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EXECUTIVE SUMMARY
This report illustrates the factors surrounding the downfall of the UK retail chain Wilko. The report will go through the reasons and potential remedies for this this kind of scenarios. A SWOT and also a PELTLE analysis will be shown on this report. The report concludes with recommendations and conclusive remarks.


INTRODUCTION:
Wilko was one of the most reputable value-based high street retail outlets in the UK. For decades Wilko stores were present in the town centres offering British consumers stationery, gardening supplies, homeware, cleaning products and simply a tasty pot of pick-and-mix. This report will go through the gradual downfall of the retail chain. We will find an in-depth analysis of Wilko’s mistakes that led to its decline in this study.




NATURE, SCOPE AND IMPACT  OF THE PROBLEMS FACED BY WILKO

As per the Analysts, selling too many items at low margins is the main reason for Wilko failure. Obviously, there are other reasons for the failure. Effective management is the key for a successful business. Though Wilko’s variety of sweets, household items, garden & DIY supplies and cheap bathroom products attracted customers but didn’t sustain the problems it faced. Cutting jobs and reducing number of stores also could not resolve the troubles.

Wilko gradually come to it’s terrible fate. It didn’t happen overnight. There are many lessons to be learned from this fate of Wilko, which missed a few opportunities before it disappeared. The chart below illustrates the gradual decline of Wilko’s sales revenue over the last decade.
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Wilko faced fierce competitions from other value shops such as Home Bargains, B&M, Range etc. Wilko was also unable to compete against Ikea for the furniture range for price & design. Restrictions surrounding COVID-19 put Wilko in a difficult position which it narrowly survived by govt. support. However, after the support was withdrawn Wilko failed to stand up on it’s feet. Huge change in the retail market after the pandemic should’ve been dealt with efficiently.
Retail analyst Richard Hyman said that too many stores at too any expensive locations is one of the main problems for failure of Wilko. The company has also kept paying dividends to shareholders when the business was facing a loss. Wilko, I think didn’t have a clear strategy for a successful operation. The changing in top leadership team too frequently didn’t help either. Which actually slowed the response of Wilko’s challenges at a crucial time. Overall economic climate with rising inflation had a significant impact on already struggling business. The supply chain disruption that caused by Brexit was also one of the major problems faced by Wilko.
An effective growth plan is key to run a successful business, which Wilko failed terribly to manage. Wilko simply followed the path of approximately about two third of UK retail business, who don’t have any proper written growth plan.
A flawed marketing initiative might have played a part in the downfall of Wilko. Please see below the analysis of famous 4 Ps of marketing which gives a good insight of deficiency on Wilko’s part.

Product:
Wilko gradually lost it’s unique selling point. Under the tough economic climate, the consumers could not differentiate Wilko from other value for money retailers for the product range and quality. 
Place:
Majority of Wilko outlets were located in high street and shopping centres which declined after the pandemic. On the contrary, retailers like Home Bargains, Poundland, B&M did well with slightly out of town locations with parking.
Place:
Like many other businesses Wilko faced post Brexit supply chain disruptions, which should have been minimised by diversifying the supply networks. War in Ukraine also played a role in supply & price of some of the goods it was selling. 
Promotion:
Lack of effective promotion with innovative ideas caused Wilko to lose a special place in the competitive market. It often ran campaigns focusing only on price, which lacked vision for this digital era.

SWOT ANALYSIS
This part of the report analyses Wilko's SWOT analysis, use of corporate social responsibility, and innovation and creativity within business. Please find below the SWOT analysis of Wilko:

STRENGHTS: The main strength of Wilko was the location of the stores, which were situated in the middle of town centres. This gives the power to reach a large population in huge range of area. Wilko also had a good range of products including homeware, stationery, pet products, garden & other tools, kitchen & bathroom goods. Wilko was also one of the most reputable high street retail chain stores in the UK. Value based product is popular to the consumers.

WEAKNESSES: The major weakness of Wilko was the high-cost structure. Consumers also didn’t like the expensive product range. Another weakness was lack of delivery especially during the pandemic time and even after that when consumers got used to order online. Wilko had lack of modernisation, which didn’t serve for the time. 

OPPORTUNITIES: Wilko had the opportunity to turn it’s good workforce into a dynamic and sales oriented one. It also could diversify the product range by replacing the slow-moving products with the quick sale ones. Wilko had opportunities to turn its recognisable brand in to a successful business. 

THREATS: Fierce competition from other stores namely Poundland, Home Bargains, B&M etc. was the biggest threats for Wilko. The lack of price and design modernisation with time was also a significant threat for the business. Failing to restructuring and finding new product line was also a threat faced by the retail company.
PESTLE ANALYSIS

This part of the report consists of PESTLE analysis as illustrated below:

POLITICAL: Wilko’s was affected by the government policies like any other retailer. Brexit brought many challenges for Wilko’s smooth operations. Uncertainty about the future trading conditions with the EU, increased UK import prices. The war in Ukraine significantly increased the raw material for food products; also supply chain disruptions affected the stocks. Wilko failed to prepare itself from this obvious difficult situation.
 
ECONOMIC: Recent economic decline affected sales and profitability of Wilko. During tough economic condition consumers can’t justify all the usual purchases. In the tough economic time people look for best bargains available to them. Even though Wilko offered many products, it didn’t react adequately resulting profit and market share loss. 

SOCIOLOGICAL: Changing society and customer behaviour affected Wilko’s business. For example, customers buy products in bulk to save money. Consumers also do market research before shopping. Social networking expanded hugely over the years. Wilko failed to explore this opportunity to turn their business around.

TECHNOLOGICAL: Lack of technical advancement was also another setback for Wilko. More and more consumers now shop online. This opened up opportunity which Wilko failed to materialise. They also failed to use online promotion properly for their marketing drives.

ENVIRONMENTAL: In this modern era, a huge number of consumers are environment friendly and would spend extra for this cause. Environmental factors affect food quality and selection of products. Wilko failed to promote environmental-friendly products and hence lost this huge niche of the modern retail industry. 




CONCLUSION

Downfall of reputable brand like Wilko is a good lesson for the retail market in the UK.
Wilko’s actions to tackle it financial difficulties and to reverse the lack of attraction to consumers was too little too late. Wilko’s failure identifies the difficulties faced by the UK retailers in the constantly changing market. Many warning signs over the last decade was missed by the management of Wilko; this fall proves that how big the company is nothing is guaranteed. When it comes to discount retailing, it’s not easy at all. By studying Wilko’s failure hopefully other retailers in the UK can put themselves in a better position in this uncertain time.


RECOMMENDATIONS

This section identifies Wilko’s lack of adaptability and suggests how to overcome in this tough economic condition. It also provides recommendations for improvement such as the use of digital marketing technology and conducting market research.

· Lisa Wilkinson the former chairman of Wilko reveals to MPs that the previously debt free, furlough avoiding family business was in the middle of negotiating a secured loan from Macquarie Bank when the 2022 mini budget hit “hiking interest massively” making loan “infeasible”. Wilko certainly didn’t adapt itself with the difficult high interest rate economy. Wilko should’ve done a feasibility study on the borrowing.
· Wilko should have restructured it’s business as soon as it faced problems by seeking professional help. Possibly reducing high-cost stores and opening new ones in suitable locations would have helped.
· Despite having a good brand reputation Wilko was not able to compete with other similar retailers whereas this could have been avoided by modernising the business. It should have studied the evolving value shopping market and should also have introduced new product range to fit consumers’ changing taste and behaviour.
· To tackle the supply chain issues Wilko could’ve acted quickly by sourcing products from other countries by carrying out an intensive cost analysis.
· Digital marketing could have been explored meaningfully for promotion. A proper innovative promotion plan was extremely important for Wilko to stand out among its competitors. Wilko could have used the huge expansion of social networking to promote their business.
· The chain should have put more emphasis on the reviews of their stores by responding to the negative reviews promptly to build customer confidence.
· Wilko should also have a consistent top leadership team in order to have a solid business directive.
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