POTENTIAL SOLUTIONS FOR JOHN LEWIS PARTNERSHIP AFTER £517    MILLION LOSS

John Lewis Partnership saw its profits drop by £517 million last year. A SWOT/PESTLE analysis on the matter shows that the main problem which caused this loss was the Covid-19 pandemic lockdown which led to store closures and a shift to online shopping, along with restructuring, layoffs, replacement costs, and change of headquarters. Other problems which contributed to JLP’s financial decline were post-Brexit new UK legislation, taxes, and duties, inflation, online competition. 
Using the conversion strategy after SWOT analysis allowed us to change some of the company's weaknesses, such as low online shopping, limited target group, limited product variety, maintaining the traditional product line in strengths such as a stronger online presence, a wider range of fashion brands alongside their brand. The solutions proposed for JLP are improving online shopping to make it more affordable and easier to use for everyone and expanding on new demographic markets.
Improving the website and making it easier for a wider target group? Expand and focus on new demographic markets? Which would be better to start with?
After a closer look at the decision-making matrix for this matter will see the best solution for JLP at this moment would be developing a better strategy and improving online shopping. 
The demographics of customers are changing. As the population ages, with more older people and fewer younger people, demand patterns shift, and new markets emerge. As a result, demographic expansion into new markets remains a viable long-term solution for JLP development.
Resources - to be able to implement these solutions the resources will need are:
· IT specialists and equipment
· WEB team
· Delivery team
· Click & collect convenient places  
· Wider range of products to cover a wider target group

Having already established a strong online presence, the IT and WEB teams, who will play a key role in the development of this solution, will collaborate with Wipro, a company that recently became JLP`s partner, to strengthen its digital business strategy and meet consumer demands and expectations.

 The Key Indicators will help us monitor the decisions by checking:
· Quality of online store and products – using customer feedback
· Consistent online navigation 
· Sales figures
· New markets – customer feedback and sales
· Footfall for new markets

Targets/Goals: As you can see all goals are SMART goals: specific, measurable, achievable, realistic, time-related. The goals proposed for our solutions are to:
· increase online sales by 70% by the end of 2025
· increase online traffic by 30% by 1st January 2022 
· increase new markets by 20% in 12 months
· increase footfall for new markets by 50% within 12 months

These objectives are meant to successfully contribute to the financial growth of the company in the coming months and to continue to grow in the coming years.
Data Sources used to monitor the decisions will be:
· Internal reports
· Analytic applications 
· Competitor analysis

Communication with stakeholders
Stakeholder communication attempts to establish mutually beneficial and trusting partnerships. Listening to and understanding their perspectives and suggestions can aid in shaping and improving the company's overall operations.
Internal stakeholders will be informed about the evolution of the solution as follow:
· Employees - once a month via emails/memo, company`s intranet
· Managers – face-to-face meetings every Friday

External stakeholders: 
      - customers, the most important stakeholders, organize surveys via social media, newspapers.
      - suppliers - via emails or fax informative letter
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