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Executive Summary
The report explained structure, size, values, goals, mission, and market, of the Sainsbury. The report showed that Sainsbury has branded, expensive, and specialty products for high-income customers.  It explained the customers of the business and their wants. Customers relatively want personalized service from the company to enhance their shopping experiences. It determined the employee’s role and the way they help in achieving business goals. The report examined the significance of training as well as development in the business organizations. It explained the store manager roles and its importance in the business organization that showed they manage the company’s products including price change, returns, and damaged products, ordering and receiving. The report also discussed crucial sills as well as the knowledge required for the store manager. It demonstrated the requirement of the training and development for the store manager. 
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[bookmark: _Toc49133540]Introduction
The report explains structure, size, values, goals, mission, and market, of the Sainsbury. The company attracted and retained customers of all income levels by following a low-cost product strategy.  It explains the customers of the business and their wants. It determines the employee’s role. The report shows that employees work very hard for delivering the best result so that assigned targets of the business are achieved within the stipulated period. The report examines the significance of training as well as development in business organizations. It explains the store manager role and its importance in the business organization. The report also discusses crucial sills as well as the knowledge required for store managers. The report demonstrates training and development requirements. 

[bookmark: _Toc49133541]Company Background (Sainsbury)
Sainsbury is a public limited company. It was founded in the year 1869 in London, UK. John James Sainsbury is the key person who founded this company. Simon Roberts is the CEO while Martin Scicluna is the chairman of the company. There is a total of 116,400 employees in the company all over the goal world. There is a total of 900 supermarkets and retail stores in the company located worldwide. The company has several corporate offices that manage the merchandise supply chain, logistics, and operations. Sainsbury relatively has 800 convenience stores, 600 supermarkets, and gets 250,000 online orders each week. The structure of Sainsbury is hierarchical because critical decisions are made by senior management and then they are passed to lower levels. Under this level, senior managers present reports to the line managers while line managers present reports to the sales assistant. 
The vision of the company lies in becoming a trusted retailer where customers love to shop and the employee feels good to work. The mission of the company is to become the first option for customers in terms of outstanding quality, food, and delivery service at a competitive price. The values of the company include living a healthy life, integrity, respecting the environment, creating a great place, and making positive differences. The company goal lies in improving the quality of shopping experience with high-quality products at competitive rates. 
[bookmark: _Toc49133542]Customers
The company specifically targets the family unit. Sainsbury uses several marketing strategies for attracting this segment. The company put its customer base at the heart while performing each task. The company has several marketing strategies that not only increase their market shares but also help in improving customer service (Fang et al., 2011). Sainsbury also offers various discount offers, vouchers, and coupons for increasing sales while satisfying and retaining the customers. The retail market is rapidly changing. 
Sainsbury does customer surveys for knowing their wants. Customers want outstanding quality food and delivery services at competitive price Customers relatively want personalized service from the company to enhance their shopping experiences. The consumer expects mobile offers in terms of coupons and discounts from the company on special occasions (Aburoub et al., 2011). Customers want both offline as well as online integration for gaining seamless experience from the company. 
[bookmark: _Toc49133543]Swot analysis
Strengths: Sainsbury relatively has the right expansion strategy as it moves from grocery to convenience stores with wide product ranges. The company has acquired the fourth position among supermarket brands. The company attracted and retained customers of all income levels by following a low-cost product strategy. The company has products for all types of customers in the market (Anesbury et al., 2020). Sainsbury has branded, expensive, and specialty products for high-income customers. The company has innovative strategies of promotion that help it in competing with other brands. 
Weakness: The Company faces immense risk from brand switching. The company cannot retain customers despite promotional and loyalty programs. The company has lost volume due to increasing competition from online retailers (FATRICIA, 2016). The company’s expenses are increasing in enhancing the shopping experience of customers.  The move of the company by continuously reducing product prices has lost the trust of customers decreasing their product sales and profits. 
Opportunity: The Company has a major opportunity of expanding products in remote villages.  Sainsbury has a wide opportunity of expanding its stores in the international and domestic market segments (Sainsbury, 2020). It can expand stores in emerging markets like Turkey, Brazil, China, and Russia. Emerging countries relatively offer several laborers at very low prices. The company can enter emerging countries through partnership and joint ventures for exploring customer needs. 
Threats: The major competitors like Tesco, Asda, Lidl, and Aldi hinder business growth. Lidl and Aldi offer high-quality products at very low prices that have increased the fierce competition in the supermarket (Aburoub et al., 2011). UK inflation has reduced the spending power of customers in the market that has shifted the buyer’s behaviour towards discounts. 
[bookmark: _Toc49133544]Employee’s role
Workers are considered as the true assets of the business organizations. They effectively contribute their time and efforts for organizational success. Employees work very hard for delivering the best result so that assigned targets of the business are achieved within the stipulated period. Employees play a crucial role in deciding workplace culture (Tharenou, 2017). The interests, behaviour, and attitude of workers typically form the workplace culture. Following are the major roles played by employees within business organizations:
· To fulfil their responsibilities and duties based on the job description.
· To meet performance standards on time
· To attend training programs for increasing knowledge and awareness
· To make creative and innovative suggestions for improving business performance.
· To create a peaceful and favorable environment in the workplace (Gopinath, 2020).
· To achieve business objectives through spontaneous and innovative behavior.
· To build effective relations with the supervisors, colleagues, and managers.
· To use the equipment properly.
Employees meet the project deadlines, increase sales, and build products brand through customer interaction for achieving organizational objectives. Employees work hard to satisfy potential customers for attaining goals. Employees often prioritize the important task of achieving business objectives. 
[bookmark: _Toc49133545]Training and Development
Training, as well as development, is considered as the major function of the HR department in the business organization. Training is defined as the systematic procedure through which workers are taught and instructed based on the technical knowledge of the job (Frost, 2016). Through training, workers learn the way of using a particular machine for increasing their efficiency. Development is considered as the educational growth for reaching the managerial level. 
The development process is based on individual leadership, attitudes, insights, adaptability, and human relations. Business organizations design the program of training and development based on organizational requirements, employee’s skills, and job profile. Training is given to employees for enhancing their technical, quality, soft, and professional team working skills (Bell et al., 2017). Training and development help in improving the performance and abilities of workers.
Significance of Training and Development
· Training helps in improving productivity, increasing knowledge, performing better, become leaders, and acquire new skills. 
· Training and development help in increasing innovation strategies, the capacity of adopting new methods, efficiency in terms of financial gain, increasing morale, motivation, and job satisfaction (Frost, 2016). 
· Training and development help in increasing quality standards by improving potential market shares and turnover.
· It helps in retaining workers while reducing recruitment costs. 
· This helps in developing the employee’s brand that in turn increases the company profile and reputation (Noe and Kodwani, 2018).
· It helps in addressing the weaknesses of workers and then suitable training programs are designed for improving their skills and knowledge. 
[bookmark: _Toc49133546]Role (Store Manager)
A store manager is considered as the major person that manages the daily operations of the retail store. All the workers who work in a retail store are accountable to the store manager. A store manager of the business reports to the general, district, or area manager of the business organization (Arnold et al., 2019). Following are the major roles performed by the store manager in the business organization:
· To properly take care of workers and their wellbeing
· To indulge in an effective advertisement program
· To present the store in an effective way
· To recruit, manage workers' performance and prepare work schedules.
· To manage the company’s products including price change, returns, damaged products, ordering, and receiving (Hoffman and Tadelis, 2018).
· To develop the team members by facilitating training, learning, and development
· To properly understand the principles of customer service
· To solve employees and customers issues while handling unusual situations
· To handle the customer's queries
· To manage the material and computer applications
· To meet the annual, monthly, and quarterly sales based on the fiscal cycle of the company.
· To offer sale promotion programs and hold a contest for workers.
· To motivate employees for becoming more productive so that goals are attained on time.
· To be responsible for workers' and customers' safety at store premises. 
A store manager is important in the business organization for hiring, training, and developing employees. The store manager helps in solving consumer and employee problems. They are responsible for monitoring the financial performance of the retail stores. The store manager helps in improving the service of customers. A store manager helps in controlling the store budget and cost (Shin et al., 2020). They are an important person for the business as they deal with queries, feedback, and complaints from the employees and customers. They analyse market trends and monitor their competitors.
[bookmark: _Toc49133547]Knowledge and skills of Store Manager
Store managers help in motivating workers for achieving the sales target. They look towards the store performance, monitor the trends of the retail industry, and organize organizational promotional programs and events (Tharenou, 2017). Following are the major skills and knowledge required for store managers:
· Customers service skills
· Leadership skills
· Understating and sensitivity
· The ability to sell services and products
· To enjoy working with diverse people
· Proper knowledge of computer and software packages
· Adaptation
· Communication and people management skills
· Sales experience
[bookmark: _Toc49133548]Requirements of Training and Development
Training and development programs are designed considering the employee's skills, organizational requirements, and job profile (Devanarayana and Lanel, 2017). The major requirements of training and development that should be considered by the business organizations include customer service, creativity, leadership, management, innovation, problem-solving, retaining employees, change management, and teamwork. 
Job rotation, job shadowing, training sessions, mentoring, coaching, conference participation should be effectively considered by business organizations. Training is essential for businesses to stay competitive in the market (Arnold et al., 2019). This helps in retaining workers and improving job satisfaction. Business organizations must consider the following requirement while training and developing workers:
· The requirement of the industry, on the job or personal development
· Set clear goals and expectations
· Indulge employees in decision
· Create personal development plans
· Conduct task, work, and organizational analysis
· Leverage software and systems






[bookmark: _Toc49133549]Conclusion
The report explained structure, size, values, goals, mission, and market, of the Sainsbury. The structure of Sainsbury is hierarchical because critical decisions are made by senior management and then they are passed to lower levels.  It explained the customers of the business and their wants. It determined the employee’s role. The report showed that Lidl and Aldi offer high-quality products at very low prices that have increased the fierce competition in the supermarket. Training is essential for a business to stay competitive in the market. It explained the store manager roles and its importance in the business organization. The report also discussed crucial sills as well as the knowledge required for the store manager. 
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