 (
Adrian Neacsu
 UWTSD 2312529
) (
A critical reflection on Genting UK’s development, its founders’ entrepreneurial approach, and the lessons I would apply when starting my own company.
) (
Entrepreneurship
Reflection
)



[image: University of Wales Trinity Saint David launches ‘One Planet ...]

Name: Adrian Mihai Neacsu
Student number: 2312529
Module Code: LCBB5013
Module Title: Entrepreneurship
Assignment Title: Task 3: Reflection (Element 6)
UWTSD Birmingham
Program of Study: BA Business Management








Introduction
This reflection evaluates what I learned from studying Genting UK’s development and the entrepreneurial approach behind its growth. It considers the company’s progress from its early foundations to its current position as part of a large multinational group. It also explains which aspects of Genting’s approach I would follow and what I would do differently when developing my own company.

Critical Reflection
Completing this business plan has strengthened my understanding of Genting UK as part of a major multinational organisation. Although I was already aware of the company’s international scale, the research helped me better understand how it developed through entrepreneurial vision, international expansion, acquisitions, and diversification.
The Genting Group was created through the vision of its founder, Tan Sri Lim Goh Tong, who identified an opportunity to develop a major leisure destination in Malaysia. What I find most impressive is not only the originality of the idea, but also the determination required to turn it into a successful business. The founder demonstrated important entrepreneurial qualities, including ambition, persistence, calculated risk-taking and the ability to think long term. This has shown me that a successful entrepreneur must be prepared to continue developing an idea even when progress is difficult or uncertain.
Genting’s later development also shows that entrepreneurship does not end when a company becomes established. Its entry into the UK market was achieved mainly through acquisition rather than by building a casino network from the beginning. In 2006, Genting acquired the remaining 80 per cent of Stanley Leisure for the equivalent of RM 3.5 billion, supported by a £297 million loan for the acquisition and working capital. This gave the company immediate access to existing venues, employees, casino licences and customers. 
I consider this a strong growth decision because it allowed Genting to enter the UK market quickly and at a meaningful scale. However, it also involved considerable financial risk. Acquiring an established company does not automatically guarantee success because the new owner must manage costs, integrate employees and maintain customer trust. This made me understand that business growth should not be judged only by the number of venues or the size of the investment. The quality of the operation after the acquisition is equally important.
At its current stage, Genting UK is a mature company that combines casinos with online gaming, hospitality, food, drink and entertainment. This wider offer helps the company create a complete customer experience rather than depending only on gaming. However, the company must continue adapting because digital competitors offer greater convenience, while physical venues involve significant staffing, property, security and regulatory costs. Genting’s future success therefore depends on how effectively it combines its venues, digital services and customer experience. Its competitive position also depends on consistent service and responsible customer protection, not simply the availability of casino games. 
If I were starting my own company, I would follow Genting’s example by having a clear long-term vision and developing more than one source of customer value. I would also focus on creating an experience rather than offering only a basic product or service. I would use customer feedback and performance information to improve the business and would reinvest carefully as the company developed.
However, one area where I would place even greater importance is investment in employees. In a customer-facing business such as casinos and hospitality, front-line staff are one of the most important parts of the company. Employees interact directly with customers and strongly influence whether customers feel welcomed, respected and comfortable. A modern venue, strong brand and attractive promotions can bring customers through the door, but the attitude and professionalism of staff often determine whether those customers return.
I would therefore invest more in training, career development and employee wellbeing. Training would not only cover technical skills, but also customer service, communication, conflict management and responsible business practices. I would also create clearer opportunities for progression so employees could see a future within the company.
In addition, I would look for different ways to motivate and appreciate staff. This could include regular recognition, rewards for strong performance, development opportunities, team celebrations and simple appreciation from managers. I would also involve front-line employees in decisions that affect daily operations because they often understand customer needs and operational problems better than senior management. Recognition should not be limited to financial rewards. Listening to employees, thanking them and acknowledging their contribution can also improve motivation and loyalty.
I would also avoid measuring performance only through revenue. My company would monitor customer satisfaction, employee engagement, staff retention, service quality and financial performance. Genting’s own model shows that customer relationships and loyalty are important, but these cannot be separated from the people delivering the service. 
Overall, Genting’s development demonstrates the importance of vision, investment and adaptation. The main lesson I would take into my own company is that long-term success depends on both customers and employees. I would adopt Genting’s ambition and focus on customer experience, but I would place greater emphasis on motivating, developing and appreciating front-line staff because they are essential to how customers experience the business.
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