Changing Aims and Objectives
Explain how each of the following can impact a business’s aims and objectives – give an example for each
Market conditions
.......................................................................................................................................................................................
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Performance
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Legislation
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Internal reasons
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In 2015 Tesco decided to cut back its 90,000+ product range carried in its stores by a third to help it become more competitive with stores such as Aldi.
Tesco sales at Christmas 2016 grew by 0.7%, perhaps indicating a successful strategy.

Analyse how cutting back on its product range has allowed Tesco to become more competitive. (6 marks)
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Practice questions

i A catering business has invested £40,000 in
moving to premises three times the size of its
existing site in Leeds. Salt’s Catering launched in
2012 and has now moved to a 4,200 sq ft unit at
Wellington Road Industrial Estate. It delivers to a
corporate base across Leeds and Bradford, and
also provides catering for weddings, conferences
and private functions.

: Bruce Salt, a director at Salt’s Catering,
said: ‘One of the main causes of our growth
has been the way we have moved into new
markets. While corporate catering is still the
lifeblood of the business, in the last couple of
: years we have teamed up with venues across
: Yorkshire to provide catering for weddings

: and conferences, while also securing a

large proportion of our work through private
functions too.’

He added: ‘The new unit gives us the scope to
grow by another 500 per cent. We are looking to
invest an additional £50,000 in new equipment

: and building improvements so we really feel

: we are in our strongest position yet to take on

: bigger orders, more ambitious events and larger
i catering contracts.’

Source: www.thebusinessdesk.com, 28 January
2015 :
Total: 20 marks

1 Outline one way in which the £50,000 of
extra investment could have been financed. (2)
2 Outline one reason why Salt’s Catering :
has had to evolve so quickly. (2) 3

3 State the sum of money Salt’s Catering plans
to spend on new equipment and building

improvement. m i
4 Analyse how Bruce Salt’s aims and
objectives have changed over time. (6) :

5 Bruce Salt's next big question is whether to
expand into new markets in EU countries.

He sees two options:

+ Option 1: Open new sales outlets in France
and Germany, relying on the good English
spoken widely by French and German
businesspeople. :

¢ Option 2: Hire a new team of French- and
German-speaking sales staff. :

Justify which ene of these options he :
should choose. 93
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