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John Lewis Partnership is a British Company which operates John Lewis & Waitrose and is the Uk’s largest employer owned business.
	The office is registered in London, and the stores offer various products from home, computers, accessories, sport equipment, coffee, food, make-up, so almost everything that a family or a company needs.
	They sale all this services on the stores but also online. They have also a website when we can see all details: www.johnlewisparteners.co.uk with a revenue 13,852 m$ and 80,900 number of employees.
Statistical, they had a deal in 2012 with Kuoni Travel partner, another one in 2016 with Clipper Logistic to form joint venture, two assets transaction in 2018 with Aldi Store to Acquire Waitrose store and Co-operative Group to Acquire Four Waitrose, and the last one in 2020 asset transaction with Supermarket Income REIT Acquire 6 Waitrose Supermarkets Portfolio.
	Even if John Lewis is a big Company name, the Pandemic come with some disadvantages. One of the problems that this Company had in February 2021 was To Close a further eight stores because the retailer continues to find ways to cut costs.
The retailer didn’t give to many information in the Article that was share, but we will discuss this using SWOT Analysis and PESTE Analysis.
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Main Findings

John Lewis Partnership plc is unique among large companies in Britain in that it is run for the benefit of its employees, as the majority of its profits are shared among them. (Bradley, Keith& Taylor, 1992).
The Company start almost 100 years ago, and according to John Spedan the initiator, in the Company Constitution written some Principle, and one of them is “The Partnership’s ultimate purpose is the happiness of all it’s members, through their worthwhile and satisfying employment in a successful business. Because the Partnership is own in thrust for members, they share the responsibilities of ownership as well as its rewards-profit, knowledge and power”. (John Spedan, 1921).
The Coronavirus Pandemic make a difficult situation for all the retail industry. As a retailer that sells a lot of products from technology to fashion, clothes and home goods, COVID-19 comes with a strong demand from customers for products which have improved their lives and those of this families during the lockdown, like different desks, some food preparation, and exercise equipment. The situation didn’t was so good because the supplier had also some problems and they increase the delivery time. The stock was almost empty, and the Company try the best solution with the Suppliers to manage revisions in their stock and to do the best for final customers. (johnlewispartnership.co.uk)
	For everybody was a difficult situation, but John Lewis tries the best and for Supplier issue relating with products delivery, they also pay in advance some of them, to be sure that they will have enough time to deliver to the customers. For every company, the voice of the customer is the most important thing, because if the customers are happy, they buy a lot of products, make good recension, and this is the way to have good salles and good profits.
For some of John Lewis supplier, was mandatory to work following lockdown, they continue the production and they try to act responsibly in line with the latest government advice. (johnlewispartenership.co.uk)
Most of the time, this Company was in top of Britain profit Companies, but pandemic have a big impact on her. This year, John Lewis declares that eight of their shops will remain permanently close, and 1465 people must to forgot about their jobs. Four “At Home” shops in Ashford, Tunbridge Wells, in Basingstoke, and Chester, some departments in Aberdeen, Peterborough, Sheffield and York. (Emma Simpson, 2021).
	For John Lewis this was in top of problems during Pandemic. Because some factors contribute to close these eight shops, we can see a big sales impact, people that must to leave the company, supplier that decrease the sales also, overall, nothing good in this situation. 
In total, because the Pandemic comes with less profit, John Lewis closes almost 16 shops into UK, and leaves just 34 shops opened, with thousands of stores and head-office staff losing the jobs.
The Pandemic caused the chain’s first ever annual loss of £517m for the year to January, against profits of £146m the previous year. Must of this loss was due to a write down in the value of its stores because of the shift to online shopping, as well as restructuring and redundancy costs. (BBC, 2021).
The year comes with uncertain times, and the last months the company continue to challenging, some of the shops take gibber role in helping to feed the people, and continue to do the best for their customers where the shops have been temporarily closed.
Some of shops were challenged, financially speaking, according with Partners feedback and solution, and Pandemic accelerated the shift from shopping in store to shopping online.
They come with a commitment, even if some of the shops was closed, they believe that almost all the customers will continue with them, and they will do the best to serve the customer, this will be possible using alternative John Lewis shops, or visit online the products at johnlewis.com, or the customer can download the app and order the products, or using Click and Collect from local Waitrose. 
For people that are in danger to lose their jobs, due to this situation, they promise that will explore the opportunities for anyone who wishes to continue working in the John Lewis Partnership, but this opportunity is only for people that already have 2 years working with them.
Some of the people want to move their jobs in different sector, and for this people, the company come with course support and trainings and on the end, everybody will have qualifications.


After more financial analysis, they decide to invest more in online orders, and they focus was to add more 100 brands to it stores and website for the next year. Their focus was to add also furniture for garden and staff to decorate the house, because also most of the people from different job activities start working from home.
This year was a critical year for John Lewis, with Pandemic and Brexit, almost in the same time, the international delivery of products, they scrap a lot of them when shipping to the EU. After more analysis, they found that the issue didn’t was Brexit, but was part of a strategy to focus on the UK market as it struggles to trade.
One of the good things during this Pandemic is that the company start to invest more in online. They include In Services and Experience different baby staffs, when the experts give advice for first year baby, when you can do appointments and ask what are the best suit for the child, they have also personal styling, when a lot of brands and fashion appear and you can take a look when you try to decide what is nice for you, they include more organic products for beauty, a lot of home design styling when you can choose the best for your home and family.
Conclusion
Before Pandemic, the online order increase, but this time was a real top of buying things online. People stay more at home with their family, have good quality time together, invest in home decoration and garden, have time for each other.
For john Lewis Partnership, even if they close some shops, they found a way to invest in online and in better quality and safety products and in the end, they try to solve the sales GAP for first months when the Pandemic comes.
For future, they will invest with a long-term perspective, in challenging times in better quality, in the customer experience and they will have loyalty plans across their brands.
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For John Lewis, the SWOT Analysis, is one of the most important when we can see what are the Strengths of the Company and what are the Weakness and try to find the best Opportunity and Threats for future planning method:
	Opportunities
->They will continue experimenting shopping areas in Waitrose stores, as well as trying out smaller neighbours;
->Periodical will verify the supplier stock;
->Scope to add more new brands in online;
->More 34 new stores would start reopening from April according with to government guidance;
-> More focus on healthy foods;
-> Possibility of extension shops in other areas and invest in improving click-and-collect and offer more collection points through third parties
->Recruiting people from care system
-> Alternative jobs for 1465 people that work on shops that was closed;
->Net 0 Carbon in the next 15 years
	Threats
->Rigorous laws and GOV regulation
->Intense competition THAT ARE dominated by different strong players;
->More competitions from corner shops, supermarkets;
->Economic recession and financial instability in UK due to these 8 stores close, can impact the purchasing power of the people;
->More competitors: Tesco, Marks and Spencer, Amazon, Asda, Morrison are creating smaller targeted;
->60-70% of John Lewis sales to be made online in the future

	Strengths
->Strong online presence, very interesting structure;
->High quality on products;
-> A lot of diversity on products offering big retail stores in the UK;
->Excellent customer services;
->Having staff who actually seems to have real product knowledge
->When buying online the people didn’t stop and order more and more and sales increase
->Buying online ->don’t have time pressure
-> Very Good reviews on products
	Weaknesses
->not so big international presence, outside of the UK
->Higher price of products to another online shops;
->Less supplier stocks
->Lack of innovation during first months of pandemic
->£517m annual loss for closing the 8 shops and 16 in total
->Online shopping is good for some things but nothing beats browsing, feeling fabrics
->Waiting few days until the products arrived when order online
->A lot of online company with less price of products
->Cannot try the items when buying online
->Different quality of products relating with pictures
->Cyber attach on card, when pay online
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PESTLE Analysis

In this Analysis appear the external factors and the most uncontrollable that influence the John Lewis Partnership during Brexit, and is a PESTLE Analysis:

	Element
	Factor (Brexit)
	Business Impact (Brexit)

	POLITICAL
· GOV policy
· Taxes
· Varying of Global Trade Policies/Agreements/Restriction for COVID
· Uncertainty in Import and Export 

	->John Lewis signs already in advance some contracts for delivery on time, the same quality products of supplier 
->More focus on international online shopping

	->Is not know yet what impact have the Brexit, most probably will include different taxes; 
->Additional import taxes,
->VAT
->Delivery price is not included when order online outside to the UK

	ECONOMICAL
· Impact of economic fluctuations/exchange rate
· Increase in costs for Europe suppliers
· Shift in consumer spending
· Economic decline during Pandemic
· Manufacturing sites in the UK are costly to run
	->Increase exchange rate, 
->The cost of supplier part is increased
Taxes on the borderline the same
->The inflation increases that means the; price for almost all product increase also
	->Less profit due to increase price for the same supplier products
->They will need to increase the final price of goods to recover the GAP for supplier prices
->Less sales in the first year 

	SOCIAL
· Increasing private labels growth
· More focus on healthy foods
· Product information and safety
· Fashions/ new trends 

	->Focus on better quality products, for online products
	->Customer try to order more UK brands products on John Lewis because for external they will need to pay more for the same quality.

	TECHNOLOGICAL
· Accelerating online channels
· Rising sustainable technologies
· Website ease of use for customers
· Smartphones apps for ordering goods
· Technology for analytics and buying intelligence
· Improve more in cybercrime risk to data protection

	->Focus on better quality products, for online products
->Try to add more organic clothes with better quality

	->Using strong technologies for supplier also,


	LEGAL
· Litigations and regulation actions
· Environment regulation
· Health and Safety Regulation
Introduction of workplace pensions
	->The Company can add internal regulation, for health and safety, people, quality, cost according with General GOV Rules
	->The same rules before and after Brexit

	ENVIRONMENTAL
· Growing concern for the impact of products on the environment
· Adapting sustainability practices
· Environmental restrictions imposed by inside of country regulation

	->Laws and restrictions for recycle, 
->Dispose waste

	->Laws and restrictions for recycle,


									                 (Aguilar, 1967)
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