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ABSTRACT 
Retailing is presently the emerging sector of the Indian economic markets. This  phenomenon is supposed to continue for at least the coming two- three decades, 
and it is attracting almost all entrepreneurs, business heads, investors as well as real estate owners and builders. Quality of product, adequate retail space, vast 

availability of products and effective brand communication are various driving factors of the retail industry in India. Retail sector creates huge employment. 
Organized retail sector is emerging within the retail industry speedily and it gives speedy phase to Indian retail sector. The rationale of the study is two folds: First 
is to examine the nature of changes taking place in the retail sector due to organized form of retailing and its implications to shift towards new form of retailing. 

Secondly, it has remained largely an unexplored part of research till date especially in context to India. The basic objective of the study is to have a view of consumer 
behavior towards organized and unorganized retail stores and to analyze the consumers satisfaction level from organized retail stores as well as unorganized retail 

stores and their expectation from traditional retailing towards the modern retailing. The study uses primary data that is assembled through in depth qualitative 
analysis to analyze organized and unorganized retails sectors individually. 
 

KEYWORDS  
retailing, organized retail, unorganized retail, consumer satisfaction, consumer behavior, store loyalty, market segments. 

 

INTRODUCTION 
rganized Retailing is an essential part of the rise of current monetary economy in India. There has been tremendous development in organized retail 

business. Large business houses have entered this area and have shown drastic future development changes. Transnational enterprises are also looking 

to approach India and set up various retail chains as a team with enormous Indian organizations. Concerns have been raised that the development of 

organized retailing may disorderly affect retailers in the country but it has additionally been said out that development of organized retailing will give efficiency in 

the production of the country. It will also empower the good access to business entrepreneurs.  

A study on organized retail analysis on the various issues with a ultimate goal to evaluate the impact of developing organized retailing on various parts of the 

economy. These goals runs as: 

1. Impact on small retailers and merchants for their possible development in the general business sector.  

2. Impact on work.  

3. Impact on buyers.  

4. Impact on producers.  

5. Impact on costs.  

6. Overall impact on monetary situation of the country. 

India had its Retail Journey since many years ago. In old India times there was an idea of week by weekly HAAT BAZAAR, where every one of the buyers and sellers 

get together in a large business area for marketing. It takes time to shape the current retailing. Then, in the middle of these two spheres (i.e. between ancient 

retailing in India and the cutting part of Retail) there exist present day Grocery shops or Baniya ki Dukan which is prevailing in India. So the Indian retail industry is 

divided into two parts i.e., organized and unorganized retail market. There are enough changes in Indian retail; the liberalization of the customer merchandise 

industry started in the mid-80 and quickened through the 90's has affected the structure of the retail business. The idea of retail which basically incorporates the 

businessperson to client collaboration, has taken various structures and measurements from the customary retail outlet and road neighborhood business sector 

shops to upgrade multi brand stores and departmental stores and hyper supermarkets. Together with this looking to the two parts of retailing i.e. store retailing 

and non store retailing- Store Retailing as the departmental store which is a store or multi brand outlet that gives us variety of items in different brands and grades 

under one rooftop in order to attract not only a couple but almost all the segments of the general public where on other side, Non store retailing is an instant 

offering that is direct showcasing and programmed distributing.  

As revealed by a camp research, it has numerous positive impacts as to creating more number of vocations, new enhanced types of occupations, and advancing 

the way of retail livelihood (higher compensation, more occupation advantages, security of occupation, employability and so forth). This type of retail area is 

additionally looked upon as an enormous part having broader business open doors for business people and capital investors. Additionally, organized retailing is 

thought to be productive and well-suited to enhancing and changing the nature of the customers’ requests in developing economic markets like India. The broad 

observation as noticed by me is that departmental stores are frequently rising amongst the shopping spree in metropolitan cities as they appear to determine 

enormous delight where shopping is considered as an affair now opposed to an assignment and introduction to assortment under one rooftop in their amazingly 

occupied lives when people don't have time for things. The organized retail departmental and supermarkets are also visited frequently by the clients due to many 

rebate offers. These stores make many advertisements to fetch their clients, as well as they believe in maintaining the relationship with clients to change over first 

time clients into a permanent customer. They also provide good stopping offices to clients and the office to analyze the products. They likewise offer an extensive 

variety of installment choices to clients. India is as of now the twelfth biggest purchaser market on the planet. 

As revealed in a research by McKinsey Global Institute, India is keen to join the head class of the world's purchaser markets by 2025 uplifting its position to the 

fifth. Indian retail industry is still in its beginning stage so it needs full potential. However the business sector of US and Europe furthermore some SE Asian 

developing business sector economies have been profited from present day retail, India has not yet entered into edge of advanced retail. Small store retailing has 

been one of the direct approaches to create independent work as it requires interest in area, capital and work. Here in our country it has become the family run 

where there is absence of business institutionalization and the retailer’s instructions that are running these stores, their experience and presentation. This is a 

reason why efficiency of this division is roughly 4% that of that of U.S. retail industry in India. Unorganized retailing is yet prevailing on large retail areas in India 

and constituting 98% (twelve million) of aggregate market area while organized stores accounts just for 2%. The street side peddlers and the portable (cart 

assortment) retailers are still accounts much in context to Indian retail market as whole. 

O
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LITERATURE REVIEW 
According to Indian Council on Research and International Economic Relations, The retail sector is expanding and modernizing rapidly in line with India’s economic 

growth. It offers significant employment opportunities in all urban areas. 

ICRIER observes that if organized retail does not grow, the unorganized sector will not be able to handle the surging demand. Hence the share of organised retail 

will grow at a rate between 45 and 50 percent per annum. The observation rings true. This is being witnessed in some urban centers already. A beneficial offshoot 

will be the impact of organised retail on logistics. The supply chain will witness a thorough revamp. It will also be in the interest of organized retail to transfer 

superior technology to the agricultural sector. As a result, the latter will achieve better productivity and the former will be better equipped to meet the surging 

demand. According to the India Retail Report 2009, released by Images F&R Research, massive increase in consumer spending in India is expected to trigger the 

growth of the retail sector. 

According to the Governor of Maharashtra, SM Krishna, The country’s retail market is expected to grow to INR18.1 trillion (US$395 billion) by 2010; with organized 

retail expected to account for around 13 percent of the total market .Traditional family-run businesses, like that of the Ambanis and the Ruias have realized the 

importance of organized retail, and the onus is now on Indian co-operatives, railways, post offices and even airports to follow suit,. 

According to Arvind Singhal, chairman, Technopak., Organized retail, currently, comprises just 3%, or $8bn. However, organized players will make investments 

worth $22bn in the sector over the next five years, during which it may grow to anywhere between $60bn and $75bn.Giving a thumbs-up to the local organized 

retail, Kevin Moss, vice-president (operations), 

General Growth Properties (GGP), said, “The transformation that has taken place here is Quite phenomenal. The evolution of retail in India is much faster than 

that in the US.” 

According to the report, which was released by the Federation of Indian Chambers of Commerce and Industry (FICCI) and Ernst & Young, “the most significant 

challenge that Impedes the development of an efficient and modern retail sector is an underdeveloped Supply chain”. Commenting on traditional supply chain 

networks, it says that the chain, a Partially informed push/ pipeline model with a unidirectional flow, is expected to transform into a fully informed network model 

with bi-directional flow of information.  

 Rakesh Kacker, additional secretary, Department of Consumer Affairs Ministry of Consumer Affairs, Food and Public Distribution. "It is quite possible for both 

the organized and unorganized sector retailers to co-exist and flourish". India's organized and unorganized retail sectors can co-exist and thrive, says atop 

government official, who foresees bright prospects for the retail industry in the country. 

Kacker, said," Whatever problems the unorganized sector retailers are facing today need to be articulated and should be addressed. The government will be more 

than happy to work with trade bodies to ensure that dynamism in the unorganized sector remains intact."  

An Associated Chamber of Commerce and Industry of India (Assocham)-KPMG study has pegged India's total retail market at $353 bn in 2008, which it says is 

projected to grow at eight per cent annually to touch $416 bn by 2010."The organized retail, which currently accounts for seven percent of the retail market, is 

projected to grow at a much faster pace of 40 per cent per annum to touch $51 bn by 2010," 

The study of Assocham, an industry lobby."A retail outlet in the unorganized sector takes care of minimum 10 persons. It is the lifeline of scores of people in semi-

urban and urban India, while doing yeoman's service in rural areas,"  

Praveen Khandelwal, secretary general of the Confederation of All India Traders .CAIT has decided to begin at least 500 retail schools to train retailers in the 

unorganized sector to meet challenges emanating from the entry of big players into the retail sector. 

According to Khandelwal, India have nearly 50 mn traditional or unorganized retailers, who need to be adequately trained to face the onslaught from the major 

retail players. The Indian retail industry has seen phenomenal growth since 2001 and has currently several key players like Future Group, Trent Ltd, RPG Enterprise, 

Vishal Retail Ltd, Shoppers Stop Ltd, Bata India Ltd, Provogue India Ltd, Aditya Birla Group, and Reliance Industries. 

Shaoni Shabnam: It is important to highlight that in organized retail, the status of employment is much better than that in unorganized retail. Hence it is definitely 

desirable that more and more labour gets absorbed in this sector of retail. In the current context, the labour employed in unorganized retail stands unfit for finding 

employment in organized retail. If appropriate training and skills could be imparted to them, it is possibly feasible to offer better forms of employment to them in 

the organized retail sector. The status of employment is much better than that in unorganized retail. Hence it is definitely desirable that more and more labour 

gets absorbed in this sector of retail. In the current context, the labour employed in unorganized retail stands unfit for finding employment in organized retail. If 

appropriate training and skills could be imparted to them, it is possibly feasible to offer better forms of employment to them in the organized retail sector. 

Meeta Punjabi: According there study they suggest that the development efforts in this area are based on three grounds: First, farmers associated with the modern 

value chains earn higher returns than selling to the traditional markets. Second, the modern supply chains have specific quality requirements which are easier to 

meet by the large and medium farmers and the small farmers tend to get left out of these markets. Third, there are several successful examples of linking small 

farmers to these modern value chains with effort from government agencies, NGOs and development agencies. This knowledge presents strong grounds for a 

closer look at the emerging sector in India. 

Mathew Joseph: Unorganized retailers in the vicinity of organized retailers experienced a decline in their volume of business and profit in the initial years after 

the entry of large organized retailers. The adverse impact on sales and profit weakens over time. There was no evidence of a decline in overall employment in the 

unorganized sector as a result of the entry of organized retailers. There is some decline in employment in the West region which, however, also weakens over 

time. The rate of closure of unorganized retail shops in gross terms is found to be 4.2 per cent per annum which is much lower than the international rate of 

closure of small businesses. The rate of closure on account of competition from organized retail is lower still at 1.7 per cent per annum. There is competitive 

response from traditional retailers through improved business practices and technology up gradation. A majority of unorganized retailers is keen to stay in the 

business and compete, while also wanting the next generation to continue likewise.  

Small retailers have been extending more credit to attract and retain customers. However, only12per cent of unorganized retailers have access to institutional 

credit and 37 per cent felt the need for better access to institutional credit and 37 per cent felt the need for better access to commercial bank credit. Most 

unorganized retailers are committed to remaining independent and barely 10 per cent preferred to become franchisees of organized retailers. to commercial bank 

credit. Most unorganized retailers are committed to remaining independent and barely 10 per cent preferred to become franchisees of organized retailers. 

The latest edition of India Retail Report, brought out by private research firm Images F and R along with the Confederation of Indian Industry (CII) and other 

organizations, says the domestic retail market will touch Rs 18.1 trillion (Rs 1,810,000 crore or $402 bn) by 2010. 

 

OBJECTIVES 
The basic of this study is to analyze the impact of organized retailing on the Unorganized Sector of retail market. Some different issues are:  

1. To evaluate customer behavior towards organized stores (general stores/shopping centers, hypermarkets, departmental stores and so on) and unorganized 

shops (neighborhood Grocery stores, week by week bazaars and so forth) retail locations in Jaipur city. 

2. To evaluate customer satisfaction level from organized retail outlets together with unorganized retail shops.  

3. To evaluate whether the retail area is developing and modernizing speedily in accordance with India’s monetary development. 

4. To evaluate the critical occupation opportunities in every single urban zones as developed by the organized retail industry. What's more, an extensive review 

of worldwide experience, especially of developing nations of pertinence to India, has also been done as a major aspect of the study.  

5. The study analyzes that the aggregate retail business in India has developed at 13 for every penny annually from US$ 322 billion in 2006-07 to US$ 590 billion 

in 2011-12. The unorganized retail part has also developed roughly 10 for each penny annually with deals ascending from US$ 309 billion in 2006-07 to US$ 

496 billion in 2011-12 i.e., less than organized part of retailing.  

6. Organized retail constitutes a low 4 for each penny of aggregate retail in 2006-07 has developed at 45-50 for every penny annually to 16 for each penny 

annually in 2011-12.So organized retail has maintained development in the coming years.  
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7. It has been additionally seen that agriculturists purchases directly from organized retailers with impressive value and benefit points of interest when 

contrasted with offering either with delegates or to government controlled markets. Big producers have feeling of the competitive impact of organized retail 

through both for cost and installment weights. Yet, they see the advantages from a more effective production network and logistics that go with the 

development of organized retailing.  

The two most crucial suggestions on part of my perspective are:  

1. Basically for the administration is to encourage the development of a "private set of accepted rules" for organized retailers in their exchange with small 

suppliers; and, 

2. Secondly, a rearrangements of the permitting and allow administration to advance the extension of organized retail. 

 

SCOPE 
1. The retail business in India is evaluated to develop at 13 for each penny annually from US$ 322 billion in 2006-07 to US$ 590 billion in 2011-12. 

2. The unorganized retail area is evaluated to develop at almost 10 for each penny annually from US$ 309 billion 2006-07 to US$ 496 billion in 2011-12. 

3. Organized retail which now constitutes a 4% of retail market segment in 2006-07 has developed at 45-50 for each penny annually to 16 percent per annum 

annually by 2011-12. 

4. The study has reviewed almost all the segments of the economy that could be influenced by the retail business and it has been found that the unorganized 

retailers in the region of organized retailers have shown a decrease in deals and benefit in the beginning years of the passage of retailing. The unfriendly 

effect in any case debilitates after some time.  

5. The study has shown how purchasers and agriculturists got benefited from organized retailers. The study has also evaluated the impact on delegates and 

producers. The results have shown that the urban and-small metro urban areas around have set a number of organized retail outlets. In light of the various 

reviews, the study has made various particular approach proposals for directing the cooperation of expansive retailers with small suppliers.  

 

AN ANALYSIS ON ORGANIZED Vs. UNORGANIZED RETAIL 
• Fate of retail industry in India is swerving- On one hand organized retail is walking into the life of urban consumers, while on the other part, our own 

particular neighborhood 'Supermarkets' are opposing savagely with their current solid dependable balance. Today our country is at the intersection of the 

retail division. A movement in the middle of organized retail part is clear which has prompted various theories on the destiny of Indian retail. Now in any 

daily paper or TV channels, we can find various news about events and changes taking place in organized retail market which is for genuine circumstances. 

The contribution of organized retailing in development of economy and generating employment jobs can't be denied, it has given direct job to 39,500,000 

people. So its rarely impossible that administration or anybody can markdown these establishment stones of Indian economy. 

• Changing part of Indian consumerism- These days the Indian consumerism is changing. It is developing from Bajaj Scooter family man to Bajaj Pulsar stylish 

adolescent. This changing purchaser's taste and way of life has consequently given some point of preference to organized market segment. This makes basic 

for sloppy retail segment to rebuild itself so as to correlate the moving expand rivalry and to meet customer needs and wishes with changing patterns. Some 

of these issues will be examined in future parts of article about what they can do and what they are doing. 

• Part of government- Government strategy ought to assume an imperative part in modernizing the organized retail and enhance its intensity of marketing. 

Now the question is that should it go with the strategies for insurance of customary retailers by limiting organized retail or urged them to procure advantages 

that are produced by it? What ought to be component to advance or ensure one or other? Can government act just as a facilitator or empowering agents or 

both? In the said connection, it is basic to add to a key guide for sloppy retail shape to have the capacity to survive, contend and keep the economy developing.  

• Retail Trends in recent years- In the decades of eighties, India with several towns and urban areas was a leading country making progress toward 

improvement and development. The advancement was being seen at different levels and the general population of the country was figuring out how to 

assume diverse parts as agents and buyers. The establishment for an in number economy were being laid, youth were alluring new mindfulness in all circles. 

Also, this got an open door for retail industry to thrive. To begin within the metros and real urban communities later to effect sub urban and provincial 

business sector also. Retailing in India at this stage was totally chaotic and it flourished as partitioned elements worked by small and medium business houses 

in their own domains. There was absence of universal presentation and just a few Indian organizations investigated the retail stage on a bigger scale. From 

abroad just organizations like Levi's, Pepe, Marks and Spencer and so forth had entered focusing on upper center and rich classes of Indians. However as 

more than 50 % population was shaped by lower and lower working class individuals, the business sector was not totally caught. This was later acknowledged 

by brands like Big Bazaar and Pantaloons who made their items and administrations available to all classes of individuals and today the achievement of these 

brands demonstrates the capability of Indian retail stores. An extraordinary movement that introduced the Indian Retail Revolution was the emission of 

Malls over every territorial business sector. Presently at its top, the shopping center culture really got the organized organization for retailing in India which 

was truant before. In spite of the fact that shopping centers were additionally at first made arrangements for the higher strata, they effectively adjusted to 

take into account the bigger populace of India.  

However there is still incredible space for improving Indian shopping center society as other than atmosphere and marking numerous different parts of Retail 

Service stays to be produced on worldwide measures. It is amazing that there was not a single shopping center in India 10 years before and only a couple of years 

back just a modest bunch of them were endeavoring, today there are more than 50 shopping centers crosswise over diverse urban areas and a long time from 

now around 500 shopping centers have come up. This demonstrates an exceptionally encouraging pattern ahead. However, we should see what the Indian retail 

Industry is at present involved with before taking a jump into the destiny of Retail in India. 

 

RESEARCH METHODOLOGY 
The data for this research paper is taken from primary data collected by a random survey of the retailers between Aug 2014 and Jan 2015. 

Sampling Method: The sampling method chosen is simple random sampling which is a type of probability sampling. 

Sample Size: To calculate the sample size following formula has been used. If the researcher plans the results in a variety of ways or if he/she has difficulty in 

estimating the proportion or standard deviation of the attribute of interest, the following formula may be more useful. 

NZ2X25 {d2x(N-1)} + {Z2X25}        =  n 

Where n= Sample size required, d= Accuracy precision level (i.e. 0.01, 0.05, 0.10 etc.), Z= Standardization value indicating a confidence level (Z= 1.96 at 95% 

confidence level and Z= 2.56 

At 99% confidence level N= Population Size (known or estimated) Here N= 180 Let us take confidence level as 90% and ± 10% precision level (d=0.10 and Z= 1.64), 

then the sample size (n): 

N =  180x(1.64)2x0.25 +180x (1.64)2x0.25 

n   =  49.15  =  50 companies 

Questionnaire was structured and sent to many traditional and modern retailers. These retailers were located in Jaipur City of Rajasthan. Questionnaires were 

filled by direct interview of retailers.  

Questionnaire Testing and Reliability Analysis: The questionnaire was pre- tested on 35 retailers and data was fed into SPSS software. Using SPSS model reliability 

analysis was undertaken. The validity of the questionnaire was tested by using expert validity, which is part of research work. The Experts approved the 

questionnaire with small changes. The revised questionnaire was administered and data was collected from 50 retailers in Jaipur. 

Survey: A Questionnaire of two pages was designed keeping in mind the basic objectives of the study which were to analyze the impact of organized retailing on 

unorganized retail and to find out the survival strategies adopted by unorganized retailers in mall culture. The Literature survey and pre study consultation with 

industry experts were also taken into account. The questionnaire consisted of few open ended questions; some questions were either using ranking scale or Likert 
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scale. This survey intends to analyze the impact of organized retailing on unorganized retail sector in Jaipur. This research also explicates various aspects like the 

perceived and expected levels of satisfaction of the consumers and the factors which unorganized retailer should take cognizance of in the course of establishing 

and enhancing their business. The survey is based on interviewing grocery store consumers at various catchment areas in Jaipur, India. The data is collected using 

a random sample of consumers. Consumers who have significant knowledge of the topic were identified and selected at random for questioning. As per 

questionnaire, interviews were conducted face to face so as to capture the attitude and experience of consumers who had just purchased grocery items from 

organized and unorganized retail outlets. Both qualitative and quantitative data analysis is done in order to get deeper insights into the consumer behavior and 

store loyalty for local grocery stores. Larger the sample size greater is the precision or reliability when research is replicated. But constraints on time, manpower 

and costs have influenced decisions on the study of sample size. 

 

IMPACT OF ORGANIZED RETAILING ON UNORGANIZED SECTOR OF RETAILING 
Unorganized retailers in the area of organized retailers have shown a reduction in their volume of business and benefit in the beginning years after the passage of 

substantial organized retailers. As per the Indian Council for Research in Impact of Organized Retailing on Unorganized part International Economic Relations 

(ICRIER), there would be no long haul sway because of the passage of organized retail chains on the area kirana shops in the nation.  

In clear terms the effect of organized retailing on sloppy market division is as per the following:  

1. The unfriendly behavior on deals and benefit decreases after some time. 

2. There is some decrease in livelihood in the West area which, on the other hand, likewise no more after some time.  

3. The rate of conclusion of small retail shops in gross terms is observed to be 4.2% annually which is much lower than the global rate of conclusion of small 

organizations. 

4. The rate of conclusion because of rivalry from organized retail is lower still at 1.7% for annually. 

The Grocery stores and dish shops are seen as a feature of group life and consequently unorganized retail will stay yet ICRIER watches that if organized retail does 

not develop, the chaotic division won't have the capacity to handle the surging interest. Consequently the offer of sorted out retail will develop at a rate somewhere 

around 45 and half annually. The perception seems to be accurate too, but this is being seen in some urban focuses as of now. It has turn out with certain significant 

suggestions. It proposes an across the country uniform permitting strategy to help cutting edge retailing which will convey the nations retail segment to the USD 

(US Dollar) 590 billion imprint in 2011-12. It recommends better access to less expensive institutional credit so the Grocery stores can tackle rivalry from sorted 

out retail. Right away, just 12% of chaotic retail appreciates access to institutional credit. Another suggestion by ICRIER is justified regardless of a genuine attempt. 

It recommends money and conveys outlets which will offer to unorganized and acquire from agriculturists. This can offer disorderly some assistance with retailing 

to purchase at wholesale costs for possible retailing, subsequently creating a good looking edge. Ranchers also can advantage since they can offer at lucrative 

costs and understand the deal continues in a quick and straightforward way. When this pad is given, sloppy retail can have no grouse against the administration 

and regardless of the possibility that it has, the legislature can overlook it. Being chaotic retailing is at genuine stride; there are still difficulties for organized 

retailing in India. Customary retailing has been built up in India for a few centuries. It has a minimal effort structure, for the most part proprietor worked, has 

insignificant land and work expenses and almost no assessments to pay. Customer's commonality that keeps running from era to era is one major point of 

preference for the customary retailing part. Conversely, players in the sorted out part have huge costs to meet, but then need to keep costs sufficiently low to 

have the capacity to contend with the customary area. 

Moreover, organized retailing also has to cope with the middle class psychology that the bigger and brighter sales outlet is, the more expensive it will be. 

 

RESULTS AND DISCUSSION 
1. Preference of Customers towards retail outlets : 36% customers prefers unorganized retail shopping customers prefers organized retail shopping  while 25% 

customers prefers organized retail shopping but 39 % customers are still not sure. 

 

FIGURE 1: PREFERENCE OF CUSTOMERS TOWARDS RETAIL OUTLETS 

 
2. Customers preferences towards the retail stores for purchase of daily groceries: 35% customer’s purchases daily groceries from local Grocery stores while 25% 

customers shop from Supermarkets, 23% customers from Convenience Stores and rest 17% Customers prefer Hypermarket. Thus, highest percentage is still with 

local Grocery stores however the difference between supermarket and local Grocery is less. 

 

FIGURE 2: CUSTOMERS PREFERENCES TOWARDS THE RETAIL STORES FOR PURCHASE OF DAILY GROCERIES 
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3. Frequency for Visiting Malls: 45% Customers visit fortnightly to the malls for various different purposes, 33% customers visit weekly, 17% monthly and rest 5% 

Daily visiting mall. 

FIGURE 3: FREQUENCIES FOR VISITING MALLS 

 
4. Purpose of visiting malls: 31% Customers visit mall for Shopping while 36% visits for Entertainment and rest 33 % visits for Window shopping. During the survey, 

I got straight forward Purpose of visiting Malls Shopping, Entertainment, and Window Shopping. 

 

FIGUR 4: PURPOSE OF VISITING MALLS 

 
5. Customer’s satisfaction on the basis of price strategy adopted by malls: 65% Customers are satisfied with the pricing strategy of the malls after considering 

various discounts, sales and other offers, while 35 % Customers are not satisfied. 

 

FIGURE 5: CUSTOMER’S SATISFACTION ON THE BASIS OF PRICE STRATEGY ADOPTED BY MALLS 

 
6.Customers Preference for Best Shopping Deals: It was found 63%consumers finds best shopping Discount offers, gift packages etc. 30% customers are satisfied  

with the shopping deals served by the local Grocery stores while 7% customers has no opinion. 

 

FIGURE 6: CUSTOMERS PREFERENCE FOR BEST SHOPPING DEALS 

 
 

IMPERATIVE FINDINGS AND SUGGESTIONS 
The key finding of the research is as follows: 

1. Unorganized retail area of organized retailing has been unfavorably affected so far as their volume of business and benefit is concerned. The unorganized 

retail has keep up business levels maybe as a consequence of focused reaction. 

2. The antagonistic reaction on unorganized retailers has decreased after some time. 

3. The basic considerations that must draw in by unorganized retailers to customers are nearness, goodwill, credit deals, bartering, free things, helpful timings, 

and home conveyance and so on. 

4. It has been made clear on the focused reaction from conventional retailers who are equipping to meet the danger from customary retailers who are adapting 

to meet the risk from organized retailers. Buyers have by and large picked up with the rise of organized retail outlets through the accessibility of better 

quality items, lower costs, one quit shopping, decision of extra brands and items, family shopping, and new stocks.  

These outcomes are not the characteristic of the overall country situation. But for the nation as a whole, unorganized retail is developing at a sensible rate and 

will keep on doing as such for a long time to come.  
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Yet it is clear that the development sought after for retail business is prone to generously surpass any conceivable supply reaction coming solely from the sloppy 

retailers. India is at the intersection with respect to the retail division. A few developing business sector economies have felt free to be profited from present day 

retail. India has been late in approaching organized retail business and the photo still stays hazy as to its future development.  

The study judges a well managed way to deal with retail and to recommends and to administer a noteworthy part in forming its future course. Probably 

conventional retail has been performing with an imperative capacity in the economy which is a huge wellspring of job. Be that as it may, it experiences gigantic 

inefficiencies as a consequence of which customers don't get what they need. Conversely, organized retail gives buyers a more extensive decision of items, lower 

costs, and a lovely shopping. 

 

CONCLUSION 
The idea of retail is primitive in Indian setting. We had Grocery stores, restorative stores and parcel numerous different stores working shockingly well everywhere 

throughout the nation. As of late with the passage way of enormous players like Wal-Mart or Reliance, individuals are getting thought of the conventional stores 

going to be vanished. However, just to remind us, we ought to always remember how profound established is this old idea. The exceptionally advanced sorted out 

stores have taken the thought of retailing no place else than from these old shops.  

The overview reasoned that India's organized and unorganized retail markets can exist together and grow. The development in the Indian organized retail market 

is for utmost because of the adjustment in the buyer's conduct. This change has come in the shopper because of expanded wage, evolving, ways of life, and 

examples of demography which are good. Presently the customer needs to shop at a spot where he can get nourishment, stimulation, and shopping all under one 
rooftop. This has given Indian organized retail advertized a noteworthy support. While then again the customary stores are shops where the different item 

accessible are the scope of item truly required by the clients. They warily deal with the decision of the clients and bring the item which is requested by them. They 

attempt to fulfill them with the wide range and in the meantime keep up a decent relationship to hold them and thus change over them into their devoted client. 

The retailers keeps most recent items to their stores and after that figure out how is it really influencing the offers of items Although there stores have similarly 

less item go the choice made is very significant. Having taken a gander at the components let us discover the escape clauses. However great is the vibe and wide 

is the item go, when it comes the offering cost of the different products, conventional shops are constantly more effective than these recently advanced stores. 

These retail shops without the cooperation with the clients have wretchedly fizzled in building base with steadfast client. Regardless of how much the organizations 

discuss CRM (client relationship administration), with regards to the usage they attempt it just through the rebate deals driven by their benefit thought process.  

Therefore, in India it is entirely suspicious that the sorted out retail will be ever ready to conquer the unorganized retail in all. The qualities, society and convictions 

of the clients brief them to go the same retail shop where they can get the item required, at low cost and with minimum sitting tight time for charging.  

Regardless of how lucrative is this segment and how bright is the business sector; the organized retail in retailing needs to go far to comprehend the client necessity. 
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