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ADINA BADALE 

BACKGROUND OF THE COMPANY 

 

Tesco is one of the largest British multinational groceries and general 

merchandise retail organization that was established in 1919. 

Organizations gain more than 10-decade market experience and 

manage all the operations effectively. Sir John Jack Cohen was a founder of Tesco, which 

provide more than 90,000 products in their 7,000 stores. This organization is effectively 

providing benefits to the development of the economy, improve local people's living standards 

provide jobs and employment, support to migrants, and others. Tesco’s headquarter is located in 

Welwyn Garden City, Hertfordshire, England, United Kingdom. The organization is providing 

jobs for more than 500,000 employees in 7000 stores, from the analysis, it has been found that an 

organization gains £63.911 billion in 2019 (Coe and Lee, 2013). 

In 1924, Cohen appeared the name of the organization after purchasing the shipment of tea from 

T. E. Stockwell. Two-letter of name combined with them to build Tesco. Its first store was 

located formulated in Burnt Oak, Barnet which has been establishing in 1931. The organization 

started business practices with a fish paste which is famous in the UK at that time (Clement, 

2012). Within a decade after initiating business activities in Barnet, had over 100 Tesco shops 

across the country. In 1990, the organization has made its business operations globally and set up 

their process in 11 countries. Tesco makes different changes in 2013 and 2018 for expanding 

businessactivitiesand enters in diversified areas like clothing, electronics, telecoms, and internet 

services, retailing of books, software, financial services,furniture, toys, petrol, and others (Wood 

et al. 2016). 

 

The vision of Tesco is “To deliver efficacious products and services with expanding 

business markets at home or globally to the potential customer base.” 
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The mission of Tesco is “To carry customer support, loyalty, and trust for a lifetime through 

providing superior quality of products and services in diverse target market segments." 

SUBSIDIARIES COMPANIES OF TESCO GROUP 

 

Tesco Bank 

This subsidiary bank branch was established in 1997 which is providing services of Finance and 

Insurance Mortgages(Dillon, 2015). The operating revenue of the organization is £400.6 million 

in 2019. 

 

Tesco Mobile 

Tesco Mobile company is referred to as a mobile virtual network operator 

which was established in 2003 and this organization is working on the joint 

venture with O2 Communications Limited at 50:50.    

 

Booker Wholesale 

This organization was founded in 1835 and in 2017 Tesco buy this 

company in £3.7 billion. This organization offers branded and private-

label goods, food wholesale operators and pubs, restaurants. 

 

Tesco Lotus 

This organization is a subsidiary of Tesco formulated in Thailand for 

selling fresh foods, prepared foods, and grocery offerings. This was 

established in 1994, it has more than 2000 stores of both Lotus Express 

stores and hypermarkets. 
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PORTER’S GENERIC STRATEGY MODEL 

Porter’s Generic Strategy is framed by Michael Porter for seeking competitive advantages from 

the market this strategy helps the organization to identify differently are to manage all the 

activities effectively. This process has separate approaches which are affecting operations 

process to manage all the process (Wood et al. 2016).   

 

Cost Leadership Strategy: Tesco applies generic strategies within the organization to manage 

all the activities, according to the analysis that, there are several phases which make an impact on 

the betterment of the company through reducing cost structure for selling products and services. 

This strategy refers to reduce products and services prices compare to others (Coe and Lee, 

2013).    

Differentiation Strategy: differentiating strategies refers to the process of analyzing beneficiary 

services to the customers through introducing several types of products and services in the 

competitive market which helps the organization to get more customer base, which helped to 

gain competitive advantages from the market. 

Focus Strategies: the defined activities help to the development of the operations to the 

development of the activities that directly impact the working strategies. They have to work to 
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get support on the focusing strategy which makes an impact on the business process to gain more 

advantages. Such a strategy helps to focus on the separate part of the process which affects the  

 

 

operational activities and also makes more support in focusing adopted strategy to enhance the 

organizational process (Clement, 2012).  

From analyzing Tesco's annual year report that the organization has been using differentiating 

strategies to manage all the activities effectively and gain a better response from the market. 

Such a strategy helps to make the largest retail organization in the UK (Clement, 2012). 
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VIOREL BADALE 

PRODUCT OF THE ORGANIZATION 

The organization is working effectively to manage all the product processing process and also 

gain better opportunities from the market to gain more customer base. These days, organizations 

are providing effective support to the development of their operations through financial support 

and marketing strategies (Keller et al. 2016). In 2019, social media or digital marketing is more 

helpful for the organization to circulating all the information on products and services at the 

global level. There are some types of products that have more sell at all time: 

Perishable products: such products are providing effective support to 

the development of the process to manage all the activities and also 

provide different categories in their perishable product line. There are 

several examples of the perishable products which are dairy products 

and eggs, commodities, cooked foods and leftovers, Seafood, fruits, and vegetables (Audu et al. 

2014).   

Non Veg products: Tesco is a large producer of non-veg products and 

services to the customers which helps to provide effective support to 

the development of other product lines. The demand for such products 

line is more in the world and Tesco is providing effective support to the 

development of the process and also finalize many process activities.   

Fish Paste: Tesco started its business activities by selling fish paste in different 

countries which are more famous to consume through different other products. For 

a decade organization is providing an effective and supportive process to manage 

all the activities to gain a better response from the market (Lee and Griffith, 2012). 

The customer base of the organization is more these days because ofsuch products. 

Wood and Paper: Stores are promoting different kinds of products like 

wood and paper which helps to make the finalize process to get support 

from the operations process. Every activity requires more efficient 

formations to manage this product line within the organization to promote the operations process. 
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BRANDING STRATEGY 

The organization introduces some unique marketing practice which helps to make enlarge 

promotional process to gain better assistance from the market to gain all the define activities. 

Some of the activities are concentrating more hinders to manage all the process which have 

certain operations to bring all the credential process (Keller et al. 2016). 

 The organization is allocating products with offers and discount in every market which 

support to attract a new customer base. 

 With the development of a new source of marketing is providing supportive activities to 

the development of the defined categorized process to manage all the process.  

 Digital marketing is one of the leading sources of effective branding of all the desire 

products and services of the organization (Keller et al. 2016). 

Sales Promotion 

The defined process of seeking opportunities from the market to the concern of managing 

different formation which affects organizational activities to gain support from the market in the 

concern of managing all the formations. With the help of sale promotion, Tesco enhances sales 

figures and also gain competitive advantages (Audu et al. 2014). 
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Advertisements  

Banner and campaigns are helping to provide their support to get more customers from the 

market to earn more income generation activities. Due to several processing, there are several 

practices that the management of Tesco impose advertisement strategies in a competitive market. 

with the help of effective marketing and branding strategies support to enhance sales figures and 

get more benefits from the market (Lee and Griffith, 2012).    
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