Task 4:
Conclusion
 John Lewis staffs and other rival chain shop workers have a 2 major significant differences which are:
· The end of the bonuses
· Percentage partnership
The founder of John Lewis introduced the partnership scheme. He made the partnership scheme both commercial and democratic. He also gave up his personal ownership rights to allow future generations of John Lewis employees to take forth his experiment in industrial democracy.
This benefit allows the employees/owners to put their heart in, to drive this retail organisation successfully towards UK’s no.1 retail outlet.
Which takes us  toward the end of the year bonuses. 
The employee/owner sector delivers estimated 4% of financial success annually in John Lewis, this contribution is growing. This helps by looking ahead and trying to predict what the world might be like in 2028 (100 years), we are able to make better decisions now about how we run our business for the beneﬁt of Partners, customers and society.

Recommendations:

Against a challenging backdrop with subdued consumer demand, both Waitrose and John Lewis achieved positive like-for-like sales growth and Partnership gross sales increased. Their  overall number of customers grows in Waitrose and in John Lewis. The number of higher spending ‘Best’ customers grew in Waitrose and edged backwards in John Lewis. It been tracked like this because the organisation wants their new propositions to appeal most best to their customers. Net Promoter Score identiﬁes how strongly a customer recommends them to a friend. The fell in Waitrose consumers due to the short-term operational impacts from signiﬁcant changes in the shop structures and operating models but increased in John Lewis. In both Divisions,  they have continued to focus on putting customers at the heart of what have to be done.
Reporting of this KPI was implemented within the Partnership alongside the transition to the It’s Your Business 2028 strategy. KPI data has therefore only been reported from 2015/16 onwards. A s time passes the level of data available on customer spend increases; primarily returns data and the ability to link spend to a speciﬁc customer. The historical KPIs are therefore restated each year to reﬂect the most recent data available. This data can be used to track and overthrow any setbacks in the future. For both Waitrose and John Lewis.
[bookmark: _GoBack]John Lewis are having strong years, outperforming the market and growing market share in Fashion, Home, and Electricals & Home Technology. They also grew sales, operating profit, customer numbers and our Net Promoter Score. Their performance can reflects their relentless focus on putting customers at the heart of what they say and do by offering them products that they cannot buy anywhere else, delivering hassle free shopping experiences and inspiring and delighting them through in-shop experiences.

