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Executive summary

In this assignment focuses on how people are impacted by their ideas, attitudes, and values, particularly in the retail sector. It will examine the definitions of these phrases and their significance in the workplace. We will start by defining values, attitudes, and beliefs and emphasizing their functions in a retail setting. Knowing these ideas allows us to see how they affect customer interactions and employee behaviour. We will then consider how our personal values, attitudes, and beliefs influence our behaviour at work. Then we will also discuss about the significance of context and how various circumstances might impact our behaviour. Examining a management theory that may benefit our job in retail is an essential part of this task. Then study this theory, discuss various perspectives on it, and see how it might be used in our day to day activities. Lastly, we will create a plan for personal growth. This will entail figuring out where we can develop and taking actions to strengthen our skills in the retail industry. In conclusion, by looking at our beliefs, attitudes, and values, this assignment will help us better understand ourselves and offer solutions to improve our effectiveness in retail.





















Introduction 

In today’s busy retail world, especially in places like F&F, George in Asda for clothing department. This is about what employees believe, feel, and value is very important. These things affect how they treat customers, work with their team, and show the brand. Understanding this helps create a better shopping experience and a good work environment. As a retail assistant in Tesco’s F&F department, they job is to help customers find clothes and accessories, keep the department clean and up to date with new lines and styles.  Making sure to always provide good customer service. They should be friendly and helpful, helping customers pick the right things and staying positive to show Tesco’s values. In the next parts of this report, it will explain why beliefs, attitudes, and values are important and how they affect retail workers' behaviour. We will also talk about the main tasks of a retail assistant in the F&F department and the skills needed for the job. By the end, you will understand why these things matter for making customers happy and doing well in retail. 
Beliefs, attitudes, and values are basic parts of human psychology that influence how people think, feel, and behave in different situations, including at work. These elements are especially important in retail, where employee's involvement, customer service, and teamwork are key to success. Believing in the importance of providing excellent customer service is essential for employees. These beliefs influence how they interact with customers and affect their motivation and dedication to their jobs. Employees who are committed to this goal are more likely to put in extra effort to satisfy customers, which helps create a better shopping experience. When workers have good attitudes, it makes customers feel welcome and comfortable. If employees are friendly and excited about their work, it helps customers trust them. But if workers have bad attitudes, it can make the place feel unpleasant, lead to poor service, and make employees unhappy. That’s why managers need to create a positive and happy workplace to keep everyone feeling happy. Common values such as honesty, teamwork, and respect are very important in shaping the culture at Tesco F&F. These values guide how employees act and help make sure their behaviour matches the company’s goals. When workers feel they belong to a team that cares about respect and honesty, it encourages them to work together and enjoy their jobs more, which also improves their performance and helps keep them at the company.







 Understanding Beliefs, Attitudes, and Values 
Definitions

Beliefs are ideas that people think are true. In retail, beliefs can be about things like how good the products are or how important it is to give great customer service. In retail, workers might believe it’s very important to help customers well or that their products are better than others. These beliefs affect how they act with customers and how they do their job. For example, if a worker believes making customers happy is very important, they will try extra hard to help, showing that they care about what the company wants. Definition attitudes are the way we feel or think about things, which makes us respond positively or negatively to them. They're influenced by what we believe but are more about our feelings about those beliefs. An employee's attitude can really change how well they do their job and how they treat customers. When employees have a good attitude, they usually enjoy their jobs more and customers have a better shopping experience. On the other hand, if employees have a bad attitude, it can lead to slow service and a negative atmosphere at work. An example,  a retail worker has a good attitude about working with their teammates, they're more likely to help others. Good teamwork can create a better mood at work and make customers happier with their shopping experience. The value beliefs and ideas that shape how we act and make choices. They represent what we think is right and meaningful. In retail stores, values help decide how the company runs and how workers behave. Values like honesty, respect, supporting different people, and being dedicated to helping customers create a positive work environment that employees and shoppers appreciate.

The Importance in the Workplace

According to lparsons (2023). Why Workplace Culture Matters In a team, effective communication builds honesty and trust. Working together is made easier when everyone feels comfortable sharing their thoughts and expressing objections, which helps in problem solving and the development of new ideas. Teams that embrace a range of ideas and backgrounds tend to be more creative and flexible. Having other perspectives can help you think more critically and make better choices. Everyone's perspectives are valued in an inclusive setting, which increases motivation and team spirit. Confusion and conflict are avoided when everyone is aware of their roles as individuals. Team members are more likely to take responsibility for their job and be more productive if they are aware of their responsibilities and how they can be helpful to the team's target.








 Interaction Between Beliefs, Attitudes, and Values

How businesses interact with customers is crucial in the retail industry. Retailers may make customers feel good about the products they sell by using what they think. For example, a business that frequently discusses fair trade and may convince customers that their goods are not only excellent but also environmentally friendly. Customers are more likely to have a favourable opinion of the brand. Therefore, companies who stick to these standards are more likely to continue to purchase from that brand. So, it's likely companies have the power to influence public opinion through marketing and communication. Marketing that highlights a company's commitment to charitable causes have opinions of customers and improve their views. According to a study by (Schaefer and Dillman (1998), marketing messages can help retain customers if they fit with the values they hold. This shows how crucial it is for businesses to implement attitudes and beliefs into their marketing plans.



Personal Assessment of Beliefs, Attitudes, and Values 
Self-Reflection

As a retail assistant at Tesco, my daily interactions with customers and coworkers have beliefs and principles. In my opinion, offering excellent customer service is crucial in the retail industry. Regardless of the circumstances, every customer should be treated with respect and understanding. I constantly try to have a positive attitude since I am aware that each interaction I have with customers has a significant impact on their views of Tesco and their shopping experience. I also think that teamwork is important. In a retail setting, teamwork creates positive work environment and helps everyone perform their responsibilities more effectively. Being transparent and honest are also crucial to me since they create trust with both colleagues and customers. I believe these values are important and it's how I would expect to be treated by others. I am constantly trying to improve and become better, which inspires me to take insights from all of my experiences from both positive and difficult.

 Examples from Workplace Behaviour

According to Stein, K. (n.d.). At work, people have five main needs, and the importance of each can be different from person to person. When individuals feel that one of these needs isn't fulfilled, they generally can react in similar ways. One busy weekend, there wasn't enough staff working on the checkouts, which resulted in customers waiting in long ques. Customers were really frustrated, and I felt stressed trying to handle everything. Even though we had two team leaders managing the checkouts, neither of them stepped in to help. This not only made customers unhappy and led to complaints, but it also made me feel bad about my job because I didn’t have the support, I needed to give good service. 
I saw a customer struggling to find a particular pair of jeans in her size on the clothing isle, during a very busy day, I approached the customer to see if they needed my assistance. I then said let me check my PDA device to see if we had more sizes and stock available in the warehouse. I then found more stock of this product of clothing and handed it over to the customer. The customer shopping experience was improved because of this nice interaction. They thanked me and left a lovely positive review, which improved the store's reputation for good customer service and gave me more confidence to deliver excellent service.




 Implications of Beliefs, Attitudes, and Values on Workplace Behaviour 

 Positive Implications
When people have strong beliefs and good attitudes, it helps them do their jobs better and makes customers feel happy shopping. For example, if you believe helping others is important, you’ll smile provide friendly service to customers at a store. This makes customers feel good and want to return. Having positive feelings can also make you work harder. Like when you believe your team can win a race to get the best percentage on clothing, you practice more and cheer for your friends, helping everyone do their best. When workers believe in their work, they feel proud and want to do things right, like making sure products are good and customers are happy.  Also, when workers share good values like kindness and respect, the workplace feels more friendly and welcoming. This helps everyone do better and creates a great experience for customers. This makes everyone feel good and more likely a customer will return.

 Negative Implications
In retail, when team members have different beliefs and negative attitudes, it can sometimes cause problems at work and upset customers. For example, if one employee thinks they should always try to sell more products, but another prefers to help customers find exactly what they need, it can confuse people and damage the store’s reputation. If staff prioritize in helping customers first and always providing excellent customer service, there would be more positivity. Another example, if employees are unhappy with their bosses or company rules, it can create a bad work environment. When workers don’t feel valued, they might not work hard, which can reduce sales and result in people leaving their jobs or getting the sack.






 Emotional Intelligence

Emotional intelligence (EI), also called emotional quotient (EQ), is about understanding and managing your own feelings as well as the feelings of others. People with high emotional intelligence can notice their emotions and those of others, use this knowledge to make good decisions, recognize different emotions, and adjust how they feel depending on the situation. It also means being able to talk clearly about feelings. The idea of emotional intelligence first appeared in 1964, but it became well-known after psychologist Daniel Goleman’s book "Emotional Intelligence" came out in 1995. Some experts think you can learn and improve emotional intelligence, while others believe it is something you're born with. When working in retail, you meet people from many different backgrounds who have various feelings and opinions. Using emotional intelligence helps you understand how someone might feel by noticing their tone of voice or body language. This helps you respond in a way that makes customers feel respected and appreciated, leading to better interactions. For example, if a customer is upset about a product, an employee with emotional intelligence will listen carefully, show they care, and try to fix the problem. This not only helps calm the customer but can also make them more loyal and happier.




Management Theory Assessment 
Introduction to Selected Management Theory
Abraham Maslow introduced the idea of the "hierarchy of needs" in 1943, which he later explained in his book. This concept shows that people need to fulfil their basic needs before focusing on bigger goals. Maslow wanted to understand what makes people happy and how they can reach that happiness. He believed everyone naturally wants to become the best version of themselves, but first, they must meet basic needs like food, shelter, love, and self-confidence. Imagine a pyramid with five levels. The bottom level includes essential needs like food and water, which are crucial for survival. Once those needs are met, people can focus on things like friendships and feeling good about themselves. In a retail store, knowing about Maslow's Hierarchy of Needs can help motivate employees to do their best. When stores make sure their workers have what they need such as a safe workplace and feeling valued it makes employees happier. Happy employees usually treat customers better, which helps the store sell more and become more successful. So, by taking care of employees' needs, a store keeps its team satisfied and gives customers a great shopping experience.
 Personal Application of the Theory
While it's not the main part of retail, having things like canteens, toilet and water available makes shopping more comfortable for customers. Customers want to feel secure about what they buy. As a retail assistant, sharing information about product quality and return policies, discussing secure payment options builds trust. It's important to connect with customers. Always providing a friendly welcoming service and listening to what they need makes them feel valued, making them more likely to return. Helping customers feel good about their choices and asking for advice for example. Which jumper looks better on me” or does this fit me better than this jumper” then giving a honest opinion and personalized recommendations or complimenting their selections boosts their confidence and encourages customers to show their personal style with their choices. 
Alternative Perspectives
In retail management, there are different ideas that can help improve how businesses run, how happy employees are, and how satisfied customers feel. Two popular ideas are Maslow's Hierarchy of Needs and McGregor's Theory X and Theory Y.  People understand management theories in retail in different ways because of their personal beliefs and values. These different viewpoints can really affect how management works and how engaged employees feel. By acknowledging these differences, businesses can create a more inclusive environment that appreciates various opinions, which helps both the organization and its staff.

Application in the Retail Context
For a retail assistant, knowing about customer behaviour is important. It helps them understand why people purchase things, so they can give better service. First, it's key to know what makes customers want to buy something, like price, quality, or their favourite brand. For example, if someone cares about the environment, the assistant can point out eco-friendly products. Also, how products are presented matters a lot. If items are displayed well and prices are clear, it can make customers feel better about their choices and price range. Retail assistants can use this to create attractive displays and explain things clearly, which helps customers see the value in what they’re buying. Then lastly, social factors like popular trends and what friends recommend can greatly influence shopping decisions. If an assistant is up to date with fashion they can better connect with customers and suggest items that their friends might like too.



Recommendations for Personal Development 
 Areas for Growth
Always remember and believe that the customer is always important can help you give better service. This means being friendly, listening to what they need, and solving problems quickly, which creates a positive shopping experience that encourages customers to return (Kwortnik & Thompson, 2009). Teamwork is also key. Having a strong attitude about working well with your coworkers helps create a better workplace and makes everyone more efficient (Salas, Sims, & Burke, 2005). Always try to stay open minded and respect different views. Being adaptable means accepting change and staying flexible. This helps you handle new situations, like busy sales days or new line products, and stay calm under pressure. Empathy is understanding how customers feel. When you build empathy, you can connect better with customers and meet their needs more effectively.











Action Plan
   


	Goal 
	Strategies 
	Goal outcome 
	Time frame

	Enhance Communication Skills 

	Ask for feedback from work colleges on communication skills.
	Better understanding of customer needs and ask for feedback.
	2 months

	Develop Conflict Resolution Skills
	Reflect on past conflicts to learn from them
	Enhanced ability to maintain positive work relationships
	3 months 

	Improve Time Management
	Write on board daily task prioritization.
	Achievement of targets completed leading to less stress and more positivity. 
	4 months

	More teamwork
	Participate in team-work activities couple times twice a week.

	 sharing ideas and team problem-solving.

	2 months

	
	
	
	




Conclusion 
This plan identifies the key goals and strategies to improve work skills. To improve communication, it’s helpful to ask your colleagues for feedback to better understand customer needs, aiming to progress in about 2 months. For conflict resolution, reflecting on past disagreements can help keep good relationships, with a goal to improve within 3 months. Time management can get better by writing daily tasks on a board, which helps meet targets with less stress and more positivity, planned over 4 months. Then lastly, joining team activities twice a week encourages sharing ideas and solving problems together, with a 2-month goal. These strategies aim to increase work efficiency and create a better workplace.
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