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Marketing can be defined as the process of promoting goods and services to help achieve sales as it is important for a business to engage in effective marketing (Baker et al., 2016). Creating blogs online for an organisation is one of the best methods of creating engagement with audience as it helps in showcasing products and putting forward an engaging front. Throughout this assessment, John Lewis of the United Kingdom will be considered which is a premium retail organisation. In this research, several blog posts will be created in this assessment where emphasis will be given towards evaluating the ways that can help the services and products of John Lewis to be more engaging with the customer base of the organisation. 
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Blog One: The Rise of Online Retail Services
In the pandemic scenario, it can be highlighted that companies such as John Lewis, Tesco, Asda, and other companies are not performing effectively. In the United Kingdom, physical sales of retail items have decreased. This is because of the increased fear of the corona being contracted by individual. A preventive measure to eliminating this problem is to focus upon expanding online and remotely delivering products to consumers so that safely commodities can be provided. In addition to this, making purchases online is much more convenient presently for consumers as they do not have to leave their homes (Ha et al., 2021). 
An argument for John Lewis can be made that since it is a premium class brand, the chance of the business performing well is more as the company has always put emphasis upon creating value for consumers. This is the aspect that can operate as a unique selling point for John Lewis as it will ensure consumers that they are getting a safe product at all costs. Since work from home facilities have increased in the last year, more consumers are wanting to stay at home and make purchases by not moving around. Creating and accustomed work environment such as this has led towards increased relevancy for retail companies to put emphasis upon performing growing the business and operating online. John Lewis has created its own website, and is focusing upon selling its products through e-commerce methods (Troebs et al., 2018).
John Lewis is making the transition online to compete with other retail companies. However, consumers can still visit John Lewis as physical stores in order to have a premium experience without having extensive worries. The management and employees take care of every safety precaution and social distancing measured to guarantee a good experience. Utilisation of search engine optimisation strategy is an effective method through which the organisational reach can be extended and a higher level of discoverability can be attained by the business.
Blog 2: Increased Utilisation of social media
increased utilisation of social media has become one of the focal points through which a business is able to perform better. Specific companies such as John Lewis, Tesco, Marks & Spencer’s have been using social media that forms such as Facebook, Instagram, and others in order to showcase the products, services and new types of sales that are emerging (Greenwood et al., 2016). A in the United Kingdom, all these aspects are important as the sales of the products of the organisation is pushed further as the purchase power of citizens is high.
Since John Lewis is aware that winter sales, Christmas holidays and more is around the corner, John Lewis must focus primarily towards increasing its performance on social media and showcasing different types of discounted items, facilities and more that can be provided to consumers at a larger scale. This will help in enticing consumers to engage with the brand and store front of John Lewis and explored different products.
John Lewis has the opportunity of leveraging social media platforms by working closely with celebrities for sponsored posts, marketing professionals, and more individuals online (Miller et al., 2016). These are people that have an extensive knowledge on how to promote a business effectively. With the expertise being provided through these types of individuals, the probability of John Lewis performing better is present.
Blog 3: Winter Gifts that would be ideal for your Friends and Relatives
John Lewis has a wide range of gifts selection that you can browse through in order to understand what would be best for your loved ones in this winter. Several different types of gifts are present that you can use in order to better connect with your loved ones. Some of these products might include of clothing items, gadgets, greeting cards, and other items (Givi, 2021). In the United Kingdom, the winter is a special time and John Lewis understand that. As the holidays are coming year, it is important for John Lewis to be able to provide consumers with the best quality gifts that can be created.
Some of the new items that can be provided are a silk jacket for both male and female. In addition to this, customised greeting cards can be created for consumers as well. This will help in having high-end plus budget option selections to be provided to consumers. Apart from this, photo frames, food items, Christmas cakes, and other items can be provided on the online and off-line stores of the business (Esteves-Sorenson, 2018).
For John Lewis’s marketing to be effective, the business will focus upon creating a marketing campaign that collaborates with celebrities to enhance its relevancy in the market. This will help in making sure that popularity for the product is being created. Different types of call to actions will be created through phone numbers, website sales pages, and other types of problems that can help consumers to act immediately when they want to make purchases.
Blog 4: Changing Preferences of Consumers and how Retail Companies are Adapting
Customers have an elevated standard of service in the light of the pandemic emerging. Since every service under the sun is becoming much more available to consumers, customers expect low prices, quick deliveries, and other types of services immediately (Liao et al., 2017). John Lewis can meet all these funds by focusing upon creating a democratic leadership environment where control is practised at all departments. As a result of this specific approach, John Lewis has been able to raise its standard and create an outlet through which consumers are able to freely rely upon the business.
Consumer preferences are presently focus towards buying gifts, procuring heavy winter where items, indulging in Christmas trees and more. John Lewis has the chance of catering to these needs and making sure that logistical facilities are present that can provide all these items to the doorsteps of consumers. As a result of this specific strategy, John Lewis will also have to improve on its customer service. In the last quarter of the year, a small number of customer service individuals with experience will be recruited. This will help in expanding the business and its capability to deal with consumers at a much higher level. 
In order to train and deploy these employees effectively, focus will be given towards making each call about specific products and how it can be resolved quickly. Emphasis will be given towards making customers happy and urging them towards making purchase of other products (Babakaev et al., 2019).
Block 5: The Research Strategy of Retail Companies in 2021 and How It Has Become Better
In 2021, accessibility to journals, newspapers, and other news outlets has become much more abundant with the Internet becoming accessible for everyone. It is important to understand how customers are being benefited through this. Retail companies can consistently innovate and create new products that are raising the bar in providing high output services (Hillway, 2021). As an output of this, it is much easier for John Lewis to be able to take advantage of research being conducted by itself and other companies and integrate it into the strategy of the business. This has facilitated the company to be able to understand how it can elevate its performance through secondary research, interviews and surveys being used online.
In a survey of hundreds of individuals, John Lewis has been able to assess the way in which its own performance can increase. John Lewis has been able to rank for high quality customer satisfaction as of 2020 news articles. It has ranked extremely highly amongst the preferences of consumers as a constant polish is always present in providing good products through the business to consumers (Mann, 2016). In order to market the organisation appropriately, emphasis on research is communicated to consumers as well that highlights the amount of effort that John Lewis is putting into connecting with clients.
John Lewis has been able to increase its call to action using its research. There is clear indication of where sales of specific items on its website can be made. Moreover, the cashier and register to purchase items in physical stores is also readily available to consumers when they enter the shop. As a result of this, much more inclination is being conditioned and trained in consumers to make a long-term purchase with the business so that the quality aspects of the business are communicated through the products of the enterprise.
Blog 6: Prospect of Expansion for retail brands in the United Kingdom.
It is becoming extremely dangerous for companies to expand in the present context as lockdowns and the spread of the coronavirus are a disruptive element that is increasing and decreasing at any time. In the context of growing the business further, only online expansion and exporting strategy is a viable option for John Lewis presently. This is a method that can help the organisation to target customers and various locations. As a result of this method, it can be easier for John Lewis to focus upon Asian markets, Africa, Australia, and other location in which the business is not operating that much (Hamidi and Jahanshahifard, 2018). Consumers can be benefited by the expansion of John Lewis is directly as more new products will be created. Competitive companies such as Tesco, Marks & Spencer’s, Asda, and other companies have utilised this type of strategy in order to make their products much more accessible to consumers. Since these businesses have expanded from before, the probability to establish online stores is easier in outside countries.
In order to extensively expand, John Lewis must focus upon working with retail companies that are operating there. Using a franchising methodology and exporting, licences can be provided to other businesses that can take John Lewis products and them be promoted in order to make sales. This will help in making a much higher extent of sales being accessible for the company and indirectly growing the brand name of the business in in foreign markets. In order to expand, funding from multiple stakeholders is an important strategy for the business. Being able to accumulate funding from multiple sources such as angel investors, venture capitalists, and others is a viable method through which the business has the chance of extended performance to be achieved (Watson et al., 2018).
Effective expansion can lead the business towards making its products sales rise and make sure that it will be easier for the business to connect with consumers and make new relationships. This is an effective avenue that can be explored by John Lewis has new types of products, services and a working culture can be developed if effective implementation of this strategy is acquired. 
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In this marketing research for John Lewis, several blog posts have been created for the business that have elaborated the ways through which the business can communicate with its consumers. Throughout this analysis, various topics has been considered that has provided the scope of evaluating the strategies that can be adapted by John Lewis to extend its performance. Focus has been given towards topics such as usage of social media, spread of the coronavirus, utilising winter to extend product sales, and more. All these aspects have been relevant for the business to showcase how engagement can be raised for the enterprise with customers.
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