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Introduction
Indian retail industry has emerged as one of the most dynamic and fast-
paced industries due to the entry of several new players. Total
consumption expenditure is expected to reach nearly US$ 3,600 billion by
2020 from US$ 1,824 billion in 2017. It accounts for over 10 per cent of the
country’s gross domestic product (GDP) and around eight per cent of the
employment. India is the world’s fifth-largest global destination in the
retail space.
India ranked 73 in the United Nations Conference on Trade and
Development's Business-to-Consumer (B2C) E-commerce Index 2019.
India is the world’s fifth largest global destination in the retail space and
ranked 63 in World Bank’s Doing Business 2019.
India is the world’s fifth largest global destination in the retail space. In
FDI Confidence Index, India ranked 16 (after US, Canada, Germany,
United Kingdom, China, Japan, France, Australia, Switzerland, and Italy).

https://www.ibef.org/industry/retail-india.aspx


Market Size
Retail industry reached US$ 950 billion in 2018 at CAGR of 13 per cent
and is expected to reach US$ 1.1 trillion by 2020. Online retail sales
were forecast to grow 31 per cent y-o-y to reach US$ 32.70 billion in
2018. Revenue generated from online retail is projected to reach US$
60 billion by 2020.
Revenue of India’s offline retailers, also known as brick and mortar
(B&M) retailers, is expected to increase by Rs 10,000-12,000 crore (US$
1.39-2.77 billion) in FY20.
India is expected to become the world’s fastest growing E-commerce
market, driven by robust investment in the sector and rapid increase
in the number of internet users. Various agencies have high
expectations about growth of India’s E-commerce market.



Investment Scenario
The Indian retail trading has received Foreign Direct Investment (FDI)
equity inflow totalling US$ 2.12 billion during April 2000–March 2020
according to Department for Promotion of Industry and Internal Trade
(DPIIT).
With the rising need for consumer goods in different sectors including
consumer electronics and home appliances, many companies have
invested in the Indian retail space in the past few months.
India’s retail sector attracted US$ 970 million from various private equity
funds in 2019.
Walmart Investments Cooperative U.A invested Rs 2.75 billion (US$ 37.68
million) in Wal-Mart India Pvt Ltd.



Government Initiatives
The Government of India has taken various initiatives to improve the
retail industry in India. Some of them are listed below:

Government may change Foreign Direct Investment (FDI) rules in food
processing in a bid to permit E-commerce companies and foreign retailers
to sell Made in India consumer products.
Government of India has allowed 100 per cent FDI in online retail of goods
and services through the automatic route, thereby providing clarity on the
existing businesses of E-commerce companies operating in India.



Road Ahead
E-commerce is expanding steadily in the country. Customers have the
ever-increasing choice of products at the lowest rates. E-commerce is
probably creating the biggest revolution in retail industry, and this trend
is likely to continue in the years to come. Retailers should leverage digital
retail channels (E-commerce), which would enable them to spend less
money on real estate while reaching out to more customers in tier II and
tierIII cities.
It is projected that by 2021, traditional retail will hold a major share of 75
per cent, organised retail share will reach 18 per cent and E-commerce
retail share will reach 7 per cent of the total retail market.
Nevertheless, long-term outlook for the industry looks positive,
supported by rising income, favourable demographics, entry of foreign
players, and increasing urbanisation.











1. Direct Marketing/Direct Response Marketing:
It is the branch of marketing by which an organization
directly communicates to its customers to generate revenue
producing response, transaction or sale through leaflets,
pamphlets, brochures, print ads mailed or catalogs
distributed directly to its existing and potential consumers.
In other words, direct marketing is a form of retailing under
which a potential customer is first exposed to a product or
service through any form of non- personal communication
and then orders by phone, fax, courier or email.
According to Direct Marketing Association “Direct marketing
is an interactive system of marketing that uses one or more
advertising media to affect a measurable response at any
location.”



2. Direct Selling:
It is a retail format where salesperson makes a personal
contact with the ultimate consumers at his home or at his/her
place of work. In this format, usually salesperson invites some
friends or neighbours at his home, office or club and
demonstrates the product after formal lecture/briefing.
Buying and selling is done on the spot. In India, direct selling
concept came in mid 1990s with the entry of so-called
Modicare and went through a bad phase before attaining a
significant contribution to Indian economy for worth Rs.
2000 crore today.



3. Vending Machines:
Vending machines are automatic machines that serve the
purpose of selling general merchandise like soft drinks,
burgers, snacks etc. to customers in the absence of any
retailer. The concept of vending machine is very popular in
European countries like USA. In India, it is of recent origin
and is found in areas of high traffic to sell newspapers,
magazines, beverages etc. The objective behind use of
vending machines is that it reduces cost on human resources.
It is believed that the very first vending machine was designed
and implemented by Hero of Alexandria, which used to
accept a coin and then dispense a fixed quantity of ‘holy
water’.



4. Tele Marketing
Telemarketing has become a major direct marketing tool.
Many customers routinely order goods and services by
telephone. Britain’ s Midland Bank operates entirely by
telephone (now adding fax and internet channels as well)
and has no branches or physical presence. Midland Bank
virtually sets the trend for the future in the telemarketing.
The success of telemarketing depends upon choice of right
telemarketers, training them well and providing them with
attractive performance incentives. Telemarketers should have
a pleasant voice, pleasing manners and their calls should be
made at the right time. It can be late morning and afternoon
to reach business prospects and evening hours to reach
prospects at home. The telemarketing supervisor may offer
prizes to the top performer, in order to motivate them.



5. Kiosk Marketing
Kiosks are customers’ order placing machines. These are in
contrast to vending machines which dispense actual
products. Kiosks are placed in stores, airports and at other
prominent locations. For example, a shoe company may place
its machine in several of its stores. In this machine, the
customer may indicate the type of pair of shoes he wants and
its size. Pictures of shoes that meet his requirements flash on
the screen. If the particular shoes are available in the stores,
the customer can dial an attached phone and type in a credit
card number and address where the shoes should be
delivered.



Unit-2
Retail Location and site selection, store layout & design 
and visual merchandising, category management



Location of a Retail Store.
A business needs to find the right location to be successful. But,
as urban markets grow and choices for retail space diversify,
finding the right location can be challenging.
If you don’t have a framework to make your decision, it’s easy to
get lost in the options.
Should you lease space in a mall? A suburban development
anchored by a major tenant like a grocery store? A less
expensive location farther from major traffic nodes? Or a
professional building in an up-and-coming neighbourhood?











What Is a Retail Store Layout?
A retail store layout (whether physical or digital) is the
strategic use of space to influence the customer experience.
How customers interact with your merchandise affects their
purchase behavior.



While the exterior retail store layout includes exterior store
design and customer flow, it also includes the following
factors:

•Geographic location of the retail store (real estate)

•Size of the building and length of the walkways

•accessible from the entrance and exit



•Use of furniture and exterior space for people to gather and
interact

•Style of architecture of the retail building

•Color of paint and choice of exterior building materials

•Design of the physical entrance and exterior window displays



Visual Merchandising:



Visual merchandising is the practice in the retail industry 
of optimizing the presentation of products and services to 
better highlight their features and benefits. The purpose of 
such visual merchandising is to attract, engage, and 
motivate the customer towards making a purchase.
Visual merchandising traditionally occurs in brick and 
mortar stores using a blend of lighting, color combinations, 
and articles of decor to stimulate an observer and generate 
interest.[2] However, many e-commerce retailers have begun 
to apply the techniques as well.

https://en.wikipedia.org/wiki/Brick_and_mortar
https://en.wikipedia.org/wiki/Visual_merchandising
https://en.wikipedia.org/wiki/E-commerce
















Unit-3

Retail Merchandising, Merchandise Planning and Category Management:























Unit-4

Promotion mix in retailing and Retail Strategies
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Unit-5

Current trends in retailing


















