


Within this assignment I will be including the analysation of an international business which I have chosen, looking at its competitive environment, using Porter’s Five Forces Analysis.  Porter’s Five Forces include, the extent of rivalry between competitors, the power of buyers, the power of suppliers, the threat of substitutes and the threat of entry. 
The international business I have chosen to analyse is Tesco, a supermarket chain; I believe Tesco is an international business which is seen as one of the most popular supermarkets to shop at. 
In this assignment I will be explaining and defining the challenges that Tesco encounter as an international business face, due to the cause of Porter’s Five Forces.
Porters Five Forces can be described as, the five sectors, this will give you a brief understanding on what each Force does for the business. Competitive rivalry can be described as, “This looks at the number and strength of your competitors” Mindtools (2017). The power of buyers Force in retail industry is, “the ability of buyers to decrease the prices they pay” pestleanalysis, (Thomas Bush, May 5th, 2016). The power of the suppliers within a retail industry, “the ability of suppliers to increase the cost of their product or service” pestleanalysis, (Thomas Bush, May 5th, 2016). The threat of substitutes would be, “This refers to the likelihood of your customers finding a different way of doing what you do” Mindtools (2017). The last force being the threat of entry, in the retail industry being seen as, “Your position can be affected by people's ability to enter your market” Mindtools (2017). In this assignment I will be describing the Five Forces and how they affect my chosen international business of Tesco.
The rivalry and the competitiveness within this type of business is high, as Tesco being a supermarket, they compete alongside and against many other supermarket chains such as Morrisons, Lidl, Asda and many more businesses which distribute food. With supermarkets having a majority of the same styled products with the same rough price, its hard to get the business to stand out from its competitors. Factors that do help businesses such as Tesco and other supermarkets are their advertisements and slogans, with Tesco’s first being, “Serving Britain's shoppers a little better every day” Tescoplc.com (2018), and Morrisons having an older, alternative slogan of, "more reasons to shop at Morrisons", old as, seen on the thejournal.co.uk, morrisons back in 2013, were in a debate to abandon the advert and have no slogan.

Analysing the main two competitors in the distribution sectors, Tesco and Morrisons, it is clear they are both trying to reach out to the customers, offering a safe and gentle approach to attract them to the supermarket; more so with Tesco as they have kept their slogan which is seen by various consumer groups who notice their advertisement. 
Majority of businesses, including Tesco, use adverts to promote an existing or new product which is appearing at the store; however, alongside the advertisement for products, Tesco, which other businesses do not do, advertise their slogan alone in a single advert.

The bargaining powers of certain individuals within and outside a business such as the one I have chosen, can be a crucial issue if not kept control of. The issues that Tesco face, as a business, are the customers and their powers and abilities to say or do something which has the potential chance to affect the business. The powers that a customer holds in my chosen business is mainly down to the fact whether or not they want to shop at Tesco or another supermarket choice. The opinions and preferences of the customers can put a massive effect on a business such as Tesco.

The biggest issue within the distribution industry would be the word of mouth, if a customer was to have a bad experience at a work place, when shopping or even just passing by, they wouldn’t be shy to expand on it and encourage others to believe the same as they do. Another power that they ultimately have is whether they want to shop somewhere and what they want to buy from there.  This comes down to the point that if customers do not want to shop at a chosen supermarket like Tesco or Morrisons it would cause the business to become less popular.   Word of mouth travelling in today’, can cause great public outbursts and problems to businesses such as Tesco, due to not as many sales as normal and competitors being on top of them.

This goes on to the power of the suppliers; businesses like Tesco’ who have suppliers who deliver products and goods to their company warehouse to be stocked for the next oncoming days. If a supplier of Tesco decided to increase their prices dramatically, that would cause great amounts of stress to the business as then it would have to reconsider its options and decide what the business is going to do for their goods and products.  Suppliers even have the power, that if for any reason they could not get the delivery to the warehouse, to cause the business to either fall out of stock, or short of certain products and goods.  This would create a negative experience for customers who go shopping with something on their list which isn’t in stock.
The threat of substitutes within a distribution industry has many problems, the main being that the prices in competitors’ stores to the one a customer would normally shop in are not always the same. This has become a big issue I society today, with supermarkets that are selling products and goods for a considerate amount, a lot cheaper than supermarkets such as Tesco and Morrisons, gaining more customers day to day, causing this to become a problem for the bigger supermarkets. Supermarkets which are considered to have cheaper products and goods are Lidl, Aldi, and even pound shops such as Poundstrecher and B&M bargains. 

For example, this is a problem created by newly established brands which are not the top value stores, such as Cadburys; these new brands are a much cheaper with less quality, yet people tend to prefer these products for the price.   Shops such as Lidl and Aldi have various brands of beverages, chocolates and crisps, which all have new named brands on the packaging, yet are the same-taste products which are popular and sell well, earning these businesses the sale and profits.  These products have not been sold in supermarkets such as Tesco and Morrisons as they have the original branded goods, which are popular and prefer.
As for the threat of entry, the threats my chosen business must solve and deal with is new products coming into the sales, that might not be successful, as it’s a replacement of a product with no past sales with the business. No reasons why they have changed the product that was popular with the community. 
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