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Background

Tesco - one of the largest retailers in the UK and third in the world will start with the Tesco story you see in the presentation and launch of this business: Jack Cohen is the founder. Today Tesco's popularity in the kingdom is evidenced by the 12,000 club cards that are issued every day. Tesco is in every city - as big supermarkets and as small shops. Today Tesco has 6800 stores in 14 countries such as Poland, America, Turkey. How it all begins. Tesco's story began almost 100 years ago, with Jack Cohen making the big decision to improve his finances. After the end of World War I, Jack returned to his homeland, carrying 30 pounds of compensation. A small amount, but sufficient to open a large business, he opens the first stalls to which he sells cheap products purchased by NAAFI (an organization that supports war veterans). He later charges and supplies the goods to other dealers. Cohen buys tea from TE Stockwell, packaged it and added some of its name to it, creating Tesco labels. This creates the store logo in the first letters in the name of the tea merchant (TE Stockwell) and last name (Cohen). In 1932, the first stores with this logo were opened. In 1977, Cohen issued shares to his company, opening self-service stores. He is the innovator of this business. Tesco's policy changed in the 1960s - the range expanded and shelves began to appear in stores, clothing and household goods. He is the first merchant to introduce discount coupons. In the 1970s, Tesco's business was moving from the heart of cities to the suburbs. To close the circle, the company also opens its network of gas stations where the business is more efficient than other dealers, making Tesco the largest non-specialized gasoline retailer in the UK. In 1973, MacLaurin took the helm of Tesco. The company's ascendancy task falls on its shoulders, as an initial task of its rescue plan Tesco stopped using Green Shield trademarks. This step was followed by the so-called Operation Checkout in 1977. Tesco is reducing prices by seeking to increase sales during this period, which is marked by lower food consumption. This share increased the company's market share by only 4% and did very little service to improve Tesco's shaky image among consumers. At the time, Tesco stores were characterized by being very uncomfortable to work with. The staff worked hard. Non-customer service was not high, the variety of goods was lacking in many retail outlets. To strengthen its position, Tesco has launched a large-scale modernization program to take over the chain market. As part of the closure of its stores, Tesco refurbished and repaired other stores. The purpose of the organization was to aggressively reach a supermarket in order to be adequate to the competition of other retailers and to attract the flow of its customers and part of the customers of these stores. Supermarkets are determined not only to be a reflection of bigger business, but also in improving the physical appearance and providing the desired goods. Tesco started supermarkets around 25,000 square meters, but over the years it has grown to 65,000 square meters, a time when the company is focusing heavily on fresh, high-quality foods, and not just expanding its household and high-end apparel products. customers. At the end of 1981, Tesco was at the bottom of its sales. To reinvigorate, MacLaurin launches Checkout '82, which cuts prices by 3 to 26% for about 1,500 food products. It was also the start of a price war between Tesco and J. Sainsbury. In this battle, each of the two organizations uses all their energy to outperform the other and win more customers. During this period Tesco also established its Victor Value chain of stores. These stores reach 45 sites over the next few years and were sold in 1986 to BEJAM GROUP PLC. In 1983 Tesco became a PLC. In 1984, Tesco partnered with Marks & Spencer to open major malls around the city, creating a 65,000 square foot Brookfield Tesco to 69,000 square feet Marks & Spencer. The Tesco store now offers food and non-food items, bank-to-gas station services, childcare and counseling. 1985 is the year Tesco opened its 100th supermarket in the United Kingdom. The same year Tesco launched a new strategic platform in which it aims to introduce efficient technology to expand stores and warehouses. Tesco's investment, which was raised to improve distribution, plus equipment improvements, has opened the door to the company to incorporate 40 of its 1987 Hillards plc stores. In the following 1988 and 1989 Tesco invested 500 million pounds to build 29 new stores.
Perhaps in the 1990s, Tesco's biggest investment was entering foreign markets. In 1993 Tesco made an unsuccessful attempt to consolidate the French markets by buying the French grocery chain CATTEAU SA for 175 million pounds, which it sold after 4 years for 250 million pounds. Subsequent expansion attempts are much more successful for Tesco. In 1994, the company added 57 stores in Scotland and the North of England to its asset. In 1994, Tesco stopped in Hungary, acquiring a 51% stake in Global. A year later, Tesco enriched with 31 SAVIA stores in Poland and the European market did not rise until then, and one year later the company purchased 13 Kmart stores in the Czech Republic and Slovakia. In 1997, Tesco gained leading market shares in the Republic of Ireland and Northern Ireland through the acquisition of Associated British Foods, an Irish food business. In the 1990s, the retail industry underwent many changes - pharmacy departments, diet products, regular customer cards were introduced, and home delivery began to work. Tesco is beginning to actively trade on the Internet, considering and entering the markets of other countries. Tesco opens stores in European countries, and in 1998 goes to Thailand, Malaysia, China and Turkey. 
Today Tesco's global network continues to grow, constantly expanding its product range. The popularity is due only to low prices, as well as high quality of branded products and those obtained from European manufacturers. There are brand names, such as Tesco Loves Baby (baby goods) F&F (clothing) Tesco Pro Formula (hygiene products) chemicals and cosmetics. Tesco Pet Specialist and Technika (TVs, DVD players and more). According to the BBC, Tesco's 2018 annual profit jumped 28% (BBC 2018). Sales increased from 2.8% to £ 57.5 billion. Dave Lewis - Tesco chief says "More people are choosing to shop at Tesco. Because our brand is stronger, improved, both in quality and in value."  



Goals and objectives of Tesco
Planning is a way of achieving the goals and objectives of a business. To meet the needs of an organization like Tesco, it is necessary that human development be the best, that is, the primary goal of human resources is to inspire the building of a more efficient and effective worker. The goals of the teams' personal improvement, evaluation and planning plans are at the heart of Tesco's successful management system. A good employee is motivated by rewards and appropriate training and pay. The main objectives of the HR services are the best staff, and they are achieved such as Tesco introduces the operation of budget modules, module for evaluation of candidates module for safe work and others. Tesco's goal is set according to customer preferences. Tesco provides individual services (such as club cards). Tesco is obliged to win the respect and respect of its customers. Tesco customers are more recognizable. To remain competitive, seeking to diversify the range and reduce prices (introducing new products called Jack's). No less important is Tesco's goal in an environment where people shop, making it easy and enjoyable for the customer to get what they want. Many of the promotions Tesco is making increase its profits by 28% in fiscal year 2018. Goals for a business can be short-term and long-term (that is, work-related goals) In the long term, Tesco strives to activate its employees by providing them with a pleasant work environment, good and secure remuneration, involvement in the workflow and appreciating their creativity, thus fostering inner strength for external well-being. Tesco is the number one retailer in the UK.
* Another equally important goal of Tesco is to increase its organic production sales to 1 billion pounds over the next few years. This can be done through a larger range of organic products, which in turn will lead to a greater number of users and a correspondingly higher profit for the enterprise.
* Tesco already has a large market share in non-food items. The company strives to strike a balance - strong in food and strong in non-food.
Tesco's clear goal is to work for its development and prosperity. Today Tesco is committed to promoting products that are accessible to everyone, to supporting its staff to live healthier and to provide health to their customers (such as organic products).
* Tesco is committed to ensuring that it never uses more packaging (that it continues to be used several times and recycled). + Tesco aims for and works for a zero carbon business in 2050. Tesco has been reducing carbon emissions from its operations since 2015 (35% by 2020, 60% by 2025, 100% by 2050) (Tesco plc, 2019).
* In these highly changing and dynamic times of retail, Tesco also sets new goals for itself to achieve a higher update. 
Today Tesco makes about 80 million shopping a week, working with 66 buyers every second and earning about 141,000 pounds per minute. Preferred and largest UK supermarket, Tesco has been on the market for 100 years. Here are some facts and figures from Tesco's 2019 SWOT analysis.
Tesco's strengths:
- Tesco is the number one supermarket in the UK because it has higher revenues and sales than its competitors - ALDI, LIDL and Sainsbury. It dominates the grocery market by comparison with the big 4 supermarkets with 27% market share. Today Tesco is also conquering the markets in Ireland. Tesco is available not only in markets in Europe and North America but also in Asia. Tesco is growing - in 2008, it has 3751 stores, today - 6966 worldwide. Tesco has many units in its stores, which is proving to be quite successful for the company. Diversity in the product range contributes to increasing its profit every year. Tesco is one of the organizations that is becoming the largest employer in Europe. Tesco dominates as the largest opportunity creator in its business. He has received many international awards such as the beloved British Supermarket. Tesco has successfully used its technology to make shopping for its customers more enjoyable. It has successfully implemented the M - commerce and mobile payment tool. Its supply chain network is reliable and efficient. In addition to its strengths, Tesco has its weaknesses. Tesco left the US and Japanese markets in 2012. In 2017, Tesco was fined for misrepresenting profits. Tesco's low-cost strategy is proving to be not the most successful, and it can drive profit margins. Due to the fact that Tesco does not perform good market research, not all Tesco stores perform well in different countries.
Tesco capabilities
With the launch of Jack's new stores, Tesco's new discount store has achieved significant growth. Successful alliances with other brands offer new opportunities for Tesco, such as new products to attract new customers. Online shopping is enjoyable. Tesco develops its home delivery services.
Tesco threats
With the Brexit referendum, Britain is leaving the European Union, which will question trade deals and costs for Tesco. The strong competition from Tesco from AZDA and ALDI, who have made their mergers with WALMART and Carrefour, could undermine Tesco's market position. With good strategic decisions, fulfilling the right goals and objectives with its good marketing work, Tesco has a future - it can increase its revenue and remain highly competitive. With good advertising, Tesco hopes to work to attract more customers.
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Leadership and management behaviours in Tesco

“Managers tend to be stewards, but leaders are visionaries” (John P. Kotter). Management is concerned with the organization of planning, processes and control, and Leadership challenges creativity, innovation and change. Leadership inspires and motivates the team with a vision. Differences between leadership and management can be seen by looking at the 7-S organizational framework (Mullins, 2010, p.373-375). The Figure1 shows that managers rely on strategy, structure and system, and leaders rely on style, skills and sharing with staff. According to Peter Drucker, the differences between managing and leading are: 
[image: ]
As Steve Jobs says, the most important thing is to create a team with trust and support, a team that can make decisions and be led by ideas, not by a hierarchy, a team that meets the needs of the company and feels part of it (Jobs, 2010). 
The interaction with the leader is influenced by the behaviour of the people, the environment in the organization, as well as the environment outside it, and last, but not least, his own ability to develop by upgrading his leadership skills. Thus, under the conditions of the organization and beyond, leadership can change depending on the direction of the organization that determines the change. This is decisive when choosing a leadership style within an organization (Gandolfi, Stone, 2017), Figure2.
Coercive style of leadership. Coercion leaders use their position in the hierarchical structure to enforce certain tasks. This leadership style can be used when dealing with underperforming employees or under duress. It is effective for use in high risk enterprises where strict instructions must be followed to prevent unacceptable consequences. For example, chemical plants, nuclear power plants, etc. where orders must be strictly followed. This management method is demotivating, unstable, turning people into mechanical executors of consistent instructions issued by the leader without the need to bear responsibility. 
Pacesetting style of leadership. The encouragement method for Pacesetting leaders is "Do what I do". It is used for employee incentives where work requires high productivity while meeting tight deadlines. These leaders keep their teams perfectly behaved, as they do themselves. The clarity of the requirement is set by the leader and each of the team must be able to handle the task. These leaders are able for prioritise work so that there is no waste of time, they do not show weakness to others, which helps them to have honest control over their work. All this helps them complete the tasks as they are required in the best possible way in the shortest possible time. High rates of work can have a negative effect and cause a culture shock for those who are not accustomed to this method of work. In the absence of unclear instructions, which the team is not able to understand and cannot meet the requirements, a prerequisite for a conflict with the leader is created, as the result of the work cannot be fulfilled within the required time.
Coaching style of leadership. A leadership coaching style is effective when time is not makes pressure and performance quality can be developed and improved. This helps the team by stimulating the desire for training to accumulate more skills. The leader, through metric methods, measures the development of each team member and finds potential opportunities to grow with care and commitment. It guides and inspires people to perform better, and this creates a positive work environment and high performance. The team perceives feedback as an opportunity to overcome constraints and as an incentive to learn, and the leader encourages team members to learn to do things better. The corporate culture and values are strongly integrated in this style. These leaders protect their team both in terms of resources and timing and in terms of remuneration. Leadership coaching style is appropriate for responsible groups with the potential to take on more and focus on learning new things in fulfilling their responsibilities. Because this style is aimed at building the capacity of team members, employees who are not adaptable enough can become inactive.
Affiliative style of leadership: The motivating factor for people is the sense of belonging, to form a social and emotional connection with other people. In this leadership style, people come first. The associative style can be used in stressful situations in the organization to be able to recover and achieve high profitability. Here, the leader brings harmony and creates a sense of collective identity with the company. Good communication is created to deal with the situation and make decisions based on mutual empathy. This unites people, enhances positivity, and accepts new ideas with ease, and the leader supports and guides them. The team is loyal and ready to cooperate. Under this guide, people who have ability to respond to encouragement by producing good results are suitable for the job. In this style, too positive encouragement can lower the level of the whole team, as well as difficulties in honestly giving feedback. 
Visionary style of leadership. According to Daniel Goleman's Theory of Emotional Intelligence, the leaders of this group are experts. With extensive experience, these leaders have an ability to visualise and analyse long-term strategies. They can anticipate obstacles, but they can also develop plans that are adaptable to changes in runtime to achieve goals. These leaders are experts open to new ideas and approaches that can motivate the rest of the team. Because to their focus on long-term vision and goals, these leaders have a deficit for immediate execution and fast results (Goleman, 2017). 
Democratic style of leadership. Democratic leadership is the middle-of-the-pile between autocratic and Laisses-Faire leadership. This style is based on a shared philosophy. Tesco's approach is: "Our people make our business and are key to serving customers a little better every day. We employ over 440,000 colleagues globally and want to ensure that every one of them has the opportunity to get on"(Tesco Plc), and this determines the leadership style. Tesco's business is customer oriented, building customer loyalty is a profitable strategy for growing the company, and satisfied customers are the best advertising. To consolidate its leadership position, the company strives to have qualified and well-trained staff. This is one of the goals in terms of employment, namely the development of leadership qualities of each participant in the organization with the necessary respect and motivated desire for development. The leader of department is able find the best way to achieve the results determined by management by implementing strategic decisions through effective communication. In discussions, the leader keeps track of how well each staff has understood each aspect to ensure effective work, namely the provision of quality services. The heads of each department appointed by the managers imitate a leadership style that is adapted by management. In this way, the store managers on duty make decisions, influence their team by supporting it in their work and leading them. They are well trained management experts. Carrying out daily and weekly monitoring and analysis of the work allows identifying problems encountered and discussing ways to resolve them, while at the same time using the experience of the team members. During the discussions, the standard is improved, both in terms of availability and excellent customer service. Depending on the situation, effective leaders choose the leadership style. The factors that influence decision making are: Depending on the task, is it critical to the business - Can use a task-oriented leadership style that may be autocratic but always used with respect for performers. It is used when team members fail to organize their time well for tasks with a deadline; Depending on the team - according to what skills and resources they have, can they make decisions – Can use autocratic style until they have the necessary knowledge and skills and people-oriented leadership style  that encourages everyone's work and development, both individually and as a team. ; And according to tradition, what is the norm in the past. Tesco identified several critical success factors on which business build its sustainable business, Figure3. They are: 
Factors that apply to all staff: Customer focus; Personal integrity; Driving; Teamwork; Developing yourself/others.
Factors that apply to the level of responsibility: Analysing and making decisions; Managing performance; Managing change; Gaiting commitment.
Tesco's democratic management style allows everyone the right to speak and initiate effective ideas for the organization. In this way, participants feel heard, their results reported, and they feel themselves as part of a whole, all of which create a pleasant working environment. Employees are motivated by the benefits and rewards provided by Tesco. Tesco's leadership style also applies to customer management. Attention is drawn to customer feedback in order to understand clearly what they need, and the company to respond quickly and appropriately to their requirements. 
Conclusion: In the research I did, I came to conclusion that Tesco uses different leadership styles according to different needs, depending on people and company situations. At Tesco, they use the core leadership key - the key to trust, which is the emotional connection that connects a leader to the group he / she leads. In the middle and lower levels of staff at Tesco, these are the people who most often meet with customers. This determines the use of Situational style leadership. But the dominant one is the democratic leadership style where leadership is dynamic and situational from top to bottom, allowing people to be proactive at every level depending on the situation. Tesco is committed to helping its employees find the right job, hours, support and training to meet their needs. The company's 360-degree feedback enables each employee to analyse their own progress with the opportunity to develop. Thus, anyone working in Tesco has opportunity to move into higher positions, where responsibility and authority are also increased. This way everyone can be engaged and prepared for strategic changes that lead the company to success, namely every client to get the best they need. Tesco's structure, culture, style and decentralised management power help the company to be a leader in the retail market (The Times 100). 
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Group and team behaviours

A group is whilst or extra employees have interaction with every other. There are formal and casual organizations. The formal corporations are created with the aid of administrative decision to achieve the dreams of the corporation. The casual organizations seem from person performance and expand around the general hobbies and friendships in preference to conscious layout.
   The group behavior means to realize and apprehend each member abilties, non-public heritage and behavior. The people, need to receive every other in a group, and to apprehend their man or woman conduct inside the crew. 
   It is a commonplace exercise each team to set up their policies or code of conduct, that   is composed a set of proper and unacceptable member behaviors. This behavioral behavior is essential in a building an powerful group due to the fact: promotes ideal behavior inside the team participants, develops self-control of the group, allows the group participants to resolve conduct issues.
   The team can reckon behaviors as proper or unacceptable. An proper behavior is  whilst it's miles favorable and helpful to the crew as a whole. For instance: active listening to make bigger and spread the 2-manner verbal exchange and to respect the needs, emotions, and rights of the team participants.
   On the alternative hand, as an unacceptable group behaviors we are able to reckon the performances of features and conducts that aren't worthwhile for the crew. An examples of these behaviors are: failure of support for the team sports and tasks, displaying a negative mindset to the group participants, different people, adjustments and group constructing. Use of aggressive terms, aiming to intimidate other members.
   There are and adverse group member behaviors, together with - attacking persona, usually sidetracking the attention to an individual performance problem as opposed to focusing on private strengths. Changing subject matter without a clarification, complaining or criticizing, showing anger or getting without problems distracted.  
    There are some factors, which can sell or inhibit the development of effective teamwork in corporations. Factors that sell the improvement of effective teamwork in corporations are as follows.
    Shared leadership – the personnel of the establishments are fascinated to participate in choice making. For instance, if Tesco make decision via ensuring the participation of salesman, they'll be more influenced. Again, it will convey appropriate outcome for the improvement of teamwork in establishments (Nailon, Delahaye and Brownlee,2007)
   Clear Purpose – The organizations should make the motive of enterprise operation clean to the employees. The clear purposes help to boom the effectiveness and efficiency of the teamwork. 
   Open communique – this additionally  makes the teamwork powerful and green for the  companies. It prevents the hidden conflicts between the group members.
   Factors that inhibit the development of powerful group paintings in organisations are as follows.The social loafing and unclear roles of the personnel can inhibit the effectiveness of the teamwork in enterprises . The social loafing is the time period that exerts the employee to the low attempt in firms. Again, while the employees or team participants do not understand what's anticipated from them, they are de-prompted. Therefore, the doubtful roles and desires of the firms and employees can inhibit the teamwork in organizations.(Karthick,2010)
   Technology is good and helpful for every business organization. It makes easy all the business operations, Tesco is one of the largest retailers in UK. It has over 3400 stores and over 300 000 employees. Tesco has supported useful operation of the company by using modern technology. The technology plays one of the main roles in the teamwork performing of Tesco.
  Tesco aims to hire people who dissert the various nature of society. They value the participation made by every colleague, doesn’t matter of the age, sex, disability, sexual orientation, race, color, religion, ethnic origin or political belief. At the stores, in their distribution centers and in the offices, they make employment decisions only on the basis of job-related skills, achievements and performance, using clearly defined and fair criteria.
   When colleagues paintings nicely together, either on particular crew-related projects or in numerous departments, it improves productivity, morale and the general exceptional of the agency's services or products. When there's war between staffers, it has the ability to inhibit teamwork, that could put off projects, bring about value overruns or lower the effectiveness of the work it is carried out. Successful groups can make a huge contribution to organizational productiveness and effectiveness.
Conclusion
   Organization, in my opinion, should not depend very much on the theories of group dynamic when making team. There are many other factors and circumstances that impact the team performances. When the managers hire employees, should make sure that the person is suitable with the company’s culture.
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Motivation and perception


In this assessment I will look at how Tesco motivates their employees by increasing their knowledge and skills. I will explain how they have been trained and how they develop themselves in the company. Tesco started their business in 1919 with one man, Jack Cohen, as a market stallholder in London. Their first store was opened 10 years later. Since then, Tesco grew around the world. They now have more than 2,200 stores and over 468,000 employees. In order to support its growth, the staff have to motivated, well-trained and to be able to find customer’s needs. Tesco knows that motivation is very important for the company’s success. Their employees are supported by the company in every department and in different levels. From customer assistants in stores to department managers and from warehouse employees to office and logistics staff. First of all, let’s look at what is motivation. It could be from personal interest such as keeping safe or from external factors as rewards. There are many theories suggested about motivating employees. As primary motivator is considered to be the financial motivation. Then other motivating factors include – appreciation for hard work, responsibility and empowerment, challenges and opportunity for development. Tesco’s management always knew that well motivated members either individual or in a team, will bring success to the organisation. In mid 1990s started working in another method in order to increase their productivity. This method was called “FUTURE”. The aim of this method was to let their staff feel free up so they will do more. However, there was a chance of rising costs and increased difficulty within the organisation which can de-motivated the members of staff. (Inspiring Leadership: Staying Afloat in Turbulent Times, page 146) Motivated employees will work harder and achieve better productivity in less time, they don’t need that much supervision and show their pride in their work and also make great impression on the clients. Motivated staff is more concentrated, make less mistakes or be involved in conflict. They are likely to show greater loyalty to the organisation. Unmotivated employees can affect quality of the work as well as the efficiently employees carry out their work. Tesco believes that their business depends on two group people- customers and employees. they consider that their staff is unique and has different lifestyles outside the workplace that is why they support the staff with balance and offer them flexible timetable, staff discount, option for company shares, health benefits and etc. Tesco found out that it is valuable to create trust and respect within the organisation. They know that if they provide realistic goals and attractive environment for the staff, it will increase their motivation. At Tesco, motivated members of staff work in partnership with others in order to achieve more goals either individual or team. This means that they are more focused on customer’s needs and are determined to hear others’ feedback. Tesco also provides motivation with their many training and development prospects. Their employees have been not only to the training for what they need to do at their workplace but also leadership and training for development in the company. Tesco help their staff with strategic career planning to achieve their goals. This help employee’s personal development because they receive feedback from people with whom they work with. It is good for them to understand their behaviour, strengths and weaknesses from someone else’s eyes. This program was made to improve individuals and get things done effectively. One of the first motivation theories was published by the engineer Frederick Taylor in 1911. His research says that people worked only for money. In the begging of the car assembly industry, work on the production line was based on the quantity. Workers were paid for what they have done as ‘piece rate’ based on every item they produced. This way of paying was useful for the business in order of having good production, but it couldn’t give a lot for the workers as they did not have many opportunities for development, their own time and creativity was poor. In 1930 the theorist Elton Mayo recommended that work motivation can be achieved by factors such as better communication, involving others in decision making, showing interest in others, teamwork and etc. Mayo did his research at Hawthorne plant of the Western Electric Company’s workers in Chicago. He suggested that reducing motivation comes from boredom. He assumed that if employees feel important and give them the opportunity to take decisions the motivation will be improved. (Business Case Studies, 2019) Advantages of employees’ motivation could be the increased productivity because when people are motivated, they work harder, but a as disadvantage of that it can be agreed that sometimes we they want to do more and more, they will rush, and rush brings mistakes if they work in piece rate way. Another advantage could be the better communication and teamwork with the other employees and better customer service. It is a disadvantage if someone feels less motivated than others, it could become de-motivating for them. (Holly Thurston, 2013) Another disadvantage is that conflicts in the workplace can be crated. This is because some employees may not receive the same level of motivation may feel resentful toward those who do, which can create the conflict. (Sampson Quain, 2019) Recommendation Tesco has to be equal with their staff and find a way how to motivate every single member of the team at the same level. The management needs to find solution for their problem with motivating their young staff. this could be done by things as teambuildings or group works so they can feel closer with their colleagues and start sharing their opinion with others. They have to be always handhold because they want to know in every point where their career is going. Communication is the key to success, so in order to motivate their staff, Tesco’s management has to involve the staff in their decision making. Let them say what they think because this make them feel needed and appreciated.
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2. Managing is an authority relationship Leading is an influence relationship.
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