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REPORT

1.Introduction
This report will be written on the company Claire’s. I will be dividing this written piece into four main parts with two main bodies. The main bodies of the report will be covering the role of employees within Claire’s company, the business objective setting and methodology of completion. Additionally to this part of the report, I will be selecting the role of an employee from the human resource sector and describing in depth the skills which are necessary for the role. In the second main body I will do a SWOT analysis on the company and give a summary of the report.
This company originated from North America and as of currently it operates in over 40 different countries – including the United Kingdom. The company offers jewellery and accessories for women and children and as well as that there are some unique activities which take place in special times. One example of such activities is called Treasure Hunt and it is created with the aim to encourage more customer interest. This is one of the strategies which the store chain uses in order to make its customer base expand. 
The company is huge and it has over 2000 shops in North America and Europe with as many as 546 franchised locations in Asia, according to Claire Stores (2019). 
 
[bookmark: _Hlk16619546]2.Discussion
In every company, there are functional areas or more commonly known as departments in the company. Those functional areas are formed by a group of members who have similar developed skills and knowledge to perform a business operation (Study.com, 2018). Such operation can be marketing, accounting or finances, human resources, general company management, risk and legislation department and so on. There can be many more and this depends entirely on the type of company which operates and its business aims or objectives. 
Claire’s will have departments such as marketing, accounting, human resources and as well as that general operation. Departments such as software development, for instance, are not nearly as likely to exist in the organizational structure of the company. 
The specific department which was highlighted in the introduction as the one that will be analyzed is human resources. This department has a variety of functions but the most common summary of this sector is that it looks after the employment within the company and maintaining its good state (Scott, 2018). Without the existence of this department, the company would find it impossible to achieve its goals. 
There are six different roles and responsibilities found in the human resource department which make it as valuable as it is. They are – hiring or recruiting, employee training, compensation issue resolutions, benefit for employees, relations and legal regulations and maintenance. 
All of the job applications and approvals of potential candidates for Claire’s go through the human resource sector. Without this role existing in the company, there will be no employees or suitable ones to say the least to perform duties and accomplish business objectives. The compensations, benefits, relations and legality in terms of employee rights against and for the employer state are also found in this department and are an irreplaceable part of Claire’s. 
Training in development is also in fact a responsibility of the human resource department. This is where the newly recruited employees are introduced to the values of the company, the management and leadership style and key tasks that they will be doing (Frost, 2019). This is such a significant part of the employee state as this is the time where the new worker will really decide whether they can adopt the ways in which the company works and support the values and aims. The training in Claire’s will depend on the position for which an applicant was approved – sale assistants, managers, directors and so on. The roles will become more and highly important as the position goes further up in the hierarchal structure of Claire’s.  Nonetheless, the basic training and product learning is essential for all given positions.
The particular role that will be analysed in Claire’s will be the sales manager or sales assistant manager. This is a position which is not usually given as a job opportunity for external applicants. The basic roles of a sales assistant manager will still be to work around the shop to distribute stock, introduce clients to products and persuade them to make purchases in a subtle but good way – like a sales assistant. However, this position has more power over the rest of the sales assistants and they usually answer questions and follow customers’ needs that the assistants cannot do on their own (Workable, 2019). The managers command the assistants and report about their performance and state of the shop to the director or higher up. The managers also look after newly recruited employees assigned to work in the shop and in a way take them under their wing until the new employee is ready for more independence. This does not necessarily happen everywhere but it is a nice way of caring for other employees and making sure that even if they mess up, there is someone to help them on the way.
People who have been employed by Claire’s for a while and have the necessary qualities to be a manager are usually promoted to this position. The qualities which are usually looked for are leadership skills, persuasive sales skills, communication general skills and basic customer interaction, quick decision-making, good people management, courage and relentless suggestions of ideas for further improvement and so on (McGovern, 2019). Like other positions in the retail business, sales assistant managers do not have an easy job and they can have pressure from higher ups to increase sales through effective selling techniques. 
The training which is necessary for the assistant sales manager will be extensive work on the leadership skills. This is a very difficult skill to master as it applies differently to different employees. There are styles of managing others which can prove to be ineffective and the employees can find their new manager rude or too laid back, depending on the situation. Furthermore, the newly positioned manager will have to work to increase their speed in the workplace, whether it is distributing stock, catering for the customers or explaining what and how it is done to employees. Monitoring or observation skills are also a must as the manager has to look after the other employees and record who is doing their job properly and who is not. There are personal traits which every manager will have to work on and one of the key ones is patience. There is a lot of pressure in the shops of Claire’s or any retail shop when there are many clients. There will be days when it will be increasingly difficult to make it possible for all customers to have what they need and leave satisfied from the shop. The manager needs to understand this fact and work towards accepting it and being patient when those days occur (Administrate, 2014). Claire’s is a company which encourages innovative thinking and a manager will be more expected to be courageous and work on ideas to make the company grow and prosper further into the world. Naturally, as the company’s chain is based on franchises, there will be definite limits as to how far with innovation the managing team can go. Nonetheless, this should not be an idea in the training programme that should be disregarded at all.

[bookmark: _Hlk16619663]3. SWOT/PESTEL Analysis
This report will cover a SWOT analysis on Claire’s. SWOT stands for the company’s strengths, weaknesses, opportunities as well as threats (Parsons, 2018). The advantage of SWOT over PESTEL is that it involved both internal and external factors of the company to be analysed. The strengths and weaknesses are the internal business factors whilst the opportunities and threats are the external business factors. Claire has some particular SWOT characteristics according to Serroukh (2017).
The strengths of Claire’s as a company are that: 
· It is a famous brand and many people know it.
· Good organisations and general state of the shops which look highly maintained and professional.
· Good pricing strategy leaves many customers satisfied – the prices are labelled very meticulously on each item left for sale and the impression of price for good quality is given.
· Good organisation of events like Treasure Hunt keep customers entertained, especially given that some of the target customers are young children.
· A variety of products is displayed in the shops of Claire’s which leaves more choice at the convenience of customers.

There are some weaknesses following Claire’s company as well and they are:
· Reliance on sales staff due to the pricing strategy of the company may be too much to handle and not as efficient as it should be – staff will always be busy to engage with the clients and this leaves less time for maintenance of the shop.
· Static representation of models – the accessories are always being left in the same places and this can seem as no refreshment of stock. Clients’ interest can disappear eventually as a result of this.

Now for the external business factors, firstly the opportunities will be pinpointed. They are:
· There is a good opportunity for the company to begin a production of Loyalty cards for regular customers. If this is combined with the special events like Treasure Hunt, this can be a great way to keep the company looking fresh with new offers for the customers other than accessories. This can bring the customers’ interest back into the business organisation.
· Peak trading is also an opportunity which can be used in the future to strengthen Claire’s presence in the accessories market.

Finally, the other external and last factor is threats are they are:
· As seen in all business organisations, there are some competitors. For Claire’s, those are the local competitors which can aim to sell jewellery, accessories and others at a more competitive price.
· Department shops have been on the lookout for more introductions of accessories into them. They are also acting as competitors now and Claire’s need to focus on gaining competitive advantages in order to overcome what the competition offers on the market. Otherwise, customers will begin to look for better alternatives elsewhere and the customer base state will be significantly harmed.


[bookmark: _Hlk16619723]4. Conclusion
In conclusion, the company which was described and analysed in this report was Claire’s which is an American company for jewellery and accessories for women and younger children. There are thousands of franchises open worldwide in Europe and Asia as well. Like in every traditional other company, Claire’s has functional areas like marketing, human resources, accounting and operative management. All of the functional areas are important. The one which was selected to be evaluated in terms of why it is particularly vital for the company is human resources. This department deals with recruitment, training, compensations, relations, benefits, legislative duties and so on. Without this functional area, Claire’s will not have the right employees who will complete the business objectives which is why it is so important to have this department. In this report, the evaluated employee role for Claire’s was the sales assistant manager role which has certain qualities, qualifications and experience which are necessary for the position of a manager. Finally, the company has gone through the SWOT analysis, evaluating the internal and external factors which shape the company currently and might shape in the future as well. 
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