmark: _4h4rmb7y19vi][bookmark: _Toc109768990]1. Introduction 
The workplace problems are able to hinder the potential of the employees within the organisational context and it is important to mitigate the problems within the workplace. The sales manager has the responsibility to take care of the selling rate of the company in order to enhance the growth rate of the company particularly. They also have the responsibility to overview the complex problems that the sales teams can face within the organisational context and an effective decision-making process can be established within the organisational world. This report will portray the issues that the sales manager may face within the company along with probable solutions to enhance the situation. It will also portray the most effective decision-making process and measure the success rate of the identified solutions.
[bookmark: _k8j31fo80a][bookmark: _Toc109768991]2. Portraying a complex issue within the workplace along with its scope and influence 
The activities of the sales team, as well as the marketing teams of the company, interrelate with each other as when the marketing process has enhanced the sales of the company can be increased significantly (Supply Ocado, 2022). Thus, there needs to be a pace maintained between these two departments but sometimes the integration between these two departments cannot be established properly. Here, the issues of Ocado can be generated as it can create a shortage in demand as well as the supply chain can also be affected through this miscommunication process (Djakasaputra et al., 2021). The scope of the problem is it can create internal conflict as well as hinder the brand position of Ocado within the highly competitive business world particularly.
While examining the influence of this complex problem it needs to be mentioned that the performance quality of the sales teams, as well as the marketing teams, can be affected negatively. However, they do not get the opportunity to understand their own responsibilities and internal conflict can create an effective obstacle for the employees to enhance their performance quality within the organisational context. Moreover, the service quality of the company and the selling process can also be affected by this integration process within the company. The retail industry is one of the most important industries within the organisational context so it is essential to produce a significant relationship between the sales and marketing departments in order to maintain pace with the market trends and organisational activities.
[image: ]
Figure 1: Supply Chain of Ocado
(Source: Supply Ocado, 2022)
[bookmark: _et6z98uddzsi][bookmark: _Toc109768992]3. Evaluating the information regarding the identified problem that can contribute to establishing an effective decision-making process 
The sales manager needs to identify the reasons behind the conflict in order to produce an effective solution to the organisational context. This information is able to keep up the knowledge of the sales managers regarding the conflicts and an effective decision-making process can be established. Here are some reasons that accelerate the complex problem within the company. 
Inefficient discussion process: There are various reasons that can accelerate the chances of establishing obstacles between the sales and marketing departments of the company Ocado. The company is not able to produce an enhanced discussion process within the organisational context. Ocado had lost 9% of customers due to the weak marketing process within the organisational context (Ocado, 2021). It has created a knowledge gap between the marketing and sales team regarding the organisational activities that are happening within the company. The strategies of the selling process need to be developed on the basis of the marketing process so that the strategies can be effective for the company. 
Inadequate knowledge regarding the market: the knowledge of the market needs to be enhanced among every employee so that they will be able to produce their effective performance within the organisational context. On the other hand, it needs to be mentioned that the understanding of the market is able to keep up with the innovative ideas within Ocado and brand positioning can be developed accordingly (Philip Kotler, 2016). It will keep up the strategy-making process of the companies within the organisational context and effective decisions can be established for Ocado. People will be able to provide different mitigating solutions to the integration process of the company between two departments.
Lack of analysis of the organisational data: The employees are not able to provide enhanced knowledge regarding the data of the company that needs to be analysed before generating any strategy within the organisational context. The analysis of different information regarding various factors can keep up the knowledge of every employee but Ocado is not able to produce forecasting of the organisational report in front of both the departments particularly. The identification of the reason is able to develop the strategy to mitigate the identified conflicts particularly. Ocado had caused a significant downfall in its marketing strategy that diminished the selling rate of the company by 22% (Ocado, 2021).
[bookmark: _b7w5xitrryc6][bookmark: _Toc109768993]4. Portraying alternative solutions for the identified problem 
There are various solutions and approaches that the company can acknowledge in order to mitigate the problems within the organisational context. Here, three major solutions will be provided and these are as follows:
Solution 1: Producing discussion meetings among both teams: The forecasting of organisational data is able to keep up the knowledge of every employee of different departments. The integration process can be accelerated with the help of the enhancement of knowledge of individuals regarding the organisational operations within the business environment (Bag et al., 2021). The discussion meeting is able to keep up the involvement of every employee within the discussion process so that the company can get effective decisions for conflictual situations and mitigate any problematic situations. 
Solution 2: Providing a causal interaction process between employees of two departments: It is essential to develop a significant relationship between the employees of the marketing and sales department in order to keep up the understanding of the employees. However, an unofficial interaction process between the employees can develop a cooperative attitude within the organisational context so that the collaboration of both departments can be acknowledged (Canh et al., 2019).
Solution 3: Establishing independence in creating miscellaneous teams: The creation of miscellaneous teams can enhance the relationship process and understanding between different employees particularly. Additionally, they are able to generate an effective team within the business environment so that the integration of both teams can be accelerated in an enhanced way (Chuang, 2020). It will fill the knowledge gap that can be created due to a shortage in the communication and interaction process of the employees.
[bookmark: _s75kb07euten][bookmark: _Toc109768994]5. Portraying the decision-making techniques to analyse the range of solutions to acknowledge the most appropriate one (PMI)
	Solutions
	Plus
	Minus
	Interesting
	Total

	Producing discussion meetings among both teams
	The roles and responsibilities of the employees can be cleared (+4)
	The perspectives of the employees cannot be observed (-4)
	Opportunity to facilitate their skills (+1)
	4-4+1 = 1

	Providing a casual interaction process between employees of two departments
	The perception of every individual can be observed within the organisational context (+4).
	The difference between the point of view can create effective conflicts between the employees (-3)
	Every employee can portray their perspectives (+2)
	4-3+2 = 3

	Establishing independence in creating miscellaneous teams
	The employees get the opportunity to create teams as per their choices (+5).
	The selection process becomes very lengthy (-2).
	The compatibility of the employees can be enhanced (+2)
	5-2+2 = 5


Table 1: PMI table for the solutions
(Source: Author)
[bookmark: _5doo0ddvt7z3][bookmark: _Toc109768995]6. Development of a plan to implement a solution 
There are various solutions present to enhance the integration process within Ocado but among them, the development of miscellaneous teams is regarded as the most effective compared to others. The company needs to develop some effective plans to implement this process within the organisational context among the employees.
Establishing interaction process among the employees: It is essential for the employees to interact with each other regarding the production process as well as the strategies of their own departments (Arlaud et al., 2018). The understanding of each others’ perspectives can be acknowledged by the employees and the idea of collaborative working can be developed directly. On the other hand, the interaction process is able to mitigate the competitive attitude of the employees and establish cooperative attitudes within them particularly.
Providing collaborative objectives to them: The company Ocado needs to produce some collaborative objectives in front of the employees so that they can keep up the organisational performance and establish the objectives collaboratively. The establishment of collaborative objectives can generate cooperative attitudes among the employees effectively.
Portraying the idea in front of them: Future ideas need to be acknowledged within the organisational context so that they idea can be acknowledged by every individual (Tien et al., 2019). Additionally, it is important for the company to provide equal opportunities to the employees so that they can understand their roles and divide the responsibilities accordingly. Moreover, it will provide enhanced opportunities for individuals to facilitate their personal as well as professional skills within the business environment. 
Generating groups among them: lastly, they got the chance to generate an effective group within the organisational context as per their comfortable environment particularly. The formation of groups according to their perspectives can help them to work in an enhanced way particularly (Arlaud et al., 2018). These stages need to be observed efficiently in order to develop effective organisational teams within the business environment. 
[bookmark: _y4bqxxym3ysn][bookmark: _Toc109768996]7. Communication with the stakeholders regarding the plan 
It is essential for the stakeholders of the company to generate an enhanced communication process in order to understand the plan of the company to integrate sales and marketing teams within the organisational context (Anderson, 2019). The discussion regarding the plans for the integration process and team development process can enhance the roles and responsibilities of Ocado's employees particularly. It needs to be mentioned that here the stakeholders of the company are the employees of the sales and marketing department, managers of these two departments, and the organisational authority of Ocado effectively. 
The whole idea of collaboration needs to be portrayed within the organisational world so that the company can produce an enhanced integration process within Ocado. However, the employees of the sales and marketing department need to understand each other and produce an effective organisational team within the business environment (Anderson, 2019). Ocado needs to take every decision by discussing with the employees and produce opportunities for other employees to interlink their activities within the organisational context effectively. The customers are the external stakeholders that can produce enhanced knowledge regarding market trends and the importance of establishing integration between two different departments (Linton, 2018).
[bookmark: _1z4kvdrefwmd][bookmark: _Toc109768997]8. Assessing suitable review and monitoring processes to identify the success rate of the solution 
The company needs to measure the success rate of the company within the organisational context so that it can keep up the growth rate of the company vastly. However, it is essential for the company to examine the situation and become more concentrated on the organisational outcome particularly. In addition to this, there are various methods that can analyse the effectiveness of the solutions within the organisational context (Kerber and Gill, 2019). The implementation of the KPI process is able to understand the satisfaction level of every employee. The discussion process after developing the teams can enhance the examination process of the employees regarding the knowledge of every individual in the sales and marketing department about the organisational activities particularly (Kiran and Reddy, 2019). It is essential for the company to overview whether every employee is getting their needs within the business environment so that the satisfaction level can be enhanced within the business environment particularly.
[bookmark: _skdawj7kydnv][bookmark: _Toc109768998]6. Conclusion 
Sales and marketing departments of the company basically help the company to keep up the growth rate of the company within the organisational context. Ocado needs to keep up the marketing process according to the market trends of the company and the selling rate can also be enhanced with the help of this process. While the company is able to interlink the sales and marketing departments with each other, the growth rate of the company can be enhanced and the profitability can also be increased significantly. 
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