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Organizational Change Management
[bookmark: _GoBack]I believe the company has not yet gotten to the bottom of the issue hence causing a lot of stress among its employees. For starters, the senior managers are not focusing on the main issue at hand, which could be that the staff are not motivated enough to drive sales. In addition, probably the employees are not aware of their roles anymore due to upper management issues and lack of coordination amongst themselves. For instance, when the new CEO replaced the entire management in the sales department, the issue of low profit did not change because the new leadership micromanaged the sales team to accomplish their sales goals. When employees have no sense of direction or when they are pushed hard to the limit, they cannot work effectively due to the pressure. 
The best organizational change model for this corporation would be the Kotter Change Model. This model concentrates on critical areas that need attention during the transformational process of an organization. In this case, the corporation needs ways and changes to increase their sales and profits. The Kotter Change Model also improves the quality of leadership by breaking the norm through motivation and institutionalizing changes through eight steps (Anson, 2011). The step-by-step guideline in the model will provide a clear description of the entire change process, which the corporation can quickly implement.
The Kotter model's first step is establishing a feeling of urgency, which helps to answer the "why change" questions instead of how to change. In the corporation, instead of thinking of how to change the sales department to increase profits, the management should think of why the change will be necessary for their sales team. The entire sales department needs to be brought to speed and made to understand why the change is necessary; this will create a sense of motivation from the employees (Anson, 2011). Step two would be to form a guiding coalition that will observe and manage the change before implementation. In the case of this corporation, instead of replacing the entire sales department management, they would have chosen specific people based on their expertise who would positively influence change and eliminate any issues that may arise before they surface. Creating and developing a strategy and vision is the third step that aligns the change with the new objectives to ensure a smooth transition (Anson, 2011). This allows the employees to understand what they are supposed to do every day to accomplish their goals; in this case, to increase their sales and profit. 
Step four is investing in communication, which will help the entire organization understand the vision change properly. The vision should be vivid, repeatable, and simple for everyone to implement and accept the vision’s petition. Step five would be to empower the employees to embrace the change. The corporation lacked to prepare its employees to change when they brought in new management hence the failure. The employees need to have the knowledge, skills, and tools to bring about change. People feel a sense of accomplishment when they see progress in what they do (Anson, 2011). The sixth step would be to develop short term goals for the sales department, such as working towards a small portion of the end goal and rewarding those who accomplish them to motivate them and others to keep working smart. Step seven would be to consolidate these small gains from step six and producing more change to bring about continuous improvement to their project. The final step would be to make change a part of the organization’s culture. Integrating change in the corporation will always prepare the employees for future changes. It is up to the company to ensure the environment is conducive to go through a smooth transition process (Anson, 2011).  
According to the table, the most profit was made in January, where the number of sales employees was 20, and the items per receipt were five. In this case, using the Kotter model, the corporation needs to find out the real issue instead of arguing what to do. From the case study, the main issue would be a lack of motivation from employees and poor leadership skills hence the drop in sales for those six months. Normally, leaders need to understand why their employees are not motivated so that they can change to create teamwork (Anderson, 2019). Once this is done, the team can create a vision of their end goal and ways to accomplish their objectives. For instance, in July, the team can set a target of 25% profit and work towards it. The percentage margin between June and July is 2%. This will inspire them to work towards achieving the 2 percent increase because micromanaging will decrease since the sales employees and the management are working as a team. The management can help with ideas that the sales team can incorporate when conducting business. This is because Kotter's model believes in achieving short term goals first while working to accomplish the main objective. 
With effective communication, everyone will be aware of their roles, and the employees will work towards that. Initially, due to mismanagement and lack of motivation, the corporation’s sales and profits went down because the staff was not aware of their organization's roles. In the event the month of July becomes successful, the team should follow the same procedure for the next months by sticking to their objectives. For instance, they can raise the percentage of their profits to 30% and work towards improving their marketing strategies to reach more potential customers. On the other hand, the organization can take this to their advantage and incorporate training programs for more employees so that they can be integrated into the organization’s new culture. 

	Month
	Number of
Sales Staff
	Sales/Rounded
	Profit
	Items
Per
Receipt

	January
	20
	$322,800
	28%
	5

	February
	19
	$321,100
	23%
	3

	March
	18
	$323,500
	22%
	6

	April
	18
	$267,900
	24%
	5

	May
	15
	$260,500
	26%
	4

	June
	12
	$247,700
	23%
	6

	July
	12
	$252,654
	25%
	8

	August
	12
	$265,286
	30%
	10

	September
	16
	$278,550
	35%
	12

	October
	18
	$292,477
	40%
	10

	November
	23
	$307,100
	45%
	11

	December
	25
	$321,870
	50%
	13




In summary, the corporation was underperforming due to poor governance, mismanagement, lack of motivation from employees, and poor communication. From the case study, the management was unsure of what the problem might be. Secondly, the employees had no idea what they were supposed to do due to a lack of guidance. On the other hand, the new management was focused on meeting their targets that they forgot to design a better working environment for their staff and fostering working relationships with them. With the Kotter model, this will change the company's predicament in the long run because it a model whose steps are easy to follow since they are self-explanatory. The model establishes who needs to be in charge and reduces chaos by creating a team that values teamwork. Kotter's model steps also empower other employees to achieve the organization's new vision while the last step integrates the change into the corporation’s culture. This ensures that the change process can be used by the organization's future management to create a successful corporation. Most organizations need to change frequently to keep up with the competitive market. However, change is never an easy process due to poor transformational management and rejection. For an effective change to take place in an organization, it is better if the company discusses the process with their employees so that they can understand its importance and assist where they can.
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