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Introduction



The leading news and market 
intelligence website for the Home 
Improvement Industry, covering 
the UK, International and Digital 
Retail sectors.

The Insight DIY website



• The Home Improvement & Garden Market.

• Buying power is shifting and consumers are changing.
• The triple-whammy & intensifying competition.
• The Grocers, the Discounters and Amazon.
• The new breed of retailers.
• Big-Box stores under pressure.

• Inspiration, experience and service.
• Future-proof?

Future-proof or ripe for disruption?



The UK Home 
Improvement 

& Garden 
Market



The market is still growing





We will always want attractive homes and gardens



Home Owners Empty Nesters Young Professionals Renters

Professional 
Gardeners

Local 
Tradespeople

The garden shoppers



Our Mission
Brand
Power

Retailer
Power

Consumer
Power

The brands decided which 
retailers stocked their 

products.

The retailers decided which products 
and brands to range in their stores.

The consumer decides where they 
want to purchase products. 

Buying power is shifting to consumers



Online shopping penetration by country - % of total retail sales 



Online sales penetration 
remains relatively low.

Online penetration by category





Online shopping frequency by age





“One of the largest generations in history is about to move into its 
prime spending years. They are poised to reshape the economy; 

their unique experiences will change the way we buy and sell, 
forcing companies to examine how they do business for decades 

to come.

Goldman Sachs – Millennials ‘Coming of age’

The Millennial impact



Disruption is here 
to stay



Lost Skills

Generation Rent

Better things to do

Triple-whammy – macro factors



Online

Grocers Online

Discounters

Triple-whammy – intensifying competition





623 stores

896 stores

418 stores

410 stores503 stores

Discounters continue to grow share

155 stores3,000+ UK stores









The new breed of 
retailers



Inspiration & 
Ideas Formation

Product, Retailer 
& Service Search

Actual Purchase Project
Completion

Ideas and inspiration are critical to the purchase process



1 billion users 40 million users 200 million users

The new breed of retailers are owning inspiration



Big-Box stores under 
growing pressure



Product Price

The traditional retailer toolkit is changing

Range

Location ServicePromotion



Product Price Range

Location ServicePromotion

Exclusive 
Products

The traditional retailer toolkit is changing



Challenging times for established retailers



Challenging times for established retailers



In 2014, B&Q peaked at 360 
stores. Today, this has reduced 
to 296 (including 8 Irish stores). 

In 2012, Homebase had 341 stores. 
Today, this has reduced to 188  
(including 11 Irish stores).

64 153

Big-Box store closures 2014 - 2019



Inspiration & 
Ideas Formation

Product, Retailer 
& Service Search

Actual Purchase Project
Completion

Retailers must own the entire purchase process



Inspiration is 
everything





The shopping 
experience  is 

critical



The importance of the experience







Giving the consumer and shopper what they want



• The Home Improvement & Garden market continues to grow.

• Buying power is shifting and consumers are changing.
• Millennials will change the way we buy and sell for decades to come. 
• The triple-whammy & intensifying competition.
• The Grocers, the Discounters and Amazon are taking significant share.
• A new breed of retailers are owning the start of the process.

• Big-Box stores are under growing pressure.
• Inspiration and shopping experience is everything.
• Give customers what they want.

In conclusion



Follow us


