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[bookmark: _Toc100710901]  Introductions                                                                                                                                                                                  The business environment becomes tough and challenging due to globalization and advanced technology because different innovative ways are used. Irrespective of this, business change positively influences business performance and enables one to compete in a competitive business environment. Strategic management is an ongoing process that monitors, access, and analyses all the essential requirements for business growth. It analyzes the business's current situation, accesses the business strategies, and adopts change accordingly for effective implementation (Tucci, 2022). This study explains SMEs' strategic management and how effectively they manage their business operations. The selected business is Tesco, a leading retailing store in the UK. This report describes the current position of Tesco, how the company competitively maintain its position, analysis of the internal and external business environment with SWOT and PESTLE, stakeholder analysis and the expectation of stakeholders with the company, competitors, strategic growth through Ansoff matrix, and some recommendations are suggested to improve the business performance by adopting expansion and differentiation strategy within the Welwyn Garden City, UK.
[bookmark: _Toc100710902]Overview of the Company
Tesco is a multinational retail store headquartered in Hertfordshire, UK. It is the second-largest retailing store after Wal-Mart based on profit generation and the third-largest store based on revenue. The store has key competitors in the international market like Carrefour, Wall-Mart, and others in the UK. The store has 35% of the market share in the UK and has become a leading business due to efficient operations and effective strategies. Tesco operates in more than 20 countries within and across the UK (tescoplc, 2022). 
The store was established in 1919 by Jack Cohen, and the first store was opened in 1929 in Middlesex. Now, Tesco has diversified stores with quality products and achieved a good brand image. The business has gradually expanded through stores superstores with dedicated employees. The store has generated 65 billion pounds revenue in the last year with an operating income of £ 3.074 billion. Effective strategy and customer services enhance the company's growth rate and give competitive advantages in the retail industry. 
[bookmark: _Toc100710903]Vision and Mission of Tesco
The mission of Tesco is to create value for business and associated customers. The mission statement is we make what matters better together. Everyone in the company is equally responsible for the success and growth of the business. Also, it provides an environment where employees can identify their capabilities potential and work for the company's success. On the other hand, the vision of Tesco is to design a high-value business for the customers to communicate during the business operational activities (Nash, 2022). It is analyzed that mission and vision statement of Tesco is good but needs some improvement to become successful and achieve a top position in the market. In this regard, the business must add CSR practices and promote business through e-commerce. 
[bookmark: _Toc100710904]Current Strategy
Tesco is the leading store in the UK based on the effective strategies, management, and dedicated services of employees. Different stores are located within and across the UK, generating large revenue and high-profit margins. The business strategy focuses on expanding the combination of acquisition of new stores and identifying customers' needs and significant retail services. Tesco aims to serve the customers in the UK and globally to make them happy and satisfied. The global strategy of Tesco mixes the global management in different areas. The tactic of Tesco is to purchase the existing retail, share and transform it to Tesco's subsidiary. It split every organization into three sections. The highest level is corporate-level business strategy; mid-level is a business-level strategy implemented to control lower management responsible for Tesco's success. 
The largest commercial and grocery store offers online services and has a significant share in the European market based on online market share. It is stated that not only the marketing strategy of Tesco but the business strategy is successful while selling products. The store is also famous for its professional and unique handling of business activities and uncertain situations. The business strategy of Tesco is designed in a way in which the store moves, sells, and buys the products and services to get insight and improve at every stage of business operations. Hence, the business strategy focuses on four components. The first is to bring feedback and insights to identify customers' needs and understand them. It is an effective way for Tesco to sell its products and services (eeph, 2017). The business model of Tesco is flexible, and Tesco is improving four components to accommodate the different types of customers globally. Hence, this process improves the shopping experience easier and better. 
The business strategy focuses on the following components to improve business growth and development. 
[bookmark: _Toc100710905]Product
Tesco offers high-quality products to its customers and develops products with the technical product team. The reason for the high-quality products of Tesco is that the entire team focus on transparency, fairness, and mutual relationship with suppliers. Teamwork with suppliers to source the best quality products that meet customers' demands. 
[bookmark: _Toc100710906]Customers
Tesco relies on its customers and business, considers the customers a priority, and puts it at its core. Customers are facilitated through a professional staff that listens and responds according to customers' needs and delivers the best shopping experience at an affordable range with quality products. 
[bookmark: _Toc100710907]Distribution Channels
Nowadays, technology changes the way of business, and the trend of online shopping has become popular around the world. In this regard, Tesco offers the products through an online platform and the best products for the customers to make an excellent experience online. The online business model works in different channels from small to large stores and focus on business growth through online platform. 
[bookmark: _Toc100710908]Reinvest
Tesco aims to improve the customer experience, and in 2021, the strategic plan aims to become efficient and reinvest the savings to improve and enhance the shopping experience. The reason for this investment is to offer excellent services for customers. More investment means more sales are improved, and more revenue is generated. 
The growth strategy of Tesco is aligned with the digital marketing strategy to improve the online shopping experience. It opened up a marketplace where products are sold. The focus of Tesco is on the innovation in products and services to target the different market segments. The store uses its brand products under different categorizations such as food, home, beverage, fashion, clothing, and financial services (Rosnizam & Bin, 2020). Tesco expanded internationally and domestically by focusing on customers, employees, and people. The company invests in the UK markets and equips the staff with essential skills to deliver excellent customer service. Tesco seeks to stabilize prices of competitive products introduced loyalty cards and club-card to improve the customer shopping experience and grow sustainably in the retail sector. 
However, some issues are identified with the adoption of technology as skilled and trained people are not available that manage the technology in business operations. With the awareness of health issues due to junk food, people prefer healthy food to maintain their health, and thus the company does not offer organic food that would be effective for business growth. Tesco's business operations negatively influence the environment as degradable plastic bags are more harmful than earlier bags because these bags are a breakdown in three years. Regardless of three years,  tiny particles of these bags are left that affect the birds, mammals, and insects. 
[bookmark: _Toc100710909]Porter Five Forces
Michel Porter has developed this model that is efficient for a business to identify its position in the market, and the position of a business is more competitive than others. According to porter, the business can measure the market's attractiveness through return on investment. After analyzing these forces, Tesco will find out its current position in the market (Khurram, et al., 2020). 
The five forces of the model are described for Tesco below:
	The threat of New Entrants
	· The threat of new entrants in the retail industry is relatively low
· However, most brands have captured the retail market in the UK, such as Tesco, Sainsbury, ASDA, Morrison, and other local stores. 
· In contrast, new entrants need to make a plan and other permission that will take time to come into the market. 
· It is beneficial for Tesco to perform efficiently in this market with strategies and approaches that strengthen its position in the retail industry. 

	Bargaining Power of Buyers

	· In the business market, competitors are increased and have options for customers to switch from one brand to another based on their interests. 
· Hence, the bargaining power of buyers is high because when a customer finds a product with low price than another company with the same quality, customers will shift to that company. 
· In the retail industry, customers want quality products at low prices. 
· It will be beneficial for Tesco to attract many customers because it offers products at an affordable range. 
· This practice will be effective and productive for Tesco to grab the customers and gain a high-profit margin (Bruijl & Gerard, 2018). 


	Bargaining Power of Suppliers

	· In the UK's retail industry, suppliers' position is weak because top supermarkets have contracts with suppliers, and suppliers want to be connected with these supermarkets like ASDA, Tesco, and Sainsbury. 
· Therefore, suppliers have a weak bargaining power position in the retail industry. 
· Regardless of this, suppliers supply the products and raw materials to top supermarkets that promote growth opportunities for the business. 
· Hence, the bargaining power of suppliers is low in this market. 

	The Threat of Substitute Products

	· The threat for substitute products is low in the retail industry for food items and is medium for non-food items. 
· The threat of substitutes is high for food products due to small chains of convenience stores. 
· However, these convenience stores, organic shops, and off-license are not a threat for Tesco because Tesco is opening stores at different locations in remote areas where a convenient transportation system is available.
·  Tesco offers a premium price strategy for non-food items, and in case of an economic recession, the customers will shift to other competitors that offer low prices of products. 


	Competition among Existing Competitors
	· Competition among existing competitors in the retail industry is high because there are many superstores with huge investments and strong policies. 
· The competitors like Sainsbury, ASDA, Waitrose, and Morrison try to switch the customers by changing products, price strategy, promotions, and discount offers. 
· However, the market growth is slow, but Sainsbury, Waitrose, and Morrison have achieved significant growth in the market share. 
· It represents that a big player in the retail industry is capturing the customers to other competitors and making severe competition. For example, during the economic recession, Lidl and Aldi offered the low pricing product and gained 25% growth. 
· Tesco uses a differentiation strategy to compete in the market and target many customers internationally (Distanont, et al., 2020). 




It is critically analyzed that the retail industry is competitive because supermarkets are operating with large investments and a good brand name. Thus, high competition is developed in the market. Suppliers' bargaining power is low, the threat of new entrants is moderate and existing competitors have developed a brand image. Therefore, Tesco operates successfully and distinctively due to dedicated employees, management, and strategies that enable it to compete and achieve a significant position in the market.
[bookmark: _Toc100710910]PESTLE & SWOT Analysis
[bookmark: _Toc100710911]PESTLE Analysis 
It is the concept of marketing principles used to track a business's external environment that influences its performance and growth. It is an effective tool that helps the business during the decision-making process. This tool is used to determine the trends in the external environment and how it influences business operations and growth (Godwin, et al., 2013). This tool determines the external factors influencing Tesco's business operations and performance. 
[bookmark: _Toc100710912]Political
Tesco operates worldwide, and political factors influence the business growth and development. It is critically analyzed that Tesco must consider the political conditions because of changes in the tax rate, legislation, and political relation with other countries. Ongoing unstable financial conditions globally, the governments encourage the retail store to offer local job opportunities for local people. Thus, it is effective for Tesco to have a stable and supportive political condition when offering employment opportunities for domestic people. As a result, Tesco will improve its business growth and gain a distinctive position in the retail market. The Brexit deal has developed uncertainty in the business sector, such as tariff-free trade that affects other countries' relationships. Also, the conflict trade between the US and China influences the political condition. The US is the major market of Tesco that influences the business growth and profit margin. 
[bookmark: _Toc100710913]Economic
The economic factor is essential for a successful business because financial business growth depends on the country's economic condition where it operates. It includes the profit, leverage cost, prices, and demand of products. It is critically analyzed that the business must be aware of the change in policies like tax rates and other relevant factors that affect the business accessibility to improve the business financial condition. It is analyzed that Tesco is improving and growing internationally, but it still depends on the UK market, where the company has a 30% market share. However, disposable income is declined, Tesco has shifted the focus on advertising the brand than luxurious items (Nandonde & Adamu, 2019). 
The pandemic outbreak significantly influences business growth due to restrictions on maintaining social distance, lockdown, and shutdown of businesses. However, online shopping saved Tesco from becoming the victim of this pandemic. The pandemic has increased the profitability and sale of the company and strengthened the economic condition as well. However, trade tariffs would be increased without the Brexit deal, but the strategic approach of the Chairman of Tesco is appreciable that manage the company successfully in challenging situations. 
[bookmark: _Toc100710914]Social
Social changes influence the business growth and trend in the UK, indicating the high purchasing attitude of customers. It is critically analyzed that a stable social trend will influence the selling ratio of products and improve business performance. However, Tesco has introduced a diverse product range, food, and non-food items. The product and services are offered based on customers' interests, beliefs, and attitudes connected with social conditioning. Nowadays, people are aware of health issues and prefer healthy food rather than junk. Thus, Tesco changes its products according to trends and offers organic products for the customers. 
[bookmark: _Toc100710915]Technological
Advanced technology has significantly influenced the business industry by offering new opportunities to grow sustainably. Tesco understands the changing trend and thus, has introduced the online shopping platform for the convenience of customers. Also, self-service checkout is established for the ease of customers that reduce the labor cost. Tesco also invested in energy efficiency projects to reduce the carbon footprint. Therefore, it is critically analyzed that Tesco has improved the business through technological advancement and understands the need for change to achieve sustainable growth in the retail industry (Perera & Rashain, 2017). Tesco partnered up with top company Amazon to promote the cashier-less technology. This practice revolutionized shopping from the retail industry to prevent the customers from troubling. 
[bookmark: _Toc100710916]Legal
Tesco has an effective legal obligation where employees and customers are given value and taken care of. The government policies and legislations are implemented to maintain the business performance and avoid disturbance. All stores are implemented rules and regulations regarding quality standards, employees' safety, the law of discrimination, and the equality act to develop a positive work environment. 
[bookmark: _Toc100710917]Environmental
Tesco has addressed the environmental issues and prefers to take initiatives to improve the business operations by reducing the carbon footprint. Also, the store has focused on reducing waste and promoting environmentally friendly practices. Tesco aims to reduce 50% of its carbon footprint by 2020. 
[bookmark: _Toc100710918]SWOT Analysis
It is also an effective and important tool that helps the business analyze whether it performs accurately or needs to improve things. This analysis enables the business to devise a successful strategy for future development. SWOT analysis of Tesco is described in the following:
[bookmark: _Toc100710919]Strength
· Market share is significant because Tesco is the leading store with a high selling rate that generates a large revenue compared to other supermarkets. The annual reporting profit of Tesco is 28%. 
· The biggest and leading retailer in the UK because of significant market share than other retailing stores. It has become a popular store in Ireland due to its products and services. 
· The number of stores is increased when compared to previous years. As a result, revenue increases because of new stores in different countries. 
· Tesco offers a wide range of products and services based on the diversification strategy that becomes the reason for success. Tesco offers a wide range of products from clothing, home accessories, mobile and telecom services, bank, and others to target the customers globally. 
· Tesco has become the largest private employer due to offering more than 743k jobs opportunities for people globally. Therefore, Tesco has become the largest opportunity builder in Europe. 
· The use of advanced technology is the best way to improve the shopping experience for the customers. An RFID barcode system and an M-commerce facility for payment through mobile phones are introduced. 
· The supply chain network is effective in developing a profitable relationship with suppliers. 
· Achieved several international awards, including grocer of the year, award of waste wants not, and grocer's label food and drink awards
· Differentiation strategy is used to compete successfully in the market. 
· Strong performance during Covid-19 of the Tesco has been observed due to the online shopping platform. 
· Innovation in business operations and strategies
[bookmark: _Toc100710920]Weakness
· Accounting scandal and fraud trail is the company's weakness because, in 2017, the company was charged with a fine due to misrepresentation of profits and accounting declaration. 
· Operating profits are low due to the company's worst performance, and share prices were fell. 
· Tesco failed in different countries like US and Japan because the company did not offer the products according to their cultural practices and interest. 
· The strategy of low cost can reduce the profit margin of the company. 
· Errors in financial condition occurred due to credit card liability and high debits that have affected the company's profits. 
· Unfair business practices are identified as Tesco restricting the landlords from renting properties for other supermarkets. Restricting rivals is an unethical practice that negatively influences business performance and reputation. 
· Operational performance is poor in a specific market, and it is suggested that Tesco did not carry out market research before starting business practices. 
· Club board controversy is achieved as the company has faced massive customer backlash (Öneren, et al., 2017). 
· Inventory management is the weakness of Tesco and paid a fine due to issues in inventory management.
· Food safety issues have also been identified because of the lack of safety guidelines 
[bookmark: _Toc100710921]Opportunities
· Online shopping platforms are also a great opportunity to grow and upgrade business practices. 
· Price matching will be effective as it provides an opportunity to reserve the loss of market share. 
· Expansion in an emerging market is a profit-generating platform that improves the financial condition. 
· Establishing cashless stores to prevent health risks and thus cashless transactions will be an opportunity for customers and attract the customers. 
· Adopt joint ventures are an opportunistic platform for Tesco to improve performance in different regions. 
· Strategic alliance with others can offer opportunities to enable the company to offer various products to grab the customers. 
· Jack's business is expanded, which reflects significant growth. Therefore, it is an opportunity to grow and compete successfully with low-cost rivals with other competitors. 
· An organic expansion strategy is used to promote healthy products and business growth.
· Online grocery services are available 
· High rate of employment 
[bookmark: _Toc100710922]Threats
· Controversy in Christmas ads became a threatful situation for the company when it launched Christmas ads on social media. 
· High competition with giant companies can threaten Tesco's situation to compete and become successful. 
· Credit crunches and economic crisis can affect the business operational efficiency and performance in different stores of Tesco.
· A legal threat as a fake farm was faced by Tesco when the company was accused of misleading with fake brand names, and it is a legal threat for the company to maintain its position in the market. 
· The referendum of Brexit affect the trade deals and matter of cost that has posed a threat for Tesco 
· Issues in the supply chain are faced due to the shortage, which is a threatening situation for-profit and operational activities of the company. 
· Chances of the rising cost are threatening due to recent events that affect the bottom line of the business sector. 
· Impact of Brexit and supply chain 
· Identify the impact of an economic recession that significantly influences business growth.  
From pestle analysis, it is critically analyzed that Tesco is performing excellently and improving business daily. The store fulfilled the customer's needs and demands during the pandemic, and effective strategies support the business. On the other hand, according to SWOT analysis, the company is leading in the retail industry and has opportunities to grow, and threats may reduce the efficiency of business operations. Tesco can take advantage of opportunities and become successful in the retail industry by reducing the chances of threat. 
Advanced SWOT of TESCO
	Strength
* The number of stores is increased when compared to previous years. As a result, revenue increases because of new stores in different countries. 

* The biggest and leading retailer in the UK because of significant market share than other retailing stores
* Achieved several international awards, including grocer of the year, award of waste wants not, and grocer's label food and drink awards
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	Weaknesses
* Food safety issues have also been identified because of the lack of safety guidelines 
* The strategy of low cost can reduce the profit margin of the company. 
* Operational performance is poor in a specific market, and it is suggested that Tesco did not carry out market research before starting business practices. 
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	Opportunities
* High rate of employment
* Online grocery services are available
* An organic expansion strategy is used to promote healthy products and business growth.
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	Threats
* The company was accused of misleading with fake brand names.
* Impact of Brexit and supply chain
* High competition with giant companies
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The highest score in each column against the factors, must be the most prioritized factor of Tesco company. 
[bookmark: _Toc100710923]Stakeholder Analysis 
It is a systematic process that collects and analyses the information to identify the interest of those connected with the business while developing and implementing the policy. In this process, people are identified before starting a project and gather them based on their participation, interest, and influence on its performance. It also determines how to involve and communicate with stakeholders, add value to business projects, and improve growth. Different techniques and tools are used to identify the needs and expectations of interest inside and outside the project (Hoory & Bottorff, 2021). Tesco has both internal and external stakeholders that influence the company's operations and policies. The stakeholders are described below:
[bookmark: _Toc100710924]Internal Stakeholders
[bookmark: _Toc100710925]Shareholders
Shareholders invest with the company with the expectation that profit will be received, and thus, they have a significant influence on Tesco. A business without shareholders would not exist. More shareholders mean more money invested in the business and increased chances of business expansion. Shareholders of Tesco invest money in it and want to become successful to receive a good return based on the investment. The return exists in two forms:
· If the prices of shares are high, then shares can be sold at a higher price.
· On the other hand, a return is received based on the profit. 
Hence, Tesco has issued a portion of this to all shareholders and divided the return equally. 
[bookmark: _Toc100710926]Employees
The important stakeholders are employees as 440,000 employees in more than 6000 stores globally. Employees have a financial interest in Tesco because job security depends on the performance and profitability of the business. Employees play a significant role in improving the brand image because they are the face of Tesco. It is the performance of employees as Tesco is leading and successful. Therefore, employees are essential for Tesco that ensure the smooth running of a business and put efforts to become successful (Hultman, et al., 2018). 
[bookmark: _Toc100710927]Managers
Business goals are achieved with the support of managers because all activities and performance of employees are ensured with continuous monitoring. Different departments have different managers like the finance manager is responsible for managing and controlling financial activities to meet Tesco's objectives. The financial report is prepared in which all information is recorded. Effective financial management is important for Tesco to enhance its profit margin. Similarly, the purchasing manager ensures the quality of products at Tesco and ensures the availability of products and services on time. 
[bookmark: _Toc100710928]External Stakeholders 
[bookmark: _Toc100710929]Customers 
Customers are influential stakeholders that can control the income of a business. The customers of Tesco want innovative products with quality products and affordable prices. Tesco is a customer-oriented brand that offers products and services. Hence, Tesco is successful in meeting customers' demands and needs. 
[bookmark: _Toc100710930]Community
Tesco has a significant impact on the community by providing jobs and developing effective relationships. Community Champion schemes are introduced and work with different charities and the local community organizations. Also, provide employment opportunities for the people where Tesco operates. Tesco also gives financial support to support communities (Naidoo, et al., 2018). 
[bookmark: _Toc100710931]Suppliers 
Suppliers also influence the business success that needs to range of suppliers to offer quality services. Tesco supplier network is built to develop an effective relationship with suppliers. Tesco has a mutually dependent relationship to maintain business performance when Tesco gets quality products at a reasonable price that enhance customer satisfaction. 
Hence, stakeholders play a significant role in developing and growing a business. Tesco has internal and external stakeholders that influence the business growth and success. Tesco gives value to its stakeholders when important decisions are made for sustainable development and growth. A stakeholder map is also used during this analysis to interpret and stay in contact with stakeholders visually. Different dimensions are defined in this Power-interest Grid map in quadrants to optimize the stakeholder group in the map (Hoory & Bottorff, 2021). The Mendelow matrix is used to describe the stakeholder analysis efficiently. 
The power/interest grid is a matrix in which stakeholders are categorized during the change in the project to manage the responsibility effectively. Following power/interest grid is used by Tesco describe the stakeholder analysis. 
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Different stakeholders should be managed by identifying the interest, developing effective communication, managing the conflicts of interest, establishing a reporting method, and implementing a stakeholder management plan. Using these techniques makes it easy for Tesco to manage main stakeholders efficiently and add value in business growth and development. Therefore, the management of Tesco should be active and responsible for managing the main stakeholders effectively so that positive influence is gained. 
[bookmark: _Toc100710932]Strategic Growth Options
A growth strategy is a plan made by an organization to address the current and future challenges to realize the goals. Growth strategy includes the revenue market share, improving the products and services, and acquiring assets. It is crucial to investigate and understand the strategic options completed using different tools. The Ansoff matrix is an effective tool for identifying market options and understanding the risks for growth strategies like market development, market penetration, product development, and diversification (Yun & Joseph, 2019). Another term is used interchangeably with the Ansoff matrix: the product grid. However, the Ansoff matrix is used to develop growth strategies for Tesco to expand market share and profit margin to enhance sales. Tesco adopts various strategies like differentiation strategy, organic expansion of business, expansion in non-food items, complementary services, and others to maintain the business growth. However, it would be effective for Tesco to implement the experienced strategies more effectively. The following table represents the strategic options available for Tesco that are identified in opportunities and weaknesses of the company.
	Strategy
	         Option
	Risk

	
Market Penetration



Current Products – Current Markets
	Organically expansion
	Low

	
	Growth in non-food items
	Medium

	
	Differentiation strategy
	Low

	
	Acquire with competitor
	Medium

	Product Development


New Products – Current Market
	

Complementary services, organic food 
	

Medium

	Market Development


Current Products – New Market
	Expand in emerging markets, e.g., China
	High

	
	

Establishment of  different  convenience stores in city centers
	

High

	
Diversification


New Products – New Market
	

Adopt Diversification approach, e.g., health, beauty, or transportation
	

High



It is critically analyzed from the above that Tesco may adopt the organic growth strategy in the next five years to be productive for the business (Khajezadeh, 2019). With this expansion, the company can prepare maximum food and non-food items according to customer needs. The storage capacity may expand in different ways like: 
· Improve the existing stores for a better space
· Establish new stores within the UK where people need more such as near villages or town edges where no superstore is available. 
Penetrate the market while adopting acquisition and merger strategies like merging or acquiring with Aldi and Lidl to enlarge store capacity. However, this strategy requires extensive and in-depth market research and may negotiate with stakeholders and financial institutions for funds.
[bookmark: _Toc100710933] Balanced scorecard (BSC) 
Tesco manages business using a balanced scorecard. The balanced scorecard (BSC) is a technique monitors the strategic performance management, which is created to help a company to track performance over time to assess if goals are met.
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[bookmark: _Toc100710934]Strategy Evaluation
In the next five years, two strategies are recommended to Tesco based on the vision and change the need of customers according to the trend. The two strategies are to expand organically and acquire a competitor. Hence, chosen strategies are critically evaluated through the SAF model, suggested by Johnson et al. the model is abbreviated as:
· Suitability 
· Acceptability
· Feasibility 
[bookmark: _Toc100710935]Organic Growth
	Suitability 
	Organically expansion is a growth strategy that would be suitable and matched with the current strategy of Tesco. Tesco is the leading store in the UK but facing issues like poor profitability from food and non-food items due to giant rivals like ASDA, Sainsbury, and Morrison. Therefore, this strategy will be effective and suitable for Tesco to improve its selling and profit margin in the next five years (Peter, et al., 2020). 

	Acceptability
	This strategy deals with the expansion of business activities, and thus, Tesco would not face any risk while adopting and implementing this strategy. Also, stakeholders will accept this strategy easily because of the idea of business success. In contrast, the cost of extension may affect productivity and profitability. 

	Feasibility
	Compared to other strategies, organic expansion is the easiest option for Tesco. The store has dedicated employees, technology, and funding resources that support implementing the strategy. This strategy is feasible because it is not difficult for Tesco to implement as capital for expansion activities. 



[bookmark: _Toc100710936]Growth by Acquisition
	Suitability
	Tesco would be acquired or merged with small-scale competitors like Aldi and Lidl in the coming five years to maintain the business performance. However, this strategy is suitable for Tesco as executed in the past. Irrespective of this, the company needs extensive market research. Horizontal integration is effective for this strategy because recession affects large and small stores. 

	Acceptability
	This strategy will provide the platform of opportunities for Tesco that will enhance its profitability. The chances of risk are medium with the growth strategy through acquisition because synergies would not be hard due to horizontal integration. Stakeholders will support this strategy due to top low level of profitability in different product lines. 

	Feasibility 
	It would be feasible for Tesco when implementing the integration strategy to achieve acquisition goals. It is not difficult for Tesco to acquire a competitor because it has a sound financial condition. Also, skilled force, technology, and effective management would improve the efficiency of the superstore. 


[bookmark: _Toc100710937]Recommendations 
Some recommendations are designed for Tesco to improve the business growth and development. Therefore, some recommendations are described for the sustainable growth of Tesco in the following:
Tesco must adopt the expansion strategy in the retail industry at an international level. It is because chances of opportunities are high to enter into emerging markets and avoid systematic risk. It will be effective to avoid risk from a domestic market that is becoming crowded with giant competitors. However, the expansion strategy should be flexible and adapt to the market changes and fulfill the customer's needs and demand. In this regard, products should be offered based on the preferences and tastes of local people. 
Organically expanding would be effective because people are aware of health issues due to fast food and junk. Thus, the customers would encourage organic food that is good for customers' health. 
Differentiation strategy must be experienced whenever there is a need in business practices because it will provide the competitive edge to Tesco to compete successfully with competitors. It will reduce the chances of risk and improve business growth (Pang & Changwei, 2019).
Tesco must introduce the convenience store at different locations like town edges and villages where no superstore is available. It would be productive and generate a high-profit margin and large revenue. 
Tesco must be improved its services while using advanced technology like online shopping that can be effective during pandemic or challenging situations. In this, smart shopping must be introduced to be improved where the shopping experience must be effective, easy, and simple for customers.
Implementation plan
SMART targets are used to implement the strategies by Tesco that are specific, measurable, well-established criteria, realistic, attainable in time. The business must follow up to check the status of implementing strategies that would be productive for the growth. SMART targets are important because:
· If targets are not specified the way to achieve, all business efforts will go in vain for a haphazard situation.
· The strategies must be measured to analyze whether it would be effective and generate the expected outcomes. 
· The targets must be attainable because if unattainable targets are set, the company will face financial loss. 
· The strategies must apply to the business effectively and have a realistic approach. 
· All target strategies must be completed on time that positively influences the growth of Tesco. 
[bookmark: _Toc100710938]Competitors
Nowadays, advanced technology improves business operations by introducing different and cost-effective ways. Technology develops competition among businesses and promotes innovation in business practices. High competition provides the opportunity for businesses to improve quality and offer products with innovation. Competition is not to take money away but offer similar products at a low cost. Tesco is the leading retail store in the UK and across the UK that offers a variety of products and services with quality standards. The biggest competitors of Tesco are Sainsbury, Waitrose, ASDA, and Morrison and these four are the successful and large retail stores operating in the UK. 
The analysis of competitors of Tesco represents that retail stores like Aldi and Lidl have started to grow exponentially and become strong competitors in the UK. The conglomerate also competes with local stores that are improving and gaining popularity based on the services for the customers. The local convenience store market is highly fragmented, and the grocery market is leading in the UK because of the highest market share, which is 26.9% than other business sectors. Tesco's main competitors are Sainsbury and ASDA, which have 15% and 14% of the market share. Tesco faces fierce competition from discounters like Aldi and Lidl. 
Tesco adopts a differentiation strategy to compete with competitors and achieve a distinctive position in the market. The company moves away from pricing deals and advertisements on specific products but tries to build an effective image with a humorous tone. By applying differentiation strategy, quality products at affordable prices, location of stores, and distributional channels to compete successfully. This strategy will enable the business to sustain its positions and reduce competitors' plans that may negatively affect the business growth. Competitors will be challenged when Tesco runs the business with a differentiation strategy by targeting the customers on a large scale. Tesco will adopt a proactive approach to secure the future of the business in the retail industry with a sustainable position and avoid the attack of competitors. 
Tesco is leading in the business industry. Thus, competitors watch the activities of Tesco and prepare to introduce the products and services better than Tesco and achieve a distinctive position in the market and compete successfully. Irrespective of high competition, Tesco is prepared from competitors' plans by introducing a differentiation strategy high-quality products at affordable prices. These aspects give Tesco an advantage in maintaining its position and managing the competitor's plans (Guenther, et al., 2022). 
[bookmark: _Toc100710939]Conclusion
This report concluded that strategic management plays a significant role in developing and growing a business. Successful businesses adopt and implement a strategic approach to analyze the current business situation and make decisions accordingly. This report discusses the scenario of Tesco and the way it operates in this competitive business environment. Tesco is leading in the UK's retail industry due to strategic management and a dedicated workforce. In this, Tesco's current strategy is discussed: differentiation and low price to attract the customers globally. The external environmental analysis also concluded that the company is performing in a suitable environment and has strategies and standards followed. Stakeholder analysis concluded that Tesco gives value to all stakeholders by including them in important decision-making processes. Tesco's strategic growth options concluded that acquisition and organic strategy is beneficial for the business to grow sustainably and secure the company's future.
Tesco porter's five forces analysis, pestle, and swot analysis represent that company is performing excellently and need some improvement. Stakeholder analysis is discussed and the way Tesco manages its stakeholders. In this, the power interest grid is used to describe the stakeholder analysis of Tesco. Strategic growth options and Ansoff matrix are discussed to improve the business operations and performance. SAF model is also described for the feasibility, acceptability, and suitability of the approaches for business.
Moreover, different models describe the efficiency of strategic management that promotes business value and growth. The overall conclusion is that Tesco is performing based on the technology and strategies adopted whenever there is a need for the company to avoid risk and challenging situations. Some improvements are needed to be improved. Thus, recommendations are designed for the business; so that Tesco can identify its position and adopt more competitive strategies to gain a top position in the retail industry. 
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