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Introduction 
In this report, the problems of an organization, named Next plc will be discussed. Next plc is one of the largest retail brands in the UK especially in the business of clothing and footwear. This organization is hugely diversified and has almost 700 outlets across the globe. However, with the time, the business is going through some problems regarding some issues in the operations of the business and to find those issues which are causing problems and analysing those problems is the main motive of this report. Along with the problems of Next plc, the solutions to those problems will also be provided. Due to those problems, stakeholders of the business is also suffering which is a not sign for the business. Hence, the business immediately solves the issues with the investors of the business to grow more. 
[bookmark: _Toc88241087]Problems of Next Plc
The problems which Next plc is facing is mostly from the retail distribution of the products of the company. There are several problems which Next plc is facing currently. Among all of those problems, the major problem is the reduction of sales due to less consumer spending. This reduction of sales has declined the profit of the business as well. Along with that, the company is facing major issues in running the supply chain of the business as well. The supply chain is not performing as per its total potential and due to that, delivering of the products sometimes takes more time than usual (Moagar-Poladian, Dumitrescu and Tanase, 2017). Sustainable competitiveness needs to be achieved during the time of the global crisis which right now every company across the globe is facing. Apart from those problems, Next plc is also suffering from the problem of promotion. The business has found it difficult to promote the products and make aware the customers about their products. Collectively all those problems make a huge impact on the business of Next plc. In a business like this large scale, there are a lot of investors involved in the business (Stevenson and Cole, 2018). However, with the downfall of the business and with the tough competition in the market the investors of the business are not happy. This became a major issue of the business as well. Having problems in the organizations need to be solved as early as possible. To solve the problems of the organization, decision making is crucial. Those decisions made by the authority of the business can change the fortune of the business. To make a decision, proper analysis of the problem is important. In the case of Next plc, they are facing problems with the retail outlet of the organization. Downfall in the sales and inefficient supply chain is the main cause of the problem. Due to this problem, the investors of the business are also not happy with the business. Those problems need to be solved and for that by focusing on removing those problems, decision on those aspects is crucial. However the decision should not be like that which can produce better profitability for Next plc. 
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No room for growth
Improper decision making
Long work hours
Reduction of sales
Promotion problems
Employee dissatisfaction
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Solutions of the Problems of Next Plc
The problems mentioned above need to be solved. After analysing the challenges or the problems, the solutions of those problems are provided. The solutions of those problem are:
1. Due to the COVID 19 pandemic, the world economy has become weakened and it creates an economic slowdown. At this time, all the businesses across the globe are finding it difficult to run a business (Ouden, 2021). Like other companies, Next plc should focus on more sales to survive in this situation. However, at the same time, people also do not have that much money, thus the consumption is less. In this situation the business expands their business in another market as well. To overcome this problem, if possible the business can reduce the price of the products by maintaining their margin. This might help the business to grow its sales and attract much more customers. Hence it will help to increase the revenue of the business as well as it will also help to increase the market share. 
2. Sustainable competitiveness is also a major concern for Next plc. To survive from this problem to make the business sustain the business has to make the business model different from other competitors so that other competitors can not match up with Next plc (Komarova and Ustyuzhanin, 2017). The easiest way to do that is to make a large number of varieties of the products which others are not producing. This will help to get a new market as well as it will help to increase the profit of the business as well. Sustainable competitiveness can only obtain by making different and uniques products and delivering those products to the customers. This practice helps the business to get a large market share with a lot of potential in the market. Thus, it can be a good solution for the problems of Next plc. 
3. The problems of the business associated with the investors are mainly due to the downfall of the business. Declining revenue of the business is not exciting for the investors and hence they are losing interest from the business. The solution of the problem is only to make profits by increasing the sales of the products (Kunc, 2019). The business has to find out the resources through which the sales of the products can be increased. For expanding the business, Next plc has to launch new products and most importantly the different products to attract customers as well as the business has to enter into the new market to get new sets of customers irrespective of the different geographical areas. 
Those are a few of the solutions to the problems mentioned above. However, many other different solutions can also be taken by Next plc, depending on the objective or the goals of the business. The solutions are very much essential for the business to be in the market. By implementing those solutions, Next plc can gain their positions in the market and perform accordingly for the growth of the business as well as to be the market leader in the business.
Among those three problems mentioned above, bad management and the unsupportive boss is responsible for the declining in the growth of the business. The recent management of the organization miserably fail to make a good relationship with the investors and also unable to handle the business challenges as well.  Proper management can make profits for the business. Due to poor leadership in the organization, there are some lacks in the overall communication and which makes a significant negative result for the company. The management should be more strict and effective as well as the management should be cordial with the investors and the employees so bring out the best from them. 
[bookmark: _Toc88241089]Implementation of Solution 
After finding the solution to the problem Next plc is facing, the important thing is to implement those solutions in the organization for removing the problems of the organization. The implementation of those solutions can be done in several ways. The business can launch new products to compete with the other companies in the business by maintaining a huge variety of stocks. During the COVID 19 pandemic, the business was hit in several ways and it impacted the sales of the business. The major problem is in increasing the sales of the business that the people do not have that much money due to the global economic slowdown of the pandemic. Hence, the business should think about the expansion of the business in the different countries and zones as well as generating more revenue (Byun et al., 2020). Along with those, Next plc can also ask for more money from the investors in order to make a strong digital platform which in return will help the business to promote their business globally and due to that the business can be able to generate huge revenue in return. In today’s time and after the global pandemic, the business is running on digital platforms instead of focusing on retail stores (Collins, 2019). Hence the business should fund more regarding managing the funds for the promotion of the products. This marketing skill is very helpful for the business as well as for the stakeholders of the business as well. Apart from that, another solution to the problem of suppliers and regarding the supply of the products, there are many suppliers and those suppliers are not getting many orders hence, the suppliers are facing problems and they are not reluctant to supply products as they are making losses. Next plc should work as a distributor for the time being and not focus on the storing of the products. Instead of that, the business should give orders as much as they require, it will help the business to reduce the carrying cost for the products as well as the suppliers can also rely on the other business as well (Golmohamadi et al., 2019). Keeping no fixed suppliers and taking the products from the supplier who can deliver the product should be the best alternative in the recent scenario. 
[bookmark: _Toc88241090]Impact on Stakeholders due to those problems
Stakeholders of any company are the main pillars. Those are the people who help in the growth of the business (Micheler, 2019). There are several stakeholders in Next plc, such as customers, investors and suppliers. However, the problems faced by Next plc are mainly caused by the suppliers of the business. Customers of the business are also the major reason for the problems of Next plc. Due to the downfall of the business, customers are losing interest in the business and the products of the business. To attract customers, the business has to take much more action to satisfy the customers. To increase the demand of the business, the business should also improve the digital presence and to do that if needed the business can also invest a decent amount of money to reach a large number of customers. The investors, another important stakeholder for the business, have also been disappointed with the performance of the business. This is not a good sign for the business. The suppliers are also switching to another business and supplying the goods to the other competitors of the business. Hence, Next plc should focus on the expansion of the business maintaining the costs at a lower price. In this situation of fewer sales figures the business has to expand at the lowest cost and in doing so, the business has to achieve market share. 
[bookmark: _Toc88241091]Monitoring and Review of the solutions
After taking the decision to remove those problems, the implementation of those problems is required. The result depends a lot on the monitoring and reviewing of the decisions taken for the betterment or the improvement of the business. Constant monitoring helps the company to check their growth and in case any wrong decisions can be taken then through constant monitoring it can be corrected soon as well (Morais, Kakabadse and Kakabadse, 2020). By doing so, the business can achieve better results. The recent pandemic has also caused major problems regarding the sales of the business. This pandemic has created weak consumer demand in the business. Hence, the increase in demand is the biggest challenge for the business. To increase the demand of the business, the business should also improve the digital presence and to do that if needed the business can also invest a decent amount of money to reach a large number of customers. However, the organization has to constantly track the performance of the customers on the digital media platform. Along with that, the business has to be socially active as this is the only way to attract much more customers and gain revenue during this difficult time of the pandemic. Thus, the business has to monitor the sales on a regular basis. 
[bookmark: _Toc88241092]Conclusion 
From the above discussion, the problems of Next plc are discussed and as per the challenges faced by the company, problem-solving and decision-making planning are made. From the discussion, it is seen that the business is facing challenges in increasing the sales as well as there is a problem in the supply chain management of the business. The solutions to those problems are given. The impact of those solutions on the stakeholders is also explained so that the business can understand what should be the role of the stakeholders in the business. Along with that, continuous monitoring and reviewing are also required in Next plc to perform better and overcome challenges. 
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