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[bookmark: _Toc68740397]Introduction
This report is relating with the case study described which will focus on the business of “Next Plc”. In this report, we will have a look at the different business changes that relate to the global retail market with the help of some models that will later relate to business models with handling different stakeholders. We will also analyse all the competitive advantages where different models will be described in the context of “Next Plc”. At the end of the report, recommendations will be provided through which the company can perform better than the competitors in the competitive market (Loureiro, et al, 2012)

[bookmark: _Toc68740398]An Overview of “Next Plc”
“Next Plc” is a British retail company that can be categorised as multinational companies. The company was named previously as “J Hopeworth & Son” since the company was found in 1864 by Joseph Hopeworth. The company changed the name to “Next Plc” in 1982. The company retails home products, shoes, and clothes. The company has headquartered in Enderby, England, the UK. The company has over 500 stores worldwide and approximately 44,193 employees working (Thompson, et al, and 2017).
[image: Next 2007- logo.svg]
Figure: “Next Plc” Logo (Next PLC, 2018)
Mission
To be the best retailers in the world by connecting with customers
Vision
To be the most valued company in the global market

[bookmark: _Toc68740399]a. Critically analyse the changes in the last few years to their business models to self-regulate and adapt to the concerns raised by stakeholders 
[bookmark: _Toc68740400]The Changes in Retail Business
“Next Plc” has been very successful in the retail business since starting. From the start, there have been some changes now. These changes have made the retail industry more effective and competitive. Here are the changes that were made in this decade:
Being Knowledgeable about Customers and Products
Now not only the salesmen need to have detailed knowledge about the products but also the managers and other employees also need to be which must be with the customer demand function. “Next Plc” has been a very good company where managers, leaders, and every other employee are knowledgeable about the products (Lüdeke-Freund, et al, 2018).
[image: How to Create a B2B Omni-Channel Marketing Strategy | Right On Interactive]
Figure: Omni-channel Marketing (Loureiro, et al, 2012)
Omni-Channel Marketing
Customers are now technology-based and also try to observe products physically. Omni-channel marketing helps a customer to reach the store from anywhere and any channel that centres at one store. “Next Plc” has a very good Omni-channel marketing system through both online and offline platforms (Next PLC, 2018).
Online Customer Relation Approach
Customers now prefer the online platform to offline ones where it is easy to order and browse through products. All the companies including “Next Plc” are now going online with offline stores to increase the business approach (Thompson, et al, 2017).
Review-based Business
Reviews are seemed to be very important in business now where the customer decides whether the company is good or bad. Good customer reviews on business are more preferred to customers and bad ones are less preferred. “Next Plc” has a very good review that has made their business more valued in the market (Urbinati, et al, 2017).
[bookmark: _Toc68740401]Different Types of Business Models
As time is going forward the world is improving and business is also improving where different companies use different strategies and business models. “Next Plc” can also use these models to bring a boost in business. Here are some business models:
Bundling Model
This model focuses on selling more than one products at once where the bundle will be considered as a single one. This bundle will be less expensive than the cost of the products as a separate single product e.g. “Adobe” Creative Suits, “Burger King”, etc. This model can be very good in business because it can attract potential customers of “Next Plc” (Upadhyay, et al, 2021).
Razor Blades Model
This is a most known effective model from the past that tells about offering a cheaper razor where the replacement blades have more cost. It is like selling one cheap product and for the compliment and replacement of a part; the part is sold at a higher rate. For example, “Xbox”, “Dollar Shave Club”, etc. “Gillette” first used this model in their business. “Next Plc” can use this for better sales volume (Lüdeke-Freund, et al, 2018).


One-for-One Model
The one-for-one model is one kind of social marketing type of business model that tells the business to donate one item for the poor or homeless people when one customer buys a product or the business donates one item for charity. For example, “TOMS”, “SoapBox”, etc. “Next Pl” can use this model so that the company can increase the social value in business (Next PLC, 2018).
[image: BMI's 55 Pattern Cards: Razor and Blade — Business Model Innovation Lab |  BMI Lab | Spinoff from the University of St.Gallen]
Figure: The Razor-Blade Model (Loureiro, et al, 2012)
Retailer Model
This model is one kind of the last linkup of business to customers in a supply chain so that the business can sell the products at such a price that will benefit both the production company and retailer company. For example, “Target”, “BestBuy”, etc. “Next Plc” already uses these business models as they retail shoes, home appliances, and clothes (Thompson, et al, 2017).


[bookmark: _Toc68740402]Product Life Cycle
Business models must be analysed and adapted based on the product life cycle. Here is a product life cycle with the four stages of it based on the context of “Next Plc”:
[image: ]
Figure: Product life cycle (Liang, et al, 2018)
Introduction
In this phase, “Next Plc” will introduce them in the market. Here the company will make slow progress in business through gaining new customers. In this stage, the company must use a bundling model so that the company can increase sales (Upadhyay, et al, 2021).
Growth
In this stage, “Next Plc” will have vast growth and sales with a flock of new customers. The company will have more customers in this stage and have to retain those where the company should take razor blade model to increase the sales and retain customers (Huang, et al, 2015).
Maturity
In this stage, “Next Plc” has a matured product when the product has reached its maximum potential. The company should undertake a new product and use a bundling model and one-for-one model (Urbinati, et al, 2017).
Decline
In this stage, “Next Plc” is going to lose the value of the product so the company needs to retail a complementary product. In this stage, the company can use both the bundling and retail business model (Loureiro, et al, 2012).
[bookmark: _Toc68740403]Different Stakeholders in Business
There are different kind stakeholders in business that impacts heavily on business where the business model implies. Here are some of the stakeholders in the business of “Next Plc”:
Customers
Customers are the main stakeholders that a business is made based on. Customers’ stake in “Next Plc” is the quality and value of products and services (Lüdeke-Freund, et al, 2018).
Employees
Employees are the blood in an organisation where they operate the whole business process. The stake of employees is income and employment safety (Thompson, et al, 2017).
Investors
Investors are one of the main sources of finance that determines the financial state of the company. The stake of investors in “Next Plc” is financial returns from the company (Ghisellini, et al, 2016).
[image: Stakeholder Diagram - Types of Stakeholders]
Figure: Stakeholders (Liang, et al, 2018)



Suppliers and Vendors
Suppliers and vendors are those who supply the product and raw materials in a business organisation. The stake of suppliers and vendors in “Next Plc” is the revenues and product safety (Upadhyay, et al, 2021).
Communities
Communities are the people who live beside the factory or shop in a country or region that has an impact on the business with social value. The communities in “Next Plc” are health, environmental safety and economic development (Next PLC, 2018).
Government
Government is the top ruling and regulating authority in any country or regions that also controls the business. The government’s stake in the business of “Next Plc” is taxes and GDP (Huang, et al, 2015).
[bookmark: _Toc68740404]Stakeholder Power-Interest Grid
Stakeholders in “Next Plc” has different applications where they are needed to be handled based on their power and interest. Here is a power-interest grid in the context of “Next Plc”:
[image: Stakeholder Analysis - Project Management Skills From MindTools.com]
Figure: Power-interest grid (Urbinati, et al, 2017)
High Power Low Interest
These stakeholders in “Next Plc” that have high power and low interest are in this grid e.g. government. These are needed to be kept satisfied.
High Power High Interest
These stakeholders in “Next Plc” that have high power and high interest are in this grid. For example, customers, investors. These are needed to be managed closely.
Low Power High Interest
These stakeholders in “Next Plc” that have low power and high interest are in this grid e.g. suppliers. These are needed to be kept informed.
High Power Low Interest
These stakeholders in “Next Plc” that have low power and low interest are in this grid e.g. community. These are needed to be monitored with minimum effort.


[bookmark: _Toc68740405]b. Critically explain if these changes give some form of competitive advantage position and provide recommendations to the management 
[bookmark: _Toc68740406]Competitive Advantage
Competitive advantage means the advantage of an organisation over its competitors in a market. This allows a business to make more sales than the competitors and being more profitable in the market. “Next Plc” seems to have a good competitive advantage but still lacking in some places. This can be measured through different tools like SWOT, PESTEL, and Porter’s Five Forces (Thompson, et al, 2017).

[bookmark: _Toc68740407]SWOT Analysis
SWOT analysis is an effective way to bring up a good analysis about the internal environment of an organisation for competitive advantages. Here is a SWOT analysis based on “Next Plc”:
[image: What is SWOT Analysis]
Figure: SWOT Analysis (Upadhyay, et al, 2021)



	SWOT analysis of “Next Plc”

	Strength
The main strength of “Next Plc” is the company’s strong brand portfolio in retailing. The other strength is the strong free cash flow in the company that makes them create immediate cash transactions (Urbinati, et al, 2017).
	Weaknesses
“Next Plc” has a low contribution margin with a small margin. Another weakness is the higher day inventories than the competitors (Lüdeke-Freund, et al, 2018).

	Opportunities
Good use in technologies and higher market share can be a vital opportunity for “Next Plc”. Online market growth can be a potential opportunity to utilise for the company (Ghisellini, et al, 2016).

	Threats
The rising pay scale in developing countries is a potential threat for “Next Plc” that will increase the cost (Loureiro, et al, 2012).




[bookmark: _Toc68740408]PESTEL Analysis
PESTEL analysis is an effective way to bring up a good analysis about the external environment of an organisation for competitive advantages. Here is a PESTEL analysis based on “Next Plc”:
[image: The Importance of a PESTEL Analysis]
Figure: PESTEL Analysis (Liang, et al, 2018)
	PESTEL analysis of “Next Plc”

	Political
	The political instability in Asian countries has been a major problem in the business of “Next Plc”. The company also had issues with the tax rate for the “BREXIT” (Next PLC, 2018).

	Economical
	Different country has a different type of economies and GDP that makes the company little bit unstable in managing the global business. The inflation rate increase in South Asian countries was a major drawback for the company (Huang, et al, 2015).

	Social
	Social factors were always been important to “Next Plc”. The company donated a vast amount of relief in South Asian countries during the Covid-19 pandemic (Liang, et al, 2018).

	Technological
	“Next Plc” has been a little bit lagging in technological advancements. The company is still learning and adapting some technologies but it is too slow (Alhola, et al, 2018)

	Environmental
	“Next Plc” is environmentally sustainable as they use disposable paper bags for packaging. The company also arranges different environmental programs every month (Loureiro, et al, 2012).

	Legal
	Legal issues and lawsuits have been a major problem for “Next Plc”. The company has a rise in expenses because of the pay act update (Thompson, et al, 2017).









[bookmark: _Toc68740409]Porter’s Five Forces 
Porter’s five forces is an important tool that determines the position of a company in the market. Here is the model based on the context of “Next Plc”:
[image: Porter's five forces analysis - Wikipedia]
Figure: Porter’s five forces (Urbinati, et al, 2017)
The threat of New Entrants
New entrants always come with different innovative products, services and marketing systems. “Next Plc” has a major threat on new entrants because most of the new retailing companies come with more advanced technologies that attract customers (Thompson, et al, 2017).
Bargaining Power of the Buyers
The power of buyers is very important whether the buyers can buy or not must be considered. “Next Plc” always considers this and keeps every customer in mind which is making the company keep every kind of products (Lüdeke-Freund, et al, 2018).
Threat of Substitutes
Different services through online business or e-commerce can be a primal threat for “Next Plc”. These companies or businesses have vast use of technology that makes them stronger (Liang, et al, 2018).

Bargaining Power of the Suppliers
The bargaining power of suppliers is an important factor that determines the buying power of a company. The suppliers in “Next Plc” are very good at bargaining (Next PLC, 2018).
Industry Rivalry
There is strong competition among existing competitors in markets e.g. “BestBuy”, “Tesco”, etc. These businesses have strong competition with “Next Plc” (Loureiro, et al, 2012).

[bookmark: _Toc68740410]Recommendation
Through these analyses, we can assume that “Next Plc” has many lacking in the business that made them lag in the market. The company must ensure the best use of technology in their business process so that the company can bring up the best services. The company also needs to reduce unwanted costs and approach more customers with strategy (Alhola, et al, 2018).

[bookmark: _Toc68740411]Conclusion
From all the above discussion about the case study, we can conclude that “Next Plc” has a very good business in the global context and has some business models to use in the market with properly handling stakeholders. We also made an analysis that has made us clear about the company’s competitive position in the market where the company’s faults were recognised and solution recommendations were provided. Overall, the report enabled us to make a brief overview to understand the company (Loureiro, et al, 2012)
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