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Executive Summary
The reason for compiling this report is to analyse the issues that Marks&Spencer are currently confronting as an organisation and to provide solutions to those issues. 
The author has taken into consideration three major analysing techniques such as SWOT, PESTLE and Stakeholder analysis to make the situation clearer for the reader and also has advised what to do in order to improve the wellbeing of the company.
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1.0 Terms of Reference

On 18/06/2018 the CEO of Debenhams requested a report from Maria Necula. To be submitted on 20/07/2018 and the main purpose of the report is the research of the issues that Marks and Spencer has as a company, what the role of the stakeholders would be as well what would be a good option for the organisation to overcome any problems that they have or will have in the future.

2.0 Procedure
In order to compile the report a number of textbooks, journals and websites were thoroughly researched and read.

3.0 Findings

3.1 Marks & Spencer history
The company was founded as a result of the partnership between Michael Marks and Thomas Spencer. Both coming from different backgrounds, as Marks was a Polish Jew refugee and Spencer was already in England, their paths crossed when Marks started his tutoring lessons to improve his English. Coincidently his tutor was the wife of Spencer’s boss, where he worked as a cashier. 
“Marks and Sparks”, as known informally, has started as a small business by only selling British products. The clothes and food that was sold in the stores was under the label “St. Michael”, a brand which honoured Marks. This particular brand was introduced in 1928. 
During its development as a company, Marks & Spencer introduced to the world all kinds of products such as: Christmas cakes and puddings (1958), Asian food (1974), also have tried to improve their Swiss rolls so they hired Nat Goldberg who managed to improve all the cake range.
Internationally they’ve started with a shop in Kabul, Afghanistan in 1960 and in Paris on the Haussmann Boulevard and in Lyon in 1975. By the 1980s they’ve managed to grow a lot in France and Belgium.

3.2 Financial decline
The peak period when profits went through the roof for Marks and Spencer was between financial year 1997 and 1998. It was still considered to be a huge success on the market however, many recall as being a bad period profit wise as during mister Richard Greenbury’s tenure profit margins were ridiculously hard to obtain and that was the time the company lost most of its customers. This wasn’t the only issue Marks & Spencer came across that time. Also, British suppliers have risen there costs so they had to rely on overseas suppliers. What has been considered to be a huge burden to the customer was the fact that, not until 2001, Marks and Spencer wouldn’t have accepted credit cards.
By 2004 M&S was taking into consideration a collaboration between them, Arcadia Group and BHS so on the 12th of July same year a plan was announced on how to recover from losing their customers. The main idea was to sell the financial services business called M&S Money to HSBC Bank plc, closing the Gateshead Lifestore and to stop the expansion of the Simply Food line of shops. 
Again in 2011 the idea to change M&S’s aspect has come to the minds of the CEO’s. The main idea on how to do that was based on the demographic data, mainly the age of the customers. Not only that but the stores had now new navigation schemes as per customers either request or complaints. Due to this new technique adopted, M&S has increased their sales and the number of UK suppliers.

3.3 The impact
In the era of technology, most stores on high streets have faced serious problems in keeping their customers still interested in their services and products. Marks&Spencer has been one of the retailers dealing with those serious issues.
One of the major problems that had an impact on the brand was the internet. Due to the wide variety of information that can be found on the internet, retailers have decided to go online also, rather than facing paying rent and taxes for a space on high street. Not only that, but it is convenient for customer to go online and shop instead of going to a store. Statistically, ¼ of branded stores are online in UK, benefiting almost all other small business. However, Marks&Spencer couldn’t cope with the challenge, even though they’ve invested in a massive investment automated home delivery system.
Second issue to be considered would be the amount of stores Marks&Spencer had and how many they are required to close due to the collapse. It is estimated to close 1/3 of the 300 stores the brand has on high street, stores that include all major merchandises such as food, clothing, even homewares. Also related to the “store issue” analysis show that the lack of investment in small or local outlets has put them off the market, as the brand chose to have large stores. Because of that customers consider the shops too big to explore and difficult to find everything one needs. What has been done to attract more customers was the adding of coffee shops or other services.
Last, but not least on the thread of issues that the corporation faces is the statistics showing that people in UK spend less money in updating their wardrobes from M&S. The number of footwear and shoes that has been sold in 2017 dropped by 0.8%, as per GlobalData, and it might drop even more by the end of current year. Not only that, but women consider that they have more choices at different brands such as H&M, Zara and even Primark. (Wood, Z., 2018)



3.4 Analysis on Marks&Spencer
3.4.1 SWOT Analysis

STRENGTHS:
Large variety of products: Marks&Spencer has a variety of products in all their stores and this is helpful and beneficial for the customer. 
As an example, fruits and vegetables in the stores have been thoroughly tasted and tested by specialist before being placed on the market.
Popular designer brands: Having a wide variety of brands does really help the organization. Men’s wear has a lot of brands, for example Autograph, Big&Tall, Blue harbour, North Coast etc. As for women brands it can also be seen Autograph, Limited collection, Per Una, Portfolio etc.

WEAKNESSES:
Bad publicity: It has been made known that Marks&Spencer is an outdated and non trendy organisation. Some of the customer say that is a shop for the older demographic and not for people in their 20’s or 30’s. 
Manual work: As well the techniques of manufacturing their products it is considered outdated. 

OPPORTUNITIES:
Internalization: Becoming known worldwide. In order for this to happen a very specific and on point plan has to be implemented by the management of the organisation. If this happens, all the branches will develop.
Market segmentation: The definition of this concept is the process of dividing customers into different groups, but the customers share the same interest and set of needs. This could be easily done by opening small shops or outlets and it will also increase profits and decrease manual work.

THREATS:
The biggest threat any organization or corporation can face is losing the scope of the brand and losing their customers in the end. Every company once well grown and developed deals with its market competitors. In this case could be brands such as ZARA, Bershka, H&M and all other stores that target its customers better. ( All Ltd, 2018)


3.4.2 PESTLE Analysis
Marks&Spencer became the first British retailer to reach over £1 billion profit according to BBC News Online 1998. However, several factors need to be analysed along the years and see what has helped or not M&S become the brand that is today.
Considering PESTLE Analysis, the author has taken three factors into account: economical, sociological and legal factors.
Economical factors: As being in a sort of decline the economical outcome of the company is definitely going to affect the retail sales.  Because customers haven’t had enough money to spend on luxurious products M&S has come to the conclusion that it would be beneficial to shut down some of their stores and also make job cuts of 2% of their 70.000 staff. Another solution for this financial crisis was their 20% discount for two days prior to Christmas and other big ideas came along with this issue they have encountered. The soul reason is to market themselves better in front of their competitors.
Sociological factors: Society is a major influence in the development of a company/organisation. In 2006 the CEO of M&S Stuart Rose wanted to make the brand even bigger and extend it by selling food online. His thought behind the idea was to compete directly with stores such as ASDA, ALDI and so on. As ASDA and M&S appeal to different ages and social classes, this was considered a huge influence on how they respond to current issues. 
Legal factors: Laws and legislation are always changing.  Being a big brand known worldwide M&S has to keep its employees always on the loop if any laws have changed. For this they re-train all of their employees annually. Issues regarding Health and Safety are always taken care of and ensure that the legal protection is updated.
An example of how M&S deal with this type of requirements was when the legislation “Fair Packaging and Labelling Act 1996” required that manufacturers mention on the label of their products what the package contains, who is the producer and how much it contains. (Unknown, 2018)

3.4.3 Stakeholder Analysis on M&S
As most organization M&S have to type of stakeholders: internal and external.
The first internal stakeholders to mention are the owners. The main stakeholder of the company is Bill Adderley who is also the founder of the store chain Dunelm. 
Secondly is the management team. They are the ones that keep the company going and also decide what way should the company go.
Thirdly would be the employees of the organization. With more than 60.000 people working for M&S after the job cuts, the importance of those people is significant. 
Going onto the external stakeholders those to be considered are the suppliers, customers and also the media. 
Suppliers not only are the sales people of different companies interested in selling their own products to M&S but they are also the ones that keep on bringing products to the market. Without them, there would be no merchandise for the organisation.
Customers are the important link between success and failure for M&S as the feedback they have is crucial. Without them, the company could not exist.
Last but not least is the media. Knowing that everything nowadays is online and on screen, people are very influenced by what they see. A good marketing campaign for M&S would be the step forward they would need.

4.0 Conclusion
The author based the analysis in the report on M&S by using SWOT, PESTLE and Stakeholder Analysis. By doing so the major issues encountered within the organisation are: lack of care and focus of the employees/senior management and costumers. Besides that marketing hasn’t been done properly in many years and also the products that they have on market are not taking into consideration what the customers would want and do not focus on the younger demographic.
As such the researcher considers that a good way to overcome issues encountered by the organisation is to analyse the problems through different analysing techniques and can underline what can be done for the future.
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