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Introduction
Harrods was set up in 1824 by Charles Henry Harrod, originally selling home furnishing goods, for example, linen and drapes. Then, he started selling the grocery goods, moving to different locations across London. Later, Harrod moved once again in order to gain more trade from the many international visitors. When his son, Charles Digby took over the business, it was just a one-room store with three employees, but he created a successful retail business, growing from groceries and homeware into medicines, perfumes, homeware, clothes, groceries and stationery. From then, despite some difficulties the business grew into the international luxurious department store that is today.[image: ] In modern era, Harrods is connected with Diana and Dodi, the son of the owner Mohamed Al Fayed. Their memorial in Harrods attracted the visitors from all around the world. In 2010, Harrods was sold by Mr Al Fayad to the Qatari Royal family and removed the Diana’s statue. Nowadays, Harrods attempts to attract the customers through many different services, strategies and attractions. For instance, Harrods expands their business mainly through online shopping because the customers from abroad can purchase the items without physical presence in the store (Harrods Group, 2018). 
SWOT
Strengths
Harrods is famous and unique brand because of its heritage and history with a variety of special traditions. It offers products to its customers that vary from luxury niche items to high street brands. A lot of celebrities purchase the products in this store and this attracts the customers as they can meet them. Another strengths and huge advantage for Harrods is its location in Knightsbridge because central London is a convenient and deluxe location (Groth, 2016).
Harrods offers discounts during the summer and Christmas sales to its customers by promoting discounted products. The loyal customers are offered the loyalty cards which save their money. Furthermore, the customers can purchase variety of products from toys, food, furniture, ladies, men’s and children clothes, wines, jewellery, accessories etc. and from online website, so in this way, they save a lot of time and the business space in the building. There are 700 diverse brands in store including Channel, Gucci, Valentino, Stefano Ricci, Prada, Dior, Chloe, Balmain, Victoria Beckham. Another strength stems in the strong relationship with the suppliers, partners and designers because of the strong brand recognition (Amatulli at all, 2016).
Weaknesses
Harrods have many competitors such as Selfridges, John Lewis, Harvey Nichols, Debenhams offering luxury products and many other stores across all London and the UK which make it more accessible for their customers. With today’s increasing issue with environmental warning and animal cruelty, some items may not satisfy the customers’ perceptions such as real animal fur or products tested on animals so they need to adapt to the strict regulations. 
As Harrods sells the luxury products, this may be a weakness because the prices are high for some of the customers and they may not be able to afford them. Some of the customers may select different shops in the high streets which may offer the products for affordable prices. Further weakness compresses lack of space for the stockrooms, storage and the new brands coming to the building. The employees complain about constraint space at Harrods, for example, if they want to serve the customer quickly, they are not able to find the products easily as the stockrooms are not well organized.
Opportunities
Harrods tries to reflect the opportunities for the business in their short term and long term objectives to achieve a competitive advantage over its competitors. Characteristic opportunities include understanding the luxury customers, their needs and wants for a variety and a broad selection of brands, listening to the customers’ feedback and ideas to improve the shopping at Harrods (Gurrin at all. 2016). Harrods has identified an opportunity in changing the store image recently and moved some of the brands from the different shop floors, for example Sportswear from the fifth floor to the second in order to retain the stable customers and attract new. In this way, the customers can find all menswear on one shop floor and the shopping can be easier and more pleasant experience. Harrods has a long term plan for this refurbishment. 
Further opportunity that Harrods identified is an improvement of the online shopping. For instance, the packing area and warehouses are going to be moved from Knightsbridge to Thatcham in order the deliveries to reach the customers quicker. The packing area in Thatcham will be spacious, so Harrods can hire more packers and this will improve the time of the packing and shorten the time of the deliveries.
Threats
One of the greatest threats to Harrods and other department stores is online shopping. This is in some way a strength for Harrods too, but mainly a threat because this kind of business lacks personal contact, in which is Harrods great as the sales associates go an extra mile. If the popularity of online shopping continues in trend that has been experienced in the last decade, it will overcome the market and physical department stores will not be financially convenient. Most businesses offer rebates in their online trade and that is one of the reasons, why this is a threat for Harrods (Needle, 2004).
Harrods is combating this hurdle by improving their online shopping website and improving the quality of the online services, however this is still a challenge. The quality of the products which are delivered to the customers, are affected. For example, the customers may receive the clothes through delivery crease, Christmas products broken as they are delicate or some product may be missing as they are out of stock. This is a threat for the business because it decreases the quality of the customer service and affects the perception of the Harrods customers (Henry, 2008).
PESTLE
Political factors
In the recent years the UK’s economy has been affected by Brexit. The political decision to leave the EU and the subsequent decrease in sterling have helped particularly luxury retail. Harrods experienced an increase in business, mainly from Chinese customers.  However, Harrods warned that in case of a no-deal Brexit will lose in value of 6.5 billion per year because transferring the stock from abroad may be more expensive due to the changes in customs duties. Changes in market reflecting tariffs and non-tariff measures like health and safety requirement can increase the price of the stock and additional cost resulting from non-single market will impact on the UK businesses too. That is why, the UK’s businesses including luxury retailers want that the UK government to prevent no deal Brexit (Matter, 2016).

Economic factors
Harrods reached £2 billion in sales for the past two years which made up 6.8 per cent, while its profit was £176.7 million. Jewellery department, which was improved by the investment over the past few years due to launching an expenditure programme costing £55 million that were invested in a new jewellery, fine watch, food hall and wellness departments; contributed to the profit with its strong performance. Despite the high profit, Harrods warns that the number of factors can affect its performances, these include international traveling to the UK that can be affected by the currency fluctuations (Harrods Group, 2018).
Social factors
Social factors that affect Harrods are closely connected to the rich and wealthy customers who seek the special experience in shopping with a good customer service. So customer approach centred on personal interaction beyond the expectations is a crucial element for Harrods. Nowadays, customers at Harrods in food hall expect organic and healthy products; in ladies wear, men’s wear, children’s’ wear they expect the best quality modern and luxury products; in technology, the most innovative products. Michael Ward, the managing director of Harrods, mentioned that there is no real segmentation at Harrods. For example, the customers are not divided on ageing groups, race, religion etc., but the main factors is the solvency of the customers (Kulik & Metz, 2017).
Technological factors 
Harrods uses the latest technological means in advertising and online shopping in order to attract the customers. For example, the customers can use online live streaming through which they can purchase the fashionable products and received them without spending time in the store. This form of delivery is consider luxurious and efficient. Harrods is in partnership with Farfetch Black & White solutions allowing to work in e-commerce technology that make sure the customer receive seamless online service. Farfetch Limited is a leading technology business helping the luxury fashion industries like Harrods with online platforms.
Legal factors
Harrods must comply with all laws and legal rules of the countries where is operates. Favourable regulations have a positive impact on the business, while unfavourable laws have negative effects on the performance. Mullins, 2005 states that the main laws and legal regulations influencing the businesses are labour laws, employment, commercial and trade laws. 
Harrods as a large company in the UK is committed to comply with the UK tax authority. For instance, the annual corporation tax returns have to be calculated by internal auditors and then assessed by external audit. In case of a disputes, the company has to seek the advice from HMRC and engage closely with the regulations.
Environmental factors
Harrods aims to sell the products from variety of designers within the lingerie department including Stella McCartney, Mimi Holiday, La Perla, Agent Provocateur which are not environmentally hazardous. Each of them have a strong brand identity and the manufacturing process involves environmentally friendly stages which do not harm the environment. There is a strong link between these brands and the packaging that uses the eco-friendly materials (Worthington & Brittain, 2003).
My role at Harrods
My role at Harrods is in logistics – a picker. Main responsibilities are filling customers’ orders and delivering them to the .com area. The pickers select product from the shop floors and prepare them for dispatch by labelling them and preparing paperwork in a way that comply with the company standards for safety, security and productivity. Some pickers work in distribution centre which is located under the store in the basement, they have to ensure that work area is kept tidy and well organised. My duties involve solving issues with stock, for example, if the quantity is not correct, it is crucial to discuss it with the managers and out-of-stock the items by scanning the managers ID cards and selecting the correct reason on the scanner-gun. 
The pickers have to ensure that the items are damage free by checking the quality of the items before picking it. When the pickers are picking items, they must be sure about the quantity, size and colours of the products. Further responsibilities include conducting inventories and reporting shortages and damaged stock. The biggest challenge for all pickers is working in beauty department because the beauty products are small and there is a wide variety of brands, colours and types and the quantity of beauty products is often incorrect, so picking products from this department is time consuming.
Conclusion
After identifying the PESTLE factors and weak and strong areas of the business, it can be said that this department store is experiencing many changes including technological, society and economic shifts at the moment, for example, increasing popularity of online shopping, society changes as Brexit, changes in customers’ needs and wants for ecological friendly products, etc. These changes enable Harrods to retain regular and attract new customers and make them feel that their product selection is an intelligent choice. It is obvious from these analysis that PESTLE and SWOT bring many advantages to the businesses even very successful because it is a source of information for the business in connection with the areas in which the business has to improve and contrary, it highlights the areas in which it dominates (Porter, 1980).
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Appendix
Training for a picker Job position at Harrods Retail
Training Name; 
Time; Four weeks 
Training type; training for a picker Job position at Harrods Retail
Training goals; 
· Enhance and improve packaging skills as well as enhance compliance to policies and procedures related to handling goods. 
· Improve Inventory management skills and hand-on experience in operating vans. 
· Enhance Hand-on experience in counting and storing various products and items effectively. 
· Enhance the ability of paying attention to details and the ability to work in a fast-paced environment. 
· Continuously enhance skills and knowledge need to operate warehouse equipment. 
·  Enhance the ability to maintain clean sanitary and safe work places.  Also enhance Knowledge on manufacturing procedures. 
· Improve skills needed to scan and sort outgoing goods. 
Results; 
· After successful completion of the training program, the skill of paying attention to details was enhanced. 
· Improved inventory management skills and excellent knowledge of packaging procedures and policies.
· Enhanced knowledge on how to maintain and manage a safe working environment to enhance safety of goods and personnel. 
· Improved Knowledge on how best to ensure compliance with operational procedures and policies to maximize operational effectiveness. 
Certificate Skills Covered;
· Forklift Certification
· HSE Compliance Certification 
 
	Time/Length
	Goal/Results 
	Description 
	Equipment and Material 
	Comments 

	One week 
	Enhanced Inventory Management skills
	Couched on the necessities of proper inventory management and how to improve skills needed for effective inventory Management. 
	None
	Excellent results were produced.

	One week
	Forklift Operation skills improved 
	Trained on how to effectively operate a forklift to move goods. 
	Forklift 
	Enhance forklift operating skills.

	One week 
	Training resulted in enhanced skills in packaging and storing. 
	Trained on how to effectively pack and store goods for easy management and retrieval 
	None 
	Excellent packaging and storing skills developed. 

	One week 
	Tasked to conduct certain tasks while adhering to full procedures and policies. 
	Trained to comply to company policies and operational procedures.
	None 
	Improved compliance to procedures and policies 
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