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	Emergence of market competition has increased business challenges to adopt modern technologies to improve business
The report is going to provide relevant details regarding the key detail of the retail organization John Lewis partnership 
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	John Lewis Partnership is biggest staff-owned business
The public limited business at UK along with parent company of 2 attractive retail brands:
Waitrose 
John Lewis
John Lewis founded the company in 1864
It encourages towards moving quickly thereby stay forward in high competitive market
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	JLP possessed large force of 80800 staffs
It has helped it to enjoy 
50 stores of John Lewis
2 global offices
333 consumers delivery hubs along with the distribution sites and many more providing services in over 31 nations worldwide (Johnlewispartnership 2020)
The company is aimed at ensuring happiness of its members via satisfying employment within successful business  
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	The organisation operates upon democratic principles, by sharing power amongst its members. 
The organisation deals in fashion, homeware, groceries, electrical products and other accessories for sale to customers of all age groups
Quality services and diverse range of sustainable products have encouraged the company to earn revenue of £10.2billion in the year 2020
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	Effective customers’ services have enabled the organisation face large market share increasing day by in the competitive retail market
The organisation follows a divisional organisational structure
The products and service management is classified to different divisions performing the business functions systematically




	Slide 6
	

	Business enterprises could adopt modern technologies to reduce its costs and improve its service quality 
The presentation shall highlight challenges being faced the organisation at present. 
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	Butler (2020) argued that JLP at present is facing certain key challenges in its business
It is leading to its failure in managing its relations with the customers and halting drop in profits as well as sales performances
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	Development of Coronavirus on a global context including UK with around 306000 cases have led to complete lockdown of stores for managing the pandemic. As opined by Nazir (2020) such lockdown have created immense issues for JLP to communicate its customers and manage their needs from their physical stores. It has led to critical challenges for the company in managing its effective relations with the targeted audience and maintaining its base in business. The grocery supply chain of JLP has been under critical pressure for meeting customers’ needs both online and in store (Johnlewispartnership 2020). The pandemic leading to global economic crisis has disrupted effective decision making of the company associate with serving its customers and managing its sales performances.    
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	Recent variation in the entire management structure of John Lewis Partnership after departure of managing director and customers director, followed by a change in Chairman position from Charlie Mayfield to Sharon White in the year 2020 with a view to manage risks of fall in the profitability ratio might face change in the management policies, which could create few challenges for the company to manage its customer relations. As opined by Nazir (2020) such surprise departure of the director or the company has led to drop of sales of John Lewis and Waitrose by 2% and 0.4%. Changes in policies might bring certain modification in the information management, which could disrupt the employees in managing the details regarding the customers’ needs and issues. It is likely to create a negative effect on the customer loyalty and base towards JLP’s business. Therefore, it might be a reason for decrease in the sales performances of the company. Announcement of no annual bonus in for first time 67 years might create low motivation amongst employs of JLP which could reduce their performance efficiency or ability to satisfy customers
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	Customer confidence still is wobbling within the situation of continuous political variation for unanimous retailers, upcoming 10 years might look quite different to last, sarcastically JLP has been previously observed as ones able to bike the trend, however, outcomes price they even are not immune. 
Intense market competition and inability of the company in managing the changes in retail environment is creating disruption for it to manage the needs of the customer thereby develop sustainable relations with them. Poor customers’ relations in the competitive market could create a negative effect on JLP’s ability to sustain in the market. High rivalry and inability of John Lewis is managing such rivalry has led to closure of my stores which is creating a negative effect on its customer relations (Mustoe 2020).     
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	The presentation shall focus on highlighting the insights of the specific modern technology used in JLP
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	CRM (customer relationship management) concerns with a technology to manage relations of an organisation and its interaction with present and future customers. The objective behind the introduction of the technology in the business is improvement in business relations. CRM system is helpful for the company to be connected to the consumers, improve profitability and streamline processes
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	CRM solution is an effective technology in modern business world, which is helpful for the company; JLP in focusing on its business relations with individuals customers, suppliers, employees or service users, during business lifecycle with them. It includes searching for new customers, winning business and supply of support along with other services during the relationship.
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	From customer service, sales, marketing recruiting, business development and other business, the CRM system provide customers better way of managing external communication and relations, which drive success
CRM could help John Lewis in driving business growth thereby it could be especially effective to all business sizes, where the teams could find effective ways of innovation and development. Few of largest gains in the productivity could come from moving beyond CRM as marketing and sales tool as well as embedding it business, from customer services to supply-chain management and HR. Although, CRM systems are being traditionally applied as marketing and sales tools, the team of customer services observe great benefits while using it. Recent customers could develop issue within one channel like, Twitter then switch to telephone and email for resolving it privately. CRM platform helps the company to administer enquiry across the channels without losing the track and provide service, marketing and sales a sole view of customer.
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	Reps are out on road talking to the customers, finding worthy information, meting prospects. However, often the information is stored in the laptops, handwritten notes or inside salespersons’ heads. The information could be lost, meeting might not be promptly followed and customer prioritisation could be matter of guesswork instead of serious exercise relying on the fact. Therefore, it could be compounded in case crucial sales executive moves on. However, not only the sales volume and sales revenue suffers without CRM. A CRM solution is helpful for the customer service department of JLP in finding new customer, identify their needs and cater to requirements in order to increase their level of satisfaction, which results in development of stronger business relations
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	The impact of use of CRM technology on overall business functions of the company is explained as under:
It could help the company attain CRM information in a better way. Use of such CRM technology or personalisation would not only encourage brand in engaging effectively with customers’ base, it could also lead to key rise in customers engagement and loyalty (Decisionmarketing 2020). 
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	Improvement in the relations with the customers could lead to rise in demand for its services, which could increase the sales volume and profitability in the business. 
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	Furthermore, to manage relations with customers in the situation of pandemic outburst, John Lewis launched comprehensive range of virtual facilities for catering to the customers staying in their home. 
By the help of the technology, the organisation could be able to provide specialised advises associated with its customers virtually in areas of personal styling, home design as well as nursery services. The one-hour video calling facility could help the home design experts of the company to identify needs of customers thereby provide better recommendations of them regarding their home designing needs, as it could help the company in increasing comfort level of the home space of the customers. This service is likely to increase sense of trust and loyalty amongst the customers for the services effectiveness of the company. It might help the company in creating a niche in the market, maximise its profits thereby ensure sustainable business growth.
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	However, the company might face several challenges in implementing and managing the CRM technologies, which is likely to create a negative effect on their business performance. New technology in the business might resist the customers to adapt it as they could fear of loss of pay or even their job with introduction to new tech
Furthermore, effective training and reward systems could help the company increase knowledge skills of the employees regarding managing the technology in their job role thereby produce effective results to the business (Hanaysha 2016).                     
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	Continuance of severe competition in the retail market along with the emergence of Coronavirus on a global context have led to several challenges Coker (2020).
CRM system has helped JLP to increase its customer loyalty and satisfaction
It is likely to result in a severe decrease in the business productivity
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	CRM technology has also benefitted JLP in reducing risks of losing customers as XRM has helped the organisation JLP to stay in the touch of the customer and listen their issues and problems systematically and carefully and response the customers. The motive of the organisation is to take care of the customer and their needs and hence the CRM is helpful to maitan such balance in the market.
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	Use of CRM system as effective modern technology has helped the JLP in managing its relations with its targeted audience. CRM has been termed as the beneficial tool for the chosen organisation JLP that helps the organisation to connect the business with the targeted market which is further helpful to collect relevant information from the targeted market to decide future development of the business.
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	Use of CRM system could help the company face an increase in the customers’ loyalty and base, as CRM is the tool where the customer’s personal and professional records are registered and hence it helps the organisation to deal with the problems or issues of the customers in the market. The CRM has been rated as one of the most useful tool for the chosen organisation JLP to identify as well as resolve the issues of the customers.




	Slide 26
	

	Conclusion is the John Lewis Partnership is a big organisation operating after democratic principles, quality services, implement CRM(customer relationship management) witch was the most effective tool, connecting the business with the targeted market, due the situation covid 19 the stores was adapted  with modern technology, make it accessible on the virtual platforms, stay connected with customers and keep them safety staying homme!
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The organisation operates upon democratic principles, by sharing power amongst its members. 

The organisation deals in fashion, homeware, groceries, electrical products and other accessories for sale to customers of all age groups

Quality services and diverse range of sustainable products have encouraged the company to earn revenue of £10.2billion in the year 2020



This Photo by Unknown author is licensed under CC BY-SA.





The organisation operates upon democratic principles, by sharing power amongst its members. 

The organisation deals in fashion, homeware, groceries, electrical products and other accessories for sale to customers of all age groups

Quality services and diverse range of sustainable products have encouraged the company to earn revenue of £10.2billion in the year 2020



4



image1.jpeg









Confinue






image5.emf


Effective customers’ services have 

enabled the organisation face 

large market share increasing day 

by in the competitive retail 

market



The organisation follows a 

divisional organisational structure



The products and service 

management is classified to 

different divisions performing the 

business functions systematically


Microsoft_PowerPoint_Slide4.sldx




C0ntinue

Effective customers’ services have enabled the organisation face large market share increasing day by in the competitive retail market

The organisation follows a divisional organisational structure

The products and service management is classified to different divisions performing the business functions systematically







Effective customers’ services have enabled the organisation face large market share increasing day by in the competitive retail market

The organisation follows a divisional organisational structure

The products and service management is classified to different divisions performing the business functions systematically
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Butler (2020) argued that JLP at present is facing certain key 

challenges in its business


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The challenge(s) before the introduction of modern technology

Butler (2020) argued that JLP at present is facing certain key challenges in its business

It is leading to its failure in managing its relations with the customers and halting drop in profits as well as sales performances







Butler (2020) argued that JLP at present is facing certain key challenges in its business

It is leading to its failure in managing its relations with the customers and halting drop in profits as well as sales performances
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

Coronavirus pandemic continues to be most key external risk



JLP is presently facing the risk in operating its business and 

maintaining its customer relations. Nazir (2020)



It is affecting both customers and the company


Microsoft_PowerPoint_Slide7.sldx




Emergence of Covid 19

Coronavirus pandemic continues to be most key external risk

JLP is presently facing the risk in operating its business and maintaining its customer relations. Nazir (2020)

It is affecting both customers and the company





Development of Coronavirus on a global context including UK with around 306000 cases have led to complete lockdown of stores for managing the pandemic. As opined by Nazir (2020) such lockdown have created immense issues for JLP to communicate its customers and manage their needs from their physical stores. It has led to critical challenges for the company in managing its effective relations with the targeted audience and maintaining its base in business. The grocery supply chain of JLP has been under critical pressure for meeting customers’ needs both online and in store (Johnlewispartnership 2020). The pandemic leading to global economic crisis has disrupted effective decision making of the company associate with serving its customers and managing its sales performances.    
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

Recent variation in the entire management structure of John 

Lewis Partnership after departure of managing director and 

customers director



Followed by a change in Chairman position from Charlie Mayfield 

to Sharon White in the year 2020 to manage profits
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Change in management structure

Recent variation in the entire management structure of John Lewis Partnership after departure of managing director and customers director

Followed by a change in Chairman position from Charlie Mayfield to Sharon White in the year 2020 to manage profits 
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Recent variation in the entire management structure of John Lewis Partnership after departure of managing director and customers director, followed by a change in Chairman position from Charlie Mayfield to Sharon White in the year 2020 with a view to manage risks of fall in the profitability ratio might face change in the management policies, which could create few challenges for the company to manage its customer relations. As opined by Nazir (2020) such surprise departure of the director or the company has led to drop of sales of John Lewis and Waitrose by 2% and 0.4%. Changes in policies might bring certain modification in the information management, which could disrupt the employees in managing the details regarding the customers’ needs and issues. It is likely to create a negative effect on the customer loyalty and base towards JLP’s business. Therefore, it might be a reason for decrease in the sales performances of the company. Announcement of no annual bonus in for first time 67 years might create low motivation amongst employs of JLP which could reduce their performance efficiency or ability to satisfy customers
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Increase in market competition

Because of challenging retail business environment followed by intense competition, JLP has observed a drop in the sales revenue. 

Apart from such drop the company has also experienced a key decline in the like-for-like sales to 1.8% in comparison with 0.2 percent in Waitrose

High rivalry and inability of John Lewis is managing such rivalry has led to closure of my stores which is creating a negative effect on its customer relations (Mustoe 2020) 
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Customer confidence still is wobbling within the situation of continuous political variation for unanimous retailers, upcoming 10 years might look quite different to last, sarcastically JLP has been previously observed as ones able to bike the trend, however, outcomes price they even are not immune. 

Intense market competition and inability of the company in managing the changes in retail environment is creating disruption for it to manage the needs of the customer thereby develop sustainable relations with them. Poor customers’ relations in the competitive market could create a negative effect on JLP’s ability to sustain in the market. High rivalry and inability of John Lewis is managing such rivalry has led to closure of my stores which is creating a negative effect on its customer relations (Mustoe 2020).     
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

With respect to the challenges discussed above, it is analysed that:



Implementation and timely management of CRM technology in 

the overall business functions is helpful for John Lewis to improve 

its customer relations



It could help in in halt decrease in sales volume along with 

profitability
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Insights to the modern technology introduced

With respect to the challenges discussed above, it is analysed that:

Implementation and timely management of CRM technology in the overall business functions is helpful for John Lewis to improve its  customer relations

It could help in in halt decrease in sales volume along with profitability 
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CRM (customer relationship management) concerns with a technology to manage relations of an organisation and its interaction with present and future customers. The objective behind the introduction of the technology in the business is improvement in business relations. CRM system is helpful for the company to be connected to the consumers, improve profitability and streamline processes
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Mujawar and Bodade (2016) opined that customer relationship management is an effective system

It used in business for helping with productivity, sales management contact management and others







CRM solution is an effective technology in modern business world, which is helpful for the company; JLP in focusing on its business relations with individuals customers, suppliers, employees or service users, during business lifecycle with them. It includes searching for new customers, winning business and supply of support along with other services during the relationship.
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With easy data access and visibility, it is simpler to increase productivity and collaborate. 

Employees in JLP could be able to see how the customers are communicated with, things they purchased, and the last purchased items, their payment details and other







From customer service, sales, marketing recruiting, business development and other business, the CRM system provide customers better way of managing external communication and relations, which drive success

CRM could help John Lewis in driving business growth thereby it could be especially effective to all business sizes, where the teams could find effective ways of innovation and development. Few of largest gains in the productivity could come from moving beyond CRM as marketing and sales tool as well as embedding it business, from customer services to supply-chain management and HR. Although, CRM systems are being traditionally applied as marketing and sales tools, the team of customer services observe great benefits while using it. Recent customers could develop issue within one channel like, Twitter then switch to telephone and email for resolving it privately. CRM platform helps the company to administer enquiry across the channels without losing the track and provide service, marketing and sales a sole view of customer.
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More management results in less time for others. Business, nowadays without CRM could face risk of loss of real money. 

Naidu and Babu (2016) argued that active sales department could yield large amount of data.







Reps are out on road talking to the customers, finding worthy information, meting prospects. However, often the information is stored in the laptops, handwritten notes or inside salespersons’ heads. The information could be lost, meeting might not be promptly followed and customer prioritisation could be matter of guesswork instead of serious exercise relying on the fact. Therefore, it could be compounded in case crucial sales executive moves on. However, not only the sales volume and sales revenue suffers without CRM. A CRM solution is helpful for the customer service department of JLP in finding new customer, identify their needs and cater to requirements in order to increase their level of satisfaction, which results in development of stronger business relations
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encourage brand in engaging effectively with customers’ base, it could 

also lead to key rise in customers engagement and loyalty 

(Decisionmarketing 2020).
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Impact of the technology introduced

Introduction of the CRM technology in business function might lead to key improvements in:

Profits

Sales

market share

corporate image of John Lewis Partnership

It is going to give the customers of the company improved online experience through ramping up to the personalization features into its official website

Use of such CRM technology or personalization would not only encourage brand in engaging effectively with customers’ base, it could also lead to key rise in customers engagement and loyalty (Decisionmarketing 2020). 









The impact of use of CRM technology on overall business functions of the company is explained as under:

It could help the company attain CRM information in a better way. Use of such CRM technology or personalisation would not only encourage brand in engaging effectively with customers’ base, it could also lead to key rise in customers engagement and loyalty (Decisionmarketing 2020). 
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It could help in optimising journey of customers with business and exercise a significant influence upon buyers’ behaviour.

Improving connection with customers might also lead to increase in the overall image of the company in the competitive retail marketplace.







Improvement in the relations with the customers could lead to rise in demand for its services, which could increase the sales volume and profitability in the business. 
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Coker (2020) opined that JLP adapted the store-based facilities for making them accessible on online platform like face-to-face video consultations with the experts.







Furthermore, to manage relations with customers in the situation of pandemic outburst, John Lewis launched comprehensive range of virtual facilities for catering to the customers staying in their home. 

By the help of the technology, the organisation could be able to provide specialised advises associated with its customers virtually in areas of personal styling, home design as well as nursery services. The one-hour video calling facility could help the home design experts of the company to identify needs of customers thereby provide better recommendations of them regarding their home designing needs, as it could help the company in increasing comfort level of the home space of the customers. This service is likely to increase sense of trust and loyalty amongst the customers for the services effectiveness of the company. It might help the company in creating a niche in the market, maximise its profits thereby ensure sustainable business growth.
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CRM provide with relevant information about the customers’ 
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Furthermore, effective training and reward systems could help the 

company increase knowledge skills of the employees regarding 

managing the technology in their job role thereby produce 

effective results to the business (Hanaysha 2016).
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Effective communication might help the organisation to interact with the employees resolve their fear of job loss

CRM provide with relevant information about the customers’ behaviour in business and their performance quality

Furthermore, effective training and reward systems could help the company increase knowledge skills of the employees regarding managing the technology in their job role thereby produce effective results to the business (Hanaysha 2016).
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However, the company might face several challenges in implementing and managing the CRM technologies, which is likely to create a negative effect on their business performance. New technology in the business might resist the customers to adapt it as they could fear of loss of pay or even their job with introduction to new tech

Furthermore, effective training and reward systems could help the company increase knowledge skills of the employees regarding managing the technology in their job role thereby produce effective results to the business (Hanaysha 2016).                     
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Lessons drawn from analysis

Continuance of severe competition in the retail market along with the emergence of Coronavirus on a global context have led to several challenges Coker (2020) .

CRM system has helped JLP to increase its customer loyalty and satisfaction







Continuance of severe competition in the retail market along with the emergence of Coronavirus on a global context have led to several challenges Coker (2020).

CRM system has helped JLP to increase its customer loyalty and satisfaction

It is likely to result in a severe decrease in the business productivity
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CRM technology has also benefitted JLP in reducing risks of losing customers as XRM has helped the organisation JLP to stay in the touch of the customer and listen their issues and problems systematically and carefully and response the customers. The motive of the organisation is to take care of the customer and their needs and hence the CRM is helpful to maitan such balance in the market.
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Emergence of market competition has increased business challenges to adopt modern technologies to improve business

The report is going  to provide relevant details regarding the key details of retail organisation John Lewis partnership





Emergence of market competition has increased business challenges to adopt modern technologies to improve business

The report is going to provide relevant details regarding the key detail of the retail organization John Lewis partnership 
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Use of CRM system as effective modern technology has helped the JLP in managing its relations with its targeted audience. CRM has been termed as the beneficial tool for the chosen organisation JLP that helps the organisation to connect the business with the targeted market which is further helpful to collect relevant information from the targeted market to decide future development of the business.
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The CRM has been rated as one of the most useful tool for the chosen organisation JLP to identify as well as resolve the issues of the customers.









Use of CRM system could help the company face an increase in the customers’ loyalty and base, as CRM is the tool where the customer’s personal and professional records are registered and hence it helps the organisation to deal with the problems or issues of the customers in the market. The CRM has been rated as one of the most useful tool for the chosen organisation JLP to identify as well as resolve the issues of the customers.
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Conclusion

John Lewis Partnership is a large organisation who lead after democratic principles, quality services, CRM, modern technology and everything related with the customers' needs





Conclusion is the John Lewis Partnership is a big organisation operating after democratic principles, quality services, implement CRM(customer relationship management) witch was the most effective tool, connecting the business with the targeted market, due the situation covid 19 the stores was adapted  with modern technology, make it accessible on the virtual platforms, stay connected with customers and keep them safety staying homme!

26



image1.png









[o]

Conclusion S
T





image27.emf
This Photoby Unknown author is licensed under CC BY-SA.


Microsoft_PowerPoint_Slide26.sldx


This Photo by Unknown author is licensed under CC BY-SA.





image1.jpeg









Thank YoU !





image28.emf
Reference



Johnlewispartnership, 2020, [online] Available 

at:<https://www.johnlewispartnership.co.uk/content/dam/cws/pdfs/J

uniper/ARA2020/JLP-2020-Annual-Report-and-Accounts.pdf> 

[Accessed 3 August 2020] [Accessed 5 August 2020].



Butler, S., 2020, The Decisions Facing John Lewis As It Tries To Halt Fall 

In Profits. [online] the Guardian. Available at: 

<https://www.theguardian.com/business/2020/jan/09/the-decisions-

facing-john-lewis-as-it-tries-to-halt-fall-in-profits> [Accessed 5 

August 2020].



Mustoe, H., 2020, Four Reasons John Lewis Is Under Pressure. [online] 

BBC News. Available at: <https://www.bbc.com/news/business-

47470703> [Accessed 5 August 2020].



Nazir, S., 2020, Top 3 Challenges Sharon White Faces As John Lewis 

Chair - Retail Gazette. [online] Retailgazette.co.uk. Available at: 

<https://www.retailgazette.co.uk/blog/2020/02/top-3-challenges-

sharon-white-will-face-as-john-lewis-chairman/> [Accessed 5 August 

2020].

This Photoby Unknown author is licensed under CC BY-SA.


Microsoft_PowerPoint_Slide27.sldx




Reference

Johnlewispartnership, 2020, [online] Available at:<https://www.johnlewispartnership.co.uk/content/dam/cws/pdfs/Juniper/ARA2020/JLP-2020-Annual-Report-and-Accounts.pdf> [Accessed 3 August 2020] [Accessed 5 August 2020].

Butler, S., 2020, The Decisions Facing John Lewis As It Tries To Halt Fall In Profits. [online] the Guardian. Available at: <https://www.theguardian.com/business/2020/jan/09/the-decisions-facing-john-lewis-as-it-tries-to-halt-fall-in-profits> [Accessed 5 August 2020].

Mustoe, H., 2020, Four Reasons John Lewis Is Under Pressure. [online] BBC News. Available at: <https://www.bbc.com/news/business-47470703> [Accessed 5 August 2020].

Nazir, S., 2020, Top 3 Challenges Sharon White Faces As John Lewis Chair - Retail Gazette. [online] Retailgazette.co.uk. Available at: <https://www.retailgazette.co.uk/blog/2020/02/top-3-challenges-sharon-white-will-face-as-john-lewis-chairman/> [Accessed 5 August 2020].







This Photo by Unknown author is licensed under CC BY-SA.





Johnlewispartnership, 2020, [online] Available at:<https://www.johnlewispartnership.co.uk/content/dam/cws/pdfs/Juniper/ARA2020/JLP-2020-Annual-Report-and-Accounts.pdf> [Accessed 3 August 2020] [Accessed 5 August 2020].

Butler, S., 2020, The Decisions Facing John Lewis As It Tries To Halt Fall In Profits. [online] the Guardian. Available at: <https://www.theguardian.com/business/2020/jan/09/the-decisions-facing-john-lewis-as-it-tries-to-halt-fall-in-profits> [Accessed 5 August 2020].

Mustoe, H., 2020, Four Reasons John Lewis Is Under Pressure. [online] BBC News. Available at: <https://www.bbc.com/news/business-47470703> [Accessed 5 August 2020].

Nazir, S., 2020, Top 3 Challenges Sharon White Faces As John Lewis Chair - Retail Gazette. [online] Retailgazette.co.uk. Available at: <https://www.retailgazette.co.uk/blog/2020/02/top-3-challenges-sharon-white-will-face-as-john-lewis-chairman/> [Accessed 5 August 2020].



28



image1.jpeg









Referece






image2.emf


John Lewis Partnership is biggest 

staff-owned business



The public limited business at UK 

along with parent company of 2 

attractive retail brands:



Waitrose



John Lewis



John Lewis founded the company 

in 1864



It encourages towards moving 

quickly thereby stay forward in 

high competitive market


image29.emf
Continue



Mujawar, S. and Bodade, P., 2016. Comparative study of CRM 

initiatives in retail, telecommunication, banking and life insurance 

industry: a customer perspective. International Journal of Research and 

Scientific Innovation, 3(4), pp.52-59.



Naidu, G.R. and Babu, R.H., 2016. Client Relationship Through Mobile 

CRM in Organized Retail Outlets. International Journal of Science 

Engineering and Advance Technology, 4(1), pp.100-104.



Coker, J., 2020, Covid-19: John Lewis Launches Virtual Consultations For 

Customers. [online] Essential Retail. Available at: 

<https://www.essentialretail.com/news/covid-19-john-lewis-virtual/> 

[Accessed 6 August 2020] [Accessed 9 August 2020].



Decisionmarketing, 2020, John Lewis Brings In Online Personalisation 

Platform - Decisionmarketing. [online] Available at: 

<https://www.decisionmarketing.co.uk/news/john-lewis-brings-in-

online-personalisation-platform> [Accessed 6 August 2020].



Hanaysha, J., 2016. Examining the effects of 

employee empowerment, teamwork, and employee training 

on organizational commitment. Procedia-Social 

and Behavioral Sciences, 229(298-306), pp.298-306.

This Photoby Unknown author is licensed under CC BY-SA.


Microsoft_PowerPoint_Slide28.sldx




Continue

Mujawar, S. and Bodade, P., 2016. Comparative study of CRM initiatives in retail, telecommunication, banking and life insurance industry: a customer perspective. International Journal of Research and Scientific Innovation, 3(4), pp.52-59.    

Naidu, G.R. and Babu, R.H., 2016. Client Relationship Through Mobile CRM in Organized Retail Outlets. International Journal of Science Engineering and Advance Technology, 4(1), pp.100-104.

Coker, J., 2020, Covid-19: John Lewis Launches Virtual Consultations For Customers. [online] Essential Retail. Available at: <https://www.essentialretail.com/news/covid-19-john-lewis-virtual/> [Accessed 6 August 2020] [Accessed 9 August 2020].

Decisionmarketing, 2020, John Lewis Brings In Online Personalisation Platform - Decisionmarketing. [online] Available at: <https://www.decisionmarketing.co.uk/news/john-lewis-brings-in-online-personalisation-platform> [Accessed 6 August 2020].

Hanaysha, J., 2016. Examining the effects of employee empowerment, teamwork, and employee training on organizational commitment. Procedia-Social and Behavioral Sciences, 229(298-306), pp.298-306.









This Photo by Unknown author is licensed under CC BY-SA.





Mujawar, S. and Bodade, P., 2016. Comparative study of CRM initiatives in retail, telecommunication, banking and life insurance industry: a customer perspective. International Journal of Research and Scientific Innovation, 3(4), pp.52-59.    

Naidu, G.R. and Babu, R.H., 2016. Client Relationship Through Mobile CRM in Organized Retail Outlets. International Journal of Science Engineering and Advance Technology, 4(1), pp.100-104.

Coker, J., 2020, Covid-19: John Lewis Launches Virtual Consultations For Customers. [online] Essential Retail. Available at: <https://www.essentialretail.com/news/covid-19-john-lewis-virtual/> [Accessed 6 August 2020] [Accessed 9 August 2020].

Decisionmarketing, 2020, John Lewis Brings In Online Personalisation Platform - Decisionmarketing. [online] Available at: <https://www.decisionmarketing.co.uk/news/john-lewis-brings-in-online-personalisation-platform> [Accessed 6 August 2020].

Hanaysha, J., 2016. Examining the effects of employee empowerment, teamwork, and employee training on organizational commitment. Procedia-Social and Behavioral Sciences, 229(298-306), pp.298-306.



29



image1.jpeg









Contiue






Microsoft_PowerPoint_Slide1.sldx




Background of organisation

John Lewis Partnership is biggest staff-owned business

The public limited business at UK along with parent company of 2 attractive retail brands:

Waitrose 

John Lewis

John Lewis founded the company in 1864

It encourages towards moving quickly thereby stay forward in high competitive market







John Lewis Partnership is biggest staff-owned business

The public limited business at UK along with parent company of 2 attractive retail brands:

Waitrose 

John Lewis

John Lewis founded the company in 1864

It encourages towards moving quickly thereby stay forward in high competitive market



2



image1.jpeg









'

Background
organisation

-/}






image3.emf


JLP possessed large force of 

80800 staffs



It has helped it to enjoy



50 stores of John Lewis



2 global offices



333 consumers delivery hubs 

along with the distribution sites 

and many more providing services 

in over 31 nations worldwide 

(Johnlewispartnership 2020)



The company is aimed at ensuring 

happiness of its members via 

satisfying employment within 

successful business 

This Photoby Unknown author is licensed under CC BY-SA-NC.


Microsoft_PowerPoint_Slide2.sldx




Continue

JLP possessed large force of 80800 staffs

It has helped it to enjoy 

50 stores of John Lewis

2 global offices

333 consumers delivery hubs along with the distribution sites and many more providing services in over 31 nations worldwide (Johnlewispartnership 2020)

The company is aimed at ensuring happiness of its members via satisfying employment within successful business  



This Photo by Unknown author is licensed under CC BY-SA-NC.





JLP possessed large force of 80800 staffs

It has helped it to enjoy 

50 stores of John Lewis

2 global offices

333 consumers delivery hubs along with the distribution sites and many more providing services in over 31 nations worldwide (Johnlewispartnership 2020)

The company is aimed at ensuring happiness of its members via satisfying employment within successful business  



3



image1.jpeg














