	
	
	



Monitoring, Reviewing and Communicating the Decision

	Decision implemented: after gathering information by conducting the SWOT and PESTLE analysis on John Lewis case study, considering the main problem of £517m loss and the probability of further more store closures, the main objective is to increase profitability within the next year. In order to achieve this, we need to increase sales in store and online. 

	Monitoring the decision:

	Resources:
Money (budget)
Laptops
Project monitor
IT Team 





	Key Indicators:
Footfall
Profit
Productivity
Sales figures



	Targets:
Increase sales by 10% within the next 6 months
Increase online sales by 30% within the next 12 months
Increase footfall by 20% within the next 12 months




	Data Sources:
Internal sales reports
Online sales reports
Competitors analysis




	Reviewing the decision:

	After implementing the decision, for the long-term success of it, the decision will be monitored periodically by consulting the future sales reports and will be reviewed considering the feedback from the stakeholders. It is critical to review continuously the decision to make sure of its transparency and to get the targeted results. Monitoring, evaluating and reviewing the decision will help us  make changes to the decision  in the future, so that the targets can be reached.  
In order to achieve the 3 targets mentioned above I would suggest to invest more in tv commercials , weekly offers/discounts are needed to increase the sales and footfall.
The decision will be monitored by the sales team by conducting monthly reports on sales and by comparing the new ones with the old ones before the decision was taken. 
To increase the footfall inside the shops we need to make the shops look more attractive and welcoming, keeping the doors open ideally and to expose demos and deals to engage with people.
The IT team will have to make sure that the online shop is easy to access and the orders are processed within a minimum time after the payment was taken. The online store improvement is essential when wanting to increase sales online. By increasing the footfall inside the shop, the effective sales could increase hugely. Implementing a loyalty/reward program could also help increase sales.
Having customers feedback can help a lot when reviewing the decision, can help make changes to it , adding new ideas.  When thinking on how to overcome barriers when trying to achieve the targets , we have to use the conversion strategies and convert the weaknesses into strengths and the threats into opportunities. For example after conducting the SWOT analysis,  one of the weaknesses is the inconsistent profitability so , in order to convert it into a strength we need to increase sales so that in the next years the  profit gets consistent. Having the strong online presence made us think that we can also increase sales and traffic in the online store, especially now when after the pandemic when people might prefer more shopping online from the comfort of their own homes, so improving the accessibility of the online shop could increase sales.    
 





















	Communicating the Decision:

	Internal Stakeholders
Employees-  canteen notice, once a week
Management Team- sit down meetings weekly every Friday 
IT Team- sit down meeting once a month , usually by the end of the month 
















	External Stakeholders
Suppliers- email to be sent once a month with the changes added to the decision and some sales figures
Customers – no need 



	
	
	



