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[bookmark: _Toc230110580][bookmark: _Toc230110581]Task 3 – Element 6: Reflection
The development of Tesco has influenced my perception of the stages of business development and how it has been able to prosper throughout. Tesco was only a grocery and household product retailer for me before I analyzed the company. But have a look at its business environment, strategies, marketing plans, and financial growth. I now see Tesco as an organisation that, over the years, has adapted to changing market conditions and customer expectations. The Company's development shows that business success is not only in selling products, but also in building up the value for the customers over time, recognizing the need to adapt and providing customer-centric solutions. From its inception, it can be seen that Tesco has started with a simple idea of supplying its customers with good-quality products. Tesco also expanded as a business, moving out of standard retail practices and towards diversification and innovation. Established new products, including Tesco Mobile, Tesco Bank, online shopping, and loyalty schemes like Clubcard. It confirms that other businesses that are doing well are not standing still; they are still growing to meet market needs and technology developments. This is an important lesson I have learnt from Tesco's growth: the importance of being flexible and always improving.
Meanwhile, Tesco's story shows just how important it is to be ready for obstacles and setbacks even among the most successful businesses. There were problems related to accounting practices and damage to the reputation of the company some time ago, which caused problems with trust among the public. This was very significant as an example, as it demonstrated that only growth was not sufficient for long-term success. It is also critical to have good ethics, transparency, and accountability practices. A business can have higher profit margins and a greater percentage in the market, and still be faced with major challenges in quickly restoring its reputation should it be damaged in the process. That really made me realize that customer and stakeholder relationships should not be overlooked when making business decisions, just one of the financial aspects. Analyzing Tesco's founder and management, I noticed that these people played a significant role in the success of the business. When I took a critical look at the founders and management of Tesco, I noticed that it was a business in which there was strong leadership in the business that made it successful. The founder established a company that has been designed for specific customer needs, whilst providing value. Through the years, successive leaders were responsible for adding to the company and updating it without losing its main premises. Not only do good leaders set goals, but they also adjust their game-planning when businesses change. To be a good leader, I think you have to weigh the innovation, and then there's the responsibility, and then what you have to do is make decisions that promote growth and please the client.
If I were to open my own business, there are several things that I would do in the same way as Tesco. First, I would put customers at the heart of business decision-making. The success of Tesco demonstrates the power of knowing what customers like and want to make better relationships and foster longer loyalty. I would also be investing in technology and digital innovation, as customers nowadays are more interested in convenience and customisation. The establishment of a robust customer relationship system like Tesco's Clubcard system helps to understand the behaviour of consumers and enhance their services. But there are some things I'd change if I were to do that over again. From the start, I would be very careful about how transparent and ethical I was going to be to ensure that there wouldn't be situations that could tarnish the company's reputation. I would also look to diversify away from one particular market by looking to other markets abroad earlier in the growth of the business. Also, I would make sustainability efforts start at the beginning as a bigger point than in a gradual manner over time.
To summarise this, studying Tesco has given me a good insight into financial performance and the good products that make up businesses, but they're not the most important things to do. A commitment to continuously making adjustments, innovating, and leading with integrity and providing value for customers will be essential in achieving long-term success. I imagine these lessons will have implications for my future business decisions and how I would do things differently if I ever had my own business.
