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1. Introduction
UK High Street shops are having big problems lately. More than 13,000 stores closed in 2024, and more are expected to close in 2025 (Toms, 2025). Famous shops like New Look and Santander are closing some of their branches, and thousands of jobs have been lost (Duell, 2025). These changes affect local communities and jobs. This report looks at the problems these shops face using PESTLE and SWOT tools and gives simple ideas to help shops stay open and grow. 
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2. External Factors Affecting UK High Street Retailers
To understand what is happening, we can use two tools PESTLE and SWOT analysis. These help us look at outside problems and opportunities.



2.1 PESTLE Analysis
· Political (Government Rules)

High business rates (taxes for shops) are expensive, making it hard for shops to stay open (Jones, 2023). Shops also must follow strict employment laws about pay and working hours, which add to their costs. Rules about building and town planning can stop shops from expanding or changing (Rapo, 2019). For example, if a shop wants to add outdoor seating or change its windows, planning permissions might be difficult to get or take a long time.
Local councils sometimes offer support, but this is not always enough to cover the high costs. Also, Brexit has affected trade and supply chains, causing delays or higher costs for some products.
· Economic (Money and Jobs)
Prices for goods are rising because of rising costs. When prices go up, people have less money to spend, so fewer visit shops (Jones, 2023). The economy is still recovering from COVID-19, which changed shopping habits, making online shopping more popular (Nanda, Xu & Zhang, 2021). Many people have also been saving less and worrying about job security, so they spend carefully.
During difficult economic times, customers tend to buy fewer luxury items and more essential or discounted products. This shift can hurt shops that rely on higher-priced goods.
· Social (People and Lifestyle)
More people shop online because it is fast and easy. Customers also want products that are eco-friendly and made in a fair way (Jones, 2023). Shops need to offer products that match these values and find better ways to promote them (Jones, 2023; Rapo, 2019). For example, customers might choose to buy clothes made from organic cotton or food that is locally grown.
Despite changes, High Streets still play an important role in communities and provide local jobs (Rapo, 2019). Many people like to shop in person to get advice, try products, or just enjoy the experience. This means shops that offer friendly service, and a welcoming environment can still attract customers.




· Technological (New Technology)

Technology is very important. Shops need websites, apps, and mobile payments to compete (Bonetti, Perry & Warnaby, 2023). App-based banking and online shopping are changing how people buy goods (Mogaji & Nguyen, 2024). Shops that don’t use technology risk losing customers.
Technology also helps shops improve how they manage stock, take orders, and communicate with customers. For example, using software to track popular products means shops can order the right amount and avoid running out or having too much stock.
· Legal (Laws and Rules)
Shops must follow laws about staff pay, working hours, and safety (Jones, 2023). They must also protect customer data when using digital tools and follow consumer protection laws (Bonetti et al., 2023). For example, shops must ensure that customers’ personal details are safe when they buy online.
Legal rules can change, so shops need to keep updated. This can be hard for small shops without a dedicated legal team.
· Environmental (Green Products and Climate)
Customers want ethical and sustainable products. Shops should choose suppliers carefully and use eco-friendly packaging (Jones, 2023). It is getting more important for companies to care about the environment, treat people well, and run their business responsibly (Nanda, Xu & Zhang, 2021).
Some shops now sell reusable bags or offer discounts for bringing your own bag. Others use packaging that breaks down in the soil, which helps reduce waste.
Following these standards can also help save money over time. For example, using energy saving lights reduces electricity costs.
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2.2 SWOT Analysis (External Focus)
· Strengths
Local shops often have strong ties to their communities (Rapo, 2019). Technology, when used well, can improve customer experiences (Bonetti et al., 2023). Shops can offer personal service and unique products that big stores cannot.
· Weaknesses
High costs and strict rules make it hard to stay open (Jones, 2023). Some shops struggle to use new technology because of costs or lack of training (Bonetti et al., 2023). Small shops may also have less money for advertising or renovations.
· Opportunities
Digital tools can help shops sell online and offline (Jones, 2023). Customers want ethical, eco-friendly products (Jones, 2023). Local and government support can help improve High Streets (Rapo, 2019). ESG practices attract new customers (Nanda, Xu & Zhang, 2021). Shops can use social media to tell their story and connect with customers directly.
· Threats
Online stores and big supermarkets offer more choice and convenience (Jones, 2023). More people shopping online reduces foot traffic (Jones, 2023). Inflation makes people spend less (Jones, 2023). COVID-19 sped up online shopping and changed customer behaviour (Nanda, Xu & Zhang, 2021).

2.3 Theory Suppor
PESTLE analysis helps shops look at outside forces like politics, economy, and technology (Johnson, Scholes & Whittington, 2008). SWOT analysis connects a business’s strengths and weaknesses with outside opportunities and threats (Hill & Westbrook, 1997). Sociotechnical Systems Theory explains that shops need the right technology combined with staff training (Bonetti et al., 2023). Customer Experience Management helps shops understand that customers want both digital and in person shopping options (Jones, 2023; Bonetti et al., 2023).

3. Recommendations for High Street Retailers
High Street shops can take simple, low-cost steps to improve and bring more customers back.
3.1 Sell Both In-Store and Online
How: Build a simple website using platforms like Shopify or Wix. Offer click-and-collect or local delivery. Show products on social media.
Why: Online shopping is growing, so selling both online and in-store reaches more customers (Young, 2024). For example, a clothing shop could let customers buy online and pick up in the store, saving delivery time and cost.
3.2 Improve Digital Skills
How: Take free online courses like Google Digital Garage. Learn to post on Instagram and Facebook. Train staff to use digital tools.
Why: Digital skills help shops market products and improve customer service (Young, 2024). For instance, shops that learn to use social media well can attract younger customers and promote sales events quickly.
3.3 Join Loyalty Programs and Events
How: Use local apps or cards rewarding repeat customers. Work with councils or other shops to host events and promotions.
Why: These bring more people to the High Street and encourage repeat visits (Young, 2024). For example, a town festival with discounts across shops can attract families and boost sales.
3.4 Focus on Sustainability
How: Sell products from ethical or local suppliers. Use eco-friendly packaging. Promote green efforts on signs and social media.
Why: Customers want to support eco-friendly shops (Jones, 2023). A café selling organic coffee and using compostable cups can appeal to environmentally conscious buyers.
3.5 Work with Other Local Businesses
How: Run joint promotions, like discounts when shopping at multiple stores. Share social media posts and marketing.
Why: Shops can support each other and attract more customers together (Rapo, 2019). For example, a bookstore and a coffee shop could offer a combined discount, encouraging customers to visit both.
3.6 Make In-Store Shopping Fun
How: Offer workshops or small events. Add services like gift-wrapping or local delivery.
Why: In-person experiences can be more enjoyable than online shopping (Bonetti et al., 2023). A craft store hosting classes can bring in people who also buy supplies.
3.7 Use Customer Feedback and Data
How: Ask for reviews and opinions in-store or online. Use loyalty cards or apps to understand customer preferences.
Why: Knowing customers’ needs helps improve products and service (Jones, 2023). For example, feedback may show customers want more children’s toys or vegan food options.
3.8 Apply for Government Support
How: Contact local councils about grants and support programs. Apply for funding from the High Street Task Force or digital upgrade funds.
Why: Support can help with training, rent, and store improvements (Rapo, 2019). Even small grants can pay for new signs or marketing materials.
3.9 Try Flexible Business Models
How: Share space with other shops or pop-up stores. Run mobile stalls or part-time services. Offer subscription boxes.
Why: This reduces costs and lets shops try new ideas with less risk (Jones, 2023). A shop sharing space with a florist may attract more customers who want gifts and flowers together.
3.10 Use Social Media to Attract Customers
How: Post about new products, events, and deals. Use hashtags and location tags. Run contests or giveaways.
Why: social media is a free way to reach more people and build a brand (Young, 2024). A small shop running a giveaway can increase followers and sales quickly.

4. Conclusion
UK High Street shops face many challenges: rising costs, fewer in-person shoppers, and strong online competition. But many simple steps can help shops adapt and succeed. Using technology, improving customer service, focusing on sustainability, and working with the community can keep shops open, save jobs, and help High Streets grow again. These changes can make local shopping places better for everyone.
With the right support and effort, High Streets can remain a central part of towns and cities, offering a friendly place to shop and connect.
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