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Assumptions
· Sales representatives are not researching or learning about the products they are selling.
· Reputation of Emma Elle Cosmetics being honest sales people is diminishing.
· Changes to Emma Elle Cosmetics need to be made soon to avoid further harm to the company’s reputation and finances.
· Sales representatives are not getting together to discuss their products and how to sell them.
· New sales reps are unaware of the founder of the company and her success story
· Sales representatives are not being monitored for performance when making sales.
· Currently no training program in place for sales reps.

Satellite Problems
· The Sales reps of Emma Elle Cosmetics do not have enough knowledge of the products they are selling since there are no training programs in place or any testing of product knowledge. 
· The company lacks management over its sales representatives to examine performance and make necessary changes.
· There is no motivation among sales reps to make sales because of no programs set in place to keep them stimulated.
· The amount of sales made by the company is not proportionate to the its growth since members of the Emma Elle Cosmetics are not being motivated.
· Sales representatives are not being informed of the successful methods Emma Elle used to establish the company.
Primary Problem
The sales reps of Emma Elle Cosmetics are straying away from its corporate culture of being one of honest, knowledgeable and dependent sales people.


Implications
Organization:
· Sales at Emma Elle Cosmetics will continue to fall.
· The reputation of Emma Elle will suffer more and more until the company changes their selling techniques.
· The company will not be able to grow if appropriate sales targets are not met.
· Potential profits from the company’s markets will be lost to other competitors since the current system is leading to diminishing sales.
· Emma Elle Cosmetics will face possible failure if it keeps operating on the same system.

Personnel:
· Sales representatives of Emma Elle will lose income from having less commission from lower sales.
· Sales representatives will potentially lose their jobs if company is forced to downsize or goes bankrupt.
· Since the company will not be growing, there will be no opportunities for advancement within the company.

· Sales representatives will lose motivation to work if the company is not growing or performing well.
· A low morale among employees will result if Emma Elle Cosmetics is falling behind other competitors in the industry.
· Employees will not obtain new skills and knowledge of the products and the industry if no training programs are put in place. 


Status Quo

At the moment, Emma Elle Cosmetics is not making the amount of sales it should be when compared to the growth of the company. The main reason for this is because the company is no longer in touch with the system that it was built on. Emma Elle Cosmetics is a company founded on quality, honesty, and reliability. This system worked great for the company in its inception but has seemed to have been lost with the company’s rapid growth. This has further affected the company’s reputation as a good, honest company selling dependable, quality products. Now Emma Elle Cosmetics is not performing as well as it was before and will be forced to downsize or go bankrupt if it continues to pursue its current route. Employees of Emma Elle Cosmetics will not be able to receive proper training, therefore not be able to take advantage of their markets. This will also create a domino effect that will eventually lower the morale of the entire company. 


Pros:
· No change to current structure of the organization means no extra costs to the company.
· Emma Elle Cosmetics may survive and continue to make some profit for a short period of time.

Cons:
· The company will not properly grow under its current system.
· The reputation of Emma Elle Cosmetics will continue to diminish.
· Morale among sales reps at Emma Elle Cosmetics will get lower and lower.
· Potential profits from company’s markets will be lost to competitors.
· Emma Elle Cosmetics will eventually fail as a business.

Emma Elle Cosmetics is currently getting returns at a diminishing rate due to its members straying away from the plan set out for them. If the company decides to not take any action is reinforcing its policies, the problem will continue to collect returns at a diminishing rate. Since no action will only worsen the problem the company is facing, taking the status quo approach is not viable option.






Rewards and Compensation

Rewards and Compensation is one of the most widely used methods for encouraging members of an organization to adhere to its practices. This is done by offering incentives to employees who perform well while using the company’s techniques. These incentives can be in the form of cash bonuses, to special privileges, to simple praise from the manager. For example, a company could give a bonus for an employee that achieves a high number of positive customer reviews inspiring the company’s employees to strive toward this goal. Whether it be a physical incentive or compliments, rewards and compensation are considered to be one of the best methods of emphasizing an organization’s corporate culture.

Pros:
· Motivates sales representatives to strive for greater success.
· Encourages competition among sales representatives.
· Leads to more sales and therefore more profits for the company.

Cons:
· Certain rewards and compensations can be costly and take away from company funds.
· Competition may encourage pushy sales tactics by sales representatives to receive bonuses.
· Competition may also lead to jealous and bitter employees which would also lead to less teamwork and a lower morale within the company.


Rewards and compensation would be able to assist in bringing the company back to its roots since it will motivate sales reps and encourage competition which will eventually result in more sales for the representatives and the company all together. The difficulty Emma Elle Cosmetics will have with this option is that it can also promote pushy sales tactics among the sales reps. While the risks of having the company fall even further away from the company’s corporate culture, the benefits of having a competitive sales team are considerable, making this option worth considering.


Stories and Symbols

Many organizations use the technique of stories and symbols to communicate their principles and practices. They do this by displaying signs of how a company respects its employees and by communicating inspirational success stories of others in the industry. Some examples of these techniques would be posting success stories, holding a ceremony to praise employee, or by having an employee of the month program. Techniques such as these are a very effective way of telling members of an organization what they are looking for and what is expected from them. This would apply to Emma Elle Cosmetics since the company was founded on the success story of Emma Elle giving inspiration to sales representatives.



Pros:
· Inspires employees to go above and beyond for the company.
· Boosts morale within the company.
·  Gives employees something to be proud of.

Cons:
· Such practices can be time consuming and take away from time that could be sent making sales.
· In some cases, stories can be portrayed differently among other people leading to confusion throughout the company. 
· This alternative can be less effective and difficult to measure 
· Costs for some of these techniques can be significant.

Emma Elle Cosmetics could use the method of stories and symbols to assist them on getting back on track with their corporate culture. This method will do this by inspiring people to use the principles that the company was built on instead of using pushy sales tactics. The major consideration for this method is that it would give the members of Emma Elle Cosmetics something to be proud of. Since stories are so widely used among companies and potentially very effective is why this alternative has been presented.
 



Socialization

This alternative has to do with organized interactions with employees or new hires of a company. It involves events such as orientations, training programs or seminars, and individual or group meetings with a company’s employees. However, most individuals are not keen to being forced in to using a certain system. That is why many companies and their managers use these exercises to allow members of their organization to willingly seek out and learn about its corporate culture, instead of being forced to comply with its practices. 

Pros:
· Provides a structure to facilitate communication among members of the company.
· Ensures all the company's staff is up to date on the latest knowledge of products and methods for selling.
· Encourages social encounters with colleagues leading to a better morale amongst the company.
· Inspires motivation in to the employees of Emma Elle Cosmetics.

Cons: 
· Running such programs can be expensive.
· Time spent on these exercises takes away from time that could be spent making sales.



Emma Elle Cosmetics needs to get back making sales as it did when it first started. To do this the company must solve the problem that it has with its members not abiding by the system that Emma Elle had put in place when she started the company. The Sales reps of Emma Elle Cosmetics must also get up to date on their product knowledge to be able to sell according to Emma’s system. Through socialization exercises, sales reps of Emma Elle Cosmetics will be able to learn about the products they are selling and how to sell them. For example, a training seminar on a certain type of hand cream would educate the sales reps and also teach them about specific selling points to help them make a sale. While this method is time consuming, it is not wasteful since the more time spent on training will further an employee’s knowledge which will therefore lead to more sales. 


Recommended Solution

Emma Elle Cosmetics is at the point where it is losing touch with the foundation it was built on. Emma Elle created Emma Elle Cosmetics with the vision of being honest, dependable, and knowledgeable sales people selling quality products. As a result of the rapid growth of the company in Ontario however, Emma Elle Cosmetics has become disconnected with its values and has strayed away from Emma’s vision. The company needs to consider some ways to get it back on track with Emma’s vision and back to being successful as it was in the past.  

One way Emma Elle Cosmetics can get incite its corporate culture back in to its employees is through rewards and compensation. Although this method is used by many other companies, it would not necessarily be the best fit for Emma Elle Cosmetics. The main reason for this is that it would cause competition among the sales reps that could lead to pushy sales tactics being used to obtain these awards. This and the fact that these rewards can be costly if the company is using cash bonuses or other pecuniary rewards. Since these are some of the exact problems that Emma Elle Cosmetics is having, the company should stay away from this alternative.

Another popular method that companies use to reinforce their values and beliefs is from stories and symbols. This method would aid the company in restoring its corporate culture, however it may not be as effective as the other alternatives. This method relies heavily on people’s perception of different stories and symbols which can be difficult considering the many different backgrounds that people may have. This method is also very difficult to measure since it is hard to see how people perceive these stories and symbols. Since this alternative would not be as effective as the alternatives, it is recommended for Emma Elle Cosmetics.

The best approach Emma Elle can use to get its employees back on track with its original corporate culture would be through socialization. Right now, the company faces a few major problems, the main one being the company has lost touch with its corporate culture of being honest, knowledgeable, and dependable people. Through socialization, Emma Elle Cosmetics can communicate their original values through meetings, orientations, and training programs. These exercises would also teach the sales reps about the products the company sells and various sales techniques that do not require pushy tactics. Another problem that can be solved by this method is the lack of motivation and inspiration found among the sales reps. The different exercises used in socialization would encourage sales reps to communicate with each other allowing them to motivate each other and inspire one another. This will also boost the morale of the company as a whole. If Emma Elle adopts this method they will be able to solve their major problems, allowing the company to succeed as it did in the past. Overall, this alternative is the best choice since it will effectively solve the company’s problems and ensure that the corporate culture is preserved for years to come.
















Implementation

Immediate
· Organize a meeting with all sales reps to discuss the changes that will be happening within the company
· Begin designing a training program for new hires and for current reps that need training
· Test all sales reps for product knowledge and sales methods
· Use results from knowledge tests to decide who will need retraining.

Short Term
· Begin training/retraining program
· Release those not willing to comply with company policies from the company
· Hold sales reps events to encourage communication and strengthen company morale

Long Term
· Evaluate employee progress
· Use evaluation to decide whether to keep sales reps
· Evaluate training program
· Evaluate progress of company 
· Make necessary changes to personnel, training programs, and company in general
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