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Boots UK

•2,476 stores, 604 Boots Opticians practices

•16 doctors’ surgeries located in our stores

•88% of population within 10 minutes of a Boots store

•45% order online and collect in-store

• c. 60,000 Boots UK colleagues with more than 6,700 pharmacists

•17.9m Boots Advantage Card members

•60m visitors each year to boots.com

• c.2.5m visitors a month - BootsWebMD.com



Retail’s Contribution to the UK economy



Retail Sales Mix by Location



Structural Drivers of Change

• Online retailing

• The growth supermarkets

• High Street Divergence  

• Leases

• Too much space

• Localism



Customers are changing faster than ever...

Weõre better informed 

and more demanding 

Weõre happy to have a 

personal relationship with 

shops and brands but only 

the ones we choose to 

trust 

Weõre looking for more local 

solutions particularly for 

healthcare 

When we go to a shop 

we want it to be an 

experience not a chore 

Weõre already very comfortable 

combining the digital and physical 

world without even thinking about it 

We want it 

NOW!



Growth rates of online retail spending 2007-2013%



Online penetration by sector % (2013)



Growth in UK Online Buyers, by Age 2013-16



Average number of food shopping trips PA, 2004-
12



Grocery Top-up





Customer journeys are more complex



Grocery sales By Channel



So what needs to be different?

• High streets at the very 
heart of communities

• Managing the pace of 
change. Shared 
purpose and 
ownership

• Incentivise new 
developments  & 
ongoing investment

• More effective 
business support and 
reduced cost of 
operating



Collaboration/Working in partnership

• The most successful high streets are managed and not organic. There 
must be a vision and an effective management working to deliver this. 
Business must have a voice locally.

• Retailers strongly support the use of effective local partnerships which 
deliver concrete, measurable improvements.

• High streets need to respond to customer needs and in many cases this is 
not just retail. The experience and environment is critical.  

• Successful locations focus on both small and large, with successful 
independent firms providing a critical source of innovation and future 
growth.



Business Engagement and Evolving Agenda

• Boots Engagement Guide

• Sector and company BID industry criteria

• Future High Street Forum

• BiTC’s ‘Healthy High Streets’ developing local business leadership and engagement

• Heightened political awareness 

• BIDs - increasing opportunity, and cost!



The Growth of BIDS

• 206 BIDS by Spring 2015!

Of the 179  (1 April 2014) ……………

– 239 Local Authority representatives on BID Boards

– 74,744 total number of hereditaments

– £65,500,000 Combined BID Levy income

– £130,300,000 additional income

– 240 property owners on BID Boards

– 1,923 business on BID Boards

The Nationwide BID Survey 2014



Boots and BIDs

• The Company Chairs BRC’s Local Government Policy Group

• Company has championed industry led BID Criteria and Guidance

• UK and Ireland Annual BID Survey

• Boots BID training programme – focused on renewal

• Chair of Heart of London Business Improvement District

• Driving ‘quality’ the key to future growth



Partnerships – Gaining Business Support

Nothing new . . .

–Deliveries, targets, measures, results …..

–Value

– Independent verification

–Above all getting the basics right!

•Business Plan

•Structures

•Finance

•Communication



Delivery - Plymouth

• £x million raised in match funding

• 23% reduction in city centre crime since the start of the BID

• PR/Media coverage with an editorial value of over £12 million

• 24 events, attracting 591,000 additional visitors to events worth an extra £23 
million of retail spend

• £250,000 invested in Christmas lights 

• 3,000 incidents responded to by Clean Team

• Cleanliness above national average (as measured by ENCAM) in 12 of 13 
criteria categories, with maximum score in 5 areas

• Plymouth Summer Festival. 38p of every £1 spent by tourists in Plymouth is in 
the retail sector. £91 average visitor spend and 48% of visitors visited the city 
specifically for a festival event.

• Car parks.  90 new short stay car parking spaces and £60,000 invested in free 
parking to support Christmas late night trading.



The Future?

• Bricks and mortar and online retail

– Complementary or in competition

– Touch items, order items, collect items

• Choice and convenience.  Town centres well placed to deliver both

• Town centres for leisure, service provision and experience - Social 
interaction, buzz, community


