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The Major problem was the Decline in Sales.
Let us discuss the factors that influenced the problem:
· Vigorous Government regulations and rising in taxes & duties. (Political)
· Struggled to match with Competitors price. (Economical)
· Shift in the Life style of Consumers. (Social)
· Digital transformation & Online sales leading to loss of elderly customers. (Technological)
· Journal Strauss (2021) says JLP followed unlawful practices by paying employees less than legal minimum. (Legal) (1)
· Good on you (2021) states, JLP lacks attention to elimination of hazardous chemicals and minimizing textile wastes. (Environmental) (2)
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Potential Solutions:
Vigorous Government regulations and rise in taxes.
Solution: 

· Author Jahsan (2019) says John Lewis Partnership is reportedly mulling plans to restructure business operations to streamline office roles and cut costs. (3)
· I would suggest the same solution because by restructuring business, they can adapt themselves to Government’s new tax regulations and save revenue.

John Lewis paid below legal minimum to employees.
Solution:  
· Author Eley (2021) reports that John Lewis has promised, it could pay its 78000 staffs a bonus this year after a better than expected recovery in profits at its departmental stores. (4)
· I would suggest the same solution because the disappointed employees that were paid below legal minimum would rebuild their trust on JLP and attractive bonuses always lead to a better performance among employees.
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SWOT analysis: 
	STRENGTH
	WEAKNESS

	Possessing top brands
	Inconsistent Profitability

	OPPORTUNITY
	THREAT

	Scope to enter new markets
	Stringent laws and regulations


  



Solutions:
 Inconsistent Profitability
 John Knotts, President of Crosscutter enterprises (2020) states, building a recurring revenue model is one of the ways to troubleshoot inconsistent business revenue. (5) 

Scope to enter new market
Author Davey (2021) states JLP enters the investment market for the first time which is a part of their plan to generate more revenue outside of retail. (5)
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Monitoring the decision:
Resources:
Data, Finance, Skilled labour, Quality & HR team.
Key Indicators:
· Monthly revenue growth
· Customer satisfaction
· Employee retention rate
· Waste reduction rate


Targets:
· £200 m by 2024 & £400 m by 2025.
· Author Nazir (2021) states JLP has decided to reduce greenhouse emissions by 50% by2030 and net-zero emissions by 2050 (6)
Data Sources:
· Financial Data sites 
· Companies Revenue Survey Articles
· Business Journals
· Internal reports

Reviewing the decision:
· Is the plan equitable, with no particular groups being disadvantaged? ​
The Plan of paying bonus to their 78000 employees is certainly an equitable plan with no group being disadvantaged, because this would undoubtedly regain the trust of employees and lead to a better staff-performance.
· Is there evidence that the plan was developed with sufficient internal or external engagement?

The Decision of restructuring the business was proposed by Sir Charlie Mayfield – the outgoing Chairman of John Lewis with the internal engagement of their HR, Marketing & Finance Department. This is evident from the article published in Retail Gazette by Author Jahsan.
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Communicating the decision:
Internal Stake holders:
· Business Partners: Monthly & Annual meetings, Emails
· Managers: Weekly Meetings & Emails
· Employees –Performance review meetings (one-one) & Company’s Staff Portal.
External Stake holders:
· Customers – Company Website, Media Advertisements.
· Shareholders – General meetings, Voting by Poll.
· Suppliers – Emails, Calls, Fax.
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