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For 2020, due to the COVID-19 restrictions and regulation, JLP has registered with a loss of £517 million at the end of the lockdown restrictions in UK  having to close 1 in 3 shops by the end of 2021.
In 2019 a new threat to the world economic markets appeared. Covid-19 pandemic rapidly spread and rules and restrictions were implemented in the effort to contain the threat to people lives. In United Kingdom one of these new rules forced the temporary closure of the non-essential stores to limit the exposure. For John Lewis, this meant the stores included under the John Lewis Brand, which were deemed non-essential.
The COVID-19 regulations and restrictions forced John Lewis Partnership to close in 2020 , 8 stores which were “financially challenged prior to the pandemic” because of lack of customers (Sillars, 2021). This added to the 5 stores closed in 2018 with 200 jobs redundancies due to lack of profit , bringing the John Lewis redundancies to 2500 jobs in 3 years until middle of 2021, nationwide, and a huge loss exceeding £500 million for 2020, more than 3 times the profit made in the year before the pandemic (Jahshan, 2021 ), which added towards the loss form abandoned investments and the costs for implementing the new strategy in 2018. This new threat added even more instability of the retail sector due to Brexit and to UK customers’ migration towards online retailers which in 2018, generated a strategy change. JLP started a rebranding process and begun closing non-profitable stores. However this was very sudden and affected the investments made in expanding on the street presence the years prior (Butler, 2018) (ERTEditor, 2020). Furthermore the Partner bonus plan had to be cancelled in 2020 for the first time in over 67 years (Sillars, 2021).
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· [bookmark: _Toc57123629]Purpose of Report-To provide an analysis of the current financial problem faced by John Lewis PLC, using analytical tools such as SWOT and PESTLE to gather information and offer a conclusion. 
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One of the biggest retail business in UK today, John Lewis PLC, that has more than 350 stores nationwide, 2 online brands (John Lewis and Waitrose), its own farm for fresh products, started from the idea of John Spedan Lewis son of a draper in London in 1904. John Spedan Lewis started to work in his father family shop and, by observing his father way of conducting the business, Spedan soon realised that, while the business was growing by focusing on offering the best quality to the customers, the staff was not too fairly rewarded and also not involved in the run of the business. His idea was that, by involving the staff in the decision making process the business would grow bigger and faster. In 1915 he took over the leadership of Peter Jones store and he started to implement his idea of an employee Partnership to share the participation to profit and the risks. He improved the staff work conditions, idea that came to reality by 1920, when profit was shared between the Peter Jones Partnership. In 1926, when his father retired, Spedan became the “effective owner-manager” of both John Lewis and Peter Jones stores. He introduced the Partnership also at John Lewis Store and wrote the set of principles and regulations that became the “Constitution”, an actual set of rules for the partners on how the company’s business would be conducted. He created John Lewis Partnership and established the Trust Settlement as the structure of the company. At the end of 1930’s the Trust bought Waitrose.Ltd, a groceries chain with 10 shops and included the Waitrose staff in the partnerships. At the beginning of 1950’s, after the successful purchase of other store chains at the end of 1940’s and doubling its size while repeating the inclusion process and growing the company furthermore, Spedan took the business one step further and wrote the Second Trust Settlement which signed irrevocably the company in its entirety to the Partnership of people that worked for it. After John Lewis Spedan retirement in 1955, the company continued to grow by acquiring more estates and properties for the use of its Partners and in the 1990’s the Partnership introduced the multi-channel and in 2001 the company goes online which, as shown later would prove to be very beneficial. Despite the world economic crash in 2008, the company remained a leader in the UK markets and even created partnerships with companies abroad, providing high end services and products to its customers and one of the best work environments in the world for its employees. (Lewis, 2021)
[bookmark: _Toc57123630][bookmark: _Toc86122736]Nature
For 2020, due to the COVID-19 restrictions and regulation, JLP has registered with a loss of over £500 million at the end of the lockdown restrictions in UK  having to close 1 in 3 shops by the end of 2021 (Sillars, 2021) 
[bookmark: _Toc57123631][bookmark: _Toc86122737]Scope
In 2019 a new threat to the world economic markets appeared. Covid-19 pandemic rapidly spread and rules and restrictions were implemented in the effort to contain the threat to people lives. In United Kingdom one of these new rules forced the temporary closure of the non-essential stores to limit the exposure. For John Lewis, this meant the stores included under the John Lewis Brand, which were deemed non-essential.
[bookmark: _Toc57123632][bookmark: _Toc86122738]Impact
The COVID-19 regulations and restrictions forced John Lewis Partnership to close in 2020 , 8 stores which were “financially challenged prior to the pandemic” because of lack of customers (Sillars, 2021). This added to the 5 stores closed in 2018 with 200 jobs redundancies due to lack of profit , bringing the John Lewis redundancies to 2500 jobs in 3 years until middle of 2021, nationwide, and a huge loss exceeding £500 million for 2020, more than 3 times the profit made in the year before the pandemic (Jahshan, 2021 ), which added towards the loss form abandoned investments and the costs for implementing the new strategy in 2018. This new threat added even more instability of the retail sector due to Brexit and to UK customers’ migration towards online retailers which in 2018, generated a strategy change. JLP started a rebranding process and begun closing non-profitable stores. However this was very sudden and affected the investments made in expanding on the street presence the years prior (Butler, 2018) (ERTEditor, 2020). Furthermore the Partner bonus plan had to be cancelled in 2020 for the first time in over 67 years (Sillars, 2021).
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[bookmark: _Toc86122740]Strengths
With its history of over 150 years, JLP is very well known and has gain the trust of both customers and partners, as a reliable and trustworthy company. With a wide and diverse range of high quality products, covering household, clothing and groceries items sold through the big number of store but also through online channels, JLP managed to gather a stable source of revenue, through its omni-channel retailing, which allowed both stability and constant growth through strong investments, allowing a steady increase in the value of its shares (Sillars, 2021) (Editor, 2018).With a well-established investment plan for its Partners, JLP provided a safe haven for its shareholders – the Partner bonus plan was very well maintained for over 65 years, providing financial stability and sustainability (Editor, 2018). JLP has also developed long term plans of investment in becoming a strong player on the financial services and real-estates development markets. Its strategies in sector involve investments of over £400 million, with the purpose of transforming the partnership in of the biggest residential landlords (ERTEditor, 2020) (Butler, 2020) (Mance, 2021).
[bookmark: _Toc86122741]Weaknesses 
However, JLP’s name never exceeded the boundaries of UK. With only 5 outlets in the world, the brand is practically unknown internationally. Even more the international presence has been withdraw in 2020 and the expansion plans on international segments were stopped. (Rigby, 2020)
Even in UK, the new management has identified a huge minus which would create huge issues during COVID-19 pandemic - the 2 brands share in a defective way the resources by not cross – selling their each other products (ERTEditor, 2020). This led to low profitability on some of the stores, forcing JLP to close some of them which produced a huge impact also for a lot of employees and partners. During COVID-19 , this matter translated in a part of the stores been deemed as “non-essential” so could not remained open for the customers.
The Brexit put more strain on the supply chains, limiting the access in a timely fashion and at low prices to the high quality products manufactured in EU, which forced JLP to reorient towards other new suppliers and similar products.
In 2018, JLP management has been changed, which led to abandoning some of the strategies and investments and reorienting towards other markets and products. In 2020, following the rebranding strategy, JPL announced another change in the leadership chain by uniting both brands under the same management. This led some experienced staff, to leave the company which may create a gap between the new ideas and the old staff.
JLP announced in 2021 its plans to reduce its structure, by making over 1000 jobs cut. While, theoretically this is meant to reduce the management structure and simplify its hierarchy and to reduce costs, potentially could lead to an image crisis towards JLP if not managed in an efficient, transparent way (Wright, 2021 ).
[bookmark: _Toc86122742]Opportunities
One of the best opportunities is investment in improving the online presence nationally and internationally, creating a chain of deliveries with its partners from the production place to the customer’s door. In this regard, JPL announced a 5 years investment plan for the online part of the business (Mance, 2021) (Lewis, 2021).
The announced redundancies plan could be transformed in an advantage through a reorganizing plan that focuses in retraining and reassigning of employees in danger, towards the new developing plans of JPL, like online, financial and real estate investments.
Another aspect from which JPL could take a huge advantage is involving in active healthy lifestyle strategies, following the customer’s trend to follow this type of life. Involvement in multiple aspects of a healthy life, like gyms or beauty and health saloons would improve both the image of JPL, increase loyalty of customers and employees and would go hand in hand with the real estate investment plans.
Reorganizing the store chains under a unique brand and selling all the products through them, would improve the clients accessibility making the stores more efficient with the same costs. (Lewis, 2021)
[bookmark: _Toc86122743]Threats
One of the biggest internal threats of JPL would be a negative impact on the employee and partners’ insecurity and loyalty cause by the recent strategy of job cuts. Being an employee shared company, this would dramatically impact the quality of services and products, decreasing the appeal of the customers on an intensely disputed market segment.
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[bookmark: _Toc86122745]Political factors
With the exit of UK from EU, the retails markets has suffered from the lack of legislative regulations before the exit or from the restrictions imposed by the new imposed trading laws. With a range of products brought from suppliers in Europe, John Lewis PLC had to adapt to the new tax and law requirements which increased the costs for the products. After the Brexit, John Lewis lost a part of his EU suppliers and had to reorganize the suppliers’ chains and find new supplying sources for its products by developing new trading agreements with NON-EU suppliers. The BREXIT weakened the UK’s position on the financial markets with the pound losing ground in face of the EU currency, which brought an increase in the supply costs.
Also COVID-19 trading and movement restrictions imposed in 2020, limited furthermore the accessibility to NON-UK products in the supply chain with a strong impact in the revenue from all the sectors.
The commerce laws regarding to standards of the goods also limited the options that companies as John Lewis PLC have , which led to a disparity between the offer and demand and raising the prices.
[bookmark: _Toc86122746]Economic Factors
The changes in economic stability, created by the BREXIT, has impacted the retail sector, by provoking an increase in taxes and duties for NON-UK products. Recession and steady increase in inflation created an increase in competition on the UK retailing markets. COVID-19 forced closure of the non-essential stores. While competitors that offered in their stores both essential and non-essential products managed to keep their stores active, JLP especially through John Lewis brand could operate only online with a huge decrease in revenue. (Partington, 2019)
[bookmark: _Toc86122747]Social Factors
With the BREXIT, the UK market where JLP is mainly active, faced instability and recession. Household income has decreased, determining a shift in customers’ interest towards accessible similar products. 
Customers started to pay more attention to the prices and, on a competitive market with strong rivals, JLP had to find new ways of attracting them, through loyalty programs and discounts.
With the COVID-19 restrictions, most of the customers had to change their habits, with a growing interest towards click and collect deliveries and online companies especially for accessible NON-UK products. (Partington, 2019)
[bookmark: _Toc86122748]Technological Factors
With a growing interest from customers towards online products and services, all companies had to invest in creating the means to reach and attract these customers. While JLP had already started online and digital platforms, the investment and strategies were rather modest compared with its’ main competitors. With COVID-19 restrictions, this gap increased, with customers not being able to access the services and products sold by JLP.
[bookmark: _Toc86122749]Environmental factors
With a strong tradition in environment protection, John Lewis PLC understood the role and obligation that a national leading brand must have. With a long tradition in implementing strategies towards green electricity, waste management, emission decrease, recycling, etc., John Lewis PLC shows an increased focus on business long term sustainability. 
[bookmark: _Toc86122750]Legal 
While the health and safety regulations were impacted by the COVID-19 restrictions, forcing companies to find ways to operate within safety requirements for both customers and employees or to close, the increase of the online sector determined the issue of new regulations towards data protection, customer protection, intellectual property. The retail and online commerce laws have been updated in these regards and JLP had to adapt in order to comply with them.
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[bookmark: _Toc57123641]With the new challenges raised by the BREXIT and the COVID-19 restrictions, the retailing sector faces a radical change. This can be overcome only through sustainable investment strategies. John Lewis PLC is actively responding to these challenges by implementing new medium and long term strategies and development plans which, with due care, have the potential to help them retain the leadership position that they have on the retailing sector and to overcome the losses caused by the COVID-19 pandemic.
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	Strengths
	Weaknesses

	· John Lewis Partners brands, John Lewis and Waitrose are very well known and established, (Lewis, 2021)
· The partnerships has a long stable growing financial history, continuously expanding and growing in multiple directions (Editor, 2018)
· A long term plan of developing and adapting to economic realities, with rebranding and investment strategies in modernizing technologies, platforms  and new sales methods (Butler, 2018) (ERTEditor, 2020)
· High product diversity and quality offered through the huge store chains 
· The 2 brands have a well-established online presence with a click and collect system in place (Sillars, 2021)
· Strong employee partnership and reward system (Lewis, 2021), (Editor, 2018)
· Expanding long term plans outside the retailing sector in financial, real-estates and construction sectors  (Mance, 2021)
	· Low international brand awareness and stop of expansion plans worldwide (Rigby, 2020)
· Product prices are not competitive on the markets compared with main competitors
· Inefficient use of the store chains for selling products (ERTEditor, 2020)
· Decrease in financial profitability
· Suppliers chain and international products costs impacted by Brexit with results in higher prices for non-UK products (Partington, 2019)
· Defective employment strategies regarding shares and partnership due to decreasing store presence (Butler, 2018)
· Rigid and slow response times towards the retailing markets changes
· Sudden internal strategy change due to chairman swap in 2018 

	Opportunities
	Threats

	· Good presence in online environment with 2 online brands with possibility of creating to customer’s door delivery system
· Possibility to access new markets through international partnerships without establishing 
· Reorganise the suppliers chains 
· Increase in customer interest towards healthy lifestyles
· Continue the development of the financial and real estate development strategies
	· Geopolitical, economic and financial changes due to the  international environment 
· Strong online retailing competition from rivals with lower prices
· COVID – 19 regulations and restrictions on long period impacting activity
· Income inequality increase in UK leading to a general buying power of the customers (Partington, 2019) 
· 
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	Element
	Factor
	Impact

	Political
	· Brexit
· Direct customers law and regulations regarding retail commerce

	Changes in trade policies and regulations affecting the supply chains



	Economical
	· Shift in consumer spending
· Products costs increase 
· Inflation and purchasing power decrease

	Increased competition on retail markets

	Social
	· Increased interest in healthy, high quality lifestyle from the customers 
	Customers interest shift towards good quality products, in order to improve their lifestyle. Customers are more focused on find the best value for money

	Technological
	· Technological innovations
· Online commerce platforms development
· Investment in technological research and development 
	Increase of the online platforms influence in sales 


	Environmental
	· Regulations on pollution, waste disposal
· Attitude for decreasing impact on environment
· Green energy strategies 
· Environment protection laws and regulations
	Strict regulations create necessity of investment in sustainability programs


	Legal
	· Health and safety regulations
· Discrimination laws
· Retail and online commerce regulations
· GDPR law
· Employment regulations
· Intellectual property protection laws

	Stricter conditions for companies to operate in.
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