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John Lewis
Knowledge Management

John Spedan Lewis believed in industrial democracy – where partners shared profit, knowledge and power – is a better way to do business. His unique vision means that the partnership is trusted by its members, who share ownership responsibilities, as well as its rewards. 
The power within the partnership is shared between three management authorities, the partnership council, the partnership council and the chairman.
Knowledge and power at John Lewis is part of the power through democratic attitude, and they maintain that all partners have the right and responsibility to hold the leadership to provide a valuable and satisfactory job in a successful business. 
Sharing knowledge openly in the business helps to lead excellence and commitment, and allows everyone to make better decisions.
Knowledge and engagement in a partnership are shared through three main channels – face to face, printed and digital. John Lewis Organisation has further developed the Intranet app for partners, which immediately provides partnership news to the partners ' mobile devices. 
The improved Gazette magazine and the new approach for publishing letters both on the intranet and in print were also implemented.
Induction and training are provided for each director to help them understand the work, key issues and processes and agenda of the Partnership Council and provide them with information to help them be active and contribute to Council debates. 
The Directorate recognises the speed of changing society, the retail trade, the work, and how the partnership should respond and adapt. They will try to do their best over the organisation.
Important Lines
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· "Stronger brands and new growth "
· "Better jobs, better partners, paid better 
·  "Financial sustainability" of the partnership.
· 85,500 employees are Partners in the business.
· 350+ apprentices in 2017/18
· Unlocking the partner's potential develops value by creating exceptional relationships with customers.
· John Lewis Organisation continued to invest in the real estate and online store.
· Following investments in Waitrose.com, making it easier to navigate, the online feed operation has achieved a strong increase in profitable sales of 10.9%. John Lewis ' online sales grew by 9.9% a year.
· Never Knowingly Undersold ‘continues to be John Lewis Price promise customers. John Lewis launched self-service check-in IPad and Collect orders in 140 Waitrose stores.
· Currency sales up to 61% by own exchange office
· 79 new partner roles in buying and design
· Waitrose has committed to removing black plastics from own-label packaging by 2019
· 135 new Waitrose biomethane trucks  
· 100% of own-label Waitrose tea Fairtrade Certified
· lowered the prices of hundreds of essential Waitrose products which helped to build like-for-like volumes
· John Lewis invest in skills, knowledge and technology to increase productivity to strengthen the long-term financial sustainability of the partnership
· A strong and reliable supply chain is an integral part of the success as a trader at John Lewis and carries out business relations with integrity and courtesy.
· Ambition to build an own-brand fashion
· Committed to managing waste resources efficiently, from reducing our overall usage to working with supply chain partners to extract value from waste material.







































