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Instructions – PLEASE READ THEM CAREFULLY 
· The Assignment must be submitted on Blackboard (WORD format only) via allocated folder.
· Assignments submitted through email will not be accepted.
· Students are advised to make their work clear and well presented, marks may be reduced for poor presentation. This includes filling your information on the cover page.
· Students must mention question number clearly in their answer.
· Late submission will NOT be accepted.
· Avoid plagiarism, the work should be in your own words, copying from students or other resources without proper referencing will result in ZERO marks. No exceptions. 
· All answered must be typed usingTimes New Roman (size 12, double-spaced) font. No pictures containing text will be accepted and will be considered plagiarism).
· Submissions without this cover page will NOT be accepted. 



Course Learning Outcomes-Covered
· Demonstrate a solid understanding of decision making process for complex issues pertaining to business environment both internally and externally. (1.2)
· Apply and analyze various concepts of problem solving in diverse contexts and business situations. (1.5 & 2.2)
· Identify and analyze different perspectives on understanding problems for different situations. (3.1)
· Utilize different decision making tools to enhance problem solving and decision making approaches.   (4.3)

Critical Thinking Case studies:
“Jadawel” a major retailer of household products in Saudi Arabia, had experienced steady growth during the past ten years since inception i.e. 2009. Mr. Badar, Marketing manager of the company has left the company in 2019. Mr. Hesham al Harby, who was working with Mr. Badr since 2009, now became marketing manager. 
The company has been experiencing steadily declining sales in an increasingly competitive and growing market from last one year.  Even after increase in sales force, sales were not meeting expectations, and had not been for some time. In fact, sales had begun to decline in a market that still appeared to be growing with more competitors chipping away at a market the company once owned. Rashid, a sales executive who joined the company in December 2019, said that he could not get proper training form the company. In a feedback of Customer, Jadawel’s product price is costly and lack of seasonal offers. 
Mr.Khaled Al-ghassini, CEO has hired you to help him in increasing the company’s annual growth rate and ultimately its profitability.
“Jadawel” has 25 retail stores located mostly in shopping malls in almost all the big cities inSaudi Arabia. Total revenue from the 25 stores has declined, despite major back-end cost savings.


Assignment Question(s):						(Marks 05)

1. Identify the problem. [and other sub problems]
a. Main problem. A decline in sales leading to low revenue.  
b. Other problems: Customer dissatisfaction due to lack of seasonal offers
Lack of proper training for the sales staff
High product prices attract fewer customers.
2. What could be the causes of problem?
a. Cause of the problem- the main cause of the problem is the change in management from a good marketing manager to a poor marketing manager. 
a. Why-1  Why is the change in management the main problem for Jadawel?
 Poor leadership in the marketing department leads to poor planning in the marketing department.  
b. Why-2 why does poor planning lead to failure in the marketing department?
Poor planning leads to poor identification of the goals and objectives of the organization such as improving the sales to improve the company’s revenue. 
c. Why-3 why is proper identification of goals crucial in improving the sales? 
Without proper identification of the goals and objectives of the company, the company fails to take the proper steps required to improve sales such as sales promotion, setting the proper product price and hiring skilled staff, or training the available staff. 
d. Why-4 why is the implementation of the important steps significant for Jadawel success in the competitive market?
With the lack of proper training for the employees, high prices without proper product promotion, the company faces competition in the market from other companies with better prices and promotional offers as well as skilled sales staff.
e. Why-5 why does high competition lead to reduced sales? 
When the company faces stiff competition in the market, the company is likely to make low sales in the market. Reduced sales in the market are responsible for reduced company revenues. 
b. Develop a Cause and Effect Diagram
 (
High product prices
) (
Poor management 
)


· Poor planning                                          Lack of price competitiveness
 (
Low product sales leading to a decline in revenue
)                                                                  Attracts fewer customers
	



Poor marketing skills                                          Attracts fewer customers
Low motivation	                                            Low customer satisfaction 


 (
Lack of proper product promotion strategies such as seasonal offers
) (
Lack of proper training and coaching for the sales staff
)





3. Gather information: What information should you gather that would be helpful to know before making a decision?
There is a variety of information required in making decisions to improve sales. One of the pieces of information required regards the role of the sales manager as well as the various qualities required for improved performance. Competitor prices are also important to analyze. They help in determining the suitable prices to sell the products so as to make profits and remain competitive (Jobber & Lancaster 2016). Product promotional strategies should also be evaluated to determine the strategies which can help in attracting more customers to buy the company’s products. 
4. Consider the various choices of solution?
Change the sales manager
Coach and train the available staff to be effective in sales
Lowering product prices to attract more customers
Implement various strategies to promote the company's products such as discounts, seasonal offers, and samples
5. Make the decision.  What should you do?
The best decision would be making changes in the sales management department by changing the sales manager.
6. Evaluate the decision.  Why do you think this is the best decision possible?
Changing the sales manager is an important decision for the organization to make as it helps the organization implement the required changes. Since the previous sales manager left the company, sales have been declining over time. This shows a lack of proper leadership in the department. With proper management in the sales department, the company can be able to identify all the required changes to improve the sales (Jobber & Lancaster 2016). This can include employee motivation and coaching, setting the proper prices as well as implementing the suitable strategies of promoting the company’s products.  
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