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Company Background

Headquartered in Cheshunt, Hertfordshire and currently the worlds third largest retailer based on revenue, 
Tesco is second only to Wal-Mart in terms of profit, having surpassed Carrefour in 2009.  It employs over 
440,000 people worldwide and has over 2,200 stores in countries as diverse as Taiwan, Malaysia, Poland, 
the US and Ireland.  Originally specialising in food and drink, it has diversified into areas such as clothing, 
consumer electronics, financial services, telecoms, home, health and car insurance, dental plans, DVDs, music 
downloads, CDs, internet services and software.

History
Tesco was founded in 1919 by Jack Cohen when he began to sell surplus groceries 
from a stall in the East End of London.  His first day’s profit was £1.  The company 
was floated on the stock exchange in 1947 since which time it has come a long 
way, overtaking Sainsbury’s in 1995 to become Britain’s largest retailer by both 
global sales and domestic market share with profits exceeding £3 billion.

Strategy
Tesco owes much of its success to its well established and consistent strategy for growth.  It is said that 
£1 in every £8 spent at British tills has been spent at a Tesco supermarket.  To achieve this astronomical 
level of success Tesco has had to be at the forefront of its game for many years and has prided itself on its 
diversification.  This was laid down in 1997, shortly after Tesco overtook Sainsbury’s as the number one 
supermarket chain in the UK.  The new businesses that have sprung up as a result of this diversification 
strategy now have scale and are competitive and profitable.

Domestic Business 
The core domestic business consists of over 2,100 stores and 280,000 employees, generating approximately 
75% of group profits.  Whilst firmly established (Tesco has a 30% share of the UK grocery market), growth 
continues mainly from new space, extensions to existing stores and the roll-out of a multi-format approach.  
Sales of non-food forms another key part of the business and is where the company differentiates itself from 
its competition.  



The company aims to be as strong on non-food as it is with its food business, offering the same quality, range, 
price and service for its customers.  The Tesco Extra branches offer the biggest choice to the customer 
selling a range of products such as electrical, home entertainment, clothing, health, soft furnishings and garden 
furniture & equipment.

As well as broadening their range of products on offer, Tesco have introduced a number of other services for 
their customers including a personal finance arm which is now the UK’s most successful supermarket bank.  
Renamed ‘Tesco Bank’ it will extend its business from a collection of popular financial products to that of a 
full service retail bank targeting the 20m shoppers a week that come through its doors. 

Overseas Operations
Tesco’s expansion abroad has been relentless.  Today the company operates in 14 markets outside the UK 
and it is now the case that over half of the chain’s selling space is located abroad in the following countries;

China 71 stores Malaysia 30 stores
Czech Republic 127 stores Poland 313 stores
France 1 store Slovakia 74 stores
Hungary 164 stores South Korea 280 stores
Ireland 117 stores Thailand 614 stores
Indonesia 192 stores Turkey 100 stores
Japan 137 stores USA 125 stores

 

Over 160,000 employees now work in Tesco’s international operations serving over 28 million customers and 
generating £13.8bn sales and over £700m profit.

The Clubcard
The Tesco Clubcard, launched in 1995, gives customers 1 point for every 
£1 they spend with Tesco (excluding products such as tobacco, lottery and 
infant formula). Vouchers are posted to customers every 3 months along 
with other coupons and special offers.  Every year, Tesco returns over £400 
million to customers in the form of Clubcard vouchers. In return Tesco 
recieves vital information on their customers spending patterns.

In May 2009 Tesco announced the biggest change to the scheme since its launch, doubling the number of 
points earned to 2 per £1.  This latest development is costing £150 million but is expected to attract at least 
1 million more customers to the scheme and comes at the perfect time when customers are watching their 
spending levels during the economic downturn.
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