John Lewis, has over the past few decades introduced the partnership scheme. This had faced a significant distribution that had cause the rapid shit form traditional store based retail to online retail (Salaman, G., & Storey, J. 2016). While John Lewis had long regarded for its store customer services, the organisation has struggled within increases of online competition and operational pressure on their supply chains (Kay, J., et al. 2014). The seasonal peaks especially during the Christmas season there is a placed strain on the warehouse capacity, the stock accuracy and mainly their delivery performances. As a response to this the company introduced digital systems, reorganisational distribution centres and encouraged the greater cross departments of collaboration to start meeting customer expectations(John Lewis partnership, 2023). Having this transition had required employees from retail, IT, logistics, and customer service to work together as a team lot create seamless multi channel experience for workers. 
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