
Trying  
times 
in DIY 

This time last year I was cracking open the beer and 
BBQ but as the majority of us are experiencing, this 
Easter weekend looks very different.  In early April last 
year the weather was better and here we are end of 
March having had snow twice in the month. 
  
My prediction is that whilst business will improve in the 
coming weeks, the start of the garden season is surely 
delayed until the Bank Holiday weekend in early May.  
  
With this delay I see other sectors such as bathroom 
sellers, taking advantage and heavily advertising this 
weekend, and of course it gives consumers an extended 
opportunity for some internally focused home 
improvements and spring cleaning. 
  
This late start to the garden season will not help 
troubled Bunnings as they try to build a positive 
position for the Wesfarmers review in June.   



It was always a high risk 
strategy for Bunnings to 
implement a new trading 
strategy across all of the 
Homebase stores when only 
a few converted Bunnings 
stores were able to support 
it, I for one would have 
waited. Many predict they 
will not last the summer.

If this prediction does come true the impact will be 
felt through the whole industry and one has to spare a 
thought for the 1,000’s of people who work for them. 

For those suppliers who are more reliant on the likes 
of BUK, I can see this encouraging them to find 
additional sales channels.  Digital and the rapidly 
growing marketplace are appealing channels as they 
offer more flexibility, speed and a massive audience at 
the click of a button. The likes of ManoMano with their 
refreshing approach to the Home Improvement 
market, though advice and support for consumers, are 
one to be watched as their business continues to 
accelerate. This whole situation is likely, and long 
overdue in many eyes, to bring Home improvement 
and the Garden industry into the digital arena. 

So if you are a supplier affected by all of this rather 
than looking at the headlines and waiting to see what 
happens, I would act now and explore and drive these 
incremental opportunities.  Furthermore, for those UK 
focused suppliers maybe now is the time to look for 
opportunity outside of the UK. 
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