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ABSTRACT
e Study of Special reference in
Organized retail sector solapur
district. the best business
practices used by orgnised retail
sector to attract and retain customer.
Retail is the sale of goods to end users,
not for resale, but for use and
consumption by the purchaser. The
change of mentalities of Indian
purchasers and the rise of composed
retail designs have changed the
substance of retailing in India. Sorted
outretailing offers immense potential
for future development of retailing in
India. This paper gives data about the
development of retailing in India.
Furthermore concentrates on the
difficulties confronted by sorted out
retail part in India. It additionally
accentuate on significant players of
retailers in India and client
administrations gave by the retailers.
This paper additionally manages
different retail organizes and the
open doors for the development of
retail industry in India furthermore
gives a few proposals to beat the

difficulties.

KEYWORDS:mentalities of Indian ,
client administrations , development
of retail industry .

INTRODUCTION:

The term ‘retailing’ refers to any
activity that involves a sale to an
individual customer. Currently,
Retailing is the buzzword in Indian
Industry. The S 6.6 trillion retail
industry is the largest private industry
in the world which contributes
significantly in world’s GDP,
employment generation and wealth
creation.1 Because of the saturation
of US domestic market and increase
of rich middle class in India,
opportunities in retail sector are
incredible.

Retail includes the way toward
offering buyer merchandise or

administrations to clients
through various channels of
dispersion to win a benefit.
Interest is distinguished and
afterward fulfilled through a
production network.
Endeavors are made to build
request through publicizing.
In the 2000s, an expanding
measure of retailing started
happening web utilizing
electronic installment and
conveyance by means of a
messenger or by means of
postal mail. Retailing as an
area incorporates sub-
ordinated administrations,
for example, conveyance. The
expression "retailer" is
additionally connected
where an administration
supplier benefits the little
requests of an expansive
number of people, as
opposed to extensive
requests of a little number of
wholesale, corporate or
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government customers. Shops might be on private boulevards, avenues with few or no houses, or in a shopping
center. Shopping roads may limit activity to walkers as it were. Once in a while a shopping road has a halfway or
full rooftop to make a more happy with shopping environment - shielding clients from different sorts of climate
conditions, for example, compelling temperatures, winds or precipitation. Types of non-shop retailing
incorporate internet retailing (a sort of electronic trade utilized for business-to-shopper (B2C) exchanges) and
mail request.

Shopping for the most part alludes to the demonstration of purchasing items. In some cases this is done
to acquire last products, including necessities, for example, sustenance and garments; here and there it happens
as a recreational movement. Recreational shopping regularly includes window shopping (simply looking, not
purchasing) and skimming: it doesn't generally bring about a buy.

TYPES OF RETAILOPERATIONS:

Retail operations enable a store to function smoothly without any hindrances. The significant types of
retail operations consist of:
e Departmentstore
¢ Specialty store
e Discount/Mass Merchandisers
e Warehouse/Wholesale clubs
e Factory outlet

Retail Management System targets small and medium size retailers searching for to computerize their
stores. The bundle keeps running on PCs to deal with a scope of store operations and client advertising
assignments, including purpose of offer; operations; stock control and following; evaluating; deals and
advancements; client administration and showcasing; representative administration; redid reports; and data
security.

What are Different Types of Retail Stores?

Here are some examples of the different types of brick-and-mortar retail stores where consumers can
purchase products forimmediate use or consumption.
Department Stores- Offer an extensive variety of stock that is organized by class into various segments of the
physical retail space. Some retail establishment classes incorporate shoes, garments, excellence items,
adornments, house wares, and so on. Cases of retail establishment retailers incorporate Macy's, Nordstrom, and
currency, to give some examples.
Grocery Stores and Supermarkets- Sell all types of food and beverage products, and sometimes also home
products, clothing and consumer electronics as well.
Warehouse Retailers- Large no-frills warehouse-type facilities stocked with a large variety of products packaged
inlarge quantities and sold at lower-than-retail prices
Specialty Retailers- Specialize in a specific category of products. Toys ‘R’ Us, Victoria's Secret, and Nike are
examples of specialty retailers.
Convenience Retailer- Usually part of a retail location which sells gasoline primarily, but also sell a limited range
of grocery merchandise and auto care products ata premium "convenience" price from a brick-and-mortar store
Discount Retailer — Sell a wide variety of products are often private labeled or generic brands at below-retail
prices, Discount retailers like Family Dollar, Dollar General and Big Lots will often source closeout and
discontinued merchandise at lower-than-wholesale prices and pass the savings onto their customers.
Mobile Retailer - Uses a smart phone platform to process retail transactions and then ships the products that
were purchased directly to the customer.
Internet E-taller —Sell from an Internet shopping website and ship the purchases directly to customers at their
homes or workplaces and without all the expenses of a traditional brick-and-mortar retailer, usually sell
merchandise for alower-than-retail price
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Customer Services in Retailing

Customer service includes all the activities an organization carries out for its customers. Excellent
customer service means putting the customer first. Customer service is the provision of service to customer
before, during and after a purchase. “Customer service is a series of activities designed to enhance the level of
customer satisfaction-that is, the feeling that a product or service has met the customer expectation.”

Customer service is the sum of the acts and elements that allow consumers to receive what they Need or
desire from your retail establishment where ever the customer comes in either physical and mental contact with
the store can be termed as a customer touch point. The customer touch points are key in defining as well as
sustaining the relationship between the retailer and its customers. They can create a “WOW” and bring them
back again and again. The ‘touch point’ is the mostimportant factorin customer service. ( Rajnish Kumary).

Partner Selection
The current policy restricts FDI to 51% for multinational retailers and this translates to joint venture and
arrangement of local players. The choice of partneris very crucial in order to achieve long term success.

Competition from unorganized sector

Traditional retailing has established in India for last some centuries. It is the low cost structure &
operated at negligible real estate and labour. To handle these challenges, efficient management and virtual
merchandisingis needed.

Scope of the Study

The geographical scope of the study covers four big cities namely Solapur,Kolhapur, Sangliand Satara in
Maharashtra. The topical scope covers strategies and policies in modern organized retail stores and does not
consider non store retailing or e-tailing. The analytical scope covers fulfillment of objectives set for the study. The
functional scope covers meaningful suggestions for the organized retail industry.

Challenges

To accomplish and keep up a toehold in a current market, a planned retail foundation must conquer the
accompanying obstacles:
¢ Regulatory obstructionsincluding
e Restrictions on land buys, particularly as forced by neighborhood governments and against "huge box" chain
retailers;
¢ Restrictions on outside interest in retailers, as far as both outright measure of financing gave and rate share of
voting stock (e.g., basic stock) acquired;
e Unfavorable tax assessment structures, particularly those intended to punish or keep out "huge box" retailers
(see "Administrative" above);
¢ Absence of created store network and coordinated IT administration;
e High intensity among existing business sector members and coming about low overall revenues, brought on to
a limited extent by
e Constant progresses in item configuration bringing about steady risk of item outdated nature and value
decreases for existing stock; and
e Lack of appropriately taught as well as prepared work drive, regularly including administration, created to a
limited extent by misfortune in Business.
e Lack of instructive foundation empowering planned market participants to react to the above difficulties.

REVIEW OF LITERATURE:

The Solapur District Organized retailing will prompt influence the conventional disorderly retailers.
Moreover the near examination with respect to the adequacy of shopping center idea and the effect of shopping
centers on the general expectations for everyday comforts of the general public is being considered. There is an
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expanded client shopping designs which has prompted crisis of huge retail chains in metros, small scale metros
and towns now turning into the following target. There is an uncommon change in the client's tastes and
inclinations prompting radical change in their way of life and the spending design there by offering ascend to new
business opportunities.

LIMITATIONS OF THE STUDY

1. Organized retail has wide scope, but researcher has limited study only to store retailing. Non-store retail, e-
tailing are not the part of this research work.

2. As it was impossible to consider all kinds of modern retail stores, the researcher has taken into consideration
only multiproduct, multibrand retailers and not single line or single brand.

3. While collecting data, researcher has selected only four major cities in Western Maharashtra, where
considerable scope of modern retail was available.

Sample Size
For collecting data for the research work, 500 numbers of respondents were considered. The sample is

divided into four different groups for four different cities namely Solapur, Kolhapur, Satara and Sangli.

Table 1: Sample Size for Customers

Sr. No | City Number of Respondents
1 Solapur | 200
2 Kolhapur | 100
3 Sangli 100
4 Satara 100
Total 500

Primary Data were collected from modern retailers. All available modern chain retail formats were
considered in 4 different cities.

Table 2: Sample Size for Modern Retailers

Sr. City Retail Market Names of retail Market
No (outlet)
1 Solapur |5 D- Mart, Big Bazaar, Lokmangal Supermarket,Reliance
Market,Sai Supermarket.

2 Kolhapur | 3 D- Mart, Big Bazaar, Godrej Aadhar

3 Sangli 2 D- Mart, Sai Krupa Super Market

4 Satara 2 Vishal Mega Mart, Godrej Aadhar
Total 12

There is variety of modern organized retail stores like hypermarkets, supermarket, discount stores,
convenience stores etc. Each type store is different in terms of facilities, services and variety of products. All
available existing modern retail stores for the purpose of research were considered. Unorganized retailers who
are involved in traditional retailing were selected to find out impact on unorganized sector because of entry of
modern retailers. Traditional shopsin the radius of 1 Km. around modern retail format were selected. In Kolhapur
city there were 12 traditional retailers, in Sangli 3 and in Solapur and in Satara only 5 traditional retailers were
foundinthe area around organized retail formatin 1 km. radius.

CONCLUSION

Retailing provides an important link between producer and consumer in modern economy. Retail in
India is dynamic industry and speaks to a tremendous open door for local and worldwide retailers. Cutting edge
retailingis notanissue to customary stores as the greater part of the purchasers said that they never quit going to
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kirana stores. They emphatically concurred on concurrence of both is required. Their recurrence of going to
kirana store is lessened. Present day retailing has a long way to go in India. The development of current
configurations has been much slower in India as compared to other countries and the development of this sector
is depends on the presence of regulatory and structural constraints. Government has to take care about the
existence of organized retail stores in India and they have to take measures to overcome the challenges. Then the
fast growth of organized retailing can be possible in India.
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