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INTRODUCTON
The term community management is defined as the process of developing an authentic community among a business’s employees, customers and partners with the help of different types of interaction (Ruiz and Holmlund, 2017). The report is based on Tesco, a multinational grocery firm which is headquartered in England, UK. It deals in wide range of goods and services through a chain of hypermarket, supermarket etc. The report will outline an analysis of the company, importance of training and development etc.
MAIN BODY
Discussion and analysis of the organization
Overview of the business- 
Sector: Tesco is a retail firm and it is involved in the business of Retailing and associated activities, insurance services and retail banking. It belongs to the tertiary sector as it does not develop goods as such but it mainly offers a valuable service that buyers and other firms are prepared to pay for and utilize.  
Size and structure of the company: Between year 2008 and 2020, the number of stores of Tesco that are operating across the world has increased from 3,751 to 7,005. The firm is following a hierarchical structure in which, the responsibilities and positions are divided into various components to ensure smooth and efficient working (Spear, 2017). 
Mission: The mission statement of Tesco is “We create what matters better, together”. The statement makes it clear that every person is a part of the success of the business.  
Goals: There are various goals of Tesco such as to maximize sales by reducing the prices, expanding the existing stores etc. Another objective is to launch more healthy items into the wide range of groceries that are already supplied by the company.  
Values: There are three major values of the firm that is, no one tries harder for consumers, the firm treats individuals the way they want to be treated and business trust that, every small help can make a big difference.  
Identification of the consumers and their expectations
The term target market means the set of buyers that an organization plans to offer or to reach with marketing activities. For identifying the target market, the management of Tesco firstly segments whole marketplace into different parts on the basis of factors like demographic, geographic, behavioral and psychographic etc. The target consumers of Tesco are mainly people belonging to middle income group with young kids. Furthermore, the business also targets other divisions like the individuals who are more concern regarding the quality of goods and services. Therefore, marketing department of Tesco targets people who need something reasonable in respect of the price and quality as well (Tesco, 2021). 
Company aims to the champion for the buyers and supporting them to benefit from superior quality of life and easier way of living. Customers of the business expect better quality goods and services of an immense value which they can purchase easily. The management of Tesco believes that, it is their duty to offer this in the correct way. The firm has recognized that, buyers desire clear aisles in order to obtain what they want at an affordable rate, great staff and no queues. Company utilizes its everyday in order to make sure they are always making efforts to make the firm a superior place to purchase products and services at home market and overseas. The firm survives to serve its target consumers by paying attention to them and performing on what is most vital to provide the best possible shopping trip. Nowadays, consumers are expecting health conscious food items from the business. The continuous trend demonstrates that customers are more focused to their diet during the global pandemic.   
Analysis of macro and micro environment
Micro-environment of the firm involves the forces in the instant area of operations that impacts the decision making and performance of the business. Tesco uses SWOT analysis to determine its internal weaknesses and strengths, external threats and opportunities. PESTEL framework assists management to monitor and evaluate the impact of factors that exists outside the company.
SWOT analysis:
Strengths- Tesco have nearly 200 Booker stores and 3400 brick and mortar stores alone in UK that assists the firm to reach a large number of consumers. 
Weaknesses- Company is under pressure to increase its profit margin and sales because the culture of Tesco does not promote finding novel methods to grow the business in addition to acquisition (Zim and Zahan, 2019). 
Opportunities- Tesco is having an opportunity to implement the model of Cash-and-carry that will help it to increase the turnover from another market. 
Threats- Now, Britain is no more a part of European Union due to this, the cost matters and trade deals have posed a significant threat for the firm. 
PESTEL analysis:
Political- Tesco operates its business in diverse nations due to which there is a need to follow various types of laws and regulations to make sure the safety and compliance of the goods and services. Another matter that may affect Tesco is US-China trade war.  
Economical- Company should be aware of any economic modifications that may happen in the nations, it operates that may affect the sales, revenue, profit and distribution. In year 2020, the rate of inflation in UK was 0.77 % and it has influenced the cost of operations of the business.  
Social- Currently, the attitude of the people has shifted towards organic products and the company has managed to capture its consumer base by offering organic items to satisfy the needs of the consumers. 
Technological- It becomes crucial for the business to adapt itself with the changes happening in technology. The current declaration of Tesco in respect of its pair-up with Amazon helps in developing novel technology.  
Legal- The modifications in policies of government affect the working of the firm. Tesco is required to pursue international and local market regulations to promote smooth operations. These legalities should be considered faithfully by the company in order to maintain good reputation (Rohm, Stefl and Clair, 2019).   
Environmental- Tesco has started diverse initiatives to assists in developing a more sustainable community. It has commenced second phase of Remove, Reuse, Reduce and Recycle plan.  
Importance of training and development
Training and development are defined as learning activities within the business that are developed to improve the skills and knowledge of the personnel while offering them instruction and information regarding the way to perform tasks in an effective way. Training is considered as a short term immediate procedure which is meant for operatives while, development refers to a consistent pro-active method for executives. Training helps in developing further skills while, development assists in developing overall personality (Gregorio, et al. 2019). 
It is a crucial practice of human resource management (HRM) and it plays a vital role in growth and success of Tesco. The process of training permits staff members to obtain advanced skills and improving the existing ones. It also supports in improving the performance and productivity of the employees and supports them to work on higher job positions in the organization. Tesco invests huge amount of funds on conducting programs for training and development of the personnel that further helps in promoting the level of job satisfaction and morale of the workforce. An employee who participates in right learning sessions requires less guidance and supervision from the management. It permits the managers and superiors to concentrate on more vital areas. The programs of training and advancement have an enormous effect on the working of Tesco. Like every other function of the business, learning and development is also a crucial function of the management as it helps in generating tangible and targeted outcomes for the firm. This practice also helps the managers in developing a positive culture by instilling the concentration on planning (Ocen, Francis and Angundaru, 2017).            
Significance of a specific role
The marketing department plays a crucial function in promoting the mission and business of the company. One of the major job roles in Tesco is of marketing manager. The manager of marketing department helps to supervise the marketing activities and resources of the company. One of the important roles played by marketing manager in Tesco is in developing the strategy for performing marketing activities. It assists the firm in creating new branding campaigns and designs for the packaging. Other than this, the manager of marketing division in Tesco plays a vital role in developing marketing mix for promoting the sales of new as well as existing goods and services. For example, the cost leadership tactic of the business is further harmonized by Clubcard, a loyalty program that provides a wide range of discounts and promotions to target consumers (Boyd, Nowell, Yang and Hano, 2018). 
The marketing manager carries out the task of customer relationship management (CRM) in Tesco. The CRM program of the business is one of the best and it includes segregation of the consumers based on the expenditure in the store. The manager also helps to gather the information from customer database to support in developing the satisfaction survey for the buyers. Another crucial function of marketing manager in Tesco is to conduct an extensive research of the market. They assists in evaluating the trends that are prevailing in the market with the objective of determining new or unexploited markets for offering the products and services of the firm. 
Requirement of skills and knowledge
Marketing manager requires a variety of skills and knowledge to perform different activities in relation to the marketing of goods and services. 
Transferable skills-

Leadership: Marketing manager of Tesco needs the skill of leadership to support and oversee the functions of different offices and departments. The manager should be capable to develop common objectives and lead team members to work hard to attain those goals. It helps in developing strategic goals, delegating roles to other employees etc (Bibi, Ahmad and Majid, 2018).  
Communication: Marketing manager have to communicate with different people including group members, co-workers etc. The manager must be capable of communicating the expectations, ideas in a clear way. 
Organizational skills: It supports marketing manager to enforce and develop achievable deadlines, keep track of crucial information and compliance to difficult schedules. 
Knowledge-

The manager of marketing department must have knowledge of the methods and principles of marketing for promoting, showing and offering the goods and services in the market. It involves tactics, sales techniques etc. 

Furthermore, the manager should possess the knowledge of communication, mass media and dissemination methods and techniques. It includes alternative methods to entertain and inform through oral, written and visual media.  
Need of training and development for a particular role
The marketing manager requires training and development to develop new skills and improving the existing ones. Human resource department should conduct training sessions for this job role because it will help to build up various types of transferable skills that are essential for conducting various types of marketing functions. Training is needed to help marketing manager in capturing the data related with the consumers, examine it and taking actionable insights. Moreover, the program of training and development is required to support the manager to learn the way of decoding human behavior that will help to develop effective strategies for marketing of the goods and services of the company (Alam and Roy, 2019). 
Tesco should conduct leadership development program for the marketing manager as it will help the manager to evaluate the processes and factors that may affect the buying decisions of the customers and it will also offer the practical guidance on the way to reach target consumers and the manner to keep the engagement constant afterwards. The sessions of training and development will also allow the business to improve the retention of the managers.  
CONCLUSION
The above report has concluded that Tesco is a global company that has nearly 400,000 colleagues and it serves more than millions of consumers every week through online and physical stores. Furthermore, it has described that the marketing manager of the firm must have various types of transferable skills such as organizational, communication, leadership etc. It is vital for human resource department to conduct learning and development programs as it helps the manager of marketing division to develop crucial knowledge and skills that further assists to perform various types of marketing functions.   
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APPENDIX
Training & Development Program

	Name of job role- Marketing Manager

	Topic of training
	Mode of training
	Expected date of completion

	Time management 
	Classroom
	26th February, 2021

	Communication principles
	Online
	3rd March, 2021

	Sales force effectiveness
	Classroom 
	23rd May, 2021
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