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[bookmark: _1wzknri4d9qa][bookmark: _Toc120022827]Introduction
The following report has been aimed to provide a brief amount of discussion regarding the management of economics. At first, the selected business, as well as the major product of the business, will be discussed after that, the identification of factors related to demand as well as the market equilibrium of that product will be discussed and lastly how each factor affects the product will be discussed.
[bookmark: _cfmftsfz93w5][bookmark: _Toc120022828]“1. Pick a business that you know something about or can find information on. Describe the business and its main product or service.”
Tesco PLC has been one of the MNC or Multinational Corporations of the UK which is found to be a retail organisation dealing in general merchandise. It is headquartered in the Welwyn Garden City of England and has a wide variety of products and services offered. The organisation had been able to achieve the position of third largest retail business in the whole world in 2011 as per the gross revenue of Tesco PLC. While Tesco PLC ranked in the ninth position in the same year when measured by revenue (Tesco.com, 2022). Strategic management has been a core element of Tesco PLC which has led to the effective enhancement and development of the organisation widely. With that being said, Tesco PLC is found to be having a wide amount of products and services which amounts to around 40,000 products of which more than 25,000 are edible items or food and beverages. Tesco PLC sells food as well as non-food items which include bakery, grocery, drinks, home, entertainment, baby products, apparel or clothing, household appliances, items for pets, healthcare items, beauty care products, electronics and digital devices (Aiello et al., 2020). Out of these products, The Grower’s Harvest has been selected which includes fresh items produced by Tesco PLC such as tomatoes, oats, and juices etc., this has been selected due to the fact that the Grower’s Harvest range of products is found to be having considerable amount of impact over the sales and demands at Tesco as these products contribute widely (Tesco.com, 2022).
[bookmark: _tohni379s5dj][bookmark: _Toc120022829]“2. Identify Demand and Market Equilibrium. For each of the factors that influence Demand, describe how your main product or service is affected. Does the factor indicate that demand is increasing or decreasing?”
Demand and Market Equilibrium are two major factors of an industry or market which are found to be having a wide amount of effects on the products of a business organisation (Fildes et al., 2022). Demand widely affects sales of business organisations in various areas, the major factors of demand which are found to be having considerable impacts are the price of the goods or product, the income of the customers or consumers, preferences of the customers, customer expectations or requirements and the number of customers in a market or industry. Business organisations are needed to ensure that they are adopting proper pricing strategies and measures so that they are able to effectively enhance the demand for the products and services or increase their sales (Aigner-Walder, 2015). Business organisations are also needed to ensure that they are able to gain an understanding of the income of the customers so that they are able to design pricing strategies and marketing approaches according to that. This is found to be the most influential factor when it comes to moderating demand and maintenance of equilibrium in the market (Božič et al., 2020). Lastly, the number of customers in a market or industry is found to be also quite influential regarding the demand for the products and the maintenance of equilibrium in the market or industry. These are the major factors that influence demand and moderate markets and thus business organisations are needed to have strong control over these factors so that they are able to extract as many as benefits they can (Nash, 2018). The major factors of demand which are found to be having influences over the products of Tesco PLC in terms of sales and profitability are found to be the above discussed ones. Furthermore, the price of The Grower’s Harvest of Tesco PLC is found to have led to a rise in demand and thus sales of Tesco PLC have risen by a considerable amount. Tesco PLC has made use of a skimming pricing strategy which has enabled the business organisation to moderate the demand of the customers in the retail industry of the UK. Dropping prices when there is a moderate amount of demand and increment of prices when the demand for the product is high is found to have provided a wide amount of benefits for Tesco from 2016/2017 to 2017/2018. Between these years, Tesco PLC made huge use of a skimming price strategy which led to a rise in the sales of the brand from 43,524 million GBP in 2016 in the UK and 6,195 million GBP in Europe to 44,914 million GBP in the UK and 6,585 million GBP in Europe and there was a rise of about 3% in sales in a year in the UK and 6.2% in Europe (Statista, 2022). 
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Figure 1: Sales of Tesco PLC from 2016/2017 to 2021/2022 in the UK, Europe and Asia
(Source: Statista, 2022)
Again, Tesco PLC has been able to make use of marketing research which has enabled the business organisation to gain an effective understanding of the income of the customers and thus the brand has been able to advance sales again. Tesco PLC has designed proper marketing research which has been comprised of various questions and this has enabled the organisation to properly design their marketing approaches as per the income of the customers and thus sales, demand and profitability have increased along with effective maintenance of equilibrium in the market. From the above data, it is evident that from 2018/2019 to 2020/2021 the sales of Tesco PLC rose by a considerable number. The organisation is found to have an increment of about 2.5% or from 51,643 million GBP to 52,898 million GBP just in the UK thus the brand has been able to gain more and more profit from the markets in the UK. Therefore, the business organisation has been able to benefit from this approach widely and this has produced a positive effect on the demand and revenue generation of Tesco PLC just in the UK. This strategy had not been applied all over Europe thus a drop in sales was evident in European nations. It is also evident, that from analysing the income of the customers the sales of the Grower’s Harvest range of products at Tesco PLC has increased by a considerable amount and thus a positive effect is found to be evident (Statista, 2022).
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Figure 2: Number of stores of Tesco PLC in the UK from 2008 to 2022
(Source: Statista, 2022)
The number of customers is another factor that widely moderates the demand for the products in a market or industry. In order to enhance the number of customers which will ultimately lead to the development of the organisation. Moreover, it is evident in order to deal with the rise in the number of customers Tesco PLC has opened several stores in the UK which has been a major means to meet the rise in the demands of The Grower’s Harvest in the UK. From 2020 to 2021 around 140 stores have been opened by Tesco PLC in two years and this has been a means for Tesco PLC to ensure that the needs and demands of the customers are being made in an effective manner as well as a surge in the number of customers are dealt with in an effective way (Statista, 2022).
[bookmark: _f6f58ou04idc][bookmark: _Toc120022830]“3. For each of the factors that influence the Price Elasticity of Demand, describe how your main product or service (described in 2 above) is affected. Does the factor indicate demand is more elastic or more inelastic?”
Price Elasticity of Demand is a metric which is the ratio between the percentage of change in the quantity of the products or services demand to the percentage of change in the price of the product or service. It has been a metric which is found to be used widely in order to indicate whether the demand for a product or service is being increased when it comes to elasticity or inelasticity. If the change in the price is found to be leading to a similar or substantial change in the demand or supply of the product, then the demand is found to be elastic and vice versa. This shows that there are substitutes for the product which are acceptable (Bagwell, 2005). Price Elasticity of Demand holds a huge amount of significance when it comes to dealing with a product or service of an organisation as well as the rise or fall in the demand for that particular product. Business organisations are needed to possess excellent authority over this as their profitability and revenue generation are totally dependent on the Price Elasticity of Demand and thus profit and revenue can be moderated easily (Baker, 2003). The major factors of Price Elasticity of Demand are found to be luxury, availability of substitutes, demand or necessity of the product or services, time period and the proportion of income spent on the item or service by the customers. Luxury is found to be a major influencer when it comes to Price Elasticity of Demand as the Price Elasticity of Demand is found to be low when it comes to the item which is needed by the customers or general goods the other hand Price Elasticity of Demand is high when the item is luxury or of high quality (Mattioli et al., 2018). With that being said, the availability of substitutes is found to be another major factor which affects the Price Elasticity of Demand. If there are substitutions of a product, then the Price Elasticity of Demand is found to be more elastic and the opposite is true as well. Thus business organisations are needed to ensure that there are no substitutes for their products and services for which they are needed to add unique characteristics and features in their products or services (Scheelbeek et al., 2019). Demand or necessity of the product is another factor that widely influences the elasticity of the product. If there is a high change in demand for a particular product or service and the price of that particular product or service changes in a substantial manner then it is evident that the demand is found to be more elastic (Vives et al., 2019). The time period or the time that has been elapsed science the change in the price of the product or service is also found to be affecting factors Price Elasticity of Demand. If the prices of items or services are found to be increasing over a particular time in a rapid manner then the customers are found to be making fewer purchases or substituting for options that are cheap or less costly (Anwar et al., 2018). Lastly, the proportion of the amount of income spent on that item or service is found to be a significant factor. When a small proportion of income is spent on time or goods then it is evident that the Price Elasticity of Demand is less elastic or inelastic and when there is a high amount of income is spent then the Price Elasticity of Demand is found to be more elastic (Mattioli et al., 2018).
In the case of Tesco PLC, luxury is found to be quite high which has been due to the brand being concerned about the quality of the product. This is evident in the Grower’s Harvest range of products at Tesco PLC. Tesco PLC has properly maintained the quality of the products and services for which the organisation has properly monitored the supply chain and operations. This has enabled Tesco PLC to produce luxurious items in the Grower’s Harvest. Thus the demand for Grower’s Harvest at Tesco PLC has been quite elastic as Tesco PLC has adopted changes in the price as per the demand for the product (Rosnizam et al., 2020. In addition to that, using marketing approaches and strategies Tesco PLC has been able to gain an effective understanding of the demands or necessities of the customers which have led to a rise in the revenue generation at Tesco PLC and thus the brand has been benefitted widely. From 2019 to 2022 the revenue generation at Tesco PLC has moderated in a positive manner. In 2019 the recorded revenue generated at Tesco PLC was 51,643 million GBP which increased to 52,898 million GBP in 2020 thus a rise of about 2.43% in revenue had been evident at Tesco PLC. Again, from 2020 to 2021 a rise from 52,898 million GBP to 53,170 million GBP had been evident and this has been a rise of about 0.5% however, this has been small yet a rise in revenue generation at Tesco PLC. Lastly, from 2021 to 2022 a surge of about 6% had been evident and this produced a wide amount of benefits to Tesco PLC (Statista, 2022). 
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Figure 3: Revenue generated by Tesco PLC from 2015 to 2022
(Source: Statista, 2022)
With all that being said, Tesco PLC has ensured that Grower’s Harvest is unique and has characteristics that are quite different in the market and this has brought about a surge in the sales of Tesco PLC which has widely benefited the brand. In addition to that, Tesco PLC has been able to gain competitive prowess as well which has provided the organisation with a number of advantages in the retail industry of the UK as well as around the globe. This has been due to the brand has been able to gain an effective understanding of the impact of substitutes, even if there are various substitutes available for Tesco PLC the brand has been able to maintain its customers base which has been mainly due to the strategic approaches adopted (Awadari and Kanwal, 2019). Moreover, Tesco PLC has also made use of approaches to moderate the purchasing behaviour of the customers and this has enabled the retail business to enhance the spending of the customers and thus has led to a proper and sustained generation of revenue. Customers of Tesco PLC are found to be spending more on its products, especially over Grower’s Harvest. This has also enabled the Price Elasticity of Demand to become more elastic in the case of the Grower’s Harvest of Tesco PLC (Moura, 2021). With that being said, the time period between price changes as per the change in demand has been performed effectively by Tesco PLC which has enabled the business organisation to keep its customers engaged with Grower’s Harvest and thus the revenue generation is impacted in a positive manner. This has also led to demand being more elastic which has led to a rise in the sales of the Grower’s Harvest at Tesco PLC. 
[bookmark: _7dxdts2mg9h3][bookmark: _Toc120022831]Conclusion
In conclusion, it can be said that the above presented report has brought about a wide amount of discussion regarding Tesco PLC and its product the Grower’s Harvest. The brand is found to be maintaining demand and has made approaches that have led prices to become more elastic which has ultimately produced benefits for Tesco PLC.
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