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Abstract:  

In this paper an attempt has been made to highlight the impact of the increasing 

trend of online shopping over the various fixed shop retailers. Retailers comprise of 

a large section of the population and a larger population is dependent upon these 

retailers. But the advent of e-stores with their attractive incentives and wide 

varieties has slapped on their face the fear of uncertainty and helplessness. This 

study looks into the various aspects about how retail businesses are being affected 

and also the various recovery mechanisms they are coming up with to counter those 

e-stores in their race of survival. This paper also unravels the effect upon the 

profitability of the various concerns due to increasing trend for online shopping. 

Although the periodicity of the study is less yet an effective attempt has been made to 

enlighten the scenario along with concrete suggestions. 
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 Introduction 

Internet marketing is conceptually different from other marketing channels and 

internet promotes a one to one communication between the seller and the end user 

with round the clock customer service. Today, business internet marketing is the 

fastest growing segment of online commerce. The major difference between 

traditional and online selling is the extent of interaction between the consumer and 
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the seller. There is much more electronic interactivity with the consumer in the form 

of emails and FAQs. Through FAQs, the consumer‟s questions on shipment, 

payment, product, policies and other customer concerns can be addressed effectively 

(Pervaiz Ali,2011). 

Increasing numbers of people are gravitating towards more intensive use of the 

Internet as the accessibility of technology, the availability of information, and the 

ability to interact through the Internet increase and evolve. 

Obvious capabilities of the Internet include avenues for gathering information, 

purchasing a product, or rendering a service. These advances in Internet technology 

allow for the expansion of shopping options beyond traditional methods that may be 

more time consuming. Issues with having to physically gather information with 

offline shopping methods are alleviated, and customers are better able to efficiently 

use their time. For instance, instead of having to physically visit different stores to 

compare prices or rely on circular pamphlets in newspapers, a consumer is able to 

search and retrieve needed information through the Internet. The Internet explosion 

has opened the doors to a new electronic world. Consumers are now able to use the 

Internet for a variety of purposes such as research, communication, online banking, 

and even shopping. With such advantages, the Internet is rapidly becoming the main 

method of communication and of conducting business conveniently. 

With a growing number of households turning towards the Internet and the world of 

e-commerce to shop, invest, make payments, and do online banking, new 

technological advancements will have to come about to make these transactions 

secure. However, not all consumers are participating in online transactions as part of 

the Internet boom. As more and more businesses continue to establish an online 

presence, they are finding that some consumers are still reluctant to shift in that 

same direction. For various consumers there are still concerns with security and 

passing personal data over the Internet. There is a disparity between the number of 

consumers who visit a site and the number of actual purchases being made (Shim et 

al., 2001; Changchit,2006). 
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Online shopping (or e-tail from electronic retail or e-shopping) is a form of e-

commerce which allows consumers to directly buy goods and services over the 

internet through a virtual shop.Some of the leading online stores currently in India 

are Amazon, Flipkart, Snapdeal, Homeshop18, Myntra etc. Retail is a process of 

selling goods and services to customers through multiple channel of distribution. 

Retail stores may be small or big but they mostly operate in the same line as 

“purchasing to sale”. Retail form of business is as old as civilization and is the most 

basic form of business.Types of Retail Stores are like- Departmental Stores - A 

department store is a retail store which offers wide range of products to the end-

users under one roof. In a department store, the consumers can get almost all the 

products they aspire to shop at one place only Discount Stores - Discount stores also 

offer a huge range of products to the end-users but at a discounted rate. The discount 

stores generally offer a limited range and the quality in certain cases might be a little 

inferior as compared to the department stores. Supermarket - A retail store which 

generally sells food products and household items, properly placed and arranged in 

specific departments is called a supermarket. A supermarket is an advanced form of 

the small grocery stores and caters to the household needs of the consumer. Mom 

and Pop Store (also called Kirana Store in India) - Mom and Pop stores are the small 

stores run by individuals in the nearby locality to cater to daily needs of the 

consumers staying in the vicinity. They offer selected items and are not at all 

organized. 

 

1.1Review of literature    

The studies on consumer‟s perception on online shopping and other rented topic in 

the Indian context are limited as the online shopping has entered into the market 

only a few years only. The literatures so far reviewed relates to the studies conducted 

outside India especially in the United States where the online shopping is a big hit. 

As taken the case of Indian scenario where the online shopping has just entered into 

the market and already it has climbing the ladder. Though there are certain literature 

reviews by the context of Indian consumers.  
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Benedict et al (2001) study reveals that perceptions toward online shopping and 

intention to shop online are not only affected by ease of use, usefulness, and 

enjoyment, but also by exogenous factors like consumer traits, situational factors, 

product characteristics, previous online shopping experiences, and trust in online 

shopping. 

A Commerce Net/Nielson Media Research Survey found out that 73% users used 

the Net to window shop, 53% used the Net to make purchase decision, but only 15% 

bought online. 

According to a NFO Interactive (1999) study released in May 1999 by online 

market research firm NFO Interactive, 24.1% of online consumers believe that their 

internet/online shopping use will decrease the amount they spend on products and 

services at walk-in type neighbor hood or regional retail stores, by the end of 

1999.The survey also found that 23.8 % of online shoppers said their internet/online 

purchasing has increased to the total amount of money they have typically spent in a 

year or products & services. 

An OFT Market Study (2007) study establishes the scale and growth of internet 

shopping is impressive. In 2005, the most recent year for which reliable figures are 

available, sales to households were over £21bn – a fourfold increase during the 

previous three years. It is benefiting millions of people and thousands of businesses. 

Over 20 million UK adults shopped online in 2005, with 56 per cent of internet 

shoppers we surveyed having spent over £500 each during the year. In the same 

year, an estimated 62,000 UK businesses were selling online to households. We 

found that people shopped online because they find it convenient, it increases their 

choice and helps them to hunt for lower prices. Retailers sell online to reach more 

customers, to sell around the clock and in reaction to competition from rivals. 

1.2 Objectives of study  

The research has been conducted with the following objectives:  

· To study the effect on profitability of retail stores due to the advent of e-stores  

· To analyze the effect upon pricing patterns of retail stores in recent times  

· To analyze the change in business pattern to achieve customer satisfaction.  
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1.3 Methodology of study  

The research methodology comprises of the sources of data, methods adopted to 

collect such data, sampling techniques, statistical tools for analysis, data 

interpretation etc. Sources Of Data- The data for the study have been collected from 

primary sources. Primary data have been collected through- Direct Personal 

Interview method where interview took place with the owners of different retail 

stores. Investigation through schedules at the various units for appropriate 

information. Universe Of The Study- The universe consists of all the retailers 

situated in the Guwahati city from which a 50 retailers are selected at random for the 

purpose of the study. Sample Size And Sample Unit- For the study a sample of 50 

retail stores has been selected on the basis of convenient sampling for the purpose of 

the research. Sampling Techniques- For the study convenient sampling technique 

method has been applied on the basis of suitability for the availability of information 

and which has a substantial share in the market so as to give more accurate picture of 

the impact of online shopping. Data Collection Techniques- The data for the study 

has been collected through applying the following techniques: Direct Personal 

Interview and Investigation through schedules Data Representation Tools- The data 

collected are classified, tabulated and represented through chart and bar diagram.  

1.4Importance of the study  

This study is very much relevant to present times as this will make awareness about 

the impact of e-stores upon retail stores. The sudden surge in online shopping and 

customers have adjusted to it to a greater extent which it a real cause of concern for 

the thousands of retailers who have a small shop offering a small variety of products 

which are their source of livelihood. This study wants to unravel the real scenario 

and also look into the threat that looms over the various small scale retailers. In this 

study an attempt has been made so that retailers are aware of the upcoming that is 

expected to loom over their business in the near future so that they can appropriate 

arrangements to face such challenges. Dynamism stands the base of the current 

scenario 
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and as a result of that anything that remains stagnant will be surpassed by others. It‟s 

time the retailers start thinking deep into this aspect and come up with better and 

advanced strategies.  

1.5 Periodicity of the study  

· The study has been conducted over a period of 3 months from January, 2015 to 

March, 2015.  

· For certain historic based data it covers a period of three years from 2011 to 2014.  

· However, the impact factor has been taken from data based on examination of 

retailers over a long period of time.  

1.6 Limitations of the study 

In spite of all sincere efforts, the study is not foolproof in nature. It suffers from 

variety of limitations due to the following reasons:  

· The study is limited to Guwahati city only.  

· Besides that, the detailed study has been conducted taking on 50 retail stores based 

upon convenient sampling.  

· Data pertaining to the study has been collected for a period of only 3years.  

· Time is also a limiting factor as the study is conducted in a very short span of time.  

II. PRESENTATION OF DATA, ANALYSIS AND INTERPRETATION OF 

DATA  

Retail stores generally operated in the traditional lines of business except a few 

superstores that brought in certain modification in their business patterns, but the 

advent of online shopping in recent times has put an upon them because they had 

been losing on several ground. The study has been made on several grounds to 

understand the aspects of impact upon the business of various retailers that to some 

extent has led to a change in their strategies. 

 

2.1 Presentation of data  

Table: Table showing the analysis of the various aspects of the impact of online 

shopping upon retail trade 
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List of questions: Yes No 

Has there been any decrease  in average turnover in 

the past three years 
80 20 

Is there any decrease in profit margin? 96 4 

Have you made any increase indiscount rates offered 

to customer in recent times? 
74 26 

Do customers ask for discount before making 

purchases? 
90 10 

Do you keep more variety of stock at your store 

now-a-days? 
10 90 

Do you provide after sale services of personalized 

nature to your customers? 
72 28 

Do you advertise about you enterprise? 54 46 

Do you provide home delivery services to your 

customers? 
24 76 

Is there an increase in window shopping in recent 

times? 
80 20 

 

2.2 Interpretation of the table  

The table highlights that there has been a decrease in turnover in most of the 

enterprises with a figure as high as 90%. Most of the retailers has also agreed to a 

decrease in their profit margin in recent years as more discounts are been given by 

them to the customers in order to ensure a higher amount of sales. More customers 

are seen to as for discount in recent times. Retailers‟ now-a-days try to maintain a 

good variety of stock and also provide various types of customer oriented services in 

order to attain and retain customers. An alarming signal is the increase in window 

shopping which explains that prospective consumers do not turn into actual 

consumers. Diagram: Diagram showing the analysis of the various aspects of the 

impact of online shopping upon retail trade  

2.3Analysis and Interpretation 

Turnover: Retailers over a period of three years under study has noticed a 

considerable decline in their turnover as compared to years back. Some has reported 

if not decline but stagnancy in their growth which is a warning signal for the 

enterprise. Profit margin: Online shops has brought in a price war in the market and 
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the main sufferers of this price war are the retailers. In order to survive, most of 

these retailers too has made an attempt to lower their prices but considering their 

high cost of operation these reatilers has to sacrifice on their margin. Discount: The 

retailers are at an alarming rate increasing their discounts in order to stand with the 

online stores who woes the customers with unbelievable discounts. Although the 

retailers cannot compete with the online stores in terms of discount but it has to 

lower its prices to a relative extent to survive the market. Variety of stocks: Online 

stores maintain a wide variety of stocks and retailers fail in this context to the e-

stores by a wide margin but most of the retailers as found by the survey has no 

inclination to compete with the online stores in this regard. The defeat is accepted. 

Retailers cannot maintain a large stock as that might have a negative impact of 

unsold stock at the end of the year which in turn might bring in huge loses to the 

concern. Customer services: More and more retailers are now opting for customer 

services to build upon a loyalty. Repair and maintenance to installation and 

insurance, retailers are leaving no stones unturned to specialize in areas in which 

online shops fail. Retailers are now starting up with home delivery services in the 

same line of the online shops. Also after sale services are provided with a smile. 

Window shopping: There has been a trend in recent years for customers to browse 

the products in a physical store and buy it from an online store at a reduced price. 

Retailers now have more prospective customers than actual ones. Advertisement: 

The retailers now-a-days are more involved in advertisement campaign than ever 

before in order to increase their sales. Retailers leave no occasions to take advantage 

of the situation to advertise their firm. The table and the diagram highlight the fact 

about all these aspects and it shows that there is a negative trend on all these aspects 

with regard to the retailers. 

III. FINDINGS, SUGGESTIONS AND CONCLUSIONS  

3.1 Findings E-commerce is consistently taking up a larger proportion of consumer 

time and spending. There are several driving factors for consumers to shop online 

with price, convenience in shopping and wide range of available products being the 

primary. The major findings of the study are as follows:  
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a. Turnover and profit margin of the retailers has considerably decreased in the past 

few years.  

b. Retail stores are now-a-days more engaged in services related to customer 

satisfaction.  

c. Although the retailers are not able to keep a wide variety in their stock, they 

attempt to keep the best of them so as to affect more sales.  

d. Customers are seen to make window shopping at an alarming higher rate to have a 

physical look at the product and buy that product online at a reduced rate.  

e. Retail stores are now starting up with home delivery services of their various 

products at the door step of their customers.  

f. The consumers become more comfortable with the experience of purchasing 

online with the convenience and product range become relatively more important as 

a deciding factor for shopping online.  

3.2 Suggestions Retailers have to change their attitude towards the market. Today‟s 

is a consumer market and as a result the priority is the consumer satisfaction. The 

firm has to be in the good books of the consumer. Better quality products, fair price 

and friendly after-sale services are the basic areas in which the business has to 

concentrate to a remarkable extent. Additional services should be provided to the 

consumers to woe them and build upon a loyalty which in turn would ensure a stable 

sales in the years to come.  

3.3 Conclusion The face of retail has changed. The advent of technology in recent 

period being the primary reason for it.Today, retailing means going into shopping 

centers, going online and going mobile. In all these, small retailers miss out 

somewhere. But the nearby store is always the most important concern for all reason 

and seasons. It needs to revive not just survive. The retail stores needs to simply 

uplift its pattern of business and face the competitive world with a more positive 

outlook. E-stores and retail stores both have to survive, none at the cost of the other. 

It‟s not just about the livelihood it gives to the thousands of people but also the 

convenience and the steadfastness of a fixed retail store. 

 



            

 

  82 
 

www.aarhat.com 

OCT - NOV 2017 

References 

Ali, Pervaiz; Sankaran, Sudha, “Online Shopping Customer Satisfaction and Loyalty 

in Norway”, Published by 

LAP Lambert Academic Publishing (2011) 

Chen, Q., Clifford, S.J. and Wells, W., “Attitude Toward the Site: New 

Information”, Journal of Advertising 

Research, Vol. 42, No. 2: 33-45, 2000. 

Chuleeporn Changchit, “Consumer Perceptions Of Online Shopping”, Issues in 

Information Systems, Volume 

VII, No. 2, 2006 pp.177-181. 

Gurinder S Shergill,Zhaobin Chen, “Web based Shopping:Consumers‟ Attitudes 

towards online shopping in New 

Zealand”,Journal of Electronic Commerce Research,Vol. 6,No. 2,2005,pp. 80 

Guo Jun,Noor Ismawati Jaafar, “A study on consumers Attitude towards Online 

Shopping in 

China”,International Journal Of Business and Social Science,Vol. 2 No. 22,Dec 

2011,pp. 122-123 

Kodandarama Setty, CMD of Vivek Ltd,Deccan Chronical,29 jan, 2013 

K.Vaitheesewaran,CEO of Indiaplaza.com,Deccan Chronical,29 jan, 2013 

Maximilian Teltzrow,Bertolt Meyer,Hans-Joachim Lenz, “Multi Channel Consumer 

Perceptions”,Journal of 

Electronic Commerce Research,Vol. 8 No 1,2007,pp 19 

Peterson, R.A., Balasubramanian, S. and Bronnenberg, B. J., “Exploring the 

implications of the Internet for 

consumer marketing”, Journal of the Academy of Marketing Science, Vol. 25, No. 

4: 329-346, 1997. 

Philip Kotler „Winning on the Web‟, Web Metrics paper, 2002 

Richard Gay, Allen Charlesworth, and Rita Esen , “Online marketing - a customer – 

led approach”, Oxford 

University Press Inc, New York, 2007,pp.16 



              

83 
 

Aarhat Multidisciplinary International Education Research Journal (AMIERJ) 
 A Peer Reviewed Multidisciplinary Journal          UGC Approved Journal No 48178, 48818 

      EduIndex Impact Factor 5.18                                                              ISSN 2278-5655 

Vol VI Special Issues No. I 

Shim, S., Eastlick, M. E., Lotz, S. L., & Warrington, P. (2001). An online pre-

purchase intentions model: The 

role of intention to search. Journal of Retailing, 77(3), 397-216. 1. 

Tonita Perea y Monsuwe´, Benedict G.C. Dellaert and Ko de Ruyter “What drives 

consumers to shop Online? A 

literature review”,International Journal of Service Industry Management,Vol. 15 

No.1,2004,pp.102 

Vaggelis Saprikis, Adamantia Chouliara and Maro Vlachopoulou, “Perceptions 

towards Online 

Shopping:Analyzing the Greek University Students‟ Attitude”, IBIMA Publishing 

Communications of the 

IBIMA, Vol. 2010 (2010), Article ID 854516,pp. 2 

Zia Ul Haq, “Perception Towards Online Shopping:An empirical Study Of Indian 

Consumers”,Abhinav 

Natwww.abhinavjournal.com, ional Monthly Refereed Journal of Research in 

Commerce And Management Vol 1 Issue 9,ISSN 2277-1166.  

 


