Demise of John Lewis – Solution Presentation

	Problem identified: Sharon White’s inability as a leader to be innovative due to her lack of experience in the private sector and loyalty to previous CEO as Sharon was heavily backed to succeed as CEO.

Possible solutions: Replace Sharon with a person who has more experience in the private sector who is willing to challenge existing practices, introduce new lines in line with social trends and consumer habits, introduce a budget line to appeal to working class whilst using John Lewis Partnership name to enhance its reputation, implement a robust online platform.

Decision implemented: Introduce a budget line in order to attract a portion of the market share of the working class. 




	Monitoring the decision:

	Resources:
Project manager. Van Oech (1986) explained how a Warrior is needed to ensure a plan of action is implemented and addresses any issues that occur
12 Online sales representatives to help with order processing
IT team to create section on existing website for the new range
Source a supplier to provide lines that will be sold under budget brand name
7500 sq ft Warehouse to store goods from supplier
25 Warehouse staff ranging from manager to operators and a caretaker. 
Packaging machinery to distribute orders
Financing of project – Financed by John Lewis or seek bank finance (Loans)





	Key Indicators:

Sales figures/Profit reports
Web Enquiries – Monitor visits to the website to obtain traffic volumes.
Orders – Order figures will help with highlighting trends and what to purchase in future supplier orders.
Footfall – Monitor increase of visitors to stores. This could indicate if John Lewis stores could implement an instore section or open smaller stores to cater for this new range.
Time/Budget to ensure the project remains on time and within budget


	Targets:

Increase web enquiries by 20% within 6 months 
Achieve 500 orders with 1 month
Increase profit 10% month on month



	Data Sources:

Internal sales reports – Provides sales figures, turnover and profit
Website traffic – Check if we are receiving a sufficient number of visitors to the website 
Order database – Identify buying trends in order to meet supply and demand


	Reviewing the decision:

	(Write here how you will evaluate/review the problem. What questions will you ask? Etc)




Is the plan appropriate for your company's goals? – It can be viewed as moving away from John Lewis’ target customer base due to history of focusing on middle class. Working class people equates to 60% off the population equalling over £35 billion pounds of NDI to explore

Are there clear goals and measurable objectives? SMART Targets set a clear vision of what we are looking to achieve and illustrates a timeframe.

Is there evidence that the plan was developed with sufficient internal or external engagement? SWOT and PESTLE analysis encourages to look at internal and external factors and develop conversion strategies.

Is there a “Plan B” if this idea does not achieve it’s targets? Decision matrix has provided a number of options to explore should this not achieve its aims satisfactorily. 

Is the budget flexible enough so that if we are achieving our SMART targets we can adjust to enhance the business plan? Unable to determine this at this stage. 




	Communicating the Decision:

	Internal Stakeholders

Senior Management – Online meeting to provide weekly updates of progress

Staff – Initial meeting with follow up emails. Intranet announcement. To be communicated monthly with regards to progress.











	External Stakeholders

Customers – Social Media Platform to advertise. This can be communicated adhoc as and when appropriate.

Suppliers – Contact via telephone and emails. Initially weekly reduced to communicate adhoc when need arises.

Local Government – N/A

Community Groups – N/A

Creditors – Finance may be required to purchase goods to implement new range. Weekly communication via emails.



