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SLIDE 1
My name is Alima Bibi, my student number 2027850.
Today I will be presenting solutions to problems faced by The John Lewis and Partners.
SLIDE 2 picture
SLIDE 3 INTRODUCTION
The John Lewis slumped into a £517million loss which led to a series of problems and caused a decline in their profits. Following from the report we conducted a SWOT and PESTLE Analysis to identify the main underlying problems causing the company's downfall.
We will look at some solutions using the decision-making matrix and monitoring and evaluating them, which will allow us to review and implement the decision using SMART GOALS to bring up the profits.
SLIDE 4 IDENTIFYING THE PROBLEM
From my report I found that COVID 19 had a huge impact on the decline which led to store closures across their chain. Then a series of problems such as redundancies, job losses, scraping of staff bonuses and shifting to online which cost the company a substantial amount of expenses due to redeploying and redesigning.
SLIDE 5 PICTURE
SLIDE 6 SOLUTIONS TO PROBLEMS
Solutions to these issues include re-opening stores with an in-store click and collect option, which will benefit the company by increasing footfall and sales, which will lead to profits. As profits rise, the staffing industry will benefit from increased sales bonuses.
Using new technological innovations, The John Lewis and Partners can promote their brand through social marketing and reaching out to consumers.
SLIDE 7 decision making matrix
The decision making matrix helps to get a clear picture on which solution would be best to prioritize over the course of action. By reopening the stores in a competitive market and where there is a wide community will be profitable and sustainable. Having a wider scale of footfall will increase in sales and help revitalise the high street.
Slide 8 PICTURE





SLIDE 9 
Carrying out the decisions to the solutions will increase in footfall and increased sales by the target year 2024 as suggested in the report. Providing click and collect and instore shopping on re-opening, will increase in profits and the brand will be renowned for its quality and service.
SLIDE 10 PICTURE
SLIDE 11 AND 12 MONITORING AND EVALUATING
	DECISION IMPLEMENTED: re-opening stores and introducing in-store click and collect to increase sales and profit. Restart staffing bonus to improve employee loyalty and staffing culture. Partnering with WIPRO to promote The John Lewis and Partners by marketing through new technological innovations and strategic marketing to meet customer convenience, demand and changes in shopping habits

	MONITORING THE DECISION

	RESOURCES budget for store re-opening – laptop/computers for click and collect – funds to market/promote – profits used to restart bonuses

	KEY INDICATORS quality of in-store shopping – user experiences on click and collect – in-store and online footfall – increased sales

	TARGETS 60% - 70% increase on in-store sales by year 2024 – 50% increase on online sales by 12months – click and collect experience to increase over 12 months by 50% - 60%

	DATA SOURCES we look to review the data by looking at internal reports - annual financial reports


	REVIEWING THE DECISION

	Reopening the stores in a competitive market is articulate and the plan will be successful to sustain profits and restart staff bonuses.
The targets are reasonable, and goals can be achieved with all the resources available.
The plan is well developed and will be kept on track with all stakeholders involved.
Keeping in contact mainly with landlords and owners to implement the decisions when necessary.
The plan is beneficial to members, landlords, employees and customers.

	COMMUNICATING WITH THE STAKEHOLDERS

	INTERNAL
EMPLOYEES- fortnightly- newsletters- announcements
OWNERS- daily- meetings- emails
MANAGERS – weekly- meetings- emails 
	EXTERNAL
CUSTOMERS- online advertisement- website announcements
SUPPLIERS-monthly- newsletter 
SHAREHOLDERS- monthly – emails
LANDLORDS – monthly- letters- meetings



In conclusion, the stores reopening will be most profitable for the John Lewis and Partners as this will bring in more revenue and customers. Re-opening store will increase job recruitments and help revitalise the high streets. Opening in large cities will be more sustainable and John Lewis can spend more on resources there to improve the quality of their department stores to generate profits.
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