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ONLINE SHOPPING UPON RETAIL TRADE BUSINE

P
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iruct |
BRIk paper an attempt has been made to highli i |
?7"1"' fixed shop retailers. Retailers nighlight the Impact of the increasing trend of online shopping over the

‘ A compris ; ¥
flont upon these retailers. But the advpe te el section of the population and a larger population is
’* i on their face the fear of uncertaint nt of e-stores with their attractive incentives and wide varieties has

Y and helplessness. This study looks into the various aspects about hov;/ !

?‘ ' ‘ o .

esses are bei '

: Nl ;::?:"lwcq o e rzgeaff;?Cted ?nd also the various recovery mechanisms they are coming ith

el s ol survival. This paper also unravels - il hbaraned

M due to increasing trend for onlj

i has been made to enlighten the sc g e periodicity of the study is less yet an effective
en : 6
ordn: ario along with concrete suggestions.

e, (ixed retailers, turnover, profit-margin, window-shopping

s | —

ifl, Snapdeal, Homeshop18, M

gh multiple channel of distribut

"purchasing to sale”.
Bex,

Dbjectives of study

escarch has been conducted with the following objectives:

© study the effect on profitability of retail stores due to the advent of e-stores

© analyze the effect upon pricing patterns of retail stores in recent times

0 analyze the change in business pattern to achieve customer satisfaction.

¢thodology of study

B rescarch methodology comprises of the sources of data, methods adopted to collect such data, sampling

k Mqucs. statistical tools for analysis, data interpretation etc. Sources Of Data- The data for the study have been

llgcied from primary sources. Primary data have been collected through- Direct Personal Interview method

¢ Interview took place with the owners of different retail stores. Investigation through schedules at the

SWA0us units for appropriate information. Universe Of The Study- The universe consists of all the retailers
I aled in the Guwahati city from which a 50 retailers are selected at random for the purpose of the study. Sample

i## And Sample Unit- For the study a sample of 50 retail stores has been selected on the basis of convenient

S8y for the purpose of the research. Sampling Techniques- For the study convenient sampling technique
' thod has been applied on the basis of suitability for the availability of information and which has a substantial

fry in the market so as to give more accurate picture of the impact of online shopping. Data Collection

‘ lmiqucs- The data for the study has been collected through applying the following techniques: Direct Personal ‘

flerview and Investigation through schedules Data Representation Tools- The data collected are classified, i

!'U'nlcd and represented through chart and bar diagram .

Importance of the study _ ;
fin study is very much relevant to present times as this will make awareness about the impact of e-stores upon

ill stores. The sudden surge in online shopping and customers have adjusted to it to a greater extent which it a
| enuse of concern for the thousands of retailers who have a small shop offering a small variety of products
lileh are their source of livelihood. This study wants to unravel the real scenario and also look into the threat that
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yntra ‘etc: Retail is a process of selling goods and services to customers
ution. Retail stpres may be small or big but they mostly operate in the same
Retail form of business is as old as civilization and is the most basic form of
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1.6 Periodicity of the study

L. 'IThe stud)-/ ha§ beetn conducted over a period of 3 months from January, 2015 to March, 2015
2. For certain historic based data it covers a period of three years from 2011 to 2014 ’ .
: :

1.7 Limitations of the study

In spit§ of all sincere efforts, the study is not foolproof in nature. It suffers from variety of limitations due to thef
following reasons: ‘

1. The study is limited to Guwahati city only.

2. Besides that, the detailed study has been conducted taking on S0 retail stores based upon convenient
sampling.
3. Data pertaining to the study has been collected for a period of only 3years.
4. Time is also a limiting factor as the study is conducted in a very short span of time.
IL. Presentation Of Data, Analysis And Interpretation Of Data
_ Retail stores generally operated in the traditional lines of business except a few superstores that brought in certain
bgsnodiﬁcation in their business patterns, but the advent of online shopping in recent times has put an upon them
because they had been losing on several ground. The study has been made on several grounds to understand the
aspects of impact upon the business of various retailers that to some extent has led to a change in their strategies.
2.1 Presentation of data

Table: Table showing the analysis of the various aspects of the impact of online shopping upon retail trade

List of questions:

‘%s there been any decrease in average WrnoVer in the past three years
[ 15 there any decrease in profit margin’ ‘ : —_
mave you made any increase in discount rates offered to customer In recent times

[ Do customers ask for discount before making purchases’

Wo you keep more variely of stock at your store now-a-days” .
[iDo you provide after sale services of personalized nature 10 your customers”
myou advertise about you enterprise?
Do you provide home delivery services 10 your customers?
Is there an increase in window shoppi

ine in recent times”
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 Interpretation of the table ional Multid

i table highlights that there has be
i, Most of the retail s Loon 8 decrense in t i
ilers has also agreed urnover in most of the enterpri i
jen given by them to tl . greed to a decrease in thei b | prises with a figure as high
_ e customers in order : reir profit margin in recent years as i S s
ji discount In recent times. Retailers' er to ensure a higher amount of sales. More cb N o
‘l‘lnus types of customer oriented s;< _n‘ow-.a-days try to maintain a good véﬁet of ‘: tO\Zners o s
ferense in window shopping wlﬁchtl,vlces_ in order to attain and retain customerz Aﬁ Olc qnd a\‘m provide
fjpgram: Diagram showi explains that prospective TP el
S ing the analysis of the various a consumers do not turn into actual consumers
: Ana 2{ Slts {.ll“ Interpretation Turnover: spects of the impact of online shopping upon retail tradek
o de ailers over a period of three years under study h ]
/ b .
m|‘\]ure to years back. Some has repotted if not declineyb 2:3 noticed a.c0n51derable decline in their turnover as
o .t ¢ enterprise. Profit margin: Online shops has brou htuinStagn.ancy in their growth which is a warning signal
ia pntc)e war are e verailers. T order o suivive mostg o tha price war in the market and the mair sufferers of
. : Y > ese i
ces ut considering thelr high cost of operation these reatil r‘ftallers too has made an attempt to lower their
@etailers are at an alarming rate increasing their discounts i ‘ ercsi B O e v oot
k.. 3 R - S in i - '
i fomers W‘Fh unbelievable discounts. Althongh the ratsl order to stand with 'the online stores who woes the
; lscount but it has to lower its prices to a relative ext tters Car_mot R e D e e 4
Saintain a wide variety of stocks and retailers fail in t}?'n B el
eisilors as found by the survey has no inclination to is context to the e-stores by a wide margin but most of the
scepted. Retailers cannot RS lirge Sodicus }(‘:Otmp.ette‘ with the onllr'le st.ores in this regard. The defeat is
- o o ik i b s b dbese v taemlg t have a negative |mpact of unsold stock at the end
o onting, for Costomer e vions 1 bl wi e lovat coacerq. Custome.:r services: More and more retailers are
ailers are leaving no stones unturned to specialize iya R E':pa“h?m}ij e B s
: . n areas in which online shops fail. Retail i
with home delivery services in the same li i . e
ine o i i i
e Shogh e THALE it f tt}e online shops. Also after sale services are provided with a
B ical . pping: as been a trend in recent years for customers to browse the products in a
‘ ysical store and buy 1t from an online store at a reduced price. Retailers now have more prospective customers
i act.ual ones. Advertnsemeqt: The retatlers now-a-days are more involved in advertisement campaign than ever
71'ore in order to increase the_lr sales. Retailers leave no occasions to take advantage of the situation to advertise
Hheir firm. The table and the diagram highlight the fact about all these aspects and it shows that there is a negative

§E| nd on all these aspects with regard to the retailers.
=31l FINDINGS, SUGGESTIONS AND CONCLUSIONS
—3.) Findings

'f,-commerce is consistently taking up a Jarger proportion of consumer tim
driving factors for consumers to shop online with price, convenience in shopping and wide rang
roducts being the primary. The major findings of the study are as follows:
Turnover and profit margin of the retailers has considerably decreased in the past few years.

ices related to customer satisfaction.

Retail stores are now-a-days more engaged in serv
able to keep a wide variety in their stock, they attempt to keep the best of them

e and spending. There are several
e of available

Although the retailers are not

so as to affect more sales. -

Customers are seen to make window shopping at an alarming higher rate to have a physical look at the product
f their

nline at a reduced rate.
us products at the door step ©

and buy that product 0 . :
tarting up with home delivery services of their vario

1 Retail stores are nOW §
@ customers.

' §L The consumers beco
8  product range become re
2 ).2 Suggestions
Letailers have to change their attit
wiority is the consumer satisfactio
4 products, fair price and friendly aftfzr-sale se
l i remarkable extent. Additional services shou

% which in turn woul ble sales int

purchasing online with the convenience and

e with the experience of _
or for shopping online.

me more comfortabl
portant as 2 deciding fact

Jatively more im
ds the market. Today's is a consumer market and as 2 result tbe
o be in the good books of the consumer. Better quality

he basic areas in which the business has 10 concentrate to @

consumers to wWoe them and build upon a loyalty

ude towar
n. The firm has t
rvices are t
Id be provided to the
he years to come.

d endure a sta
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§ Conclusion
e face of retail l?as changed. The advent of techno
tailing means gomng into shoppmg centers, going o
ymewhere. But thg near}ay store is always the mo
wive not just survive. flhe retail stores needs to
Jorld with a more positive outl
s not just about the livelihoo
f a fixed retail store.
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logy in recent period being the primary reason for it Todg
nline and going mobile. In all these, small retailers miss o
st important concern for all reason and seasons. It needs §
imply uplift its pattern of business and face the competitiy
o.ok.’ E-stores and retail stores both have to survive, none at the cost of the othe
d it gives to the thousands of people but also the convenience and the steadfastneg



