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What is Retailing?

• Retailing – a set of business activities that
adds value to the products and services sold
to consumers for their personal or family use.

• A retailer is a business that sells products
and/or services to consumers for personal or
family use.



How Retailers Add Value

• Breaking Bulk

-Buy it in quantities customers want

• Holding Inventory

-Buy it at a convenient place when you want it

• Providing Assortment

-Buy other products at the same time

• Offering Services

-See it before you buy, get credit, layaway



How Retailers Add Value

• The value of the product and service increases 
as the retailer performs functions

?



Manufacturer’s Perspective
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Retail Functions in Distribution
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Decision Variables for Retailers
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Nature of Retail Industry is Changing

Mom and Pop Store

To Today’s Retailer



Retailing is a High Tech Industry

- Selling Merchandise over the Internet

- Using Internet to manage supply chains

- Analyze POS data to tailor assortments to stores

- Computer systems for merchandise planning



Retail Mix
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Retail Mix
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Retail Mix
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Retail Mix
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Retail Mix

Communication Mix
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Retail Mix
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Retail Mix
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Wal-Mart’s Retail Mix
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Economic significance of retailing

• Sales

• Employment 

• Contribution to GDP

• Top 10 retailers in the world
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Functions of a Retailer
• Form utility

• Time utility

• Place utility

• Ownership utility
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The Changing Retail Landscape

• Proximity to the customer

• The Rise of consumerism

• Introduction of the Private Label

• Technology
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Opportunities in Retail
• Management

• Sales

• Operations

• Information technology

• Merchandising

• Supply Chain and Logistics Management 
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Retail in India
• 12 million retail outlets.

• Second largest sector after agriculture.

• The estimated size of the organised retail 
industry in India is Rs. 16,000 crores.  This is 2 
% of the total estimated retail trade.

• Contributes about 10 – 11 % of the GDP
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Growth of retail in India

• Public Distribution System

• Co-operative movement

• Independent retail stores

• Textile retail chains

• Department store

• Specialty stores

• Malls

• Hypermarkets 
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Roadblocks to retail development in 
India

• Lack of recognition as an industry

• High cost of real estate

• Lack of adequate infrastructure

• Taxation at multiple levels

• Restrictions on FDI



The Evolution of retail in India
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Drivers of Retail change in India

major drivers :

1. Changing Income Profiles: Steady economic growth fuelled 

the increase in disposable income in India. The average 

middle class family's disposable income rose by more than 

20% between 1999-2003.

2. Diminishing difference between Rural and urban India: Rural 

India accounts for over 75% of  India population and this in 

itself  offers a tremendous opportunity for generating volume 

driven growth. Tax benefit. In year 2002-03 LIC sold 50% of  

its policies in rural India. Same BSNL also sold its 50%  

connection in small towns .
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3. Changes in Consumption patterns: Occupational changes and 
expansion of  media have caused a significant change in the 
way the consumer lives and spends his money. 

o The changes in income brought about changes in the 
aspirations and the spending patterns of  the consumers. the 
buying basket of  the consumer changed

4. The emergence of a young Earning India : Nearly 70% of  the 
Indian population is below the age of  34. taking advantages of  
employment opportunity in the booming service sector these 
young Indians are redefining service and consumption patterns 
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Prominent sector in Indian retail

1. Clothing, textiles and fashion Accessories:

2. Food & food Services:

3. Consumer Durables:

4. Books & Music:

Other emerging sectors

5. Jewellery retail 

6. Footwear retail

7. Time Wear Retail

8. Fuel Retail/ petro retail
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• Next Session:

Classification of Retail Units

Thank You


