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• People of different category purchases items in retail
outlets because of LOW PRICE (20%), and some
people purchase because of Better quality (30%),
which implies buyer is more concerned about the
quality rather than the price this is the reason, which
tries customers towards organized retail stores.

• 43.55 % of people in bangaluru satisfied by the retail
outlets, which indicates almost 50% of the
consumers still satisfied with the unorganized retail
stores.

• More than 60% of people believe that product quality
in retail outlets is far more than better than products
in unorganized outlets. which implies that quality of
the product available in organized stores is much
superior than that of the unorganized stores

• Product showcasing in organized stores are much
better than unorganized stores.

• Customers expect much more discounts in the retail
outlets.

• 43.33% of consumers are very satisfied because of
latest technology which is implemented by retail
outlet for easy and convenience shopping of
customers.

•  More people influenced by their family friends and
friends to buy products in organized stores. Family
and friends play a role of ambassadors in popularizing
organized stores.

• Majority of the unorganized store’s customers are
intending to shift from unorganized retail to organized
retail if they get better deal than that provided by
unorganized store.

SUGGESTION
• To grow a faster pace the retail outlets has to pay

more attention at the basic needs of customer.
• To have a competitive advantage, retail outlets

should join their hand together to create a common
platform for bind, showcasing and promotion.

• Giving more advertisements about the quality
assurance, price offers, discounts, coupons, loyalty
cards etc. to increase the sales.

• More cash counters should be provided for the
convince of the customers shopping.

• Retail outlets should get more techno based
strategies to increase the retail sales.

• Giving more space to shop for consumers at retail
outlet provides more shopping products.

• There should be at least one to two staffs present in
each rack of a particular department to enhance that
consumer purchases majority of products kept for
the sale.

CONCLUSION
The survey concluded that India’s retail outlets can co-
exist and flourish. The growth in the Indian retail market
mainly retail completely due to the change in the
consumers  buying behavior and this change has come
in the consumer due to increased income, changing
lifestyle, and pattern of demography which are favorable.
Now the consumer wants to shop at a place where he
can get food, entertainment, and shopping all under one
roof. This has given Indian organized retail market a major
boost. While on the other hand the traditional stores are
shops where the various products available are the range
of product really required by the customers. They
cautiously take care of the choice of the customers and
bring the product which is demanded by them. Having
looked at the features let us find the loopholes. However
good is the ambience and wide is the product range,
when it comes the selling price of the various goods,
traditional shops are always more efficient than these
newly evolved stores. These retail shops lacking the
interaction with the customers have miserably failed in
building base with loyal customer. No matter how much
the companies talk about CRM (customer relation
management), when it comes to the implementation they
endeavor it only through the discount sales driven by
their profit motive. Thus, in India it is quite doubtful that
the retail outlets might emerge one of best sector in the
near future.
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