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1. Introduction
High street businesses are currently operating in a challenging market marked by a shift towards the online shopping, economic challenges such as the cost-of-living issues, and the need to adapt to changing consumer expectations. The report will look at how these factors affect High Streets, such as the rise of e-commerce and its influence on physical retail locations, the importance of seamless commerce consumer experiences, and adjusting to changing market conditions. According to analysts, COVID-19 and other such pandemics will persist over the next ten years & have a negative impact on offline businesses. As a result, online needs are rising daily, and the offline platform is also moving to the online platform (Billewar et al 2022). I will also look at how the High Streets might adapt to suit future demands & the roles of the technology in restoring the retail situation.
 
1.1. Introducing the current situation of the High Street Retailers 
The UK High Street shops are facing several external influences that have an important impact on their activities and its financial performance. These external factors include shifting consumers behavior, greater competition from internet stores, economic instability, and rising operational expenses. “Retailing is a large, diverse and dynamic sector of the UK economy” (El Sayad and S, 2022).  The changes in consumer behavior are one of the most important external forces influencing high street sellers in the UK. With the development of technology & e-commerce, customers are increasingly choosing online shopping for convenience & a greater selection of products. This shift in customers behavior has resulted in a decrease in fast movement & sales for traditional shops, pushing them to adapt & invest in their digital presence to remain competitive. Online shopping’s greater convenience, greater product availability, & technical developments are the main reasons why consumers are spending more cash there than in traditional stores. This involves advancements in payment methods, logistics, & online transaction trust in addition to the increasing availability of mobile devices (Zhang et al 2025).
 
 
 
2. Findings
The retailers in UK are facing a challenging environment due to its variety of factors such as changing the consumers preferences, the rise of online shopping, and economic uncertainty, recent findings suggest that some retailers have found ways to thrive in the current landscape. Research has shown that high streets could be more inclusive, providing access to shops, services and other facilities to people on lower incomes, people with restricted mobility and older people (Zhang et al 2025). To attract customers, retailers are spending money on developing immersive areas, providing unique products, & holding events. Many high street sellers have found success with this strategy; some have reported an increase in foot traffic & sales as a result. This marketing strategy prioritizes user-centric design concepts based on direct consumer insights to enhance Asda’s website usability and develop lasting connections with Gen-Z and Millennial online shoppers (Ologunebi J 2023). The emphasis on developing distinctive in store experiences to attract people to physical stores is one trend that has raised.
 
 
2.1 the tools taught in the module to identify & analyze external factors impacting high street retailers in the UK
Understanding the tactics, advantages & disadvantages of competing companies in the market is made easier with the aid of competitor analysis. High street merchants in the UK can foresee competitive risks and create strategies to set themselves apart in the market by examining external factors like new competitors’ disruptive technology or market entrants. For instance, according to Frank and Peschel, those with greater incomes were less likely to shop online for food (Olumekor et al2024).
An industry’s competitive forces can be understood with the use of Swot Model Analysis. The High Street vendors in the UK can find external factors that affect their business success by examining the negotiating power of buyers & suppliers, the threat of replacement & new competitors, & the competition among current rivals, for example, conventional high street businesses are in danger due to the growth of internet traders like Amazon. Amazon has consistently sought to hold onto its dominant position in the e-commerce industry. In the process, it has had to contend with competitors like Wal-Mart (Zhou M 2023).
 
2.2 Demonstration or understanding of the tools including relevant theory of SWOT and PESTLE
The High Street retailers in the UK must identify & assess the external variables affecting their businesses using a variety of techniques and frameworks. Market segmentation, customer behavior, competitive analysis, Pestle, Swot, & other methods used to undertake in depth assessments. High street are also retail environments that advertise products & service for sale, thereby influencing consumption patterns (Rinaldi et al 2024). The Pestle analysis helps to make us understand how our decisions can influence the organizations progress, also make us aware of how the relationships with other companies & how these changes in the external environment could affect the company.
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One method which helps in understanding the macro environmental elements influencing a business is PESTLE analysis. Several political, economic, social, technological, legal and environmental variables can significantly affect the operations of high street sellers in the United Kingdom. For instance, Brexit or changes to minimum wage laws may influence the profitability of sellers.  Covid -19 also disrupted the retail industry.  This high street retailer’s loss disruption has been worsened by COVID-19, which has prompted quick adoption but also acted as a trigger for retail chains and outlets demise. In response to the COVID-19 pandemic, businesses have converted high street establishments into fulfilment facilities or gloomy shopfronts, in addition to furloughing employees (Bryson, J.R., 2021).
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Variations in consumers tastes, market trends, and the financial circumstances might result in higher or lower sales, therefore companies must modify their approaches to cut costs and boost profits. Due to this high street retailer such as Marks & Spencer’s sales revenue collection is impacted in the clothing department, M&S is facing a failure sustaining an annual sales revenue level that is steady or predictable because of consumers unpredictable buying habits. Organizations such as M&S that rely on increasing their sales volumes to generate higher revenues could face challenges due to changing consumer purchasing patterns (Boyani Mogire, R., 2024). In recent years, there have been major changes to the UK retail business, especially for High Street retailers. A SWOT analysis, which looks at Strengths, Weaknesses, Opportunities, and Threats, can offer important insights into the external variables influencing these firms. Starting with strengths, many High Street retailers have built brand awareness & dedicated consumer bases. Famous companies like John Lewis & Marks & Spencer are two examples; they have built a devoted following by providing high-quality goods & customers support. Additionally, shopping in person gives customers more chance to see products in person, which is why luxury & clothing’s products are frequently chosen. Compared to internet possibilities, this in person encounters might result in a more personalised buying experience. Nevertheless, the shortcomings of the high street are undeniable, & the primary issue is that the cost of operating physical stores is increasing. Many low-income households lack the funds to buy enough food, are only able to buy the priciest varieties of products, and are unable to stockpile (Power et al 2023).  Numerous opportunities exist for High Street retailers willing to innovate. The treats high street retailers have been from giant online companies as Amazon, which poses a significant risk to traditional retailers. It follows a structured approach for assessing an organization’s strategic position in planning, identifying an institution’s strengths & weaknesses, & comparing them to opportunities & threats in their inner and outer environments (Sumo et al2022).
 


3. Conclusion 
3.3 Summary on the findings
In conclusion, a few external factors that affect the operations of High Street retailers in the UK define the landscape. Despite the benefits of strengths like physical presence & brand loyalty, limitations like high operating expenses & the move to e-commerce presents serious difficulties. For these businesses to growth in the market that is always changing, they must seize chances for sustainability & innovation while avoiding threats from outside. In addition to conventional methods for trend setting, a structured market analysis can be beneficial for gaining a more comprehensive understanding of the external factors that influence an industry landscape. This ensures that a business can capitalize on its strengths & reduce its vulnerabilities to sustain a competitive advantage (Edyvean, H, 2025). 
 
4. Recommendations
To successfully increase customers coming to stores and enhance the overall shopping experience, the retailers must bring some changes which would attract buyers to come instore rather than buying directly from online. High street retailers can encourage more customers by making more offers, also buy using mini ads on Facebook, Instagram which would attract more customers to come inside store. To meet the needs of contemporary consumers and retailers, Tesco has implemented a transformation of its distribution operations (Smith D, 2023). Tesco has implanted a lot of procedures which would help more shoppers to view their supermarkets, such as coffee shops, photo printing booths, bakery, adding Asian food stocks, which attracts non-English people for shopping in store. Tesco introduces a new brand of baby food that contains no artificial colouring, sugar or salt at all to safeguard kids’ health’s. The club card scan as you as go, staff visibility is increased & online shopping & delivery are used to provide customers with additional advantages and convenience (Meng S, 2024).
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