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Executive Summary 

In this report I will be discussing an overview of the development of Debenhams and its currents portfolio situation. I will  also describe the nature, scope and impact of the current problems facing Debenhams to date. After completing my research, I will use all the information obtained to undertake and analyse the causes Debenhams is facing by using the models Swot, Pestle and Menedelows Matrix. 
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Introduction

Debenhams has been a well-recognised brand on the high streets for many years. The brand has become a household name recognised for the quality in terms of products and customer service. At the moment Debenhams has suffered the same fate as other big retail stores. The company is trying to cut costs as its profits slump, so major changes are likely to ensure the long-term survival of the organisation.


Findings 
Provide an overview to the organisation which includes the development of Debenhams ad a description of its current portfolio
Debenhams is a leading international, multi-channel brand with a proud British heritage. They aim to make shopping confidence-boosting, sociable and fun for their customers, through their 240 department store destinations and online in more than 90 countries. They give their customers around the world a unique, differentiated and exclusive mix of own brands, international brands and concessions.
Debenhams utilize in three different divisions, which are Department stores dealing with all products and brands. Debenhams stores which are smaller stores dealing in accessories, children wear, health and beauty. The third is Franchise stores which only operates internationally. Their main objective is to satisfy customers by providing range of differentiated products and services.
After joining in hands with the Burton Group in 1998, it shares was listed on the London Stock Exchange as a Public Limited Company after which it was acquired by Baroness Retail Ltd and delisted from the London Stock Exchange in 2003. Debenhams has grown geographically through the years, opening its first international store in Bahrain. In 2007 it acquired 9 leasehold stores in the Republic of Ireland. 
At present It has a total of 60 international franchise stores in 23 countries, 167 department stores in United Kingdom including Republic of Ireland and Denmark. (PR- USA.NET ) In 2009 the company signed an agreement with A/S Th.Wessel&Vett Magazine Du Nord consisting of 6 department stores, from Magill Uma/S owning 100% of its share. Acquisition of this store has been completed, creating job opportunities through its expansion. 
Debenhams main target is women aged between 25 – 55. They believe women love to look good and trendy and aim to satisfy their needs  through their differentiated product. Debenhams aims to gain market share by focusing on its products, space, balance sheet and multichannel through franchise partner. 
The company’s first store was opened in Cheltenham in 1818 after it became Clark and Debenham. Presently, it offers a range of differentiated product comprising womenswear, lingerie, homeware, health and beauty etc. Its brand portfolio includes company owned brand such as Mantaray and Bluezoo, 25 of these are Debenhams designer brand. It also operates through online shopping for convenience.  
Its aim to develop its own bought product was achieved, this year with an increase in sales by 7.7% compared to other designers which declined by 16.2%. Presently, it launched a new product which includes Principles, by Ben de Lisi, for women, new label brand for men named fit for purpose in July. 
A business should be able to make a positive impact on its environment, Debenhams have been able to demonstrate this by supporting charities like breast cancer campaign, children’s hospice association and so on. 
Debenhams is ranked the second largest department store group in Britain, among others such as Next Group Plc, House of Fraser Stores Ltd etc. (Reuters website) and also gaining a major part of the market since 2007. 
Debenhams feel bringing technology into their organisation has made them a success. Direct team has had a busy two years overcoming cross-channel challenges, enhancing the customer experience, launching iPhone, Android and Nokia apps and maintaining daily trading on a website that receives 2.5m visits a week. During its last full financial year, the Direct business grew by 88%; it built on this in the six months to 26 February to achieve a growth rate of 82.4% compared with the same period of 2010 and post sales of £92.3m. Overall gross turnover for the group rose by 3.4% on last year to reach £1.46bn. 


Simon Forster puts this phenomenal growth down to two things: having the right team in place and increasing the number of access points through which customers can buy from the company. We trade the site quite hard,” says Forster, explaining how the entire team is focused on sales, so everyone has responsibility for the customer experience
Product experts from other parts of Debenhams have been brought into the ecommerce team. He says: “If we send out an email about dresses then we need the knowledge to pick the right product, combined with ecommerce’s experience of delivering the email. If a product is on rotation on the homepage the click throughs will tell us pretty quickly whether or not customers are interested in the product.” 


It has also invested a lot in a strong customer acquisition team and through digital marketing channels such as search. “We don’t do much above the line advertising,” says Forster, although its website is included in all the retailer’s advertising.

The second factor that has fuelled Direct’s growth – the increase in the number of access points – includes a collect-from-store service, in-store ordering and mobile apps.  
Describe the nature, scope and impact of the current problems facing Debenhams
It seems as though Debenhams are failing in their products, as well as quality and competing against supermarkets instead of high-end high-street departments. Debenhams sales have not met their expected expectations, this is  because of discounting with other big companies  as well to much competition on prices. 
The department store chain blamed “increased competitor discounting and weaknesses in key markets.   
Chief executive Sergio butcher is blaming the challenging environment, meaning consumers are not spending much time in department stores as they are online shopping. Debenhams problems can be traced back to a deal to take the company private in 2003. Lack of investments and a huge amount of borrowing allowed the financiers to make off with bumper profits while the business was left with £1.2billion of debt. 
In the face of poor wage and the way people shop as in mainly online, Debenhams has not been able to invest and adapt as it needed to. Also, the stored had very long expensive leases and they been not making enough profit to be able to cover costs of the store.  
The store used to be known for its brand and since they have added other lines the store started going downhill, coming from an article “Debenhams' clothing section was generally good,  but was confused by the number of different own brands on offer in certain areas. In men's shirts, for example, several Debenhams-owned brands sat next to each other despite having little discernible difference in quality or price; in comparison John Lewis had a single own-brand offering which was easily recognisable against the famous labels. 

Overall, both stores were very good, but Debenhams couldn't match the range and expertise on offer in John Lewis.” 
Debenhams products is not in a unique setting scheme and it isn’t clearly defined which can make Debenhams competitors go ahead of them.  Their financial planning is not done effectively, and the company can use cash more effectively than what it is doing now. Debenhams are not very good at product demand focusing leading to higher rate of missed opportunities compare to its competitors. The company has not been able to tackle the challenges present by the new extracts in the segment and has left small market share in the niche categories. Debenhams plc has to build internal feedback mechanism directly from sales team on grand to counter these challenges.
 It also provides a great opportunity for Debenhams as well, by building on new revenue stream and diversity into new products. Opening up of new markets because of government agreement – the adoption of new technology standard and government free trade agreement has provided Debenhams Plc an opportunity to enter a new emerging market. 
The new technology provides an opportunity to Debenhams Plc to practices differentiated pricing strategy in the new market. It will enable the firm to maintain its loyal customers with great service and lure new customers through other value-oriented propositions. There are also threats in the market for Debenhams which are Growing strengths of local distributors also presents a threat in some markets as the competition is paying higher margins to the local distributors. Shortage of skilled workforce in certain global market represents a threat to steady growth of profits for Debenhams Plc   in those markets. 
Changing consumer buying behaviour from online channel could be a threat to the existing physical infrastructure driven supply chain model. 



Task 3 using the research information, undertake an analysis of the causes of the problems at Debenhams by using swot, pestle and stakeholder analysis
Swot analysis
Strengths	Weaknesses
Debenhams has a high range of branding range in fashion, lighting and perfumes etc. 	The company has stores in the uk, Ireland and Denmark	Strong multiband and excellent customer service	A range of products form clothing to beauty, accessories, home furniture, eclectics and gifts	Similar retail stocks in the market	Debenhams limited customer segments in clothing only aiming towards certain age	Location/ high rent	Financial planning is not done effectively	Mixing brands	
opportunities	Threats
Opening up a new emerging market	New technology 	Sticking to only Debenhams brands 	Extending age range clothing	Introducing new scheme and new products	Emerge into the electrical sector e.g. microwaves and hoovers etc	Not many age options in clothing 	Similar products been sold in competitors’ market	Increasing costs may lead to shutting of many stores






Political 	social
Pricing regulations – Are there any pricing regulatory mechanism for Consumer Services	Taxation - tax rates and incentives	Wage legislation - minimum wage and overtime	Work week regulations in Retail	Mandatory employee benefits such as incentives, flexible working hours and pay increase	Incorporating health and safety within the work place for the safety of employees and customers	Correct product labelling to be applied following the correct measures in place to insure consumers know what they are buying		Demographics and skill level of the population	Class structure, hierarchy and power structure in the society. 	Education level as well as education standard in the Debenhams Plc ’s industry 	Culture (gender roles, social conventions etc.)	Entrepreneurial spirit and broader nature of the society. Some societies encourage entrepreneurship while some don’t. 	Attitudes (health, environmental consciousness, etc.)	Leisure interests	
environment	
Weather	Climate change	Laws regulating environment pollution	Air and water pollution regulations in Retail industry	Recycling	Waste management in Consumer Services sector	Attitudes toward “green” or ecological products	Endangered species	Attitudes toward and support for renewable energy		Political factors play a significant role in determining the factors that can impact Debenhams Plc's long-term profitability in a certain country or market. Debenhams Plc is operating in Retail in more than dozen countries and expose itself to different types of political environment and political system risks.	Debenhams Plc will understand the customers of a given market and how they design the marketing message for Retail industry consumers. Social factors that leadership of Debenhams Plc should analyse for PESTEL analysis are stated in the table.	Before entering new markets or starting a new business in existing market the firm should carefully evaluate the environmental standards that are required to operate in those markets. Some of the environmental factors that a firm should consider beforehand.

Pestle analysis 






stake holder analysis 
CUSTOMERS 	SUPPLIERS	EMPLOYEES
 millions of customers work hard to afford their Debenhams’ purchases and they are at the heart of Debenhams decision making, whether that relates to the modernisation of their local store, introducing new product lines or brands, making shopping easier through multi-channel or communicating with them through their marketing and customer feedback activities. They need to meet their customers’ expectations that every one of their products is manufactured in an environment which is socially ethical and quality assurance compliant.		Debenhams suppliers are key for them succeed in the second pillar of their strategy “Delivering a compelling customer proposition” because without them Debenhams would be unable to give customers the unique, differentiated and exclusive range of products they enjoy today. 	Debenhams will only achieve their goal of building a leading international, multi-channel brand with the commitment of the 30,000 people who work for Debenhams in their stores. Debenhams employees are crucial to helping them grow and they should be rewarded for the success that they help build. Debenhams are committed to ensuring that every individual receives fair and equitable treatment, regardless of their differences. Skills, progression and opportunities for people to develop new capabilities are extremely important to us. Most of all, Debenhams need to give their employees throughout the business the skills and tools to inspire and help our customers every day.	
SHAREHOLDERS	ENVIRONMENT	COMMUNITY
Shareholders provide the capital required to fund future growth. They should have confidence in their investment in Debenhams, driven by the strength of their strategy, longevity, commitment to product and service excellence and a robust control environment.		Debenhams are dependent upon the availability of resources such as power and fuel, raw materials and water. We are also a producer of waste – whether carbon emissions, waste water, packaging or general waste streams. It is Debenhams responsibility to ensure that their consumption of resources and production of waste is proportionate and efficient. They  must also ensure compliance with all relevant environmental legislation and regulation.		Debenhams aim to be an active and responsible member of the communities in which they operate. As a business, they support local and national charities and community groups, through fundraising and volunteering. They encourage their employees to participate in local community activities.	 	(M.E. PORTER, n.d.)



Task 4 based on your analysis draw a conclusion that clearly identifies the main issues faced by Debenhams 
 
The main issues faced by Debenhams is Inability to predict accurately or fulfil customer preferences or demand through competitive, economic and profitable channels. This is an increasing risk given the ongoing market conditions they face. Debenhams’ fail to deliver redesigned strategic priorities This is an increasing risk due to the importance of fully delivering the strategy. As well as Adverse events influencing either the sustainability of the supply chain or Debenhams’ relationship with any of its major suppliers, service providers, international partners, designers, or concessionaires. This is an increasing risk due to the potential of reduced access to credit insurance for our supply base, lastly Debenhams claim many of their customer are shopping online and due to this are also making a loss and having to pay high rent for the store is putting them in debt.  An adverse impact on performance from property-related events, such as store closures, business rates or rental increases This is an increasing risk due the potential for additional store closures, and associated costs of exit, following the comprehensive review of the UK portfolio. Events that negatively impact the reputation of, or value associated with, Debenhams’ brand Loss of key management or another personnel Debenhams depends upon. This is an increasing risk given the ongoing market conditions faced.  
Task 5 suggest possible business options that enables decision makers at Debenhams to resolve the problems identified in your report.
For Debenhams to be able to resolve the problems they have they should try to add unique retail stock in the market but not similar to other competitors, as well as add a wide range of choices for all ages. Also plan their financial issues effectively which will help them gain profit. And lastly try not to mix so many brands together stick to the Debenhams brands and add a few of their popular ones of the other brands to the stores. 
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