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In the beginning
There have been a great number of businesses in the United Kingdom that have been confronted with financial difficulties, which have resulted in the businesses going into administration or coming dangerously close to going out of business. One of these companies is Wilko, which is a well-known retailer on the high street. For the purpose of determining why Wilko encountered such difficulties and was unable to maintain its competitive edge, this evaluation will make use of the SCAMPER model in a critical manner. Seven different strategies are included in the SCAMPER model. These strategies are as follows: Substitute, Combine, Adapt, Modify, Put to another use, Eliminate, and Replace. These methodologies offer a structured framework that can be utilised for the purpose of comprehending and enhancing the processes of innovation. Within the framework of the evaluation, the following components will be included: an introduction to the product or service that Wilko provides, an analysis of the impact that innovation has had on the company, an implementation of the SCAMPER model, and recommendations for the conclusion.

The Good or Service in Question Products that are available from Wilko Wilko, a high-street retailer in the United Kingdom, provides a diverse selection of household goods, which includes homeware, garden products, do-it-yourself supplies, stationery, and beauty products. Wilko was established in 1930 and has gone on to become a one-stop shop for reasonably priced items that are used on a daily basis. With an extensive product range that is geared towards consumers who are concerned about their financial situation, the company takes great pride in offering value for money.

Selection of Products and Positioning in the Market

As part of its product portfolio, Wilko offers:

Furniture, decorations, garden tools, and accessories are included in the category of home and garden.
Paint, tools, and hardware for home improvement projects to be used in do-it-yourself projects and decorating.
Personal care items, cosmetics, and medical supplies are included in the category of "health and beauty."
Materials for crafting, office supplies, and school necessities are included in the category of stationery and craft.
Household and grocery items include non-perishable foods, cleaning supplies, and items for the care of pets.
Customers from a wide range of demographics, such as families, students, and senior citizens, are the target audience for Wilko's market positioning, which places an emphasis on affordability and convenience. As a means of expanding its customer base, the company has not only established a robust presence on the high street but has also expanded its operations into the realm of online retail.

Dealing with Obstacles in Business and Administration

Wilko encountered a number of obstacles that led to its financial difficulties, despite the fact that it had a wide variety of products and a strong presence in the market.

The proliferation of discount retailers such as Poundland and online giants such as Amazon has led to an increase in the level of competition.
Consumer spending has decreased as a result of economic uncertainty and the impact of Brexit, which has led to the economic downturn.
The high overhead costs that are associated with the operation of physical stores are referred to as operational costs.
Changing consumer preferences include a move towards shopping online and an increase in the demand for products that are more environmentally friendly.
The culmination of these difficulties was a significant strain on the company's finances, which ultimately ultimately led Wilko to enter administration.

Influence of Innovation on Wilko Systems
When it comes to maintaining competitiveness and adapting to changes in the market, innovation is an extremely important factor. There were both positive and negative effects that innovation had on Wilko in this particular instance.

Innovative Factors That Have a Positive Impact

Product Diversification Wilko has consistently broadened its product selection by introducing new lines of products, such as environmentally friendly cleaning products and home automation devices. This diversification assisted in attracting a larger customer base and allowing the company to respond to developing trends.

E-commerce Development: Wilko made an investment in its e-commerce platform following the realisation that more and more people are shopping online. An improved shopping experience across multiple channels was made available to customers as a result of this move, which enhanced customer convenience. Additionally, the online store offered comprehensive product information as well as reviews from previous customers, which aided in the decision-making process regarding purchases.

Experience Within the Store Wilko has redesigned its stores in order to enhance the overall shopping experience. Improved product displays, aisle organisation, and improved customer service were some of the initiatives that were implemented. All of these efforts were made with the intention of making the shopping environment more pleasant and productive.

Influences that are Unfavourable to Innovation

Delayed Digital Transformation: Despite the fact that Wilko eventually developed its e-commerce platform, the company was slow to embrace digital transformation in comparison to its competitors. As a consequence of this delay, market share was lost to retailers who were more nimble and knowledgeable about technology.

Innovations in supply chain management were not effectively implemented, which resulted in stock shortages and overstock issues. This led to an inefficient supply chain. This inefficiency had an effect on both the satisfaction of customers and sales.

Wilko's marketing strategies failed to effectively leverage modern digital marketing tools and social media, which caused the company to experience limited innovation in marketing. The result was that the brand had a difficult time engaging younger consumers who were also tech-savvy.

The Application of the SCAMPER Model

By applying the SCAMPER model, we are able to investigate how Wilko could have innovatively navigated the challenges that the market presented.

In place of its traditional brick-and-mortar focus, Wilko could have shifted its attention to online retailing and placed a greater emphasis on it. It would have been possible for the company to reduce its overhead costs and reach a larger audience if it had placed a higher priority on e-commerce.

To combine
It is possible that customers would receive additional value if the product offerings were combined with complementary services, such as home delivery and assembly for do-it-yourself products. Customers would benefit from increased convenience, and Wilko would stand out from its rivals as a result of this integration.

Be flexible.
If the company had adapted to the trends in the market by launching a dedicated line of sustainable and environmentally friendly products, it would have been able to attract customers who are concerned about the environment. Another way to increase the appeal of a brand is to work together with local artisans to develop distinctive product lines.

To alter
Changing the layout of the store to create a more interesting shopping experience, such as by incorporating interactive displays and do-it-yourself workshops, would encourage customers to return and would also increase their loyalty to the brand. In addition, the utilisation of augmented reality for the purpose of conducting virtual product trials has the potential to improve the experience of shopping online.

For Use in a Different Way
It would have been possible for Wilko to use its physical stores as distribution hubs for online orders, which would have allowed for faster delivery and reduced the costs associated with shipping. Additionally, stores have the potential to function as community centres by hosting events and workshops, thereby enhancing their relationships with customers.

Don't include
In order to improve profitability and streamline operations, it would be beneficial to eliminate product lines that are not performing well and instead concentrate on core categories that have a higher demand. Reducing the number of physical stores in favour of establishing a strong presence online would also result in cost savings.

In reverse
The adoption of a subscription model for essential household items could provide a steady revenue stream if the traditional retail approach is reversed and the subscription model is used. Customers would receive regular deliveries of products that are frequently used, which would ensure convenience and loyalty towards the brand.

Conclusions and Suggestions for Development
The financial difficulties that Wilko is experiencing highlight the significance of continuously innovating and adapting in order to remain competitive in a market. Through the application of the SCAMPER model in a critical manner, several strategies are revealed that have the potential to have mitigated the difficulties that Wilko was experiencing. In order to ensure continued success in the retail sector, it is essential to place a high priority on digital transformation, to improve the in-store experience, and to continuously adapt to shifting consumer preferences.

Suggested suggestions

Boost the rate of digital transformation by making investments in cutting-edge e-commerce technologies and digital marketing strategies in order to improve your online presence and the level of engagement you have with your customers.
Management of the supply chain should be optimised by putting into practice effective supply chain practices in order to guarantee optimal stock levels and cut down on operational costs.
The importance of sustainability: In order to attract customers who are concerned about the environment, you should create a line of sustainable products and promote practices that are friendly to the environment.
Enhance the Customer Experience by developing in-store experiences that are interactive and engaging in order to achieve the goals of increasing foot traffic and fostering customer loyalty.
Investigate New Business Models: When looking to diversify revenue streams and increase customer retention, it is important to take into consideration subscription services and other innovative business models.
Wilko has the potential to revitalise its business model and regain its competitiveness in the retail market if it follows these recommendations and implements them appropriately.
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