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[bookmark: _Toc220454194]Introduction 
JD Sports Fashion plc is a British sports fashion retailer which began operation in 1981. It is a branded shoe, clothing and accessories company in the sportswear and athleisure industry (Hughes, 2021). It is the dominant brand in the UK where it operates over 450 stores and is a significant market leader in the sportswear sector. Its largest source of revenues is in the UK which contributes a significant portion of its sales and profits as indicated in the recent annual reports. This report will examine the strategy of JD Sports in UK market by analysing certain important internal and external factors that influence the strategy. I will apply SWOT analysis which makes me examine the weaknesses, threats, opportunities and strengths of the company. This approach contributes to making strategic decisions in a highly competitive retailing market.
[image: UK retailer JD Sports expects £933-£985 mn pre-tax profit in FY23]
Figure: JD Sports Fashion plc
Source: (Teece, 2007)
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[bookmark: _Toc220454196]Strengths
The greatest competitive advantage that JD Sports has is that it is a market leader in the UK sports fashion market (King et al., 2022). In the UK alone it has more than 450 JD-branded stores, the highest number of any specialist sportswear shop. The UK market offers approximately 40 percent of the total revenues earned by the company which demonstrates the strength of its local business.
JD Sports also has another strength and this is its exclusive agreements with large international brands. Nike provides more than 40 percent of the sales, and Adidas is also a large company partner. These offers enable JD Sports to sell shoes and clothing that its rivals are not able to, which can enable it to sell at a higher price and attract more customers (Eley and Klasa, 2022). This has made JD Sports notch farther than its competitors in terms of brand recognition and brand loyalty such as Sports Direct. 
[bookmark: _Toc220454197]Weaknesses
JD Sports is large and relies heavily on a small number of suppliers. Over 40 percent of its sales are financed by Nike and hence JD Sports is liable to the implication of Nike altering its strategies. Nike is currently aiming at direct selling to customers, reducing the use of selling through other retailers across the world (Saricam, 2022). This may complicate the ability of the JD Sports to negotiate the best terms in the future.
JD Sports also has a huge number of fixed costs due to the number of stores. Increased wages, and power and rent in the UK have increased its expenses and this has limited its profits as shoppers reduce their spending (Ko et al., 2012). JD Sports is not capable of reducing these costs fast since it has physical stores in comparison with a company that sells online only.
The company has also been facing regulatory issues and governance problems (Su and Tong, 2015). It tried to acquire other businesses which made the UK Competition and Markets Authority take a closer look at it. 
[bookmark: _Toc220454198]Opportunities
[bookmark: _Hlk220453589]The market of UK sportswear and athleisure is expanding. Statistics indicate that the UK athleisure market will increase by over 6 percent annually as individuals alter their lifestyles and work more at home and perform more physical activities (Saricam, 2022). This provides JD Sports with an opportunity to sell more products, as well as to target older and more affluent consumers.
There are also more opportunities provided by digital growth. JD Sports collects much information about the purchase and loyalty of the customers and you can use this information to offer personalised marketing and price based on demand and anticipate the level of desire to make a purchase.
The other method of growing is through sustainability. The UK consumers are increasingly considering the environment in their shopping and JD Sports can earn greater loyalty by investing more in ethical sourcing, recyclable packaging and reducing carbon emissions in the UK supply chain.
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[bookmark: _Hlk220453604]JD Sports has to face a challenging market. The prices are dropped by the competitors such as Sports Direct and online stores and large websites offer prompt delivery and numerous discounts (Hrastovec, 2017). Besides large suppliers such as Nike and Adidas are also direct competitors who have their online and flagship outlets.
Large scale economic shifts are a large risk. People have less money to spend because of inflation and an increase in interest rates and therefore they are not purchasing as much of non-essential goods such as sportswear.
The world of fashion evolves rapidly and therefore the inventory might be rendered obsolete soon. Demand should be predicted in the correct way (Nooh, 2022). Unless the stock is matched with customer desire the stock may be sold at low prices and low profits.
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JD Sports enjoys competitive advantages in the UK, as it has exclusive contracts in relation with major brands particularly Nike that constitute over 40 percent of its sales. This demonstrates the Resource-Based View concept as competitors such as Footasylum do not have comparable exclusive deals (Yang et al., 2019). However, the market reveals that Nike is widening its own retail avenues such as its online store in UK and the flagship stores in London which puts additional pressure on the wholesale retailers such as JD Sports.
Another differentiation strategy applied by JD Sports as compared to Porters is their focus on high quality branding and good in-store experience. In contrast Sports Direct mainly competes through prices and volumes which are lower and high respectively with various strategies in the industry (Jaworek et al., 2021). The UK operating costs and consumer demand are also more challenging which means that JD Sports has been forced to concentrate on increasing online sales and expanding their own brands to safeguard their profits and remain viable in the long run.


[bookmark: _Toc220454201]Conclusion
This report has examined the strategic position of JD Sports Fashion plc in the UK through SWOT analysis. The findings indicate that JD Sports is a market leader due to its extensive store network in the UK and strong brand relationships and exclusive products. However, the company is also overly dependent on major suppliers, operating costs are increasing and it is affected by the more competitive brand-based direct-to-consumer. To mitigate these risks, JD Sports ought to decrease its dependence on suppliers by increasing its own-label products and enhance the cost efficacy of its UK outlets.
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