JOHN LEWIS 

How John Lewis support its CRM system???
How different stakeholders engaged with the CRM system at John Lewis???


[bookmark: _GoBack]Loyalty schemes have come under examination as brands look to get the most value out of their programmes. Both Tesco and Nectar have slashed the value of theirs while Waitrose has derided the traditional points-based system, according to S. Vizard. (10, 2015) 
Rewards and loyalty schemes remains the most popular mechanic for consumer to access their offers brand, John Lewis was quite late to the loyalty scheme game, launching the My John Lewis scheme couples years ago, because at John Lewis, instead of accruing points through shopping, customers were offered “ experiences”.   
The keys that contribute to John Lewis:
 Have a clear aim in the mind from the start, free tea and cake, which has a 40% redemption rate among card holders, according to Bates, John Lewis’s head of customer marketing.
 Align the loyalty scheme with the brand, the General Manager at loyalty consultancy ICLP, Mark Evans, says brand consistency has been keen to success at John Lewis.
  Test, by understanding the market and being able to adapt the scheme to offer customers the rewards they wanted, John Lewis brand believes testing was playing a serious and crucial role, state from (Vizard et al., 2019) 
JLab innovation programme, is one of the biggest keys to support John Lewis CRM system, programme which is focused on transforming the bricks-and-mortar retail experience, and continue to stretch and shape John Lewis future, sourced from (Smith et al., 2019) 
John Lewis Marketing Mix (4 Ps strategy)
The first P:
 PRODUCT:  The BRAND provides an incomparable range of services.
PRICE: John Lewis believes that fair pricing has always been the heart of their business. 
PLACE: John Lewis uses the multi-channel strategy and uses different channels to provide to its customers. (Smartphones applications to add to the convenience of their customers, also spread around YOUTUBE, FACEBOOK, and TWIITER) 
PROMOTION: Special advertising during the year end seasons.
(MBA Skool-Study.Learn.Share., 2019)
Pricing Strategy:  “Never Knowingly Undersold” 
Give customers confidence that their prices were highly competitive so there was little need to shop elsewhere and customers trust John Lewis for product quality, services and price. 
PORTER (1985), said that companies follow one of three generic strategic: low cost, differentiation and hybrid, John Lewis has long tried to distinguish itself from competition, sourced from (The WritePass Journal, 2019) 
MR. Mayfield, a former MCKINSEY consultant believes having a close relationship with stakeholders, who work in the business and understand it and a crucial reason for partnerships success is the combination of the ownership structure with the trading principles. 
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