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[bookmark: _Toc95896217]Introduction:
High Streets in the United Kingdom are dwindling as the economic crisis continues, and both individual and chain retailers are experiencing the impacts (Parker, Ntounis, Quin and Grime, 2017). The high street doesn’t seem the shopping hub as it used to be. In response to the growing popularity of shopping outside of the city center, major businesses have relocated their facilities from the CBD to the outskirts of town. So the relocation of retail from high street to outside town has impacted retailers, suppliers, the local community, and the government. In this report, a SWOT analysis on high street has been done. And then a PESTLE analysis on the problem identified has been done to how the external environment influences the problem. 
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SWOT analysis is the tool used to identify an entity’s ability to compete with the available resources which identify strengths, weaknesses, threats, and opportunities (Resnick, Foster and Woodall, 2020). A SWOT analysis on high street has been conducted below:
	Strengths
	Weaknesses

	· All in a single place: Having everything in one spot makes it easy for customers to get all they need in one trip.
· Convenient transport: With adequate public transportation connections, folks who can't or choose not to drive may flock to high streets easily (Parker, Ntounis, Quin and Grime, 2017).
· Prestige: High streets still have a certain amount of cachet, which is why small businesses tend to do better on them than they do in shopping malls filled with big-name brands.
· Historical landmarks: Along with good shopping opportunities, the high street offer visitors with other historical attractions. 
· Synonymous with fashion: In the United Kingdom, the term "high street fashion" is interpreted to refer to clothing choices made by customers that are similar to those found in mass-market stores. It is a large-volume and non-exclusive apparel, yet it is generally believed to be of excellent quality.
	· Parking problem: Getting too many high streets in the UK's major cities is becoming increasingly challenging due to a lack of available physical space. Securing parking has become a lottery due to a scarcity of reasonably priced, nearby spaces, but the high demand for these spaces has merely driven up their costs.
· Lack of infrastructure 
· Lack of online presence: As the online business continues to grow, most of the independent retailers in the high street are lagging behind their bigger competitors (Parker, Ntounis, Quin and Grime, 2017). 
· Too many shops in one place
· Loss of distinctiveness and character of the local environment

	Threats
	Opportunities

	· Out-of-town retail: The rise of retailers away from the high street has been threatening.
· Growing online shop: The unbelievable advancement in technology has contributed to growing 
· Inflation and rising business rates are a double blow (Jung Sung-Hoon, 2020).
· Changing taste
· Rising overhead
· Fear of crime: widespread media portrayal of high streets as dangerous hotbeds of criminal activity which has affected its growth in recent time.  
	· Omnichannel presence: High street retailers can exploit the widespread use of e-commerce.
· There will always be the need for physical stores
· Establishing a sense of community
· Promoting during charismas, black Friday, and other festivals.






	



	



Conversion strategies:
There are some ways high street retail can increase the conversion of customers. Though high street retailers cannot control everything they can still retain their customers by applying the following strategies-
Hiding queue: The sight of an extended line may frighten even the most patient customers. Shops, for example, can situate their registers in the back of the mall, right next to the changing rooms. By doing this, retailers can hide a long queue (Lawhead, 2020).
Staffing based on the volume of traffic: It is common for shops to schedule their employees based on sales rather than traffic volume (Lawhead, 2020). When the business has a large number of customers, the staff can better serve them all by increasing the number of personnel on duty, which is likely to lead to an increase in sales.
Giving free samples: There has to be another product available for stores to sell that they may give away as samples if they currently have none. To encourage customers to spend more time on their premises, a growing number of businesses are offering beverages to customers. It will comfort visitors who are irritated by congested parking (Jamalovna, 2020). 
Using social proof: Showing that others who have bought from the retailers have been satisfied can attract customers. It is almost like social media reviews. Retailers on high street can get some printed snippets with good reviews tagged on the store’s wall (Jamalovna, 2020).
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PESTLE analysis on “the decline of the high street due to out of town retail” has been conducted below:
Political factors: It is no secret that government policies have a significant impact on the sales and profitability of retail businesses. The economy, consumer spending patterns, and international trade agreements are all impacted by these restrictions (Akman, 2020). 
For example, the recent lockdown policy enacted by the UK government has severely affected high street retailers. The effect was so strong that many of the individual retailers have closed their business and since then, the number of closures of high retailers has increased. 
Economic factors: Economic factors such as decline and growth, unemployment, interest rate, cost of living, consumer spending, etc. affect high street retailers (Perera, 2017). For example, during the lockdown, offline buying has been all-time low. As high street retailers are dependent on offline buyers, their sales have dramatically decreased (Tongue, Otieno and Diane Cassidy, 2018). 
The recent inflation has also affected high street retailers. Retailers and customers in the UK have had a difficult time keeping up with inflation and sourcing problems since the outbreak of the epidemic. 
Social factors: People's buying habits and customs are developed by society and social trends, and their attitudes and behaviors can vary and evolve according to a variety of circumstances (Hudson‐Davies, Parker and Byrom, 2021). The recent pandemic has forced people to stay at home and e-commerce giants have exploited this opportunity. On the contrary, it has worsened the situation for high street retailers who are dependent on physical sales. Besides, high streets are always congested due to excessive parking which prevented people from visiting high streets rather many customers preferred out-of-town retailers where buying is more secured and has a low rate of infection.
Technological factors: Traditional high-street businesses have suffered the most from the shift away from brick-and-mortar stores and the rise of mobile payment methods. Customers in the UK are increasingly choosing internet shopping over traditional brick-and-mortar stores like Amazon because it is less expensive and more convenient.
Online retailers own a 20% portion of the UK retail sector, according to KPMG's head of retail in the United Kingdom (Ziaullah, Feng and Akhter, 2021). In order for retailers to succeed online, they need to have the correct online offerings and incorporate either value, convenience and or experience. They have already lost ground to the out-of-town retailers. 
Environmental factors: Large retail parks have also contributed to a rise in vehicle traffic and congestion. As a result, pollution from vehicle emissions adds to the global warming process (Akman, 2020). This has a negative impact on the ecosystem and diminishes the amount of open green space that exists between metropolitan areas. Out-of-town retailers offer good parking opportunities which have helped them attract customers. But out-of-town retailers are also damaging the Greenfield side. 
Legal factors: According to the rules of the UK in which high street retailers operate, they must abide by the local labor laws, taxation, and other business regulations (Akman, 2020). High retailers are subject to minimum wage, working time directive, and average living wage which has affective them 
For example, the recent increase in the average living wage and minimum wage policy by the government have affected high street retailers. The increase of these wages means that retailers have to pay more to the employees. As many of the high street businesses are occupied by small independent entrepreneurs, they are really affected by these legal policies which result in increased overhead costs. As a result, many retailers choose to go outside of the town.
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1. Reduce corporate taxes to reduce the impact of out of town retail:
Out-of-town retail shopping has been a major factor in the collapse of the UK's high streets, as has been obvious for some time (Resnick, Foster and Woodall, 2020). Due to the lesser overhead of operating a business outside of the city center as opposed to on the high street, out-of-city retailers may offer lower prices to consumers. By altering corporate taxes to reflect the new economic realities brought about by e-commerce, the government can aid traditional retailers and other high street stalwarts without abandoning its free-market principles. When business rates and rent are high, high street retailers struggle to survive. 
2. Make high streets more vibrant by increasing their population: 
No question, the rise of internet shopping represents the single most significant threat to the viability of our traditional retail outlets (Allport, 2021). However, it should be noted that the difficulties began long before Amazon was only a bookshop. After all, out-of-town shopping, with its free and plentiful parking, is a trend that has emerged in the last few decades.
Out-of-town retail and office exhibits have one thing in common: they divert people and money away from high streets. Town centers have long served as gathering places for residents and businesses alike. Businesses and individuals alike should be concerned about the impact of out-of-town growth.By increasing footfall, the high street can bring its glory back (Allport, 2021).
3. Policy for re-infrastructure: 
Much can be done to use planning legislation and licensing authority to counteract the negative impact of out-of-town shopping. In the first place, there should be a lot more effort put into making it simpler for businesses to be converted into residential properties. Policy changes might also be made to encourage working in the town center.
Priority should be given to enhancing the general public sphere. In addition, there should be appropriate amenities like gyms, childcare centers, places to eat, and most importantly building enough space for parking (Guo and Schloeter, 2021).
However, if there is sufficient motivation for individuals to spend time in the high street, it is reasonable to expect them to spend money in local businesses.
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Based on the solutions discussed above, a decision-making matrix has been used to identify the best solution. Some criteria have been set to compare the solutions. 
Solutions for the decline of the high street
	Solutions
	Time
(5)
	Money/budget
(5)
	Effort
(5)
	Complications
(5)
	Support from the retailers
(5)
	Total

	1. Reduce corporate tax
	4
	3
	3
	4
	4
	18

	2. Repopulating high street
	4
	4
	4
	3
	3
	19

	3. Policies for renovating
	3
	4
	4
	4
	5
	20



(1=short time, 5=long time); how much time will the solution take to put into effect.
(1=little money, 5=lots of money); how much money will the recommended project take.
(1=little effort, 5=huge effort); how much effort will be put into the solution.
(1=less complicated, 5=more complicated); how many complications will the recommended solution face.
(1=little support, 5=huge support); how much support will the recommended solution earn from high street retailers.
From the above matrix, the solutions that have been discussed above, making policies for reviving high street will be the best. Though it has more complications and a big budget to spend, it will earn more support from the high street retailers. Part of the policymaking is building new spaces for parking, building gyms, children's amusement centers, drink shops, rejuvenating roads, etc. 
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Planning: After planning to formulate new policies to renovate high streets, local authority high street towns will notify the stakeholders such as retailers, customers, suppliers, and the local community (Fletcher et al., 2021). 
Monitor: The local authority will be tasked with the authority to monitor the real-time implementation and they will check the progress based on the criteria set above. If the authority finds any problems in the implementation process, they will inform the main project leader. Based on the project leader appointed by the government, the necessary correction will be made (Guy, 2021).
Review: When reviewing the project, the authority who are given the responsibility to monitor will submit a report to the project leader covering the success of the project. Based on the report, the decision for demo use of the newly renovated high street will be taken. If everything goes well, the new project will be announced successful (Guy, 2021).
Communication: 
Successful implementation of the project requires good communication between the stakeholders involved. Here is a communication strategy that can be used in the project taken to revive the high street (Yang and Ho, 2020).
· Choosing the communication platform: Microsoft teams will be used to communicate because it is a platform where feedback can be taken easily. 
· Scheduling periodic meetings: Stakeholders will be informed through their Microsoft Teams before holding a meeting (Yang and Ho, 2020).
· The project leader will update on the meeting and pass on other necessary information. 
· Getting review: Stakeholders will be invited to share their feedback on the project. 
By following this, communication between stakeholders will be maintained.
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Though high street retail has lost its attraction in recent times due to the emergence of out-of-town retailers, the glory of the high street can be brought back if proper policies are taken by the government. The renovation policies will give people reason to visit high street again.
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