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T.M Lewin Shirtmaker is a menswear retailer founded in 1898 which is facing serious financial difficulties due to many factors that will be outlined in this report. 
One of the main issues has been the pandemic, ‘the outbreak of coronavirus (Covid-19) has created a business crisis for organizations globally’ says Krishna (2020), and T.M Lewin has been affected in many ways by this.
We will explore what the causes of the problem are, as well as their overall impact on the company and their staff, by using PESTLE and fishbone diagrams to visualize and breakdown the different factors for further explanation. 

After understanding the scope of the situation, we will debate about different solutions, compare them to each other, and establish a plan to implement the best decision as well as a way of managing it closely to ensure it is effective and be able to make changes if necessary.


[bookmark: _Toc120363226]What is the problem?

‘Businesses always have to evolve, sometimes very quickly’ Moore (2021).
The business world is an ever-changing world that needs constant adaptability and improvement by organisations if they want to stay competitive and relevant in their market. An easy example of this we have seen over the past two decades, are websites and the rise of the internet. Most business owners back in the 1990s did not have websites, but just 10 years later they would have been expected to own one and market themselves in that way in order to stay relevant. 

10 years later, having personalized apps became the new standard. And much like before, in the years of the pandemic businesses need to adapt yet again if they want to survive. Bock and George (2017) say ‘CEOs need business models to adapt to socio-demographic change.’ 
The surface problem T.M Lewin is experiencing is a decline in profits through the lockdowns, sales have been greatly affected due to the lockdowns and the tight economic situation that most customers found themselves in.
However, the deeper issue is that they have failed to adapt to a changing environment to prevent getting into that situation, as many other businesses made it through the pandemic and survived, albeit with an open-mind and heavy change in policies.




[bookmark: _Toc120363227]Nature of Declining Profitability 

The decline in sales and profit can be attributed to a few different reasons mainly linked to COVID and the impact it had, but different in their own ways.
These are:
· An affected supply chain due to massive layoffs and lockdowns over the world, many other businesses such as manufacturing and transporting have been negatively affected and had repercussions on retailers. ‘The global spread of the novel coronavirus has had a devastating impact on supply chains’ as researched by Chowdhury et. Al (2021).
· Customers prefer online shopping to physical shopping. As shown by a study from Hashem (2020) ‘COVID19 pandemic managed to change customer behaviour towards depending more on online shopping and e-payment methods’. This behaviour was already growing as customers got accustomed to having the opportunity of obtaining their services and products without having to leave the commodity of their homes, but it was greatly enhanced due to health concerns, lockdowns and the lack of local stock at certain points of the pandemic.
· Prices are too expensive, due to the supply chain issues, the layoffs, and the economic instability brought by the pandemic, prices have risen, and people cannot keep up with them, with most governments having to give out stimulus checks to help the population stay afloat in the uncertainty of it all. Kim and Lee (2021) ‘various countries have implemented transfer programs to individuals since the Covid-19 outbreaks’.
· Customers are uncertain about their job and economic safety, which leads to people deciding to cut unnecessary costs and saving money in case they might need it later for essentials. T.M Lewin’s products are mainly menswear formal shirts and suits, which are non-essential items and therefore one of the first things people forgo when budgeting.
· Inflation is higher than wage increases, meaning cost of living is increasing every year and people’s salary cannot keep up, this effectively reduces the buying power of the average customer and may lead to less sales.
· The main customer base of T.M Lewin is businessmen and corporate workers who dress formally and attend the office daily. However, with the increase of tele-work due to lockdowns, the main customer base has been reduced as the need for formal menswear is lower than before. ‘Lockdown during the COVID-19 pandemic meant an adieu to formal wear’ says Zalewska (2020).


[bookmark: _Toc120363228]Impact of declining profitability

The decline in profit is affecting both the organization and the employees of T.M Lewin
[bookmark: _Toc120363229]Impact on the company
The mass layoffs and huge re-structuring that the company is forced to go through, can give a bad reputation and bad PR to the organization because people will come to see them as unstable and not reliable, this might turn away potential talented workers from wanting to work with them.	
Company growth is halted, where they should be growing and opening new establishments at new locations, they are instead forced to close down the non-profitable premises or the low profit premises to try and save funds, reducing their reach and their monopoly in the market.
Stock value of the company plummets due to the previous factors, which can start a cycle of stockholders selling off their shares and lowering the value further as the company begins to be seen as a failure, stopping potential new investors from being interested.
[bookmark: _Toc120363230]Impact on the staff
A lower demand of their product leads to lower revenue and profit, which in turn means the company requires less workers as less sales are being made and the company cannot justify keeping so many Paychex active. This can lead to mass layoffs which negatively impact the personal lives and financial stability of ex-employees and their families.
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With this PESTLE analysis of the different factors affecting and causing the decline in profitability, we can delve deeper and breakdown the reasons in a comprehensive way to help find a solution for declining profits, since the first step is understanding the cause as well as possible. PESTLE ‘is a good way of ensuring one has captured all potential risks and issues’, says Rastogi and Trivedi (2016).
[bookmark: _Toc120363232]Political
The main political factors are the lockdown mandates and social distancing policies which make it harder to operate business as usual and, in many cases, forces complete closure of the business for long periods of time, yet office rent and maintenance bills are still paid every month.
Trade restrictions due to Brexit or other policies are also affecting the ease with which the company can get the necessary materials for their products. In their research, Dhingra et al. (2018) find that ‘Brexit will reduce economic integration between the UK and the EU’ and explain that this reduction leads to lower volume of trades and more barriers in trading.
[bookmark: _Toc120363233]Economic
Economic factors range from financial instability, to buying power and supply and demand.
Due to massive layoffs all over the industry and inflation being too high, there is financial instability which affects the business’ capability of making profits. The buying power of the populace is also lower than before which leads to a lower demand meaning less opportunity to make sales and profit.
[bookmark: _Toc120363234]Social
Social factors are customers worried about their health and following government and health guidelines to social distance and to avoid physical shopping, if possible, this is because ‘social distancing is one of the most effective measures to reduce the spread of the virus’ (Qian and Jiang 2020) which makes it hard to sell shirts since usually people need to have their measurements taken or try out the clothing before purchase. It also means people go out less often which lowers demand of menswear.
[bookmark: _Toc120363235]Technological
People over the past decade have gotten used to shop online rather than physically, which means retailers need to adapt and create a strong online market to reach a wide audience.
[bookmark: _Toc120363236]Legal
Legal factors relate to employment laws and health and safety laws which dictate regulations the business must follow that can impact functionality, such as having to follow lockdown procedures meaning no staff is available to work.
[bookmark: _Toc120363237]Environmental
Environmental factors that lower profit are the location of shops and how dense the population is around them, which is a main factor deciding the potential amount of customers.





[bookmark: _Toc120363238]Fishbone Diagram

[image: Diagram

Description automatically generated]

In this fishbone diagram we can visualize the issues which lead to lower profits 
[bookmark: _Toc120363239]Supply chain
There is delays in deliveries which contribute to lower production or low amount of inventory at any given time.
[bookmark: _Toc120363240]Online shopping
There is a preference for online shopping by customers and T.M Lewin lacks a stronger online marketing strategy.
[bookmark: _Toc120363241]Low demand
Formal menswear is a non-essential product so it gets tossed aside easily, the main demographic which is businessmen have not as much of a need for it either since they work from home through the pandemic.
[bookmark: _Toc120363242]Instability
The economic instability caused by inflation being too high and wages failing to keep up, and massive layoffs across every industry is contributing to the lack of profit.
[bookmark: _Toc120363243]Pandemic
Social distancing and lockdowns are keeping people away from physical shops which makes it more difficult to sell anything.
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· Getting more base materials from more providers to keep production steady
· Growing the online marketing to reach a higher audience
· Lower prices to be more affordable
· Expand to more casual products like shirts to match current needs of customers
‘Purchasing from Facebook marketplace remains constant’ through the pandemic as shown by Food Standards Agency (2020). This reinforces the idea that online marketing is the way.
[bookmark: _Toc120363245]Growing the online market
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Plus 17 – Minus 13 = Total +4 
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Online marketing has the highest score of my PMIs so it will be the chosen solution for the company’s recovery.


[bookmark: _Toc120363249]How to implement the solution

To implement the solution T.M Lewin should hire a team of digital marketers as well as software developers so they can work together in building and improving an online shop and promoting with ads in the appropriate web spaces. This will lead to increased exposure and will revive the customer base if done properly.
[bookmark: _Toc120363250]How to measure effectiveness

To understand whether this solution is working appropriately we can ask the software developers to track basic web traffic data such as: 
· Amount of people who clicked the e-shop 
· Amount of visitors who created an account
· Amount of sales made
· Amount of views per item
· Amount of first time and return visitors to the web
· Amount of reviews and feedback
In this manner we can measure the success of the e-shop by looking at how many users it has reached and which interactions these users had with our shop.


[bookmark: _Toc120363251]Conclusion

T.M Lewin have faced great challenges due to the pandemic which requires them to adapt greatly in their business model to be able to survive. The main issues have been supplying chain failing and inflation which also affects them because they are selling non-essential items.
To adapt to this and prevent the downfall of the company and staff, they need to consider different options out of which growing an online market seems to be the best. 
In order to do this effectively a team of digital marketers and software developers needs to be hired to promote the company in the web, and to ensure smooth functioning the web visitor data can be tracked and recorded to visualize the effectiveness of the online marketing and how customers interact with their products.

[bookmark: _Toc120363252]References

Bock, A. J., & George, G. (2017). The Business Model Book: Design, build and adapt business ideas that drive business growth. Pearson UK.
Chowdhury, P., Paul, S. K., Kaisar, S., & Moktadir, M. A. (2021). COVID-19 pandemic related supply chain studies: A systematic review. Transportation Research Part E: Logistics and Transportation Review, 148, 102271.
Dhingra, S., Ottaviano, G., Rappoport, V., Sampson, T., & Thomas, C. (2018). UK trade and FDI: A post‐Brexit perspective. Papers in Regional Science, 97(1), 9-24.
Food standards Agency (2020). Covid-19 Consumer Tracker Waves 1 and 2. Available at: https://www.food.gov.uk/sites/default/files/media/document/covid-19-consumer-tracker-report.pdf Accessed: 30th October 2022.
Hashem, T. N. (2020). Examining the influence of covid 19 pandemic in changing customers' orientation towards e-shopping. Modern Applied Science, 14(8), 59-76.
Kim, M. J., & Lee, S. (2021). Can stimulus checks boost an economy under COVID-19? Evidence from South Korea. International Economic Journal, 35(1), 1-12.
Krishna, S. V. (2020). Changing business strategies during pandemic COVID-19. IOSR Journal of Business and Management, 22(5), 33-36.
Moore, Clare. (2020). Embracing The One Constant In Business: Change. [blog] Forbes. Available at: https://www.forbes.com/sites/forbesbusinesscouncil/2021/03/30/embracing-the-one-constant-in-business-change/ Accessed: 7th November 2022.
Qian, M., & Jiang, J. (2020). COVID-19 and social distancing. Journal of Public Health, 1-3.
Rastogi, N., & Trivedi, M. K. (2016). PESTLE technique–a tool to identify external risks in construction projects. International Research Journal of Engineering and Technology (IRJET), 3(1), 384-388.
Zalewska, A. (2020). Loss and revival of visual identity: Inner work with clothing. Clothing Cultures, 7(2), 177-189.


2

image3.png
Plus

Minus Interesting

Re-training staff -4

No face to face interaction
=

Have to re-think delivery
methods -5

New staff for customer
service -2




image4.png
Plus

Minus

Requires a big investment
5

Uncertain results -3

There is staff shortages 2
Increased storage space
necessary — 2

Difficulty transporting new
stock -3

Interesting




image5.png
Plus

Minus Interesting

Significantly lower profits
Difficulty to maintain
current salaries -4

Sales will drop after the
novelty of discounts

‘wears off -2




image6.png
Plus Minus Interesting

Cost of producing new
stock -2

Cost of new staff -2
Marketing campaigns -3





image1.png
el ]

- Frequent
lockdowns

- Social distancing
- Tax policies

- Health measures
- Trade
restrictions

- Brexit

- Layoffs
- Decrease of
demand

- Inflation rates
- Disposable
income

- Job insecurity
- Financial
instability

- Demographic of
customer

- Changing
preferences of
customer

- Health
consciousness

- Staff training

- Increase of
online shopping

- Public online
image

- Technological
awareness of staff
- Supply chain
re-structure

- Lack of online
presence

- Employment
laws

- Government
guidelines

- Health and
safety laws

- Pandemic
situation

- Population
density

- Location of
shops.




image2.png
Online
Shopping

Supply chain

Delays in deliveries

Preference for online shops Non-essential product

Lower production Lack of online marketing Main demographic loss

Massive layoffs Lockdowns

Inflation higher than wages Social distancing




