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Blog 1
John Lewis & Partners: One of The High-End Department Stores
The upscale department store John Lewis & Partners is one of the top 10 retailers in the United Kingdom. This corporation is responsible for the operation of department stores in the United Kingdom, Ireland, and Australia. Under their new brand name, "John Lewis," they launched their first store in Northern Ireland the following year. As of the year 2018, the alliance is comprised of fifty-two locations throughout Great Britain. Since that time, the firm has expanded into an enormous spectrum, and its employees now serve in dual capacities as owners and investors.

Blog 2
John Lewis’s Mission: Taking the Products and Services Up A Notch
The primary mission of John Lewis are as follows,
· Obtain approximately 15% of the departmental stores in a country
· Achieve annual growth rate of 20%
· Insured 45% revenues from international markets
· Strategic partnerships with local major companies
· Pose as one of the greatest employers
However, after the COVID-19 situation the primary mission of John Lewis Is to increase the number of products and services as well as to diversify them. The target customers of this organisation are females You are independent and age between 25 to 45. Even individual that have significant potentiality to increase their income significantly within last several years are also the target consumers. About portion of the target customers also lie above the middle class because they have a premium pricing strategy. In terms of their services, they have incorporated on a channel strategy before the occurrence of COVID-19, During COVID-19 pandemic approximately 20% of the Waitrose and 60% of the Jhon Lewis was purchases were made through digital mediums. This organisation also collaborated with Co-op And expanded their click and collect function approximately two 500 branches in nearly 900 collection points across United Kingdom. From the perspective of their products, they are willing to differentiate and innovate their current products instead of scale, with the purpose to maintain a higher status and prestige within society. The key areas of differentiation of this organisation would be at two distinct areas, unique products also expanding product range and service. 
Blog 3
John Lewis and Partners: Flagship Experience in Shopping 
In the year 1864, the first flagship store was opened. John Spedan Lewis believed that the Englishmen's predilection for excellent taste and fine looks would make the garment business a prosperous one (Vrtaa, 2019). Following that, John Lewis and his son bought a number of department stores and grocery stores throughout the course of the years, and eventually amalgamated those businesses into the John Lewis group of businesses.
This location is home to the most successful enterprise out of all 52 that can be located along Oxford Street (Doherty, 2017). There is a Waitrose food hall located in the basement of the building. The coalition is comprised of 35 traditional department stores as well as 12 online and mail-order merchants. They had an airside store at Heathrow Airport; however, it was closed down since the Covid-19 facility was stopped down. The year 2016 saw the debut of home furnishings in Ireland, while the year 2017 saw the opening of five homewares stores throughout Australia.
Blog 4
The Master of Strategies: Jhon Lewis’s Omni Channel Distribution Strategy and Their Strategic Steps Regarding Differentiation 
At John Lewis & Partners, the prices of all of their products are determined by adhering to a predetermined strategy. They put a strong priority on adhering to a price strategy that is fair, despite the intense competition they face from large retailers such as Tesco, Asda, and Marks & Spencer. They consistently place a priority on quality and the brand value of their goods, and they price those things in a manner that is competitive. The company analyses its products on an ongoing basis in light of those of its competitors and monitors the market on a daily basis. They are attempting to sneak in and undercut the competition in order to seize control of the market. On the other hand, the perspective as well as the implications of differentiation strategies of this organisation is different in Chinese markets. A large portion of their products can be same sold at a premium pricing strategy which makes sure that the products of this organisation are premium and are quality products.
John Lewis makes use of an omni-channel strategy and a wide variety of distribution channels in order to provide superior service to their customers on account of the company's size and large range of products. Jhon Lewis is one Progressive retailers in this industry as a result before the occurrence of COVID-19 day have initiated a mixture of digital and traditional distribution channel for their customers and currently due to the assistance of Co-op they are able to maintain a hefty number of loyal customers as well as can target other markets as well.
How to Target All: Products And Promotion of Jhon Lewis 
According to Curzio (2018), they offer a diverse selection of products, which include apparel for both men and women, products geared toward the care of children and infants, cosmetics, electronics, lighting, and various other products for the home and garden, in addition to items for sports and other forms of recreational activity. These merchants will promptly meet in their stores any company that provides the same product or service at a lower price. Because of this, customers have a favourable impression of John Lewis and do not feel the need to go elsewhere in search of better offers. This company brings in more over three billion dollars every single year in revenue.
During the holiday season, John Lewis should put their innovative marketing methods to good use in order to attract a greater number of customers to their shops. John Lewis is known for producing some of the most forward-thinking advertising during the winter holidays each year. Consumers have a strong desire for advertisements that appeal to their emotions. John Lewis has organised its employees into price-monitoring teams in order to keep a close check on the prices offered by competitors, both online and in-store.
Why The Band Of Loyal Customers Are Increasing: How Jhon Lewis Manage Their People
In this firm, more than 30,000 people are dedicated to providing excellent customer service, according to Thabit, & Raewf, (2018). They are well-trained and meticulous in their attention to detail. Many people credit John Lewis' global success to its highly skilled workforce. Employees at John Lewis are treated like partners in the business since the corporation places a high value on them. With their popularity, they attract millions of ideas of social media, and have won multiple surveys for the UK's most popular advertising on a regular basis. 
Customers that are comfortable shopping at John Lewis are lured to the physical locations of the business because of the one-of-a-kind and distinctive designs that each site has. When it comes to product levels and sizes, forms, and pricing, John Lewis does not have a specific target market in mind. However, customers may find physical confirmation of the brand in the form of promotional coupons, loyalty cards, shopping bags, and other such items. As a consequence of this, they are suitable for a diverse array of different types of clients. You will also be required to fulfil their requirements. Because of their one-of-a-kind and eye-catching designs, John Lewis attracts a diverse range of customers who are comfortable making purchases there. These customers are lured to the store's physical settings.
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Secrets Behind the Success of John Lewis
John Lewis caters to customers who want to do their shopping online by providing a comprehensive inventory of goods on the company's website. The site gives users access to many different types of buying options. They get a significant number of orders each and every day, sometimes exceeding 9,000 in the span of a single evening. The clientele that a business is primarily interested in serving are its target customers; their desires and needs should be compatible with the products and services that the company provides in order to fulfil those criteria (Storey, & Salaman, 2017). Consumers who are comfortable making purchases at John Lewis's physical shops are drawn in by the quirky and distinctive designs of its products, which come in a range of forms that customers may choose from while shopping there. There are a variety of tangibly present indications of the brand accessible, including shopping bags, loyalty cards, promotional coupons, and more. They have decided to go into business together because they want to provide their customers with the highest quality goods and services that are available.


Blog 6
Current Situation of John Lewis 
When it comes to locating prospective customers, John Lewis relies heavily on advertisements and social media platforms. A significant number of consumers are drawn to John Lewis because the retailer advertises its wares and services on various social media channels. As a consequence of this, a broad group of people, including those with and without high or low incomes, men and women of all ages, children, and the elderly, may be able to profit from the many opportunities that are available. People in the middle class are able to save money as a result of their costs. You may find gift baskets filled with food and drink, gift sets for beauty products, and other items in a variety of price points, ranging from under $20 to under $50, that are suitable for individuals of all ages and phases of life. Only other hand their existence in China only targets individuals with more than average income as a result making them of one of the premium service and products provided in that market. As promised, they have diversified their product range as well as services making them one of the diverse retail businesses in global retail industry as well as in United Kingdom. It has been that moto to invest heavily over the production services in order to provide what the market desires (Sammour, 2020).
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