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The advent of economic reforms made globalization an indispensible phenomenon 
across all the countries irrespective of some objection from some part of the world. 
Globalization in essence means free trade of goods and services, capital, intellectual 
skill and knowledge among different countries. This in turn offers variety of products & 
services to the global market. Due to which the market has become highly 
heterogeneous and complex and also made the competition stiffer among the 
marketers. The needs, tastes and preferences of the customers are rapidly changing 
at a much faster rate. In order to sustain this highly ever changing customer’s needs, 
tastes, demands and preferences, the marketer need to be more organized to 
withstand & sustain the highly competitive market. Changing customer demand & 
lifestyle in turn has given rise to organized retailing in India. Retailing is one of the 
rapidly growing sectors in the service industry. It is one of the active & attractive 
sectors of the last decade and has become an intrinsic part of everyday lives. This 
emerging market is witnessing a significance change in its growth and investment 
plan. There is a stiff competition between the retail giants (organized sector) and 
unorganized kirana shops. The organized retail formats rapidly emerged in India 
because of the economic fundamentals, nuclear families, easy financing options, 
increase in the population of working women, rising disposable income, Dual  
Income No Kids (DINK). But its impact on unorganized sector is severe. It will take 
over the profitability and presence of unorganized sector in the years to come. 
Irrespective of that, organized retailers facing problems such as rigid tax structure, 
inadequate infrastructural facilities, high cost of real estate, stringent foreign direct 
investment (FDI) policies etc. Because of the support of government & the buying 
nature of the Indian consumer, unorganized retail sector is still predominating over 
organized sector in India, unorganized retail sector constituting 96% of total trade, 
while organized retailing accounts only for 4%. In the near days to come the entire 
gamut may get changed due to technological advancements and changing lifestyle of 
customers. Currently, service sector’s contribution to the Indian GDP is 59% out of 
which 14-15% is held by retail sector. Predictions revealed that by 2025 India will 
become the world’s 5th largest consumer market. This paper is an attempt made in 
this direction in order to have better insights about the retail sector in India. The paper 
is purely conceptual analysis discusses about the rapid changing phase of retail 
industry in India. It gives an insight into the impact of organized retailing on 
unorganized retail sector. This paper provides a holistic view of retail sector, the 
interlink ages between the categories of retail, consumer & their buying influencing 
factors. Finally it develops a model for strategizing the marketing for retail industry. 
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Introduction 

Because of the globalization of items and administrations, 

there is a free progression of merchandise and enterprises 

around the world. The business sectors are winding up 

exceptionally heterogeneous and complex. Simultaneously 

clients are getting more data on the products and enterprises. 

The globalization in turn has made the challenge stiffer. 

Subsequently, just those advertisers/associations, who can 

meet the prerequisites of clients, can withstand the challenge 

and can, endure, yet over the long haul the associations should 

be progressively sorted out to continue the aggressive market. 

The regularly expanding request from the client for new items 

and administrations in turn has offered ascend to Retailing. The 

administration segment is mind boggling and wandered 

covering an enormous number of administrations extending 

from inns, retailing, neighborliness and so on., to hello there 

tech ones like the product and fare of gifts. They shift broadly 

as for their aptitudes, innovation and markets. Every one is one 

of a kind and unmistakable by its own highlights. Retail part is 

seeing an ocean change as far as complex innovation, evolving 

client profiles and desires, expanded number of players in the 

market, continuous exchanges and so forth. Before, efficiency 

drove mechanical advancements gave roads to work in 

producing while the present pattern demonstrates the quick 

development of employments (both high and low end) in 

administration division like ITES, Retailing, Banking, Tourism 

and so on. They are in this manner making another class of 

clients with various ways of life and affordabilites. Further the 

statistic, ethnographic and different profiles of clients are 

changing definitely alongside their needs, tastes, inclinations 

and values. Broad communications is contributing generously 

to these patterns. Fundamentally the business sectors have 

moved toward becoming exceptionally powerful and 

advertisers are thinking that its hard to adapt to these high 

speed financial changes. Quality and separation describe the 

aggressive markets. In this setting being unmistakable has 

turned into the center of all showcasing techniques. This article 

attempts to recognize the equivalent in instance of retail sector. 

This article is separated into four areas as under:  
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Segment I: Highlights the changing socioeconomics of 

retail industry in India.  

Section II: Brings out the Key drivers of Organized and 

Unorganized Retail part.  

Section III: Retail Sector and Customer: an Interface  

Section IV: Elaborates Strategizing the Marketing for Retail 

industry. 

Section I: Highlights the changing socioeconomics of retail 

industry in India.  

 

The term 'retail' is characterized as 'A deal for conclusive 

utilization as opposed to a deal for further deal or preparing (for 

example discount). A deal to a definitive customer'. A retailer is 

associated with the demonstration of offering merchandise to 

the individual buyer at an edge of benefit. Retailing can be 

viewed as halfway between the maker and the individual 

customer purchasing for individual utilization. This bars direct 

interface between the producer and institutional purchasers, for 

example, the administration and other mass clients. Retailing is 

the last interface that associates the individual purchaser with 

the assembling and appropriation chain. The Indian Retailing 

business sector is available since old occasions. In former 

times Indian retail part was known fundamentally through 

mandis, haats, and suppers. The trading of products and 

enterprises were occurred through bargain framework. In any 

case, in the present situation because of the innovative up 

degrees, the idea of old customary method for retailing has 

taken another shape through sorting out its divisions. The 

conventional methods for taking care of retailing activities are 

known to be Unorganized Retail area and the systemized 

present day method for giving retailing is sorted out segment. 

As per Global retail inclines 2009, the Indian retail market 

contacted US $427 billion in the year 2010 and is relied upon to 

contact US $ 637 billion by 2015. As indicated by ACII and Yes 

Bank by 2015, the size of the country economy is evaluated to 

go up to US $ 60.43 billion. It was US $ 45.32 billion in the year 

2010. Rustic retail is developing at an a lot higher rate than 

urban retail and FMCGs are doing strong business in country 

India with more than 4.1 million outlets. Indian retail market 

offered a critical chance to wide gathering of organizations. In 

view of low passage obstructions and the high showcase 

potential market goliaths, for example, Mahindra Group, 

Reliance Industries, Birla gathering, Tata gathering of 

organizations, Bharathi ventures and so on have entered the 

market and now they have gained noticeable piece of the pie in 

the Indian retail advertise. Indian market has high complexities 

regarding a wide geographic spread and unmistakable 

customer inclinations, so as to meet these enhanced 

necessities, the advertisers need to turn out with an interesting 

methodology, for example, restricting the items inside the 

geographic zones. Cost and quality can play a conspicuous 

role. According to the forecasts of McKinsey that the Indian 

buyer market will fourfold by 2025  to US$8.2 trillion in 

obtaining power equality (PPP) terms and become the world's 

fifth-biggest buyer showcase. This is been encouraged by the 

growing Indian working class, which by 2025 will be 583 million 

individuals, or 41percent of the populace. The Indian middle 

age bunch populace will carry new customers into the market 

with higher utilization rates and other reasonableness factors.  

 

Section II: Brings out the Key drivers of Organized and 

Unorganized - Retail part in India. Indian Retailing is known to 

be one of the mainstays of the economy and records for 15% 

of GDP. By Information Technology, it tends to be said 

Retailing is additionally one of the blasting area and presently 

Indian Retail market is observed to be the fifth biggest 

developing part on the planet when contrasted with that of the 

other developing business sector classifications. As per 

NCAER Indian retail Industry will develop upto US $1 trillion by 

2016-17. The present size of the general retail showcase in 

India is assessed to be about USD 450 billion and it is normal 

that Indian retail industry will contribute about 23% of the 

general GDP inside the following three years. Chaotic retail 

part is as yet prevailing over sorted out area in India, sloppy 

retail division establishing 96% (twelve million) of complete 

exchange, while composed exchange  

 

accounts just for 4%. On account of sorted out retail area, 

where the advertiser need to work through a lawful permit and 

register under government to showcase the item and 

simultaneously responsible to cover salary regulatory 

obligation, deals charge for their business related exercises. 

On account of chaotic part, it alludes to conventional method 

for purchasing and selling of products in a casual way and their 

business tasks are not directed by government standards. 

 

Development in Indian retail industry has been driven by 

the nation's financial basics in the course of recent years. 

Expanding number of family units, simple financing 

alternatives, increment in the number of inhabitants in working 

ladies, rising open doors in the administration division and 

rising dispensable livelihoods during the previous couple of 

years have been the key development drivers of the sorted out 

retail segment in India.  

 

The Key drivers of Unorganized Retail segment in India.  

Chaotic retailers have encountered a decrease in a lot of 

business and edge after the section of huge sorted out 

retailers, which is seen a danger. There is no decrease in 

generally speaking work in the disorderly division. There is 

aggressive reaction from conventional retailers through 

improved strategic approaches and innovation up degree. A 

larger part of sloppy retailers are intrigued to remain in the 

business to address the issues of an aggressive market later 

on years and the cutting edge to proceed with the equivalent. 

Disorderly retailing i.e. owning a little trivial shop is a 

noteworthy wellspring of business, it requires less measure of 

capital and work. In India huge number of regular workers 

individuals take a shot at the day by day wage premise, so little 

retailers/shops (chaotic retailers) are the best place for them to 

purchase littler amount of items. Aside from that the vast 

majority of the Indian customers are occasional laborers, thus 

they will purchase their business through money during their 

work period and during the joblessness period they will acquire 

the equivalent through credit framework. This office is 

accessible just with disorderly retailers, however there is an 

exemption that credit office is likewise accessible in sorted out 

retailing just for buy of purchaser durables. Clients give more 

inclination to area utilities i.e., nearness and helpful shop 

timings. Sloppy retailers offer this advantage to Indian shopper. 

Working expense of chaotic retailers is low on the grounds that 
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not at all like sorted out retailers their retailing exercises are not 

bound by lawful standards. In view of the less accentuation is 

given to limited time exercises, there is no advancement cost 

and work cost will likewise be less as most of the works will be 

their own relatives. 

 

The Key Drivers of organized Retail Sector in India  

The sorted out retail segment in the nation, which directly 

represents near 4 percent of all out market, will build its offer to 

14 to 18% by 2015. According to assessments made by 

ASSOCHAM, the composed retail in the urban market is 

required to develop at the pace of 50 percent to arrive at an 

estimation of 30 percent of the all out retail showcase in India. 

As of now, the country retailing represents 88% and urban 

retailing represents 12%. India is prominently called as youth 

country as most of the Indian populace has a place with the 

age gathering of 20 – 45 years, with working populace. As a 

result of the expanding number of working individuals in a 

family, family unit's pay level is additionally raising at a quick 

rate with enough buying force. Accessibility of acknowledge 

office for less loan costs builds the obtaining intensity of the 

Indian purchaser, thus expands pace of their shopping. The 

interest for administration retailing is expanding, there is a 

move toward administration retailing from products retailing 

henceforth excitement parks, cafeterias, magnificence salons, 

rec centers, human services focuses, inexpensive food outlets, 

spas, and so forth are developing.  

 

Accessibility of gifted labor represented considerable 

authority in various and huge instructive foundation and 

changing client tastes and inclinations toward shopping 

conduct interest for one quit shopping prompted the rise of 

shopping centers, multiplexes, hyper markets and so forth. The 

headways in data handling innovation prompted 

computerization of the different tasks in a retail location, for 

example, billings, stock administration, bar coding, RFID, 

database the executives and so forth. 

 

The effect of Organized Retailing on Unorganized Retail 

Sector  

Sorted out retail business will crush the benefit of un-

composed endeavors and represent a risk for them to leave 

business. Accordingly disorderly retailers have arranged huge 

scale dissents and requested government activity to ensure 

their vocations. Regardless of the way that the chaotic portion 

of the complete retail market is lessening, kiranas have not 

endured widely. A report by the Indian Council for Research on 

International Economic Relations (ICRIER) found that lone 1.7 

percent of stores in the sloppy market close every year and 

that by 2013, chaotic retail organizations will even now 

represent 85 percent of the Indian retail advertise. Regardless 

of the points of interest appreciated by the sorted out retailers, 

some different issues/challenges are looked by them in Indian 

retail industry. In India, charge structure is increasingly good to 

little retail business, no satisfactory foundation office is 

accessible, land cost and move of property expenses are high, 

stringent principles of Foreign Direct Investment and clients are 

expanded with fluctuating needs. In expansion to that, 

shopping centers are considered for the most part for hanging 

outs and family excursions. The vast majority of the clients see 

that shopping centers and multiplexes are profoundly costly; 

commonly they visit stores just for window shopping. The 

Indian clients are value delicate and they search more for 

"esteem for the cash". Altogether, to stay in the commercial 

center, composed retailers need to spend viably on all the 7 P's 

to draw in the clients over the long haul.  

 

Section III: Briefing on Retail Sector and Customers: An 

Interface  

The prospects for the Indian retail division in the coming 

decade lie in the developing utilization examples of Indian 

shoppers. The advanced Indian purchaser is looking for more 

an incentive regarding improved accessibility and quality, lovely 

shopping condition, financing alternatives, preliminary spaces 

for apparel items, return and trade arrangements and focused 

costs. This has made a quickly developing open door for 

composed, present day retail organizations to rise as of late 

and develop at a quick pace. In the present situation, the 

purchasers are instructed and winning thus has increasingly 

dispensable salaries. The rising Indian family units with Dual 

Income No children which takes into consideration the buy of 

things in overabundance of fundamental necessities.  

 

Purchaser purchasing propensities, buy choices can be 

isolated into two classifications: status-arranged and guilty 

pleasure situated. These classifications incorporates Consumer 

durables, for example, coolers, dish TV, DVD player, home 

theater, computerized and LCD TV, clothes washers, 

dishwashers and broilers, iPods, top of the line advanced 

cameras, camcorders, gaming comforts and so on., 

Consumers in the status classification purchase since they 

have to keep up a situation in their social gathering. Guilty 

pleasure arranged purchasing occurs with the individuals who 

need to appreciate life better with items that meet their 

necessities. This can be given graphically the assistance of 

pyramids as demonstrated as follows. 

 

The interlink age drawn between the classes of retail, 

buyer and the affecting components as appeared in the above 

pyramids is plain as day. In India, sorted out retail area 

establishes as it were two percent of the whole retail showcase 

and 98 percent of the Indian market is overflowed with an 

chaotic retailers. The significant clients for composed retail 

segment are of rich pay gathering. These gatherings of 

purchasers are quality cognizant and assortment searchers. 

Significant clients for a sloppy retail division are center pay 

gathering and lower salary gathering. These gatherings of 

buyers are concerned increasingly about the accessibility of 

amount products at lesser costs. Furthermore, upper pay and 

upper center pay gathering are literates and have more access 

to data through innovative progressions incline toward sorted 

out retail division. Conversely, lower center and lower pay 

gathering comprises the two literates and ignorant people with 

the less acquiring power and absence of market data choose 

disorderly retail area. 

 

Section IV: Elaborates Strategizing the Marketing for Retail 

Industry  

So as to prevail in the picked objective market, the retailer 

must create compelling advertising blend methodologies. The 

showcasing blend comprises item arrangement, Competitive 

value, area, advancement and client care intended to make 
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high in store client traffic. The Retail business is a quickly 

developing industry in the administration sector. The nation's 

good statistic profile and the high development in urbanization, 

just as retail spending, expanded acquiring power and so on 

are pulling in business houses to retail advertise. Retail 

industry can produce 35 million openings for work, and is the 

greatest supporter of India's GDP after agribusiness. The 

development capability of the business is to such an extent that 

in the following ten years about one million new openings will 

be made in the sorted out retail segment alone. The watched 

elements which impact clients to make buys in the retail market 

can be diagrammatically introduced as demonstrated below. 

From the above graph it very well may be seen that the rising 

salary combined with changing statistic profile, accessibility of 

credit office and interest for assortment items have been the 

major affecting variables for buyer to choose a specific retail 

outlet. On the off chance that the shopper is happy with the buy 

understanding, at that point the purchaser repurchase may 

happen. The fulfilled purchaser will give free exposure through 

positive verbal. This thus prompts assemble a great brand 

picture for the retailer and builds the client base. On account of 

disappointed clients, the clients outlines a negative picture 

about the retail outlet, this thusly makes a retailer to lose a 

client. To satisfy the changing needs and inclinations of the 

clients, the retailers can turn out with one of a kind valuing 

systems for various classification of clients (see figure No. 2, 

for example, the amount cognizant customer's, retailers can be 

target having the mix of packaged estimating technique, multi 

unit valuing, Everyday low evaluating system (EDLP). The 

quality cognizant clients can be drawn nearer through 

separated evaluating technique. So as to address the issues 

and desire for the consistently changing client request the 

retailer need to upgrade the methodologies every once in a 

while. The retailer can pull in the clients through appealing 

deals limited time strategies through markdown deal, 

premiums, blessings, free coupons and vouchers, value 

recovery and so forth. These deals special systems can be 

clubbed with the steadfastness programs, supported 

occasions. The retailer can utilize ICT's for making 

mindfulness.  

 

The sorted out retail segment so as to withstand the 

exceptionally aggressive condition, the part need to 

concentrate on e-following, web based business, portable 

retailing, internet based life and computerized space. Two-third 

of the retailing includes drive buys, requesting successful 

product collection on the retail location. In different terms the 

development of composed retail segment will impactsly affect 

unorganized retailers. To get by against the assault of sorted 

out or present day retail, little retailers and 'kirana' stores need 

the help of government and its strategy activities. The 

administration authorized report on effect of composed retailing 

on the disorderly part has discovered that little storekeepers 

will be influenced antagonistically with the section of enormous 

grocery store chains and departmental stores, while ranchers 

and purchasers will profit altogether. In any case, the unfriendly 

sway on turnover and benefit of little 'kirana' stores will 

debilitate over some stretch of time, if these disorderly part 

storekeeper redesign their business approach. Disorderly 

retailers can structure agreeable social orders and relationship 

for getting products legitimately from providers and ranchers.  

The Government can assist sloppy retail with surviving by 

guaranteeing better credit office made accessible from banks 

and money related establishments; preparing system can be 

given in modernization of chaotic area, for example, mandis 

through open private organizations.  

 

Conclusion  

So as to flourish in the hyper aggressive atmosphere of 

things to come, Retail part all things considered and types must 

concentrate on the essential degree of any business exchange 

– in particular seeing how shoppers needs, inclinations, way of 

life changes and their item buy choices. Retailers must adjust 

their techniques so as to meet the exceptionally focused 

market and should tune to the auxiliary change occurring at 

both the large scale and smaller scale levels through consistent 

advancement and client input for viable and effective utilization 

of resultant information. The job of innovation in supporting the 

vital arranging and usage procedure is in fact basic. 
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