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Figure 1: Boots Company
(Accessed: 12 July 2023)
Management and leadership are crucial to a company's efficiency and profitability. Despite having different points of view, the two notions are occasionally interpreted to mean the same thing. These abilities help people lead and inspire teams, make wise choices, and accomplish organizational objectives. Organizations and individuals find it difficult to determine and differentiate between leadership and management roles. The primary goal of a manager is to maximize the output of the company by carrying out administrative tasks. The manager accomplishes this by doing a variety of tasks, including planning, organizing, leading, recruitment, and coordinating.  The UK is home to a vast network of Boots outlets, from small neighbourhood drugstores to sizable shopping malls. It provides a wide range of goods and services, involving prescribed medications, over-the-counter medicines, skincare goods, cosmetics, beauty and wellness goods, and numerous healthcare services. In this report, Boots company will be discussed based on its leadership and management skills. It will be analysed thoroughly both external as well as internal factors. Boots has various divisions that concentrate on various industries, including supply chain management, retail, drugstores, and medical services (Ali and Anwar, 2021). The operations, methods, and performance of each division are overseen by an administrator. The operational oversight of Boots in the UK falls within the purview of the Managing Director. They are in charge of the nation's retail businesses, pharmacy services, and clientele. Also, recommendations will be provided for the company's improvement and effectiveness based on their strengths and weaknesses. 
Vision 
· The company's vision is to be the first choice of every buyer in terms of medical, beauty and well-being products. 
· It aims to deliver quality products to the customers so that they tend to be the loyal ones in the future and give them continuous sales which will initially increase their productivity and profitability in the marketplace. 
· By delivering good quality items and services, it accomplishes its vision as well as stay competitive compared to their rivals. 
Mission 
The company's mission is to keep their customers happy and healthy in every prospect all across the world (Zia, 2020). The company works hard every day to achieve its mission and vision in the market. 
Values
· The company has 4 core values which involves courageous, connected, committed and curious. 
· The company aims to undertake conflicts directly without any third-party involvement and drives risk taking for its betterment. 
· The company strives to serve all the community by understanding their needs and innovating altogether. Taking moral leadership positions, enhancing our history, and making audacious future goals. 
· Adopting scientific findings and data, evolving constantly, and forging new pathways where none before existed. 


Goals and objectives
The boot manufacturer has domestic or worldwide expansion aspirations. In order to reach new clients, this can entail launching new businesses or forming partnerships. By adding new lines or extending into similar categories, the corporation may seek to diversify its product offering (Burawat, 2019). This plan can involve releasing new skincare items, venturing into the cosmetics industry, or bringing in health and wellness products. 
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	Topic
	Description 

	Political 
	· Government restrictions: Because Boots works in an extremely regulated sector, changes to legislation governing, for example, healthcare practices, prescription costs, and intellectual property rights, may have a big effect on how the business is run.
· Brexit: The UK's decision to leave the European Union may have an impact on the supply chains, trade agreements, and access to the European market for Boots.
· Political equilibrium: Shifts in the political climate, such as those brought on by elections or changes in the administration, may bring about uncertainties that could have an impact on Boots' operating environment.

	Economic 
	· Economic variables: The earnings and sales of Boots can be impacted by the UK's global economic situation, which includes elements like GDP growth, inflation, interest rates, as well as expenditure by consumers (Malik et al., 2020).
· Changes in the exchange rate might affect the price of imported goods and the competitive edge of the company because Boots is a member of a global supply chain.
· Rising joblessness may have an impact on consumers' purchasing power and discretionary expenditure on Boots' products.

	Social
	· Demographics: The growing elderly population, altering buyer habits, and various cultures in the UK can all have an impact on Boots' marketing plans and offerings for products.
· Trends in wellness as well as healthy living: With consumers placing more importance on their own health, happiness, and self-care, Boots may be able to grow these divisions of its business.
· Consumer behaviour: Changes in consumer behaviour, such as those related to internet purchasing patterns, sustainability choices, and the demand for individualized experiences, may have an impact on Boots' sales and promotion strategy.

	Technological 
	· The retail business has undergone a digital transition as a result of the growth of e-commerce, online platforms, and smartphone applications. Boots must change with the times in order to improve customer interactions and compete.
· In order to keep customers' trust, Boots must ensure compliance with data protection legislation and take precautions against risks associated with cybersecurity while it gathers and retains customer data (Purwati et al., 2021).

	Environmental 
	· Environmental sustainability and the environment: As constraints on the environment and worries about carbon emissions, garbage disposal, and sustainable sourcing become more prevalent, Boots may be forced to adopt green business methods and sell eco-friendly goods.
· Packaging material and trash: As single-use plastics and waste reduction become more popular, Boots may need to reconsider its packaging tactics and support recycling. 

	Legal
	· Boots must adhere to a number of health and safety laws, especially when considering that it works in the healthcare sector.
· Protection of intellectual property rights is essential for Boots, especially with relation to its own trademarks and exclusive products.


Table 1: PESTLE Analysis of Boots company
(Self-created) 
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It's crucial to remember that the VRIN analysis is arbitrary and founded on the knowledge at hand. A thorough analysis would necessitate a close look at the company's assets, potential, and market position. 
	Topic 
	Description 

	Valuable 
	· In the UK, Boots maintains a solid image and reputation as a brand that helps it draw in and keep consumers.
· The business caters to a variety of consumer demands by providing a wide range of items and offerings, such as medical care, beauty items, and drug products.
· With its many locations operating around the UK, Boots offers easy access to its goods and services. 

	Rare
	· Boots' broad retail network and devoted client base have helped them create an established market position in the UK, resulting in challenges for rivals to match its size and scope (Alefari et al., 2020).
· The company offers distinctive items that might not be easily accessible through competitors thanks to exclusive collaborations with numerous beauty and medical care brands.

	Imitable 
	· Boots maintains solid partnerships with suppliers and producers, providing a dependable supply network and access to premium goods.
· Due to the company's implementation of efficient inventory management techniques, it is now possible to maintain ideal stock levels and reduce out-of-stock circumstances.
· To improve client experiences, including purchasing things online, pharmaceutical services, and customized offers, Boots has made investments in digital and technological platforms.

	Non-substitutable 
	· Since many customers cherish the chance to engage with items and receive tailored advice, Boots' physical store experience and excellent customer service are difficult to substitute for online-only shops (Figueroa et al., 2019).
· The company offers a one-stop shop for customers' medical and cosmetic needs because of its wide selection of products and in-store pharmacies, which is difficult to reproduce.


Table 2: VRIN for Boots
(Self-created)
Boots exhibit a significant competitive advantage, according to the study. Its strong position in the marketplace is a result of its valuable brand recognition, broad product offering, huge retail network, and exclusive alliances. Its offerings are unique, it has close ties to suppliers, and it has made technology investments, all of which make it challenging for rivals to imitate its business strategy. A non-replaceable advantage is also created through its offline location presence and distinctive combination of goods and services.
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	Topic 
	Description 

	Strength 
	· In the UK, Boots is a well-known and widely recognized company that is renowned for its high-quality medical and cosmetic goods.
· With its many locations operating around the UK, Boots offers easy access to its goods and services.
· The business caters to a variety of consumer demands by offering a wide range of items, including healthcare products, cosmetics, wellness, and personal care.
· Boots' in-store pharmacies give the company a competitive edge by enabling clients to use prescription drugs and get medical advice from qualified experts.
· Boots offers distinctive items that are difficult to find through competition because of exclusive collaborations with well-known cosmetics and healthcare brands.

	Weakness 
	· Digital merchants, who provide convenience and affordable prices in the e-commerce industry, are posing an increasing threat to Boots (Weiss et al., 2019).
· Pricing constraints could have an impact on profit margins because the company competes in a market that is extremely competitive.
· Since most of Boots' operations are cantered in the UK, it is vulnerable to changes in the economy and difficulties unique to certain markets.
· Even while Boots has increased its reach in several overseas countries, it still has a smaller worldwide footprint than some of its rivals.

	Opportunities 
	· Possibilities for Boots to increase the range of its services and goods in the field of well-being and health are presented by the growing consumer attention on these topics.
· Boots may take advantage of technological innovations to improve consumer experiences, expand into the expanding e-commerce sector, and strengthen its web presence.
· Due to the advancing age in the UK, Boots has the opportunity to meet the unique healthcare and wellness requirements of older clients.
· Boots can look at prospects for growth in developing nations, where there are unexplored the consumer sector.

	Threats
	· Boots' revenue and market share are under threat from rivals that include both conventional brick-and-mortar retailers and online platforms (Nawaz et al., 2020).
· The activities of Boots may be impacted by changes to laws governing healthcare, prescription drugs, and retail.
· Financial crises or volatility may have an impact on customers' discretionary spending behaviours and Boots' sales.
· Boots may need to modify its offers and business operations in response to changes in consumer tastes, such as a rise in demand for responsible and environmentally friendly products.


Table 3: SWOT analysis for Boot company
(Self-created) 
It's crucial to keep in mind that a SWOT analysis is arbitrary and can change depending on elements like economic circumstances and corporate strategies. To effectively recognize and react to changes in the business atmosphere, ongoing evaluation and monitoring is essential.
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Small and medium-sized businesses (SMEs) can improve their development and competitive edge in the marketplace through a variety of tactics. The UK market is fiercely competitive in many different areas especially for SME. Companies must contend with both domestic and foreign competitors, which makes achieving sustainable growth difficult. Price reductions, reduced profit margins, and difficulty differentiating oneself are all effects of competition. Growth strategies may face difficulties as a result of economic uncertainty such as alterations in governmental policy, consequences of Brexit, and changes in the global economy (Haque and Yamoah, 2021). A lack of abilities and abilities is a problem for the UK market, especially in fields like the fields of technology, and medical care. Plans for a company's expansion may be hampered by the difficulty of hiring and keeping talented workers. For continued success in such a cutthroat market, personnel growth initiatives as well as accessibility to a talented workforce are essential. In some sectors of the UK market, when demand has already been met and competition is severe, exhaustion may occur. The possibility for expansion through market penetration or consumer acquisition may be constrained by this saturation. Businesses that operate in crowded marketplaces can require to concentrate on innovation, distinctions, or investigating niche markets to spur growth. Uncertain market conditions can have an impact on customer confidence, investment choices, and the general business climate, making it challenging for businesses to properly plan and implement growth strategies. There are some strategies already present in the market which many companies have incorporated into their business which are as follows: 
Market penetration: SMEs had increased visibility and brand exposure in the marketplace through heightened marketing as well as advertising campaigns. Advertising, social networking sites campaigns, promotional materials, and joint ventures can all be used to accomplish this. A broader consumer base is attracted as the brand's reputation and trustworthiness increase.
· Targeting current markets and clients will help you increase market share.
· Create vigorous marketing and advertising strategies to draw in new clients (Rehman and Iqbal, 2020).
· To promote recurring business, provide special discounts, rewards schemes, or incentives.
· To encourage client loyalty, hone customer interactions as well as enhance customer service. 
Product development: SMEs can vary their product range, enter new markets, and gain an edge in competition by regularly producing new items. However, it's crucial to strike a balance between the creation of product efforts and rigorous resource allocation, cost reduction, and a thorough comprehension of the requirements and tastes of the prospective market.
· To keep up with evolving consumer tastes and needs, launch fresh goods or services.
· Perform market analysis to find possibilities or gaps for expansion of products.
· To stand out from rival items, improve current models or incorporate new features.
· Work together to co-create novel solutions with clients, vendors, or partners. 
Market Expansion: Market expansion supports SMEs to take advantage of consumer demand for their products or offerings in new markets or sectors. Small and medium-sized businesses (SMEs) are capable of positioning themselves to satisfy customer needs and increase market share through discovering areas where their offerings are either in significant demand or underdeveloped.
· Find prospective growth areas by identifying new target markets or client segments.
· Investigate geographical growth by traveling to new areas or nations.
· To satisfy particular market demands or cultural backgrounds, modify your products or services (Bush, 2020).
· To attain fresh consumers, use cooperative arrangements or distribution methods. 
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Figure 2: Porter’s Generic Strategy
(Islami et al., 2020)
Michael Porter created Porter's generic strategy structure, which offers firms a framework for developing a competitive edge. The below strategies can be applied to Boots company for its growth: - 
Cost leadership strategy: By concentrating on cost effectiveness and providing Boots at competitive costs, the boot firm can implement a cost leadership strategy. The business would make an effort to generate goods at the lowest possible cost while upholding a reasonable level of quality. This can entail putting in place effective production procedures, optimizing the supply chain, negotiating advantageous agreements with suppliers, and making use of economies of scale (Holmberg and Sandbrook, 2019). The business can draw in price-conscious customers and increase its market share by selling boots cheaper than rivals. 
Differentiation Strategy: By providing unique characteristics, designs, substances, or personalization choices, The Boots company can distinguish its products from the competition. The emphasis would be on developing a distinctive selling point that distinguishes the company's retail categories from rivals (Hammad et al., 2019). Differentiation may be attained by inventive packaging designs, the use of premium components, exceptional craftsmanship, or the application of cutting-edge technology. By highlighting the unique aspects of their offerings, the corporation can attract clients who are prepared to pay more for the distinguishing qualities or brand recognition.
Focus strategy: Targeting a certain market sector or niche within the retail business is part of the focus approach. The business has the option to concentrate on a specific demographic, geographical area, or niche distribution application. The business can be an expert in creating high-performance cosmetics or well-being items for eco-friendly conscious people or safety measures for other employees, for instance. The business can create customized items and successfully target a certain consumer segment by having a thorough understanding of the distinct demands and preferences of the chosen target market.
Hybrid strategy: The boots company could also opt to implement a combination approach that includes aspects of cost leadership and differentiation. In order to serve different market categories in the UK, this strategy entails providing a variety of boots with varied cost points and characteristics. The business can offer both reasonably priced solutions for consumers who are concerned about costs and premium ones for those who want higher quality or distinctive characteristics (Kakemam et al., 2022). A varied product range allows the business to reach a larger consumer base along with serving the largest possible area of the market.
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Figure 3: Bowman’s Clock
(Radut, 2019)
A model called Bowman's Strategic Clock aids in the analysis of a company's strategic options and competitive posture. First, use the UK-based Boots corporation as an example and apply Bowman's Strategic Clock model: 
Low Price/Low Value Strategy: Due to its emphasis on providing high-quality goods and a variety of services, Boots normally avoids operating in the low-price market. As a result, Boots cannot use this strategy.
Low Price Strategy: By providing options within its product line that are good value for money, Boots may investigate a low price strategy. This could cater to customers who are concerned about costs and offer a cost-effective substitute without sacrificing quality.
Hybrid Strategy: Providing both low-cost and differentiating features is part of a hybrid strategy. Boots might offer a budget-friendly product line that includes basic goods in addition to more expensive premium goods that come with extra features or advantages. Boots is able to maximize market penetration and appeal to various client categories with this strategy.
Differentiation Strategy: Through the years, Boots has pursued a differentiation strategy by providing a wide variety of goods, dependable brands, and specialized services (Almutairi, 2023). By concentrating on innovation, distinctive product offers, outstanding service to customers, and strategic collaborations with brands or medical professionals, the company may continue to set itself apart from the competition.
Focused Differentiation Strategy: By concentrating on certain consumer groups or particular markets, Boots may be able to further strengthen its differentiation approach. For example, Boots might work with other companies to produce exclusive, high-end products collections or make tailored products for particular industries. Boots is able to cater to the particular demands and tastes of particular customer groups because of this focused strategy. 
Increased Price/Standard Strategy: Offering generic goods or services at a premium price is the goal of this strategy. It might not fit Boots' present positioning as a retailer renowned for providing quality, affordable healthcare items and services (Ruggerio, 2021).
Increased Price/Low Value Strategy: This strategy is inappropriate for Boots since it goes against the business's claim to customers to provide high-quality goods and reliable services. 
Low Value Strategy: By a variety of products, pharmaceutical services, beauty inquiries, and health advice, Boots wants to provide value to its clients. The company's emphasis on quality and customer happiness would be at odds with a low-value plan.
Using Bowman's Strategic Clock as a guide, Boots may make the most of its current a differentiated approach while also taking a hybrid approach to different client segments. Boots can strengthen its position of strength in the UK market and target a broad-spectrum audience by continuing to place a strong emphasis on superior products, creative thinking, personalized services, and connections.  
[bookmark: _Toc140165270]Sustainable strategy for the long-term future of the organization 
Boots can make environmentally friendly operations a priority throughout all of its operations. This entails decreasing waste production, encouraging recycling, lowering ecological footprint, and obtaining materials responsibly. Customers that care about the environment connect with the idea of sustainability, which might draw in a growing market sector. Boots can look into ways to increase the scope of its offering of goods and services. This could entail launching new product lines, diversifying into similar areas, or collaborating with firms that are complimentary to your own. Boots can grow income streams, draw in prospective consumers, and boost earnings by diversifying its product offers. Investing in technological advancement projects to promote customer interaction, boost the online purchasing experience, and optimize business processes. This can involve creating user-friendly online retailers, putting mobile apps into place, and utilizing statistical analysis to tailor marketing campaigns and improve inventory control (Dantas et al., 2021). To encourage long-term connections and recurring business, Boots can create and improve customer loyalty programs. Through individualized offers, special discounts, and special promotions, businesses may reward their loyal customers and enhance revenue. 
Boots can look into possibilities for foreign growth to access new markets. The potential for large development and elevated success could be found in expanding into areas where consumer interest for healthcare, glamor, and wellness products is rising. For effective expansion, proper market analysis and knowledge of regional economic conditions are essential. Boots' market reach can be increased, and the value it provides can be strengthened, by working with other companies, healthcare providers, or beauty brands. Cross-promotions, unique product offerings, and joint marketing campaigns that draw in new clients and boost profitability can result from strategic alliances. Make staff development, participation, and training a top priority to encourage a talented and engaged team. By providing unique experiences that encourage customer loyalty, well-trained workers may improve customer service, play a role in the effectiveness of operations, and favorably impact profitability. Boots can improve its client acquisition and retention rates, boost profitability, and improve its market position in the UK and abroad by putting these tactics into reality. To react to changing client wants and preserve an edge over its rivals, it is essential to continuously monitor market patterns, customer input, and industry advancements. 
[bookmark: _Toc140165271]Evaluation of a stakeholder analysis and their expectations to identify the most suitable, feasible and acceptable strategic option
The process of locating, evaluating, and comprehending the stakeholders engaged in an operation, responsibility, or company is known as stakeholder analysis. In order to comprehend their requirements, desires, and potential effect on the achievement of the project, it seeks to identify those, organizations, or entities that have an ownership stake in or control over it. Stakeholder analysis is used for handling interactions with stakeholders appropriately and making sure their opinions and worries are taken into account during decision-making. As the work progresses, it's critical to regularly evaluate stakeholder variables, obtain input, and adjust methods. The stakeholder analysis should be updated on a regular basis to account for stakeholders' evolving needs and expectations (Weston and Nnadi, 2021). Companies may proactively handle their interactions with stakeholders, solve problems and increase confidence in the project by completing a complete stakeholder analysis. By lining up the desires of stakeholders with project outcomes, it facilitates efficient stakeholder participation, reduces conflicts, and raises the probability of a positive outcome. 
	Stakeholder 
	Description 
	Impact
	Estimated priority 

	Suppliers
	Suppliers are motivated to keep working with Boots in a productive manner. They are worried about prompt payments, reasonable contract conditions, openness, and moral sourcing procedures.
	High
	2

	Consumers 
	For Boots, consumers are a key stakeholder. Quality goods, affordable rates, practical purchasing experiences, personalized assistance, and accessibility to reputable wellness and cosmetic items are among their interests (Weston and Nnadi, 2021). 
	High
	2

	Employees
	Workers at Boots have a strong desire for a healthy balance between work and life, fair pay, professional growth possibilities, a secure and welcoming workplace, and job security.
	Moderate
	3

	Healthcare providers
	Boots works with healthcare providers, and they have a vested interest in preserving a relationship that provides high-quality patient care, efficient channels for interpersonal interaction, and compliance to moral and ethical norms.
	Moderate 
	3

	Regulators and government association 
	Government organizations and authorities have a vested interest in seeing to it that Boots complies with all applicable laws and rules regarding laws pertaining to the environment, hiring processes, healthcare guidelines, and product security (Mihajlović and Miletić, 2022).
	Low
	5

	Local communities 
	The regular presence of Boots in the area creates job possibilities and boosts the local economy. Communities in the area are interested in projects to engage the community, create jobs, and reduce the negative environmental impact of the business.
	Low
	4

	Non-government organization (NGO)
	NGOs and associations for advocacy are parties having a stake in problems including sustainability, moral behaviour, consumer security, and ethical behaviour. They keep an eye on Boots' activity and might take part in campaigns or advocacy for these problems.
	Low
	4

	Investors 
	The monetary performance, earnings, return on capital investment, distribution of dividends, and future prospects for growth of this business are of interest to the shareholders and financiers.
	High
	1


Table 4: Stakeholder Analysis of Boots company
(Self-created)
To keep customers coming back, Boots must put a high priority on their pleasure and continue to take a customer-centric strategy. Providing premium goods, individualized services, and practical purchase experiences are all part of this. To recruit and keep skilled workers, employers must provide fair and supportive working conditions, make investments in their growth, while assisting work-life balance. Boots must give preference to steady expansion, profitability, and open transparency in order to satisfy the objectives of its shareholders and keep investors satisfied. To keep a trustworthy supply chain, it's essential to develop solid relationships with providers cantered around fairness, openness, and prompt payments. To guarantee the delivery of high-quality healthcare aid and assistance Boots' presence in the healthcare sector, it is crucial to maintain solid relationships with medical professionals (Desai, 2019). To stay out of legal trouble and uphold a good reputation, compliance with regulations and proactive communication with regulators are essential. Boots should respond to issues brought forth by NGOs and advocacy organizations about sustainability, moral behaviour, and social responsibility. The brand's image can be improved and possible hazards to its reputation can be reduced by establishing a commitment to these problems. Concerns from stakeholders can be identified and given priority through a thorough stakeholder analysis for Boots. Boots can develop solid partnerships, improve its reputation, and promote sustained achievement in the UK market by adequately addressing these objectives. 
[bookmark: _Toc140165272]Key strategic recommendations for the organization for future developments 
Recommendation 1: Embrace Digital Transformation and improve customer satisfaction
Boots should put a high priority on technological change in order to adjust to evolving customer demands and behaviour. To improve the online buying experience and engage a larger customer base, this requires making investments in e-commerce platforms, smartphone applications, and internet advertising methods. Boots may think about forming alliances or working together with IT companies to hasten the deployment of digital initiatives in order to meet the issues encountered by SMEs (Nunes et al., 2021). Boots can provide individualized experiences by utilizing sophisticated analysis and client data. Boots may boost client loyalty and boost revenue by individually configuring product suggestions, promotions, and incentives for each client. Developing scalable and affordable technology for data visualization and relationship with consumer management is essential because SMEs frequently have limited resources. 
Recommendation 2: Strengthen partnership and improve sustainability practices 
Boots should think about partnerships and strategic relationships in order to improve its product line, enter emerging markets, or take advantage of complementary competencies. Collaboration with regional healthcare organizations, cosmetics companies, or IT firms can open doors for new ideas, market growth, and cost-sharing arrangements. Collaboration with various SMEs can speed growth and assist overcome financial barriers (Almutairi, 2023). Initiatives for sustainability like ethical buying, minimizing waste, and lowering carbon footprints should be given top priority by Boots. These actions can improve the business's image and draw in ecologically conscious clients because they are in line with customer tastes and legal obligations. The sustainability plan may include using recyclable packaging and looking into alternative energy sources. 
Recommendation 3: Improve revenue management and adapt employee development practices
A team that is inspired may only be attained by making investments in employee engagement, training, and development programs. Boots ought to offer chances for career advancement, skill development, and cross-functional cooperation. In an increasingly competitive environment, setting up flexible work regulations and fostering a pleasant workplace culture can aid in attracting and keeping talent. For sustained expansion, effective managing finances is essential. Boots should prioritize cost optimization, cash flow management, and resource allocation. Implementing solid financial processes and structures, keeping an eye on important performance metrics, and carrying out routine financial assessments can assist in making strategic decisions and allocating resources. SMEs frequently struggle to implement strategic objectives and adjust to changing market conditions. Boots should promote a mindset of creation, versatility, and constant progress. This entails routinely keeping an eye on consumer preferences, economic developments, and business changes to spot advantages and act swiftly in the face of obstacles. Boots may increase the range of goods and services it offers for health and wellbeing as a store with a focus on the healthcare industry (Villagrasa et al., 2023). This may entail making investments in remote medical care, electronic medical remedies, or the expansion of in-store clinics. Boots can stand out from the competition and open up fresh streams of income by embracing the growing customer interest in overall wellness. 
[bookmark: _Toc140165273]Conclusion
In summary, managerial and leadership skills are extremely important to the development and success of SME (Small and Medium-sized Enterprise) businesses in the UK.  It is clear that SMEs depend on their personnel for achievement and development. Talented people must be attracted, developed, and kept on staff for effective management. Leaders must develop a collaborative workplace, a favourable work culture, and opportunity for professional advancement. Practices in talent management make sure that the appropriate individuals are in the appropriate positions to promote imagination and efficiency. The company environment in the UK is changing quickly for SMEs. 
Effective leaders and managers must be flexible and quick to respond to changes in the market, advances in technology, and client needs. To remain competitive and take advantage of development possibilities, organizations must embrace innovation and promote a culture of perpetual enhancement. In SMEs, ethical leadership is essential since it forges relationships of trust with stakeholders and enhances a company's reputation. Leaders need to set high moral standards, encourage openness, and guarantee adherence to laws and professional norms. Connections with clients, staff members, and the larger corporate community are strengthened when sincerity and ethical behaviour are displayed. In the end, it is very essential for SME like boots companies to incorporate proper management and leadership to increase their profitability in the marketplace. By doing this, they can create a strong presence like the other big companies and can be competitive with the others. 
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