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This presentation was centred on solutions for the crisis of declining sales and shop traffic of Wilko. including competition from e-commerce as well as changing tastes where consumers do not feel like shopping as much as they did before but prefer social activities and time spent elsewhere instead of buying furniture for their homes. As a result of this economic crushes brought by the pandemic, consumers have cut down on what is deemed non-essential items while redirect them spend to other areas as displayed by the business bodies such as the BRC. Similarly, a resolution of the issues linked to footfall and sales decline exemplify Wilko’s urgent needs to recover from its falling sales.
To illustrate Digital Channels and Leverage online an example of Argos would be helpful for Wilko as it released same-day delivery starting from some stores with DPD same year by 2017, which brought about great growth in a short time (Jorgenson, 2024). Expanding by a quarter in 18 months sales only rose 15%, while 80% of customers were satisfied. Back in 2020, M&S launched "Spark" same-work service for essentials in 12 UK cities such service far exceeded expectations and has since been expanded.
Consecutively, Wilko could evaluate its sustainability performance through employee surveys and social listening. Within days, this data informed Wilko of the product's weak spots, prompting the revision of Wilko strategies and communications. For example, in Body Shop study case, there was a 10% rise for the sales of those ranges (Kardeş et al., 2020). Roebucks introduction weaving robot’s terminator in the scenario of perceived threats arising from technology development (Armstrong, Wilkinson and Cilliers, 2023).
Another recommendation given to Wilko was to collaborate with delivery entities such as Deliveroo in the event of quick order completion (Wilkinson et al., 2020). Transitioning to click and collect for all stores allowed Wilko to more fully leverage the amalgamation of online and physical channels. Presentation of successful cases from Argos and M&S allowed to use them as a proof for this strategy. Moreover, store renovations based on the model of Dunelm and interactive weekly workshops which would have been borrowed from the success strategies of Harry Corry would be helpful to revive Wilko's physical holdings. 
This recommendation aims to promote the in-store experience through the updated subject layout and enactment demonstrations in order to captivate more potential clients. Restructuring of Wilko's bestselling branches with a new, updated furniture design truly reflecting competition stores like Dunelm and Ikea shops would bring more inspiration into Wilko's retail environment (Sagar Srinivas and Ganesha, 2024). Moreover, the organising of showcases by YouTube players on different issues ranging from DIY to cooking every Friday could bring in bored shoppers and present Wilko stores as workshop venues. The experiential elements of similar retailers were able to reach new audiences as well as the ones shown to have made discoveries and purchases in these locations. Concise communication strategy, with employees, customers and suppliers in focus, is aimed at building the advocacy operating model. The Body Shop was used as an example of the importance of social listening and receiving feedback via these mechanisms (Lazoriková, 2021). 
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