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Introduction
The online marketing tool has boos up the presence of the company within the business environment and transformed shopping experience of the customers in few years of time. In this section the online selling effectiveness of John Lewis has investigated and provided recommendations for the company


















1.1 Research Question: 
Online purchasing tendency of the customers enhance their repeated purchasing intention at John Lewis
2.1 Secondary Data
According to Frias (2015), the retail business environment is seemed more competitive then it was perceived as the companies are finding new and innovative was to satisfy to make them engaged in repeated purchasing and enhance the profitability of the company. The performance of the clothing store was slowing down but the invent of internet make the retailers to open store over online and get able to reach the customers from all over the world without interacting face to face. The online customers communicate with the online based tools such as e-mail, companies websites etc. to interact the consumers. The retailer’s interest has grown to make the customers get satisfied while they perform online purchasing and engaged them in repeated purchasing systematically.
Figure 1: Operational Model of Online customer’s experience 
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					Source: (Montgomery, 2015)
There are several researches has been performed to evaluate the customers experience and the experience evaluating of the customers gain its significance from the last two decades. The customers experience is not only the reflection of the current purchasing but also it creates impact on the future sell of the store. When the customers get again and again satisfied then they get loyal customers of the company and found make themselves engaged in repetitive purchase. Halem (2011) claimed that the demand of the industry has increased significant and the retailers are very much concern to derive out appropriate literature.
The above table has been suggested that there are some cognitive factors that will enhance the satisfaction level of the customers and make them engaged on conducting repetitive purchasing.
Ease of Use
According to Maliakal (2016), the impact on the customers using different social media sites could make them get engaged with the company as they will get able to find the websites user friendly. It has found that the companies need to develop the content very easily and accurately so that the customers would get engaged with the company and conduct product purchasing. So proper development of content would satisfy the employees
Customers Reviews
The online purchase customers are more willing to give their fair comment for purchasing the product so that it will also create impact on the other customers. It find that the tendency of the customers are very significant to learn in the online review of the other customers and then get engaged of the company.
Customization
According to Ali and Sankaran (2011), the customization is also very crucial factors of the organization to make the users easily find out their products. This process reveals that the contents are very easily find out the customers and the client would be able to visit the online. The customization process greatly impact by the satisfaction of the customers.
Security
Suen (2013) claimed that the security issue is one of the key concern of the businesses and trying to minimize the level of threat over using the online service. It is very important for the company to ensure the customers get able to purchase product securely. Montgomery (2015) argued that the customers make payment through their card so the cared security agency ensure the security of the purchasing and the customers mainly want security of the right product needs to be delivered to them with free from error.
Fulfilment of reliability:
The fulfilment of consumers expectation if very significant at the time of purchasing products over online as their satisfaction varied when the find the products and if they find it about their expectation then they get satisfied for the company, Basically the employees get satisfied when they find that the company has delivered product in way that they were expected about the quality of the products.
Customers Service
Just like retail store the online customers service is also very crucial and significant for the customers and it found that satisfaction level get influenced by receiving product accurately. Basically the expectation level of the customers is very high for having the product and the services and proper customer’s service enhance the quality of the product. Frias (2015) claimed that customers service facility ensure that the customers would get satisfied. It fund that the feedback provided appropriately to the customers greatly influence the organizational service quality.
Store Offering
The online is to attract the customers and the interest of the customers would make them able to purchase the products on time. The customers are dragged to the store as in store they would appropriately find out the various options for developing the service and also make the customers to receive the product from their nearest store. The pricing strategies need to be clearly expresses in this process and need to minimize the pricing for the customers that they might get wrong strategy of product pricing.
Satisfaction:
One of the key targets of all companies is to achieve the highest satisfaction of the customers. According to Mohanraj and Shaktivel, (2016), satisfaction is a psychological state of the customers and it surrounding by the emotional state and generate positive impression of the customers. The companies need to undertake strategies first to minimize customer’s dissatisfaction by identifying their needs and demand appropriately. Basically customer’s satisfaction could be distinguished by evaluating the differences between the customer’s perception and customer’s expectation. The good perception of the customers makes them able to satisfy towards the organization and its product.
Repurchase intention
Faris (2015) claimed that satisfaction of the customers is the key issues to make the customers satisfied and also enhance the loyalty level of the customers. The online purchasing intention finds in customers ignoring the age and genders of the customers as the people from all ages and al sex group purchase the products. Still there is enough opportunity for the companies to inspire the customers to purchase from the store. 













3.1 Primary Data Collection
There are several processes followed for primary data collection. Survey is one of the key processes of data collection which directly collect from the participants and large numbers of participants engaged in this process. The data would be collected from Westfield market and would select 10 participants randomly to find out information.
Question 01: Do you agree that John Lewis online shopping facility is user friendly?
Graph 01: Online shopping facility

Findings and Analysis
According to Maliakal (2016), the impact on the customers using different social media sites could make them get engaged with the company as they will get able to find the websites user friendly. So, question asked to evaluate online shopping facility find that 70% were agreed and remaining were not.



Question 2: Do you find online review of the other customer’s before finding any product over online?
Graph 02: Customer Review

Findings and Analysis
Question asked to evaluate the effectiveness of customers review to evaluate the shopping facility find that 60% were agreed and remaining were not








Question 3: Do you easily get find out the product?
Graph 03: Effectiveness of customization

Findings and Analysis
According to Ali and Sankaran (2011), the customization is also very crucial factors of the organization to make the users easily find out their products. Question asked to evaluate the effectiveness of product and service of the company and find that 80% were agreed and remaining were not.







Question 4: Do you feel secure while shopping with john Lewis on online?
Graph 04: Security

Findings and Analysis
Suen (2013) claimed that the security issues are one of the key concerns of the businesses and trying to minimize the level of threat over using the online service. This question was asked to find out the security to the customers and find that 80% were agreed they feel security and remaining were not







Question 5: Do you always get product according to you expectation from John Lewis
Graph 05: Fulfillment of reliability

Findings and Analysis
The fulfillment of consumers expectation if very significant at the time of purchasing products over online as their satisfaction varied when the find the products and if they find it about their expectation then they get satisfied for the company. 80% were agreed that they rely John Lewis and remaining were not







Question 06: How far you satisfied with John Lewis customer’s service?
Graph 6: Customer service

Findings and Analysis
Frias (2015) claimed that customers service facility ensure that the customers would get satisfied. It finds that 40% were agreed and remaining was 60% were not satisfied with customer’s service.









Question 07: Do you consider john Lewis provide proper offer to the customers over online
Graph 07: Store Offering

Findings and Analysis
The online is to attract the customers and the interest of the customers would make them able to purchase the products on time. It finds that 40% were agreed and remaining were 60% were not satisfied with promotional offering.








4.1 Data Analysis
	Number of observation
	Maximum Responded
	(X – i)
	(X – i)2

	1
	6
	-.71
	1.42

	2
	5
	.29
	.58

	3
	6
	-.71
	1.42

	4
	7
	-1.71
	3.42

	5
	7
	-1.71
	3.42

	6
	3
	2.29
	4.58

	7
	3
	2.29
	4.58

	Total = 7
	37
	
	19.42




Mean X: 37/7 = 5.29
Median = 3 3 5 6 6 7 7 = median is 6
Mode = 3, 6 and 7
Standard Deviation:  (X-i) 2 / N = 2.77

So it found that mean is 5.29 and median is 6. Again there is three modes in this data set one is 3, 6 and 7. The standard deviation is 2.77. Chances of occurring 6 are high and the data has central tendency so it would deviate very much.





5.1 Recommendations
John Lewis needs to develop two things for the online customers of the company.
First the online feedback of the customers’ needs to improve to develop the customers service ability
Secondly, the online promotional facility for the customers’ needs to improve
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