
Component 1 Assessment


1. Aside from COVID-19, Gap was already struggling for years with decreased sales and customers interest, this being the nature of the problem. This problem was caused by the consumers who chose to spend their money in more cheaper stores, like Zara and H&M. This also made the consumers to have a preference for cheaper brands, because, even with massive discounts, Gap was still losing money. The scope of the problem is represented by all the people that are affected by this problem. The company’s employees are, without doubt, the most affected by this situation, because they are in risk of losing their jobs, especially now, that the company must recover from the loss. The biggest impact of this problem is also for the employees, and for the company itself. Once known as a big, high-end company, Gap lost the battle in front of cheaper competitors. If Gap will not find a way to gain the interest of the consumers, it will have to close. This means that the company will not exist anymore, and all those 12,000 employees will find themselves in a difficult position, because they will not have a place to work anymore. 
2. The Key Strengths of Gap are: 
· around 12,000 corporate employees and around 80000 retail employees
· many labels under the same company which means many sources of income
· Athleta – the only Gap label with increased sales.
Personally, I think that the activewear label, Athleta, is the biggest Strengths of Gap, at the moment. This label can help the company to remain a ‘go to place’ for consumers, so this strength can be also seen as an opportunity. 
The Key Threats of Gap are: 
· the economic crisis caused by the pandemic
· the ‘cheaper, more fashionable alternatives’
· the change in customer’s preferences and lifestyle.
The biggest threat for Gap, in my opinion, is represented by the consumers and their attitudes, preferences and lifestyle, because they are the people who bring profit to Gap, and without them, the company cannot exist. 
3. The factor from PESTLE that I want to highlight in the Gap case is the social factor. This is represented by the changing of attitudes, behaviours, and lifestyle of the customers. In this particular case, Gap is suffering a lose of money because their customers are choosing to spend their money in cheaper store, that are also considered to be more fashionable than Gap. It is clear that customers developed a preference for Gap’s competitors because, even with ‘massive discounts’, Gap is not able to gain their customers back. On the other hand, the activewear label own by Gap, Athletica, is the only Gap label that actually is doing great, and they see a massive growth in sales every year. A reason for that is that the prices are lower than usual, and also, customers changed their lifestyle and more of them are embracing a healthier life, that also includes doing lots of sport, this increasing the need for activewear. I think that Gap should take more into consideration the needs and desires of their customer in order to gain them back. 

