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Introduction:

The intent of this advocacy proposal is to bring about positive reformation of two 

significant conflicts currently being experienced by Express employees. The first conflict 

has to do with shift scheduling and the lack of balance of work loads felt by each 

employee. Secondly, communication between employees and their superiors has 

continued to deteriorate due to differences in the personality and perception of one 

another. Along with detailed descriptions of these areas of conflict and their effects on 

employees, this proposal will provide useful solutions in which managers are encouraged 

to utilize. Proposed solutions, such as frequent team meetings and communication 

exercises, will allow managers to decrease employee dissatisfaction while building team 

cohesion. Once adopted, this proposal may change the attitude of Express employees for 

the better, as higher productivity rates often accompany both socially and physically 

content employees. 

Problem:

As mentioned, there are two problems which have surfaced the work environment at 

Express. The first issue, being unbalanced shift schedules, has occurred for several 

months now and is becoming increasingly concerning for employees. The second conflict 

has risen as a causal effect of the first problem, in which employees do not feel confident 

approaching the manager about the current situation. Each employee, referred to as a 

sales associate, was hired on a part time status yet has had to work an increased 

number of shifts due to major under-staffing. The main cause of this issue could be the 

under-staffing and frequent quitting of new associates who become quickly discouraged. 

For example, each time an employee quits, their shifts are dispersed among other 

employees' schedules, adding more hours to an already busy workload. While situations 

like these are difficult to predict, being understaffed has become a major detriment to 

the employee morale at Express. In essence, the issue of unbalanced shift schedules 

leaves sales associates feeling tired, worn out, and unable to plan extracurricular 

activities in advance. The second issue is greatly related to the first, in that minimal 

communication has left sales associates feeling insecure about confronting a manager 

about the hardships brought on by the current situation. For some, it has been easier to 

quit rather than to speak with a manager about their scheduling and confrontation 

conflicts. While these issues directly affect the store's employees, if not fixed, customer 

service and productivity may also suffer. When sales associates become discouraged and 

burnt out, their customer service abilities drop and sales may drop. Subsequently, when 

the store's performance is low, managers become disappointed and sometimes reflect 

their negative feelings towards sales associates in their communication. Due to these 

problems, there is an immediate need for change in order to improve employee and 

customer conditions as well as the overall well being of the store. 

Objectives:

The main objective of this advocacy proposal is to promote organizational efficacy by 

improving sales associate scheduling methods and introducing fair communication 

between managers and their subordinates. After revealing the issues which are affecting 

several aspects of individual and store performance, this proposal will go on to identify 

the steps necessary to work towards a solution. First, restructuring the process of 

creating work schedules and working around each employee's needs as best as possible 

will eliminate any negativity sales associates may currently feel towards working. Next, 

this proposal's objective toward solving the second conflict includes the implementation 

of communication strategies in order to soften the work environment. Aside from 

improving employee enthusiasm, Express will benefit by meeting these objectives in 

terms of minimizing employee turnover and increasing customer service.

Solution:

Solutions to these conflicts will be best achieved by a step by step process in which each 

employee will adhere. Managers must remember that change is often a slow and steady 

commitment and may not be witnessed overnight. The initial step towards solving the 

dilemma of long and frequent work schedules is to designate a special time for each 

employee to meet and discuss schedules as a team.  Currently, team meetings are held 

about every two months, so increasing meeting times to every month will provide more 

opportunities for team bonding and resolving scheduling differences. Though it may be 

difficult at times for every single employee to make each meeting, it will require valiant 

effort and will become routine after some time. The next step entails the main manager 

to designat a special segment or amount of time for discussing schedules and 

availability, which is key to solving this particular conflict. During this segment, sales 

associates will have the chance to list specific times in which they will not be available, 

and the scheduling manager will have the task of granting time off on a first come, first 

serve basis to ensure fair treatment. Once availability has been spoken for, the next step 

for the scheduling manager is to assign a revolving schedule of time off for each 

employee. In other words, one employee may get a Saturday off one week, then the 

next employee the following week, and so forth. Applying a rotation structure to schedule 

assignments will not only relieve associates of their frustrations, but will allow them to 

know when their time off will be, in which they will have ample time to make plans. 

Though it sounds simple, this solution will make an immense difference for each 

employee. First, sales associates may feel more confident discussing this subject in a 

group, and second, writing the schedules will become much more structured and will 

allow the main manager more time to engage in other tasks. This process is also 

recommended for the next conflict of struggling communication between managers and 

sales associates.

By taking advantage of meeting times when each employee is present, Express will have 

a definite chance of strengthening team communication. The first step in moving towards 

a solution is for managers to encourage each employee to add their input during team 

meetings, whether it be positive or negative. This way, sales associates will be able to 

speak with ease knowing that their peer employees may feel the same. Embracing team 

interaction will set a more relaxed environment during recurring meetings and will 

empower each employee to get to know one another and solve issues together. Next, 

communication workshops are excellent methods of communication training, and will be 

a smart addition into solving this issue. Communication workshops consists of group 

activities or surveys and are meant to promote understanding of different types of 

personalities and how to communicate with other based on their personalities. Managers 

may select a specific workshops or exercises to be conducted in meetings each time 

there is an addition to the team. Performing communication workshops occasionally or 

each time new employees are hired will signify the importance of communication and 

prevent boredom or disengagement month after month. This solution process will serve 

to improve effective communication among the team and will allow the main manager to 

efficiently run meetings. This solution will also be of advantage to the manager as they 

will be able to set examples, answer questions and make announcements one time 

rather than repeating herself to each individual.

Enforced together, these two solution plans will benefit each spectrum of the retail cycle, 

including managers, sales associates, customers and overall store performance. The 

more at ease and satisfied sales associates feel, the better they will work and engage 

with customers. When sales associates exhibit great performance, the managers can 

focus on tasks other than micromanagement of employees. When the whole team is 

working well together, customers purchases will increase due to their great instore 

experience, which will thereby drive store performance for Express. 

Costs and Resources:

Change often drives costs, so it is important to be aware of the opportunity costs of this 

proposal before enactment. Increasing meetings to every month will result in more 

employee hours added into the payroll, however meetings may become so efficient that 

they may be cut into half the allotted time. Thus, having a one hour meeting each month 

rather than a two hour meeting every two months will actually even out and still work 

with the proposed solution process. If, in any case, meetings remain for the full two 

hours but are still increased to once a month, the extra costs will be comparable to the 

cost of hiring and training each time a dissatisfied employee quits. To summarize, the 

extra payroll hours will be a small price to pay for the incentive of effective 

communication and happier, more loyal sales associates. 

Conclusion:

This proposal serves as an informational guide to betterment of the store operations at 

Express and was written with the purpose of providing the head manager with effective 

strategies to improve the work environment. Two conflicts were discussed throughout the 

proposal, which have been affecting the employee and store performance at Express. 

The first conflict has to do with the effect of long shifts and unbalanced workloads on 

each employee; and the second has to do with uneasy communication between sales 

associates and managers. These two issues, if not corrected, may stand to destroy the 

team morale and store reputation in the long run. The proposed solutions will allow the 

head manager to use team meetings and creative workshops to work towards the 

satisfaction of Express employees and customers.

I appreciate the time and consideration that went into reading this proposal and I look 

forward to assisting you in advocating change for Express. 

Sincerely,

AW
