



























Table of Contents 




Introduction                                                                                                3 



Industry analysis using porters 5 forces                                                3 – 6 



Mckinsey 7’s                                                                                             7 – 9 



Barriers to organisational culture                                                          9 – 10      



Globalisation on organisational culture                                               11 – 12 



Conclusion                                                                                               13



References                                                                                                14











Introduction 

Workplace culture is almost like the personality of every organisation. Workplace culture is something that is designed by those sitting at the top of the hierarchy. It’s something that affects the morale and engagement of every employee. It dictates the revenue rates and in essence influences the business performance and profitability. Michael Morcos (2018) 

According to Harvard business review (2020) it is said that the organisational culture is made up of the organisational beliefs, belongings and values of the people within the company.  

In this report I will be using Dunelm as an organisation to really analyse the workplace culture that Dunelm adopt. In order to do this will be using the Porters 5 forces and the McKinsey 7s framework and how that impacts Dunelm as a business, 

The report will include negative and positive of each driver from both of the above framework. 

Industry analysis using Porter’s 5 forces. 

Porters 5 forces is a globally used framework to help businesses better understand the competitive forces in the organisation which drives the business economy. This framework was first created by Michael Porter in 1979. 

Michael Porter is the professor for the strategy and competitiveness institution based at Harvard Business School. His role at the business school was leading the program for newly appointed CEO of big organisations on competitive strategy and economy.  Whilst at Harvard he took additional classes in industrial organisation economics. This set out to help model the effect of competitive forces on organisations and their profitability. It was this study that inspired the infamous porters five forces analysis structure. Harvard Business Publishing Education (2020). 

The 5 forces consist of the threat of new entrants on the market, bargaining power of buyers and suppliers, the threat of substitute products or services and the rivalry of existing competitors. 

Threat of new entrants – when new businesses that serve the same product or service as yourself come onto the market.  Relating this back to dunelm, when there are new retail businesses coming on to the market. They bring new changes into place and have new ways of doing things that put pressure of existing businesses. To remain competitive in this fierce industry dunelm group plc have to manage these challenges that they will face and build effective barriers. Fern Fort University (2020)

Dunelm can do this by introducing new products and services to entice new customers and retain old customers giving them something to be excited about. 

For example, since Covid 19 Dunelm group have introduced many different ways customers can shop with Dunelm. Dunelm offer customers a made to measure service on curtains and blinds. This service is a very bespoke service where customers come into store and have a face to face consultation with one of the experts. 

Seeing that Covid 19 Dunelm now offer the same level of service but only virtually. This is so Dunelm remain competitive with other retailers and also adapt to these current situations. This gives the customers the opportunity to still enjoy the bespoke service we offer without comprising the quality and level of expertise. 

According to Dunelm group plc website it is said that online growth has increased in sales by 4 times more than before and benefiting from Covid 19 lockdown trends. Dunelm (2020).  

Bargaining power of suppliers – when the suppliers have the power to put their prices up and still have a high number of sales. This is because the suppliers know that the product or service will sell. The way this will impact the organisation is that there is less room for the business to recoup those costs when selling to customers and making a profit. 

Using dunelm as an example and how organisations can overcome these barriers of bargaining power of suppliers is that organisations such as Dunelm, can have more than one supplier whom they use to get the raw materials from. 

Dunelm currently have a span of different suppliers they use to get the raw materials from. For example, in the made to measure department Dunelm have swatches of fabrics on display that customers can choose from to design their own curtains/blinds. The fabrics all come from different manufacturers/suppliers. 

This puts Dunelm at an advantage because this means the bargaining power of the suppliers for Dunelm are low and that some of the suppliers solely rely on Dunelm to survive. So, as a result Dunelm have to the power essentially to negotiate a suitable price for what the raw material is purchased at. 

In contrast although some of the suppliers Dunelm use the bargaining power is low some Dunelm use are high. The reason for this is because the fabric and swatches Dunelm have in store are samples. It is then up to the customer if they wish to make up curtains or blinds in such fabric, because there are so many fabrics/swatches to choose from there is no guarantee that the customer will pick a certain swatch. 

This could mean that the eventually after a trial period with a particular fabric and there are not enough sales coming through the supplier have the power to refuse continuing working with Dunelm. 

Bargaining power of buyers – this is when buyers have the power to switch suppliers or providers because they have a better deal elsewhere. Buyers really want that best product for as less as possible.

Dunelm can maintain the bargaining power of buyers to be low by building a great customer base. By doing this is gives dunelm as an organisation can streamline its sales and production process.  Using the made to measure service available at dunelm, customers can easily go to another provider to get their curtains or blinds made from Hilary’s or Blinds to go. 

However dunelm can overcome this by providing the whole package service where Dunelm fitters will do a check measure for you before purchasing your curtains and blinds, they will make the product for you as you wish and then also fit the desired product for you too. This signifies to customers that Dunelm are not just sales and target driven and rather tells customers that Dunelm will provide a before and after care when purchasing made to measure curtains or blinds. 

Threats of substitutes products or services – this is when an organisation introduces a new product that essentially does the same thing. 

Dunelm have introduced a substitute product, within the blinds range which is the faux wood effect blinds that you can purchase prepacked of the shelf. Previously dunelm would use the made to measure service to specially make customers blinds for them in faux wood and actual hard wood. The made to measure blind tend to work out three times the amount of what you could pay for something already prepacked. 

By introducing this substitute product dunelm have lost a vast number of sales in the made to measure department because customers do not feel the need to get the blinds ordered especially if it is possible to purchase prepacked of the shelf and have the cut down to size. The disadvantage with this is that the blinds will not come to your exact window size and will require the customer to cut the blind down to size which Dunelm do not do in store. For the customer this indicates that the customer will need to arrange for someone to get this done for them at an additional cost. 

In spite of the fact that Dunelm introduced this substitute product they can still expect most customers, who will want the made to measure service of ordering blinds to their exact window width size and drop without having to go through the trouble of arranging someone to cut the blind down to size. 

Rivalry competition – the competition between the organisations of the same market. According to Owler (2020) Dunelm main competitors are the likes of Furniture Village, Harveys and Sofology. 

One of the methods Dunelm use to tackle rivalry competition is by offering this made to measure service for blinds, curtains and shutters. By offering this bespoke service to dunelm customers it makes dunelm stand out from the rest. 

Dunelm also stand out from the competitors by having exclusive products from Dorma and Fogarty. Both brands are exclusive to dunelm and have grown to become one of the leading bedding brands. 

Having said the above this year Dunelm have decided to build a scale so that they can compete better with their rivals. The way they have done this is year is that for Christmas Dunelm are doing things differently. They are working closely with the local communities by wanting to sprinkle some joy this Christmas to those in need and who might have been forgotten this Christmas. This can be to elderly residents in care homes, vulnerable children and those looking for shelter. Dunelm (2020). 


McKinsey 7’s 

The Mckinsey 7’s framework is a tool widely used by many organisations that analyse the 7 key internal elements. They are Strategy, Structure, Systems, Shared Values, Style, Skills and Staff. The aim of framework is to recognise if the organisation meets their objectives efficiently.  Ravanfar, M.M (2015)

The framework was first developed in 1980 by Mckinsey consultants Tom Peters, Robert Waterman and Julien Philips. One of the main points of the framework is that all 7 elements are connected, which means changing something in one area will require change in all other areas in order to get the best results. Alshaher, A.A.F  (2013)

Strategy – strategy is a plan that organisations have in place to ensure competitive advantage is sustained and one that is successful. The plan can be made of strong vision and mission values. 

The strategy for Dunelm is to be a profitable growing business, create a brand where they become number 1 for homeware as a whole and a reputable company. This includes a reputable company for products and a place to work. 

Dunelm mission and aim are to help customers create a home they love. Recently this year dunelm reviewed their proposition to ensure it worked around customers. The new proposition also took into account the new digital platform, delivery network and building customer engagement during the uk lockdown. 

The reason for this is because Dunelm are aware of the competitive retail space they fall in, so getting the customer proposition perfect means that everything else will fall into place. 

Structure – structure constitutes of a way that an organisation divides all the different levels and departments the organisations has. By having a structure in places makes it easier to see who is accountable to whom. 

The structure for Dunelm consists of number of executives and non-independent executives. At the top Dunelm have the chairman followed by executives and non-independents. In store dunelm structure is store manager, assistant manage, team leaders and then colleagues and key colleagues. 

The structure for stores is quite straight forward and pretty much the same with most retail, in terms of whom reports to who and what they are responsible for. 

Systems – this refers to the procedures and processes you have placed in the organisation. Essentially these systems are pretty much the daily activities that take part in the day to day work. 

Dunelm have many processes in place to help with running of the day to day. One of the most when recruiting vital processes in this current situation is the Dunelm click and collect. More than ever with Covid-19 the click and collect service has been unbelievably active. During the lockdown the stores were given the updated government guidelines of restrictions the store was closed to public. However, customers were still able to place click and collect orders and pick them up from the store keeping a 2-metre distance and following the social distancing measures. 

Skills – these are the skills that staff perform very well. They refer to competencies and capabilities of the staff. 

When recruiting staff for Dunelm the attributes that they look for in employees is someone that is sociable, approachable and someone who is confident. 

Staff – this points to what type of employees and how many are needed for the organisation. Everything included such as recruitment, training, motivation and those employees will be rewarded. 

When it comes to staff, dunelm moto is “a great place to work is a great place to shop”. This can only be delivered by staff that are hardworking and committed. During the year dunelm recruited an average of over 9,500 staff across all dunelm businesses. The newly recruits were a mix of part time/seasonal contracts and full-time contracts. 

One of the most reassuring aspect of working for dunelm during the pandemic was that the organisation was generous enough to pay all staff their full pay during the months march and April 2020. By July 2020 when restrictions had been lifted and the workplace has taken the necessary measures in place in regard to social distancing. Pretty much those staff that were not vulnerable were able to all back to work in July with full pay. 
This encouraged staff to come back to work feeling lifted and back to some sort or normality. 

In regard to training at dunelm all training is provided on the job and through the online e- learning which staff can access outside of the workplace. This gives staff the flexibility to read through product knowledge at their leisure. 

Style – consists of how management manage the organisation. How top levels management influence and motivate their staff.  

At dunelm it is management responsibility to motivate and inspire their employees. They do this by having a store briefing with all staff at the start of their shift and run through the daily targets and how they can achieve this. Dunelm management are very flexible in their role. For example, even if the manager has finished their shift they are open to answer employees phone calls to get authorisation for transactions. This in itself is quite inspiring since it shows that management are happy to answer that quick question even though they are not logged in. 

Barriers to organisational culture 

There are many definitions when it comes to organisational culture. According to Harvard business review it is said that the culture of a business is made up of many factors such as values of the people who work for the business, behaviours, and just generally their common belief. All these combined creates this culture that the business work towards. Groysberg, Price and Cheng (2018). 

Organisational culture is the backbone of the business. It is thorough this culture of the business that everything happens. Such as creating a positive working environment for employees. Creating this experience for employees is the underlying goal for all organisational. The question is there is more than one way of achieving this employee experience and can come across barriers hindering this. M. Morcos (2018). 

Whether your organisation is a well-established business or a little entity starting out there will always be cultural differences and barriers. The reason for this is because there will be employees from all diverse backgrounds that have their own routine, personal beliefs and previous success. With organisational that have employees from diverse backgrounds there sure will be cultural barriers. Janes. B (2019). 

Dunelm culture is maintaining openness with employees, integrity, remaining transparent, communication and the way which dunelm act. 
Working with dunelm the last 3 years the workplace culture is very much as described as above. Where possible dunelm will try to stay as open as possible with employees and ensure they are always in the know. 

For example, during lockdown dunelm were very open with keeping employees informed of how things will look in the coming months. This meant that the management team were personally getting in touch with all employees explaining how the furlough scheme will work and for how long employees can be furloughed. Lockdown for dunelm was a stressful time for the organisation and employees because of all the uncertainty. Nonetheless dunelm made employee’s feel at ease and reassured employees that they will all get paid furlough and the company will top up the remaining so employees get a full pay. This was dunelm was of being open and honest with all employees and acted in a way where employees wanted to return to work. 

Dunelm like most other retailers carry out a yearly colleague engagement survey, where it gives employees the chance to express their true feelings about working with dunelm. Colleague engagement surveys are a great way of getting processes changed in the organisations and makes employees feel as they have been heard. 

From experience the outcomes from the survey have been implemented in the store. This has been as little as the organisation providing tea, coffee, milk and sugar in the staff along with cereals for breakfast in the staff room, to allowing employees to use their staff discount online. These changes have only happened because this has been expressed in the engagement survey. For the organisation to implement these small changes makes all the difference in the following years engagement results. 

Having said all of the above there are some factors that can affect the functioning of the culture at dunelm. These being a female store manager. Dunelm currently have a successful female running the store. However, the cultural barrier and society defines that men are expected to be tough and firm, and women to be more sensitive and focus more on home life. Mulder. P (2009). 




Globalisation on organisational culture 

According to Peterson Institute for International Economics (2019) globalisation is when an organisation takes to the next level of growing. Organisations growing their interdependency of the world’s economics, culture and population.

The effects of globalisation are many, however, here are a few main areas that have an effect on globalisation. Economy, Information Communication and Technology, Politics, Education and Business. 

Globalisation on the economy refers to trading between countries with the reduction of tariff and non-tariff barriers. 
Globalisation of information communication technology in recent years has resulted in a reduced cost since the development of the physically technology is smaller which means it will weigh less essentially reducing the costs. Technology generally obeys the obeys the law of the country where it is developed. For example, a product that suits united states of America, may not necessarily be suitable for India, due to differences in culture and education. 

Globalisation politics implies forces which restrict the changes of national government policy formalities. 

Globalisation business is perhaps the largest development of the century. It reflects the ever-growing interdependency amongst the trading, manufacturing and investment activities. 

Globalisation education is managers educating themselves with the nature to economic, transactions and overall the diverse set of players. Alli, A.M., Winter, G.S. and May, D.L., (2007)

Globalisation effects Dunelm organisational culture because the suppliers Dunelm use are not all British English suppliers. For example, the made to measure department have swatches of fabrics that come straight from India. Along with that the customer service centre is also based in India. The advantage of using a supplier for the fabric in India is that Dunelm get more for their money. The disadvantage of having some of the fabrics from India is that when placing an order, the lead time on the item may be longer than the usual. 

Dunelm as an organisation use India call centres because the running costs are much lower than what it would be to set up here in the uk. The disadvantage of this sis that Dunelm clientele may prefer to speak to someone in the UK just because they cannot understand some of their strong accent. 

































Conclusion 

To conclude statistics over the years have shown organisations that are culture focused automatically increase their revenue over those organisations that are not really culture focused. The aim for every business is to maintain this organisational culture and should be at the back of all managements mind when making changes and decisions. 

In regards to Dunelm they as a organisation have done exceptionally well during the hardship months of lockdown and adapted very quickly to the changes in how customers can still shop with Dunelm. 
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