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Possible Recommendations for the retailer Wilko 
Hello everyone, I'm Rana. I concur with my colleagues' suggestions that were put forth, which could significantly impact on navigation and cost savings. In our presentation, we decided that each person would present their recommendations and monitor progress individually. I will be discussing my recommendations and their monitoring.

Recommendations
 Firstly, I propose introducing a loyalty card, a feature that was absent at Wilko. According to Chouffani (2022), loyalty programs serve as multifaceted tools with a range of benefits. Firstly, they contribute to enhanced customer analytics, allowing companies to gain deep insights into customer preferences, purchasing habits, and demographic information. This wealth of data empowers businesses like Wilko to tailor their strategies more precisely, anticipating and meeting the evolving needs of their customer base.
Moreover, loyalty programs facilitate increased product sales through targeted promotions. By incentivizing repeat purchases and customer engagement, these programs create a dynamic where customers are more likely to explore additional offerings and take advantage of exclusive promotions. This, in turn, contributes to a positive cycle of heightened sales and customer satisfaction. 

Furthermore, loyalty programs play a pivotal role in improving brand recognition and fostering customer loyalty. By offering exclusive benefits, such as discounts, rewards, or personalized experiences, companies like Wilko can build a stronger emotional connection with their customers. This connection translates into increased brand loyalty, as customers feel valued and are more likely to choose Wilko over competitors.
 
Chouffani's insights emphasize that loyalty programs extend beyond mere transactional benefits. They provide a comprehensive approach that includes data-driven analytics, targeted promotional strategies, and the cultivation of lasting brand loyalty, all of which can significantly contribute to the success of a retail business like Wilko.
On the contrary, Tesco provides a Clubcard, offering rewards like discounts, cashback, and gift cards, providing a great way to save money for special occasions or treats.

The second recommendation involves product diversification, specifically offering groceries and everyday food items. While Wilko primarily focuses on tools, introducing grocery products can encourage daily visits, leading customers to explore and potentially purchase other items, thereby boosting overall sales. According to King (2023), the advantages of product diversification are:
· Mitigate Financial Risk Diversifying:
The product range serves as a proactive measure to reduce the company's financial risk. Relying heavily on similar products makes the growth strategy vulnerable to market shifts. 
· Unlock Enhanced Upsell and Lateral Sales Opportunities:
Among the various benefits of product diversification, the capacity to upsell or present lateral sales opportunities translates to higher average spending per customer. Offering a single product typically results in a one-time transaction. Diversification enables sales professionals to introduce additional solutions that complement existing products, fostering more extensive and sustained customer engagement.
·  Expand Market Share:
Another aspect to consider in the realm of product diversification advantages is the impact on the brand's market share. Providing a diverse range of products within a market allows the company to secure a larger share compared to competitors with a limited product offering. 
· Enhance Responsiveness to Customer Needs:
Diversifying the company's product offerings enhances its ability to respond promptly to customer needs. Restricting the company to a single product line or specific items limits the strategies available for sales and growth. Embracing diversification enables them to adapt more swiftly to evolving customer requirements.
Monitoring Progress 
· Regularly evaluate and update products offering
· Sales Monitoring 
· Customer Feedback 
· Collect information about clients 

Conclusion
By incorporating these suggestions, Wilko can set the stage for a strategic transformation, promoting resilience and enduring growth within the challenging retail environment.
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