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The following assignment is being written with the main purpose of responding to the task requirements imposed by the Global Business Management module. Therefore, the retail sector has been selected for this academic work and two business models are going to be applied to investigate different information of the industry and the same time develop skills which to contribute to being able to apply those business models on any company / industry. The two models to be applied include the PESTLE analysis and the Porter’s Five Forces, both are used to investigate the External Business Environment, however, the key elements found as part of the models are used for internal business decisions to be taken in the industry and individually by businesses. 

Management is responsible for coordinating and organizing business activities. Company managers oversee operations and help employees achieve maximum productivity. Directors can also help the company achieve its operational and financial goals by overseeing or training new hires (Criddle & Hinton, 2014).

We collect information on external factors and conditions and consider it in the business environment analysis report. These reports typically focus on issues, trends, and other factors beyond the administrator's control. The report explores how these external factors can help or harm your business. Once you start researching and analysing these aspects, you will find that your environment has a huge impact on your business success (Botha, 2019). 
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Businesses that sell goods and services to customers constitute the retail trade. There are many different types of retailers and stores in the world. With the rise of online shopping, the retail industry continues to expand year after year, employing millions of people around the world (Stephens, 2013).

In recent years, the competitive nature of this rapidly changing industry has become particularly clear. Heading into 2022, retailers are being forced to re-evaluate established procedures and strategies that have shaped the industry for years. The importance of retail sales to the economy is further underscored by global changes in management practices and approaches to supply chain analysis for many well-known brands (Schirmer, 2017).
In order to gain market share, retail industry players must assert themselves in a variety of ways in an increasingly competitive environment. Today's customers expect great customer service and a seamless shopping experience. This is fueled by the rise of omnichannel retail.

Customers want to combine the convenience of modern technology with the benefits of traditional shopping practices. Consumers may now shop online using smartphones and tablets. It could also be in a physical store on the main street.

Retail sales continue to generate strong consumer interest. To stay competitive, retailers need to offer their customers a seamless, hassle-free experience, whether they are market stalls, UK retailers or e-tailers.

As consumers continue to spend in retail, it's important to know that brands are competitive and durable. Therefore, retailers must maintain product quality throughout the supply chain.
Despite the online shopping boom due to COVID-19 lockdowns, online shopping is still an important part of the retail industry trend (Dart & Lewis, 2014).

Customers have more choices and can shop more conveniently from home. No need to leave your chair to shop for the best prices or find the item you need. Retail employees can also benefit from increased flexibility. This can even improve your profit margins and productivity.

This allows retailers to easily monitor consumer preferences and behavior. Future marketing and sales strategies can be adjusted using this information to better meet customer needs and increase conversions (Stephens, 2021).
From department stores to coffee machines, the town square to the digital storefront, the most promising transformations to a possible apocalypse, retail is a vast industry. We will examine the retail industry and its distinctive characteristics in this post.

Because it serves as a kind of litmus test for an economy's level of well-being, the retail sector is frequently regarded as one of the most significant for the economy of a nation. Consumption, the majority of which is concentrated in retail, reflects wealth in a healthy economy with high production. As a result, retail is one of the first industries to contract during times of crisis, suffering immediately: As a result, businesses that depend on the sale of food or other consumer goods experience a decline in revenue, which has an impact on employment.
E-commerce gives retailers a global reach unlike other marketing strategies such as door-to-door sales and street stalls that are rooted in local markets. They can use it to sell to people in other countries who may not have access to traditional retail outlets. Even if your headquarters are in the UK, your customers may be in the US. 
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PESTEL analysis is a common strategic framework for assessing a company's operating environment. PEST analysis, which stands for Political, Economic, Social, and Technological, has been the traditional name for the framework. This framework has recently been expanded to include environmental and legal factors (Perera, 2017).

Boards and management use this framework to plan enterprise-wide risk management and strategic planning. In the financial analytics community, where factors can influence model assumptions and funding decisions, PESTEL analysis is also a very popular tool to help clients develop innovative products and market initiatives. Therefore, applying this framework on the selected sector / industry, it goes as it follow: 

Political Factors: The profitability and sales of any retail business are affected by government policies. The economy, consumer buying behaviour, and international trade law are all affected by these regulations. The only thing a company can do with these changes is to comply with them. Political rules must be followed by all nations. Products that can be imported, exported, or sold over the counter are subject to regulation. The government has issued health guidelines that food retailers must follow. Otherwise, not only will the groceries be removed from the shelves, but the company could face legal trouble (Bouzid, 2020). 

Economic Factors: When the economy improves, consumers can buy the products they want. It also suggests that investors are increasingly interested in retail profitability, rather than just buying what they need. This is only possible if the economy grows. Vice versa when decreasing. People set aside money for things they absolutely need. You only spend the minimum amount on groceries and the rest goes to the outstanding bill. This could happen if the unemployment rate rises. Or if certain sectors are suffering more than others (Baxter, 2015). 

Social Factors: A major social factor affecting retail is consumer preferences. For example, buying products in bulk is popular. Canadian retailer Costco is based on exactly this idea. Electronics, clothing, and groceries can be found here in large quantities. In order to avoid being sold out quickly, stores other than Costco also stock a wide variety of products. Retailers do not buy these items on a whim. They use market research to spot changes in consumer behaviour and purchasing patterns. Knowing these two things will help you find a more profitable product. Your personal information may be collected by our online merchants. Easily see what products people are buying, liking, or completely ignoring. This information is then used to adjust the product. It's a never-ending process. Ads are targeted to customers who are most likely to shop and make a purchase at your store. This is easier for large retailers than small businesses. However, product sales and discounts are profitable even for smaller stores. Everyone loves to be pretty (Leonard, 2015). 

Technological Factors: Various technologies are used in retail stores every day. Like a POS system. In addition to the cash register for managing cash after the sale. This is a feature common to all stores. As technology advances, companies introduce new software, hardware, and systems. For example, smaller stores have switched to iPads and computers at checkout. Quick and easy to use. The Internet has had a huge impact on retail. Not only to make our service more efficient, but also to reach a global audience. Most businesses have websites. It's basically a digital product catalog. The assortment is offered online by well-known companies (Nadeem, 2012). Products can be picked up at the nearest store or delivered to your home. Online retail products can be purchased and shipped from any company. No other well-known small company can compete on the same scale. This doesn't mean you shouldn't have a website for your business or sell your products online. This indicates a lack of resources to meet the same demand as large retailers (Nagle, 2020). 

Environmental Factors: More and more retail companies are selling groceries. Product quality and selection are influenced by the environment. Furthermore, it means that additional political and economic factors need to be considered. For example, businesses worry about the "soda tax." A tax increase on sales of soda at retail stores. Similarly, stores that sell fatty foods must pay taxes in another country. This allows other companies to know if their lettuce is truly contaminated, because if a product is contaminated, every store in the chain must dispose of it. whether the food eaten by is contaminated. Because we don't know. In addition, we cannot ignore environmental issues at our stores. All retail businesses must meet environmental standards to ensure the safety of their customers and employees. The government mandates this. Cannot be changed (Jones, 2019). 

Legal Factors: A retail store must meet legal requirements to open. These situations are common. This includes compliance with labour and tax regulations. Legal considerations become more complex when a company expands its operations internationally or offers its products online. Then international regulations come into play. Copyright and data law laws also apply. If these laws are not strictly adhered to, legal issues such as bankruptcy and foreclosure will arise. It is important to know the rules before opening. Additionally, as retailers expand, new laws are enacted. 
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Michael Porter's Five Forces Model helps determine industry attractiveness and analyze growth prospects and opportunities by assessing competitive trends and the intensity of competition among existing competitors. It is a key strategic tool for identifying industry potential/prospects and potential threats that may reduce industry attractiveness and discourage new competitors from entering the competition. It provides organizations with key insights to create and execute strategic plans for both short and long term. His five forces are threat from competitors, threat from substitutes, bargaining power of buyers, bargaining power of suppliers, and competitive intensity. Let's look at each of these forces from a retail perspective (Blokdyk, 2018). 

Threat from the Competitors: This is one of the most important aspects that ultimately determines the attractiveness of trading. Based on the mistakes of existing players, new entrants can improve their strategy and take corrective action. To attract customers, new entrants can offer inexpensive products with advanced features. Competition in retail is fierce and fierce. As a result, new entrants to the industry may face barriers to entry from established players. Strengthening supply chain mechanics and logistics infrastructure can overcome these obstacles. Also, gaining cost advantages or low-cost advantages, as well as economic regulations and trade barriers for foreign companies, can make new market entry difficult. In addition, product differentiation, investment strength, and strong customer loyalty of incumbent players can jeopardize the entry of new competitors. 

Threats from the Substitutes: Both the industry's attractiveness and profitability are adversely affected by the existence of substitutes. This is because substitution directly affects not only customer demand for a product, but also its price. Substitution is a major threat to retailers, and more substitutes give shoppers more options to meet their needs. The quality, price, and performance of alternative products are directly related to buyers' willingness to buy. Looking at retail, a variety of factors can exacerbate the threat of substitution, including the cost of substitute goods, different payment options, the availability of home delivery services, and alternative shopping options such as online shopping. 

Bargaining Power of Buyers: The companies or individuals who ultimately purchase the industry's goods and services are called buyers. Examples of buyers include end-users, retailers, distributors, industrial buyers, etc. Buyers may have more room to negotiate if they have the opportunity to switch suppliers. Also, when many buyers buy many products, they are expected to have greater bargaining power. In addition, the industry is expected to have strong bargaining power when it comes to quality products. As a result, consumers are expected to have greater bargaining power in retail due to their low brand loyalty, sensitivity to price/cost-related factors and the ready availability of numerous cheaper alternatives. It has been. 

Bargaining Power of Suppliers: Required raw materials and inputs are provided by suppliers to industry participants. These contributions come from suppliers in the form of human, material, financial, or technical support. A supplier's bargaining power is influenced by many factors. Supplier bargaining power can be high if the quality of raw materials and inputs is unique. The uniqueness of the inputs or raw materials, the quality of the products the supplier offers, and the increasing demand for the supplier's products are all factors that influence the strength of a supplier's bargaining power (Roy, 2011). 

Intensity of Competitive Rivalry: As competition within the industry intensifies, business profitability declines. Several factors affect the level of competition in the retail industry, including:
- The level of competition increases as new competitors enter the market.
- Gain an edge over competitors through economies of scale in manufacturing 
- Intense competition from well-known retail giants or major industry players
- Varieties included in product offerings to improve customer retention and maximize customer satisfaction.
Product pricing, quality of service, strategic alliances (such as mergers and acquisitions), and other important factors influence the level of competition. Intense competition can be viewed as a threat as it not only drives prices down, but also reduces your odds of winning. On the other hand, less competition can be viewed as an opportunity as it opens new ways for businesses to earn more. 
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Overall, the retail industry is very stable and has a gradual but rapid growth especially with the new trends existing in the world including technology, online shopping, and many others. The two business models that have been applied are very effective and should be applied periodically by businesses in order to draw essential conclusions for the decision-making procedures which to contribute to the growth and development of their business.
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