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[bookmark: _Toc72058870]In this report, I will undertake some research into the decline of Marks and Spenser's with the goal of identifying the organisation's main fundamental problem. This, I believe, is because Marks and Spencer's currently do not appeal to any specific demographic. I will also report on many other contributing factors that I have investigated in and provide evidence of how I came to my conclusion. I will incorporate my own SWOT and PESTLE analysis of the company in this report, and I will compare how their current weaknesses have added to the recent decline of the company. I will also discuss their strengths and how they can use them to reverse their recent decline, and I will look at how their opportunities, as well as social and economic variables, might help them do so.


Main Findings
Background of organisation
When Jewish immigrant Michael Marks arrived in the north of England from his homeland of Slonim, Belarus, more than 130 years ago, he founded Marks and Spencer. He arrived with little money and a limited command of the English language. He began as a peddler and soon bought a market stall in Leeds' Kirkgate Market. Michael Marks opened the first Penny Bazaar in Leeds in 1884 but decided to look for a business partner to help him manage his expanding company. He first sought Isaac Dewhirst, who had lent him money to help with his first start up costs. Isaac declined, but Tom Spencer, his senior cashier, was recommended. Tom consented, and Marks and Spencer was founded on September 28, 1894. (Marks in time, 2021)
Having researched marks and Spencer’s I have come across numerous problems faced by the company that have caused them some issues over the last few years and have added to the recent decline of the organisation. One of the issues being that the food industry in the United Kingdom is facing fierce competition from European budget stores. Marks and Spencer are at risk of becoming caught in the middle in a scenario in which the corporation is striving to move away from a luxury image and become a family based shopper. Furthermore, given the recent dividend cut to fund the deal, the company's newly established joint-venture with Ocado poses major executional risks and jeopardises the firm's confidence with investors. (Leite, 2020, p3)
Another issue that the organisation face is that their stores in the Clothing and Home sector are enormous, and the supply chain allows for stock stacking as well as low availability. Furthermore, Marks and Spencer are having to compete with fast-fashion stores, who have a better understanding of the future consumer. (Leite, 2020, p3). This leaves Marks and Spencer in a position where they are no longer appealing to any demographic. This has become an issue to their consumers as they feel they are not listening to what the customer wants and thus resulting in them not appealing to any generation.
As part of its turnaround plan, Marks and Spencer expects to shut another 30 stores over the next ten years. Marks and Spencer have previously closed or moved 59 main locations, as well as laying off 7,000 employees throughout the company's retail and managerial divisions. This comes as no surprise since the lockdown of the United Kingdom due to the recent pandemic from covid 19 and Marks and Spencer are due to let go around 950 roles.
Impacts of the main problem.
I have investigated Marks and Spenser's various issues, and I feel the main issue they currently have in today's market is that they do not appear to appeal to any demographic. Primarily, Marks and Spenser were aimed at over 45’s, this is not the case today. It has been said that they have 25-year-old models wearing clothes aimed at the older generation that are boring and conservative. In trying to be everything to everyone, they have ended up being nothing to no one. Their stores are messy and unorganised, they have elderly men's clothes next to men's suits, slacks, and children's clothing, and their consumers have stated that it just does not make sense anymore. Many believe that in the future, it will be more of a food business than a clothing industry and the retailer has clearly demonstrated an openness to change. (BBC, 2020)
Consumers adjustments to internet buying, which have been expedited by the epidemic, are unlikely to stop or slow down until COVID-19 is eradicated. The main two incentives for purchasing in physical stores rather than online, according to a prior study, are instant possessions and social contacts, while online shopping tends to be substantially more convenient and economical, and more and more people are now converting to online shopping, so they do not have to leave their homes. (Kim, 2020).
Nature
The issue is that Marks and Spencer is attempting to appeal to too many generations with their apparel line, which has resulted in them failing to appeal to any of them. 
Scope
This problem affects both the corporation and its customers. The company is losing customers, and customers are losing faith and interest in the company because they no longer feel connected.
Impact
Loss of customers means a dip in sales and revenue, and this is something that Marks and Spencer can not afford at the moment. Getting out of style Marks and Spencer remains the UK's largest clothing retailer by value, but it has lost ground to rivals such as Primark, Zara, and emerging online labels such as Hush because it has failed to discover a pricing and fashion formula to compete with them. Online clothing for Marks and Spencer is not very good and they were a latecomer to online clothing purchasing. (The guardian, 2020)
SWOT (internal) analysis
Marks and Spencer's current weaknesses, according to my SWOT analysis, are their declining sales, which could be attributed to the fact that they are currently striving too hard to reach too many demographics, causing them to lose their major customers, the older generation. They have disconnected with the younger generation, and this is due to a lack of trendy fashionwear compared to the high street brands. (Choudhary & Piparo, 2020, p.8) However they now do not appeal to the older generation as they did previously. They are also moving to apps and online systems which a majority of older generations do not use, this puts them at a disadvantage with this cliental.
Furthermore, Marks and Spencer are a very well known experienced brand and they have a reputation for offering high-quality products to its clients so their name speaks for its self when it comes to product sales. Although they may have lost clients in the clothing sector, they offer a wide range of variety in products and are looking to branch out to more food production with the likes of Ocado. 
PESTLE (external) analysis
The economical issue that has been identified in the PESTLE analysis is that budget stores are able to offer clothing at a much cheaper price that Marks and Spencer can offer. Marks and Spencer (2019) comment ‘We are at the early stages of reshaping our store portfolio which has been allowed to decay over decades. We have not reshaped our store estate in line with changing customer preferences as our competitors have done and we are paying the price. 
The social aspect of the decline is that they are failing to reach out to a specific demographic. Marks and Spencer seem to have no distinct target market profile and instead chooses to target a wide spectrum of people with their product assortment. In terms of demographics, Marks and Spencer fashion collection caters to women in their forties and fifties. With such established figures, it's easy to conclude that the company's target segmentation is not specified yet, Marks and Spencer acknowledge that modifications are needed, according to their annual report. (Ward, 2018)
Although the organisation has gone through a decline in recent years, they do have opportunities and plans in place to eradicate this decline. In August 2020, Marks and Spencer and Ocado Group became joint owners of Ocado Retail, having an equal 50:50 stake in the company. Our partner Ocado Retail began selling Marks and Spender products on Ocado.com on September 1st, marking a significant milestone. (Ocado Group, 2021). They are also expanding their online access with the use of apps and a better online clothing facility.



[bookmark: _Toc72058871]Conclusion
To sum up this analysis, Marks and Spencer have a few difficulties to address before they can reclaim their position as the retail industry leader. However, they appear to be well aware of the problems and are taking the necessary steps to reverse the downturn. Marks and Spencer are conscious that they have lost their older customer base, but they are struggling to reach out to the younger generation due to tough competition and cheaper budget high street brands. 
Despite the fact that Marks and Spencer have a number of prospects on the horizon, they must keep up with the competition by, for example, setting out their stores in an appealing manner. They must also focus on their internet client base, as this is where the majority of their clothes sales will be made, as customers have stated that this is considerably more convenient than visiting the store.
Furthermore, while Marks and Spencer's clothes division is struggling, the company's food division is expanding globally, and it remains one of the leading luxury food brands. They are keeping up with the competition when it comes to transporting goods and reducing pollution because they are aware that failure to do so could result in significant environmental disasters, such as supply chain interruptions or an increase in the cost of raw materials. 
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	Strengths

· Store network
· Well experienced
· Variety of products
 
	Weaknesses

· Decline in sales
· Needs more investment in store
· Not appealing to any specific demographic

	Opportunities

· Online Store
· Global expansion – Ocado

	Threats

· Challenges in fashion trends
· High competition
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PESTLE Analysis
	Element
	Factor
	Business Impact

	Political
	Brexit
	Brexit will impact any overseas deals that Marks and Spencer currently have, increasing their prices or shutting them completely, thus loosing customers.

	Economical
	Budget retail stores 
	Smaller stores are able to offer cheaper prices of items.

	Social
	No specific demographic
	The bulk of the population links the brand with the past, and without a complete overhaul of its business Marks and Spencer is expected to lose the bulk of its younger customers.

	Technological
	Loyalty cards
	Unsuccessful launch of their loyalty card in 2015 and now relaunching this as a lot of other retailers up their technology.

	Legal
	Legal Disputes
	Legal disputes make it difficult for the company to hold its brand image. 

	Environmental
	Transporting goods
	Pollution can result in severe environmental catastrophes, such as supply chain disruptions or a rise in the cost of raw materials. Organisations must keep a close eye on such situations and prepare contingency plans to deal with them. (Marketing Tutor, 2021)
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