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ABSTRACT

India is a developing Country. It has a very hugfait market. India’s economic development is dejpgmon the
retail sector especially unorganized retail sedimw-a-days the share of India’s organized regibmly 8% remaining
92% is unorganized retail. The government policiégered more growth to organized retail. By thiswill be
grow up to 20% approximately after 5 years. It wik create some positive and also negative impactghe

small retailers. So, this study describe abouvteus impact and also some features and facttzoall retailers.
KEYWORDS: Multinational Retailers, Government Policies, ANOWAhalysis
INTRODUCTION

India is one of the fastest growing retail destovain the world and still it is growing rapidly dag the last one
decade. This upturn is due to the growing poputatmarticularly young people. India’s large andidsg middle class of
75 million households or 300 million individuals mtgproducts that are value-driven. The country’® Bdillion people
under the age of 25 have access to more moneyasaadditionally resulted in independence, aspinatand a demand
for products (FICCPWC, 2013). The younger generation expect many innovationheir life, among them a renewed

retail atmosphere. By this aspect this study deesrihe impact of supermarket on unorganized retail
Indian Retail Background

The growing aspirations of Indian buyers paved way for faster growth in the organized retail irdim
Presently, Indian organized retail constitutes 8 gent of the total retail market and it is growinguch faster than
traditional retail. It is expected to gain a higlbare in the growing pie of the retail marketridih. Various estimates put
the share of organized retail as 20 per cent by) Z02loitte, 2013). The recent wave of reforms g Government to
incentivize Foreign Direct Investment (FDI) in v@us sectors is bringing a new zeal to the investrolémate in India.
The Indian Government has now notified 51 per &&itin multi-brand retail. However, prior to thetgnof multinational
retailers such as Walmart, Tesco and the like, madian corporate Giants such as Reliance, TATAlaBand the like
have established their retail outlets in the evesgk and corner in all the Tier | Cities and in manf the Tier Il Cities.
In this juncture the success of multinational fetai would be a big question among the stiff cortipet from their
Indian counterparts and the also the outcome oGtineernment policy on allowing the FDI in multi-Inc retail may not

be much predicted as debated by many economists.

The size of India's retail market was estimatedU&$ 435 billion in 2010. Of this, US$ 414 billion

(95% of the market) was traditional retail and WR$billion (5% of the market) was organized retaitlia's retail market

Impact Factor(JCC): 1.3423 - This article can be denloaded from www.impactjournals.us |




| 38 A. Hamil & Ed. Priydharshini |

is expected to grow at 7% over the next 10 yeaes;hing a size of US$ 850 billion by 2020. But Tmaditional retail is
expected to grow at 5% and reach a size of US$ 6liOn (76%), while organized retail is expectedl grow at
25% and reach a size of US$ 200 billion by 202@iéin Retail Report, 2013). The growing trend ofamiged retail is
much debated but the other side which is not tééediscussion is the unorganized retail which tibmies the 92 per cent
of Indian retail trade. Government and media aceisahe organized retail sector which could offellyoThus this paper
closely examines the implications of organizediretither in the form of Supermarkets or hyper ansthe unorganized

Retailers.
Conceptual View on Organized and Unorganized Retail

Retailing can be said to be the interface betwbenptoducer and the individual consumer buyingpersonal
consumption. This excludes direct interface betwbemmanufacturer and institutional buyers sucthaggovernment and
other bulk customers retailing is the last linkttb@nnects the individual consumer with the manwfidéeg and distribution
chain. A retailer is involved in the act of sellingoods to the individual consumer at a margin obfipr
In 2004, the High Court of Delhi defined the temratail’ as a sale for final consumption in contrast sale for further

sale or processing (i.e. wholesale).

Organized retailing refers to trading activitieslartaken by licensed retailers, that is, those arearegistered for
sales tax, income tax, etc. These include the catpdacked hypermarkets and retail chains, amdthésprivately owned
large retail businesses. Unorganized retailingthan other hand, refers to the traditional formdtdomv-cost retailing,
for example, the local kirana shops, owner manremel stores, paan/beedi shops, convenience ,staed cart and

pavement vendors, etc.
Review of Previous Studies

The organized retail is popular in most of the pe@n Countries and United States of America. Towgept was
yet to gain momentum. However, in the last one ded¢he organized retail could grab many Asian Qiesexcept India.
While analyzing the impact of organized retail be global level it was identified that in Koreahevas an increase in

sales volume and technological advancement (Kim, Rd90).

The sales impact on small shops is likely to bersified and earnings will keep falling due to tirewth of
organized retail malls (Anuradha Kalhan, 2005). EtolGuruswamy et al (2005, 2006, 2007) emphasizediaingers of
the FDI in India’s Retail Sector. They identifidoat Indian retail requires more investment wherdders are open for
organized retail through Foreign Direct Investmantwill create an adverse impact on unorganizetileys, Indian
employment and on Indian manufacturers. In twoeddht studies Mathew Joseph, et al (May 2008 apte8der 2008)
of Indian Government Think tank ICRIER provided thiew that even though there is an impact of orgahiretail on

unorganized retail, if organized retail does nawvgrthe unorganized sector will not be able to hatitk surging demand.

Kiranas have major disadvantages on all customer peraep@mres except location. Thus there is more
possibility for the customers to shift to organizedail formats this was the view of Paromita Goswat al (2009).
Traditional retailers have suffered a decline iesafter the entry of retail chains (Sukhpal arddsh, 2010). The need of
the hour is to reengineer the operations of Kirsizaies otherwise the big giants will leave no spacehem to grow.

If the Kirana stores improve their functioning ahe area of operation be specified by the govertrtiem there will be

win-win situation for both the parties (Rani, 2013)
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OBJECTIVES OF THE STUDY

* To know the presence of negative impact of Supétetaron small retailers in terms of reduction itesa

profit volume and customer base
* To identify the positive impact of Supermarketssomall retailers
» To analyze the reasons for the negative impaatpésnarket on unorganized retailers

METHODOLOGY

Primary data have been collected from 115 unorganRetailers like grocery shops, Kirana Store,yPsibps,
Vegetable Vendors, Hawkers and the like in TiruaklWunicipal Corporation Area, an urban area sidaat the south
Tamil Nadu. The 115 respondents were randomly teleasing random sampling technique. Data weresci@tl during
the period in between January 2014 and March 20héd.researcher used a detailed interview schedtle.secondary
data is collected from the web, books and journalagazines, newspapers, and various web sitesstBtdt package
SPSS has been used to analyze the data. Statistidalsuch as Weighted Average, Paired Samplst tated One-way

ANOVA were applied. Garrett Ranking Technique hasrbused to know the important reason for reductf@ales.

Analysis by Various Tools

Table 1: Type of Persons Assisting in the Conductf &hop

Sl. No. Person Frequency |Percent
1. Family Members 46 40.0
2. Both 36 31.3
3. Paid Servant 33 28.7

Total 115 100.0

SourcePrimary Data

In the study, there are 40 percent of the retailest are running with the help of family memberghaf owner.
31.3 percent of the retail stores are running Withhelp of both paid servants and family membads28.7 percent retail
stores are running with the assistance of paidasgsy It is inferred from the above that majorifytttee unorganized retail
stores in Tirunelveli are assisted by family mersber

Table 2: Status of Workers Employed in the Conducbf Unorganized
Retalil Stores before and after Commencing Supermasits

Sl. No. Status No. of Workers | No. of Stores| Mean Workers / Percentage
1. Before commencing supermarkets 236 69 3.42
2. After commencing supermarkets 146 69 2.12
Change -90 69 -1.30 (38.14 Percent)

Source:Computed primary Data

The above table reveals that the average numbsoidfers employed before the establishment of arsogdket
is 4 (3.42) and after establishing a supermarlettrerage number of workers are 3 (2.12). Thergfmra whole there is a

reduction in workforce. In the case of change mworkforce there exists 38.14 percent reductionarkforce.

It is inferred from the above analysis that after €stablishment of supermarket, there is a remtucti workforce
in the unorganized retail stores. The inabilityetoploy more workers reveals the reduced finand¢iahgth of the retail

stores. Thus supermarkets paved the way for weaggghe financial strength of unorganized retaitesscand thereby lead
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to the reduction of workforce. Moreover, establigitnof supermarkets might have contributed someeshaaggravating
the unemployment problem in the region, as we caexypect all the employees who lost their job mighitre-employed at
such supermarkets. In order to test the impactipésmarkets on the workforce Paired t-test has beefied and in this

connection the following null hypothesis formulated

Ho01 —There is no significant difference between the nemtf workers working in unorganized retail stores

before and after commencing supermarkets

Table 3: Paired Samples Test on the Status of Wortsfce in Unorganized Retail Stores

: Paired Sig.
Status of Workers Mean Difference t-Test Difference Df (2-Tailed)

-1.304 -12.815 68| .000

Employees working after supermarket commence
Employees worked before supermarket commen
Source: Computed Data

We can conclude from the above that there is #sstatlly significant difference between the meammter of
workers working after and before commencing a supeket near to unorganized retail stores. SincePaired Samples
Statistics box revealed that the Mean number ofkersr after the commencement of supermarkets wastihes the
Mean number of workers before the commencement uplersnarkets, we can conclude that commencement of
supermarkets significantly reduced workforce inngiamized retail stores.

Table 4: Involvement of Family Members in the Condat of Unorganized
Retail Stores before and after Commencing Supermasits

No. of Family| No. of Mean Workers /
=l e SIEIE Members Stores Percentage
1. |Before commencing supermarkets 102 82 1.24
2. | After commencing supermarkets 130 82 1.58
Change 28 82 0.34 (27.45 Percent

Source: Computed primary Data

Table 4 shows that average number of family memlevslved before commencing supermarkets was
1.24 and after the commencement of supermarketavibiage family members involved in the conduatetdil stores is
1.58. In short there exists a slight increase enrtbmber of family members involved in the retéilrss. The analysis on
change shows that there is an increase of 27.4%=pein the involvement of the family members isistsince of running
shops after commencement of supermarkets. In daldest the impact of supermarkets leading to wmwient of

family members Paired t-test has been applied mtiis connection the following null hypothesisrfarated.

Ho02 — There is no significant difference between iaenber of family members involved in the condutt o

unorganized retail stores before and after commegrsiipermarkets

Table 5: Paired Samples Test on the Status of FapiMembers Engaged in the Conduct Retail Stores

. : Paired Sig.
Status of Family Members Involved |Mean Difference t-Test Difference Df (2-Tailed)
After the commencement of supermarke 341 6.481 81 000
Before the commencement of supermar

Source: Computed Data

We can conclude from the above that there is &8tatlly significant difference between the meanmber of
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family members involved in the conduct of the Hettbres after and before commencing a supermaBiete our
Paired Samples Statistics box revealed that thenmMeaber of family engaged after the commencemestijpermarkets
was more than the Mean number of family membersrbethe commencement of supermarkets, we can achat

commencement of supermarkets significantly infleehthe unorganized retailers to involve more famigmbers in the

conduct

of their shops after the commencement péisnarkets.

Table 6: Degree of Impact on the Employment in Unaganized Retail Stores

Sl. No.| Status of Workers Frequency |Percent
1 Increase in workers 0 0
2 Decrease in workers 60 87.0
3 No change in work forc 9 13.0
Total 69 100.0

Source: Computed Data

The above table shows, 60 stores have decreaseoikers after the commencement of supermarket and

no change in the workers are 9 stores. But theme iacrease in the workers.

Reason for the Decrease in Workforce in UnorganizeRetail Stores

Hq03 — There is no significant difference betweenitetores having 10 and less than 10 years ofreequee and

more than 10 years of experience on the opiniomasious reasons for reduction of workforce

Table 7: Status of Workers in Unorganized Retail Sires

S| Experience in Years F-Test
NO‘ Reason for Reduction in Workforce 10 and Less| More Total | Results
' than 10 | than 10
1 | No. one is ready to undertake the job 1.6 3.5 72827.157*
2 | I cannot afford for their expected salary 2.6 3.6 3.27 5.930*
3 | I cannot offer other benefits things like PF, BS& so on 5 4.3 453 18.575
4 Employees notion of getting better status whilekiray 29 395 29 6.949*
in supermarkets so they do not prefer our shop
5 | Due to decline in sales and profit 4 3.6 3./3 832.0
6 | In order to reduce the expenditure 3.7 2.1 21633.1®*
Intention of workers to remain idle due to availiypiof "
! free and subsidized ration through ration shop 1.6 2.45 217 7.100
* Significant at 5 percent level

Source: Computed primary Data

important reason for reduction in workforce is thability to offer benefits like PF, ESI and thidias their mean score is
4.53. The second major reason for reduction of feocle in the opinion of retailers is decline inesalnd profit which

secured the mean score of 3.73 and the third impbreason is inability to provide better salarpjck scored 3.27 as its

The above table shows the various reasons for tieduaf workforce. In the opinion of the unorgardzestailers

mean score. In the opinion of the respondents oda=ons for reduction do not get much weightage.

important reason for reduction of workforce amorg tshops with 10 and less than 10 years and shaips w
more than 10 years of experience is the inabiliy offer benefits like PF, ESI and the like and exdtjve

mean score is 5 and 4.53. The second importanbmefs reduction of workforce among the both tyderetailers is

While analyzing the reduction of workforce from theint of view of experience of workers, it is idiéied that

decline sales and profit and their respective nseare is 4 and 3.6.
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The opinion on reduction of workforce may differtlween the retailer with 10 and less than 10 yedrs o
experience and more than 10 years of experiencardier to know the difference in opinion and tontify the reason on
which both categories of retailers have same opjriine-way ANOVA analysis made. The following nuwyipothesis has

been formulated in this connection and the resultggiven the table 7.

In the analysis among seven reasons F-test resates significant on 6 reasons except on declingales and
profit. This analysis shows that opinion of retesleliffer on all reasons except reduction in salés. can infer from the
mean score and the F-test analysis that declisal@s and profit are the reasons for reductionarkferce.

Table 8: Socio Economic Profile of the Customers d@he Unorganized
Retall Stores before and after Commencing Supermasits

Sl. Class Before After
No. Frequency | Percentage| Frequency | Percentage
1 Upper class 0 0 0 0
2 Middle Class 36 31.3 28 24.3
3 Lower Class 22 19.1 63 54.8
4 Mixed 57 49.6 24 20.9
Total 115 100.0 115 100.0

Source:Primary Data

Table 8 exhibits that before commencing supermankear to unorganized retail stores 49.6 percectistbmers
in unorganized retail stores are mixed class otorners, 31.3 percent of customers are middle atastomers and
19.1 percent of customers are lower class customddtsr commencing supermarkets 54.8 percent otocners are
lower class customers, 24.3 percent of customersnaddle class customers and 20.9 percent of cestoare mixed class
customers. It is inferred from the above that & dpinion of the unorganized retailers upper chaggers never patronize
the unorganized retail stores. It is also found thare exists a shift of customer base from middéss segment to
lower class segment of customers in unorganizedll retiores. In short in Tirunelveli in majority dfie unorganized
retail stores there is shift of segment of cust@migom middle class to lower class after the conueerent of

supermarkets.
Table 9: Average Buyer Patronage in Unorganized Rail Stores in Week Days
before and after Commencing Supermarkets

Sl. Customers Before After

No. Frequency | Percentage | Frequency | Percentage
1 | 25 and Less than 25 customers 6 5.2 31 27.0
2 | 26-50 customers 52 45.2 59 51.3
3 | 51-75 customers 15 13.0 4 3.5
4 | 76-100 customers 9 7.8 2 1.7
5 | Above 100 customers 33 28.7 19 16.5

Total 115 100.0 115 100.0

Source:Primary Data

The above table represents the average customeonpgé in unorganized Retail stores in weekdays
i.e. Monday to Friday. The table is classified hg tispect of before and after commencing the swgpken By this data
before commencing of supermarket, there are 45r2epe of the unorganized retailers are facing aerage of
26-50 customers in the week days. And also 33 wmizgd retailers out of the 115 retailers are réogi

Above 100 customers in the week days.
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By this data after commencing of supermarket, tla@ee51.3 percent of the unorganized retaileraniag an
average of 26-50 customers in the week days. Asd 2l unorganized retailers out of the 115 rewile receiving
25 and less than 25 customers in the week daysulaihg average of the customers, the small er&ilare
facing 66 customers per day in weekdays before acameement of supermarkets. But after the commendetineaverage
customers became decline from 66 to 46 i.e. 2@ataction in the customer base. It is concludethftbe above that in
Tirunelveli the quantum of patronage of unorganizethil stores has considerably reduced duringvikek days.
It is evident that patronage of more number of bsiyauring the week days has mostly reduced to 26ts@omers
per day. In short, there is a reduction of buyergueage during the week days in unorganized rstaiks.

Table 10: Average Buyer Patronage in Unorganized Rail Stores in Sundays and
Holidays before and after Commencing Supermarkets

Before After
Sl. No| Customer

Frequency | Percentage| Frequency | Percentage
1 25 and Less than 25 customers 17 14.8 42 36.b
2 26-50 customers 25 21.7 30 26.1
3 51-75 customers 30 26.1 20 17.4
4 76-100 customers 20 17.4 14 12.2
5 Above 100 customers 23 20.0 9 7.8

Total 115 100.0 115 100.0

SourcePrimary Data

The above table represents the average customeonpgé in unorganized Retail stores in week end
i.e. Sunday, Saturday and holidays also. The ta&blelassified by the aspect of before and after menting the

supermarket.

By this data before commencing of supermarketetlaee 26.1 percent of the unorganized retailerdamiag an
average of 51-75 customers in the week end. And 2%s unorganized retailers out of the 115 retaibmes receiving

above 26-50 customers in the week end

By this data after commencing of supermarket, tla@ee36.5 percent of the unorganized retailersaniag an
average of 25 and less than 25 in the week end.afsw 30 unorganized retailers out of the 115 leriare receiving

above 26-50 customers in the week end.

In order to know the average number of buyer pagenon Sundays or holidays, weighted average masn h
been used. The mean score revealed that before eoomg a supermarket near to unorganized retaibston an
average 65 buyers were visiting unorganized retailes per day during Sundays or holidays. But #ftecommencement
of supermarkets the weighted average score hameedcb 45 i.e. there is a reduction of 20 custemer 30.77 percent of
buyers stopped patronage of supermarkets. It camebealed from the above that due to the commencerg
supermarkets near to unorganized retail in Tiruglelthere is a reduction of buyer patronage leadmgeduction of

sales volume and ultimately reduction of profit.

The collected data further screened and data haem lanalyzed from the angle of ‘No change in buyer
patronage’ and ‘decrease in buyer patronage’ duliagsundays and holidays after commencing sup&atgarThe results

are revealed as under.
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Table 11: Impact of Supermarkets on Unorganized Reil Stores in Terms of Changes in
Customer Base during Sundays and Holidays

Sl. No. Impact Frequency | Percentage

1 No change in Customer base 54 47.0

2 Decrease in Customer base 61 53.0
Total 115 100.0

Source: Computed Primary Data

This table shows that the changes in the custoateomage in the week end. 53 percent of the unargdmetail
shop facing the reduction of customer patronagélpro by the commencement of supermarkets. It catkelleced from
the above majority of unorganized retailers areghef opinion that during Sundays and holidays tligra reduction of
buyer patronage. It is further concluded that sitheesales level normally higher during holidaysSoindays for traders,
the reduction of customer base during the Sundagishalidays has made a negative impact on unorgdmniztail stores
leading to reduction of sales and profit.

Table 12: Sales Turnover in Unorganized Retail Stas before and after Commencing Supermarkets

Before After
S| No. Sales

Frequency | Percentage | Frequency | Percentage
1 Less than Rs. 1,00,000 56 48.7 64 55.7
2 Rs. 1,00,001- Rs. 1,50,000 19 16.5 33 28.7
3 Rs. 1,50,001-Rs. 2,00,000 22 19.1 8 7.5
4 Rs. 2,00,001-Rs. 2,50,000 8 7.0 6 5.2
5 Above Rs. 2,50,000 10 8.7 4 3.5

Total 115 100.0 115 100.0

Source: Primary Data

The above table represents the approximate salesarganized Retail stores in a month. The tabldassified
by the aspect of before and after commencing tpersoarket.

By this data before commencing of supermarketetlage 48.7 percent of the unorganized retailerbaveng an
approximate sales turnover of less than Rs. 1,000i8 a month. And also 19.1 percent of unorganizsdilers are
having Rs. 1, 50,001- Rs. 2, 00,000 sales turnover.

By this data after commencing of supermarket, treree 55.7 percent of unorganized retailers arenigaein
approximate sales turnover of less than Rs. 1,000i® a month. And also 33 unorganized retailetsobthe 115 retailers
are having Rs. 1, 50,001- Rs. 2, 00,000 sales ¥emo

In order to know the monthly average sales turnaweighted average method has been adopted andbitrisl
that before commencement of supermarkets the moumtidrage sales of unorganized retail stores arelR82,826.
But after the commencement the average monthlys salmover has declined from Rs. 1, 32,826 to Rs041130
i.e. 28,696 is the reduced in the sales turnovés.21.6 percent decline in the monthly salesduen in unorganized retail
by commencement of supermarket.

It can be concluded from the above that a cleatemde of reduction of sales volume has occurresharganized
retail stores due to the commencement of superrsairke¢heir vicinity.
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Table 13: Approximate Monthly Profit in Unorganized Retail Stores before and

after Commencing Supermarkets

Sl. No. Profit Boivle Al
Frequency | Percentage | Frequency | Percentage
1 Less than Rs. 10,000 38 33.0 66 55.7
2 Rs. 10,000-Rs. 15,000 27 23.0 15 13.0
3 Rs. 15,001-Rs. 20,000 14 12.2 0 0.0
4 Rs. 20,001-Rs. 25,000 10 8.7 32 27.8
5 Above Rs. 25,000 26 22.6 4 3.5
Total 115 100.0 115 100.0

Source: Primary Data

Table 13 shows that before commencing a supermadgtto the unorganized retail stores 33 perderdtailers
earned a profit of less than Rs. 10,000, 23 peroérghops earned a monthly profit of in between R3001 and
Rs. 15,000; 12.2 percent of retailers earned a mhpmtrofit of in between Rs. 15,001 and Rs. 20,080; percent of
respondents earned an approximate monthly profiitnobetween Rs. 20,001 and Rs. 25,000 and 22.6eperaf
unorganized retail stores were able to earn atpobfabove Rs. 25,000. It is concluded that majooit the unorganized

retail stores were earning less than Rs. 15,000npeth.

After the commencement of supermarkets in the ificof unorganized retail stores, 55.7 percentrodrganized
retailer earned a monthly profit of less than R$€,000; 13 percent of respondents earned Rs. 10440
Rs. 15,000 per month as profit, 27.8 percent opardents earned a monthly profit of in between E%001 and
Rs. 25,000 and 3.5 percent of unorganized remikstearned a monthly profit of Above Rs. 25,00@s toncluded that
majority of the unorganized retail stores were meynless than Rs. 15,000 per month. Even thouglréeand
after commencing supermarkets majority of buyers éass than Rs. 10,000, percent of unorganizeddl itbres which

were earning higher profit before commencing supekets has declined considerably.

In order to have better idea the weighted aver npeafit has been calculated. It is found that thenthly profit
of the unorganized retailers, was Rs. 17,326 beforamencement of supermarkets. But after the cornement the
average monthly profit became decline from Rs. 26,® Rs. 13,152 i.e. Rs. 4,174 is the reductiothénsales turnover.

Itis 24.1 percent decline in the monthly profitunorganized retail due to the commencement ofrsuguiets.

It can be concluded from the above that unorganieggil stores in Tirunelveli have witnessed a it in

profit due to the commencement of supermarkets.

Table 14: Reduction in the Number of Customers Vising the
Retail Store after the Commencement of a Supermarke

Sl. No. | Response Frequency | Percent
1. Yes 87 75.7
2. No 28 24.3

Total 115 100.0

Source: Primary Data

The above table shows that the customers are rédafter the commencement of supermarkets neardreto
shop is more (75.7 percent) and rest 24.3 peraentadd not reduced. One can understand from tlwealhat in the
opinion of majority of unorganized retailers themher of buyers visiting their shops is getting il after the

commencement of supermarkets near to their stores.
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Table 15: Reduction of in Frequently Visiting Custaner Base

Sl. No| Response Frequency | Percent
1. Yes 97 84.3
2. No 18 15.7

Total 115 100.0

Source: Primary Data

In the above table, 84.3 percent respondents fe¢lrhost visiting customer base is reduced and férZent
respondents feel that the customers are not redodbeir shops. We can conclude from the aboveiththe opinion of
unorganized retailers due to the supermarkets tiseee reduction of frequently visiting buyers. Ither words loyal

customers relinquished their patronage.

Table 16: Resumption of Patronage by Departed Custoers

Sl. No | Response Frequency | Percent
1. Yes 68 70.1
2. No 29 29.9

Total 97 100.0

Source:Primary Data

In the above data, 70.1 percent respondents tatddigparted customers revisited the shops an@9Stpercent
respondents told they not revisited the shopss linieresting to note that in majority of unorgaadizretail stores the

departed loyal customers resumed their usual pagenThe below mentioned chart also explains this.

Table 17: Buying Frequency of Revisiting Customer

Sl. No.| The Customer Patronage| Frequency | Percent
1. Regular Purchase 27 39.7
2. Occasional Visit 25 36.8
3. Very rare visit 16 23.5

Total 68 100.0

Source: Primary Data

The above table clears that 39.7 percent of r@wsibuyers make regular visit to the unorganizedilrstores,
36.8 percent of revisiting buyers make occasiorst &nd 23.5 of revisiting buyers show a very raisit. The combined

result of occasionally visiting and very rarelyitiigy such buyers are 60.3 percent.

It can be deduced from the above that majorityhefdeparted buyers have not showed a renewed pgaorith
the unorganized retail stores. It can be assunadstith revisiting customers buy from the olderrganized retail stores

in order to fulfil their occasional need or daiptup need. The below mentioned chart also expthiss

Hq04 — There is no significant difference betweenamexperienced and lesser experienced unorganitatere

on the opinion of various reasons for the reductibsales

Table 18: Reason for the Reduction of Sales Volunigue to the Commencement of Supermarkets

Sl. Experience in Years F-Test :
No. Reasons 10 and Legs than 10 More than 10 Total Results Sig.
1. |Wide Door Delivery by the Supermarke 4.16 4.49 4.36 3.464 0.065
2. |Facility of Self Service 4.07 3.19 3.97 1.784 0.184
3. |Loyalty Card in Supermarkets 3.58 3.83 3.73 1.856 0.176
4. |Huge Inventory of Supermarkets 5 4.29 4.57 | 52.143 0.0
5. |Brand Value of Supermarkets 3.47 4.19 3.9 25.089 0.0
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Table 18: Contd.,

6 |Discount offers in Supermarkets 3.44 4.66 4.18 | 130.493| 0.0
7. | Size of the Supermarkets 3.87 4.44 4.22 | 33.723 0.0
8. |Usage of Technology by Supermarkets 3.09 4.17 3.75 | 49.292 0.0
9. | All under one roof 4.69 4.77 4.74 0.959 0.330
10. | Wide assortment in Supermarkets 3.76 4.24 4.05 | 19.767 0.0
11. | Strong Capital base of Supermarkets 4.47 4.46 4.46 0.005 0.945
12. | Parking facilities 3.8 4.44 4.19 | 26.390 0.0
13. | Attractive Display in Supermarkets 3.36 4.57 4.1 82.515 0.0
14. | Fresh stock in the supermarkets 2.67 1.47 1.94 | 35.821 0.0
15. | Ambience of Supermarkets 3.13 2.99 3.04 1.121 0.292
16. | Average 3.7689 4.0610 3.9467| 17.057 0.0

Source:Computed Primary Data

The above table shows the various reasons for tieduof sales. In the opinion of the unorganizethiters
important reason for reduction in sales is theeeal under one their mean score is 4.74. The skamgor reason for
reduction of sales in the opinion of retailers isgh inventory of supermarkets which secured thenmszore of
4.57 and the third important reason is strong ehgiase of supermarkets, which scored 4.46 as é@anmnscore.
And also the other reasons which are wide doowesji of supermarkets, size of the supermarketgodist offers of
supermarket, parking facilities and attractive @igpf supermarkets got scored above 4. In theiopiof the respondents

other reasons for reduction do not get much wegghta

While analyzing the reduction of sales, it is idfted that important reason for reduction of saesong the shops
with 10 and less than 10 years and shops with itiane 10 years of experience is the inability teptll products under
one roof like supermarkets respective mean sco#e6i@ and 4.77. The second important reason fanctezh of sales

among the both type of retailers can’t maintainéninyentory like supermarket their respective msaore is 5 and 4.29.

The opinion on reduction of sales may differ betwée retailer with 10 and less than 10 years pegence and
more than 10 years of experience. In order to ki difference in opinion and to identify the reasan which
both categories of retailers have same opinion,-Waye ANOVA analysis made. The results revealed thatformulated
hypothesis has been rejected on the reasons subhgasinventory of supermarkets, discount offersupermarkets,
size of the supermarkets, parking facilities artdaative display in supermarkets. In other wordsr¢his a significant
difference between the opinion of unorganized l&tsihaving less than 10 years of experience aré than 10 years of

experience on the above reasons.

The weighted average mean score and the F-statisistilts reveal that all under one roof, hugetabpase and

wide assortment in SKUs (stock keeping units) heeréason for the reduction of sales in unorganietadl stores.

Table 19: Extent of Loyal Customers

Before After
SI. No. Class
Frequency | Percentage Frequency | Percentage
1 Less than 25 % 6 5.2 6 5.2
2 [25-50% 56 48.7 99 86.1
3 |51-75% 22 19.1 10 8.7
4 |76 -100 31 27.0 6 52
Total 115 100.0 115 100.0

Source: Computed primary data
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It can be understood from the above that beforenventing a supermarket, 5.2 percent of unorganie&all r
stores have less than 25 percent of their custoawthe loyal customers, 48.7 percent of unorgdnietail stores have
25 - 50 percent of their customers as loyal custed®.1 percent of respondents have 51-75 peofeheir customers as

loyal customers; 27 percent of retail stores h&4 00 percent of their customer as their loyal aonmsrs.

It is inferred that majority of the unorganizedaiéstores have more than 50 percent of their coste as loyal
customers. After the commencement of supermark@tpércent unorganized retailers have less thapeP&ent of their
customers as the loyal customers, 86.1 percenmtariganized retail stores have 25 - 50 percentaif ttustomers as loyal
customers; 8.7 percent of respondents have 51+temeof their customers as loyal customers; 5r2gré of retail stores

have 76-100 percent of their customer as theitl loystomers.

It is inferred that majority of the unorganized aittstores have 25- 50 percent of their customeys a
loyal customers. It can be inferred from the abthag after the commencement of supermarkets tha lmystomer base

has reduced in unorganized retail stores.

Table 20: Quantum of Sales Volume in the Last Two &ars

Sl Class Before After

No. Frequency| Percentage| Frequency | Percentage

1 Increased 78 67.8 24 20.9

2 Decreased 0 0 68 59.1

3 Remained samg 37 32.2 23 20.0
Total 115 100.0 115 100.0

Source: Primary Data

It is clear from the above that before commenciogesmarkets, for 67.8 percent of retailers the ssalas
increasing and for 32.2 of re the sales was stdblies. concluded that there was an increasing trehdales before

commencing supermarkets in Tirunelveli.

After the commencement of supermarkets, for 201@qre of unorganized retailers the sales is inéngagor
59.1 percent of retailers the sales volume wadmegland for 20 percent of respondents the s&e®in stable. It can be

concluded that the sales volume during the lasty®ars is declining in Tirunelveli for the unorgaexl retailers.

Table 21: Hope for Business Growth in Future

Sl. No. | Response| Frequency | Percent
1. Yes 30 26.1
2. No 21 18.3

3. Unsure 64 55.7
Total 115 100.0

Source: Primary Data

From the above table, 55.7 percent respondentsragre about business’ grow in future, 26.1 pertadtthe
business may be grow in future and 18.3 respondelatshat the business will not grow in futurec#tn be inferred from

the above that in the views of majority of unorgaui retailers the future business growth is unsufiérunelveli.

Table 22: Decreased Sales Volume Only Due to the @mencement of a Supermarket

Sl. No. | Response| Frequency | Percent
1. Yes 96 83.5
2. No 19 16.5
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Table 22: Contd.,
| | Total | 115 | 100.0 |
Source: Primary Data

In the above table, 83.5 percent of respondentsedptihat the sales volume has reduced after theneoicement
of a supermarket near their shops and rest 16.6eperespondents told there is no supermarket tiearshops.

It is inferred from the above that in the opinidntlee unorganized retailers the volume of salesdeseased due to the

commencement of a supermarket.

Table 23: Extent of Decrease in Sales Volume

Sl. No. Decrease | Frequency | Percent
1. Less than 10 9 21 21.9
2. 10-25 % 54 56.3
3. 26 -50 % 14 14.6
4, Above 50 % 7 7.3

Total 96 100.0

Source: Primary Data

From the above table, 56.3 percent respondentsthaid their volume of decrease is 10 percent-2Equer
21.9 percent respondents told that their decreaseept is less than 10 percent, 14.6 percent regmis told
26 percent-50 percent and rest 7.3 percent resptsttdd above 50 percent decrease. It is conclficed the above that

the extent of decrease in sales volume is more2Bapercent. The following chart also explains.this

Reason for Decrease in Sales Due to Supermarkets

Table 24: Number of Responses on Ranks Scored oretReasons for Sales
Decreased Due to the Commencement of a Supermarkéear to the Shop

Sl. Ranks

No. Reason 1]2]3]4]5]6]7] 8| @
1 |Supermarkets are attractive than my shop BY13(8|14(13/ 0| O 96
2 | Only lesser varieties of commodities are kephinshop 2124126|8|8|0(9| 0 96
3 | My shop is very smaller than their shop Z|6|0/22/0[/ 0| 6 96
4 | We cannot provide door delivery facility 0 (6 |0 |28|10 O |57| 96
5 | We cannot sell commodities at lesser prices agpaoed to supermarkgt®d | 0 | 25(10/ 13|14/ 26| 8 | 96
6 Pgople think that buying commodities at a supergtagkves a sense of] olol 718l ol2538] 18| 96

pride so they preferred supermarkets than us
7 | We could not display all the commodities as ipesmarkets 8 150 (292018 6 | O 96
8 | The 'mega’ feeling of supermarkets attracts geopl 8| 0| 1910/19|16|17| 7 | 96
Total 96|96 96|96/ 96 |96/ 96 | 96

Source: Primary data

Table 25: Weighted Garrett Score and Garrett Rankn the Reasons for Sales Decreased
Due to the Commencement of a Supermarket Near to ¢hShop

Ranks Total
Sl. Weighted | Weighted
No. REEER 1 |2|3|4a|5]|6]| 7| 8] Garett | Average | R2™
Score
1 |Supermarkets are attractive than| -, | 955 70| 424| 658|520| 0 | 0 | 6054 | 63.0625 |
my shop
o |Only lesser varieties of 1680 | 16371560 424(376| 0 |297| 0 | 5969 | 62.17708 I
commodities are kept in my shop
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Table 25: Contd.,
r2000 2516360 0 |1034 O 0 | 120, 6030 62.8125 1]

My shop is very smaller than thei
shop

We cannot provide door delivery
facility

We cannot sell commodities at

5 |lesser prices as compared to 0 0 |1500530(611|560|858|160| 4219 43.94792 VI
supermarkets

People think that buying
commodities at a supermarket gi
a sense of pride so they preferre
supermarkets than us

We could not display all the
commodities as in supermarkets
The 'mega’ feeling of supermarkets
attracts people

Source: Computed Primary data

0 408/ 0 |1219 O | 400/ O (1140 3167 32.98958 VIl

0 0 | 420|424 0 |10001254 360| 3458 36.02083  VII

—

7 640 |1020 O [15371940|720|{198| O 5055 52.65625 v

8 640 0 | 1140530( 893| 640| 561| 140| 4544 47.33333 Vv

Majority respondents said that supermarkets anaciitte than their shops and so they ranked 1 ligs. t
Also they feel that their shop is smaller than supermarkets by ranking it'"2 They feel they can keep only lesser
varieties of commodities, so it got®@ank. They told that there is no way to display tae commodities as in
supermarkets. So they ranked it s 8hoppers feel that the customers are attractetiebynega feeling of supermarkets,
and so they ranked it as"5The shoppers told that they cannot sell comnesliit lesser prices as compared to
supermarkets, so it gof"&ank. Also, shoppers told that the customers thirgt buying commodities at a supermarket
gives a sense of pride so they preferred supertsatikan small retailers, so it gdf 7ank. Some shoppers told that they
cannot provide door delivery for customers so it §forank. It is concluded from the above that theaattve feature of
Supermarkets, size of Supermarkets and inabilityeep more varieties in unorganized retail storestlae major reason
for unorganized retailers.

Table 26: Any Change in the Weekly Holiday of the Bop after the
Commencement of a Supermarket Near to the Shop

Sl. No.| Response| Frequency | Percent
1. Yes 49 42.6
2. No 66 57.4

Total 115 100.0

Source: Primary Data

In the above data, 42.6 percent respondents tat ¢hange in the Weekly Holiday of the Shop after t
Commencement of a Supermarket near to the Shopsemtdc7.4 percent told there is no change. Mgjauit the
unorganized retail stores have not made any chandgke weekly holidays of the shops even afterctramencement of
Supermarkets.

Table 27: Change in the Commencing Time and Workindrours of the
Unorganized Retail Shops after the Commencement &upermarkets

Sl. No.| Response| Frequency | Percent
1. Yes 24 20.9
2. No 91 79.1

Total 115 100.0

Source: Primary Data
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From the above table, 79.1 percent respondentdisatidhere is no change in the Commencing timevesrdting
hours of the shop after the commencement of a ket near of the Shops and 20.9 percent saié ikea change.
It can be understood from the above table that ritajof the unorganized retail stores have madehenges in their store

opening time and the duration of working hours eafter the commencement of supermarket.

Hq05 — There is no significant difference betweenrganized retail stores having 10 and less thaneHdsyof

experience and the stores having more than 10 péapgperience on the introduction of various ctemig the business

Table 28: Changes in the Unorganized Retail Shopstar the Commencement of a Supermarkets

Sl. Changes Experience in Years Total F-Test

No. 10 and Less than 10 More than 10 Results

1. | Introduced Door Delivery facility 1.00 1.00 1.0D -

2. | Started to give price discount to customers 1.00 1.77 1.47 30.525

3. | More credit facility 1.58 1.6 1.59 0.019

4. | Increased variety of commodities 2.47 3.31 2.98 | 16.081*

5. | Enlarged the Shop 1.27 1.81 1.60 2.384

6. | Computerised billing introduced 1.00 1.34 1.21 .705*

7. | Neat pre-packing introduced 2.02 1.69 1.82 4490

8. | Uniform for the salesman 1.00 1.00 1.00 -

9. | Interior decoration for the shop 1.89 1.64 1.y4 2.025

10. | Made more advertisement 1.00 1.94 1.657 27.579*

11. | Neat display of commodities 2.78 2.9 2.85| 0.0254

12. | Shop kept open even on festival days 1.84 2.57 2.29 13.081*

13. | Find it difficult to get a worker 1.27 2.14 0.8 16.808*

14. | Workers quit job from the shop 1.4 1.97 1.75 658*
Average 1.53 1.91 1.76 | 25.027*

Source: Computed primary data

In the case of the changes the views of the regdadire collected using the four point scale. rEselts of the
above table can be assumed as ‘changes certaialjodaupermarket’ if the mean value is 3.5 — 4i0thie mean value is
in between 2.5 — 3.5, the view can be assumed &sdiue to Supermarket’; if the score is in betw&e?, the views can be

assumed as ‘Yes, but not due to Supermarket’ atiiét ineans score is 1, then the response can dre agk1’.

Table 28 reveals that in the opinion of unorganizetil stores, neat display of commodities anddaased
variety of commodity are the two changes made duihé commencement of Supermarket near to therthelrtase of
changes such as more credit facility, increasedtyanf commodities, enlarged the shop, neat pakipg introduced,
interior decoration for the shop, shop kept opegnesn festival days, find it difficult to get a vker and workers quit job
from the shops, the changes is not primarily du&apermarket. It is also found that no unorganizsdil stores in

Tirunelveli have introduced door delivery faciliéynd uniform to salesman.

The F-test results are rejected in the case ofgdwmisuch as increased variety of commodities, ctemipad
billing introduced, neat pre-packing introduced,dmanore advertisement, shop kept open even owdéstays, find it
difficult to get a worker and workers quit job frothe shop. It is concluded that there is a diffeechetween lesser
experienced retail stores and more experiencedsstor the introduction of such changes. Sincerteased commodity
variety was rejected in the F-test result that geartannot be taken as a change due to the Supetsmark
It can be concluded from the weighted average nseares and the F-statistics results that afterctremencement of

supermarkets in Tirunelveli unorganized retail stohave made only one change that is neat displegnomodity.
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FINDINGS
» Most of the unorganized retail stores in Tirunaleeé assisted by family members.
» Average number of workers employed before the éstabent of a supermarket is 4.
» After establishing a supermarket the average numbeorkers are 3

* After the establishment of supermarket, there iseduction of workforce in the unorganized retaibres.
The inability to employ more workers reveals thedused financial strength of the retail stores.
Thus supermarkets paved the way for weakeningitizdial strength of unorganized retail stores Hraieby
lead to the reduction of workforce. Moreover, eksfiment of supermarkets might have contributedesghmare
in aggravating the unemployment problem in theaegas we cannot expect all the employees whothast

job might be re-employed at such supermarkets.
« Commencement of supermarkets significantly redwesdkforce in unorganized retail stores.

« Commencement of supermarkets significantly infleghdhe unorganized retailers to involve more family

members in the conduct of their shops after thensentement of supermarkets.
* In majority of the unorganized retail stores, thenber of workforce has been reduced.

» The major reasons for the reduction of workforceemdue to the decline in sales, profit and abitdayoffer
benefits like PF, ESI, etc.

* In the opinion of the unorganized retailers uppss buyers never patronize the unorganized retaikes.
It is also found that there exists a shift of caso base from middle class segment to lower clagsent of
customers in unorganized retail stores. In shoiftiianelveli in majority of the unorganized retatbres there is

shift of segment of customers from middle clas®teer class after the commencement of supermarkets.

* That patronage of more number of buyers duringatbek days has mostly reduced to 26-50 customerdaer

In short, there is a reduction of buyer patronagind the week days in unorganized retail stores.

* Due to the commencement of supermarkets near tayanized retail in Tirunelveli there is a reductiminbuyer

patronage leading to reduction of sales volumeudinthately reduction of profit.

e Majority of unorganized retailers are of the opmibat during Sundays and holidays there is a temtuof buyer
patronage. It is further concluded that since #lesslevel normally higher during holidays or Swslfor traders,
the reduction of customer base during the Sundag<alidays has made a negative impact on unorgdmiztail

stores leading to reduction of sales and profit.

» Before commencement of supermarkets the monthlyageesales of unorganized retail stores are R32,826
and after the commencement the average monthlg safeover has declined to Rs. 1, 04,130 i.e. ZBj§3he

reduced in the sales turnover.

e Reduction of sales volume has occurred in unorgahniztail stores primarily due to the commencenwnt

supermarkets in their vicinity.
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* Monthly profit of the unorganized retailers was R%,326 before commencement of supermarkets, bert thie
commencement the average monthly profit becamengeth Rs. 13,152 i.e. reduction in the sales tuenmf
Rs. 4,174.

e Unorganized retail stores in Tirunelveli have wised a reduction in profit due to the commencenaént

supermarkets.

* In the opinion of majority of unorganized retailéh® number of buyers visiting their shops is gettieduced

after the commencement of supermarkets near todtwees.

* In the opinion of unorganized retailers due to shpermarkets there is a reduction of frequentliting buyers.

In other words loyal customers relinquished thairgnage.
» In majority of unorganized retail stores the depéitbyal customers resumed their patronage.

* Majority of the departed buyers have not showecdemewed patronage with the unorganized retail stores
It can be assumed that such revisiting customeydrbm the older unorganized retail stores in orefulfil their

occasional need or daily top-up need.

» All under one roof, huge capital base and wide raisent in SKUs (stock keeping units) are the redsorihe

reduction of sales in unorganized retail stores.
e The sales volume during the last two years is diegjiin Tirunelveli for the unorganized retailers.
* Inthe views of majority of unorganized retailens future business growth is unsure in Tirunelveli.

* In the opinion of the unorganized retailers theunoé of sales has decreased due to the commencemant

supermarket.

» The attractive feature of Supermarkets, size ofeBuparkets and inability to keep more varieties rorganized

retail stores are the major reason for unorganietailers.

» Majority of the unorganized retail stores have maide any change on the weekly holidays of the sheps after

the commencement of Supermarkets.

e Majority of the unorganized retail stores have madechanges in their store opening time and thataur of

working hours even after the commencement of sugekan.

« After the commencement of supermarkets in Tirurdeluveorganized retail stores have made only onegbdhat

is neat display of commaodity.
CONCLUSIONS

Supermarkets in Tirunelveli have created severglaits on unorganized retail stores. Major impacts a
reduction in sales volume, reduction in profit ameblving family members in the business in ordeavoid the recurring
cost through the salary of workers. The number ofkforce has been considerably reduced in unorgdnietail stores.
However, in the opinion of the unorganized retaildre reason for the reduction of work force natprily due to the

Supermarkets.
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Another major negative impact created by the Supsgteis on unorganized retail stores is the consier
reduction of loyal customer base. Due to the conmmeent of Supermarkets near to the unorganized sedees there is
a reduction of sales, profit, customer base andlloystomers. Day by day the unorganized retaiestare losing the class

of customers visiting their shop. These will leadte slow death of the unorganized retail stores.

No positive impact has been created by the Supé&atsgaon the unorganized retail stores. Only pasitivange is
neat arrangement. On the part of unorganized eesahey have made no change in their stores. $fithe changes they
have introduced are not due to the commencemeBtipérmarkets. No unorganized retail store is aféedoor delivery
facility which is offered by the Supermarkets irrurielveli. In addition, the duration of working hrsuand operation

during the holidays are not followed. All the unangzed retailers are uncertain about their futtadd.
SUGGESTIONS

» Unorganized retail stores should introduce the digdivery facility.

» Price discounts may visibility given

* Unorganized retail stores should modernize theirest by introducing computerized billing system vely the

customers may know the savings in their money wiistounts offered.
* The unorganized retail stores can form a cartelybigh they can purchase commodities at reduceqri
» Unorganized retail stores can try to offer thelfaes like car parking facility, self-service féity and so on.
« Government should take steps to control the prices.

* Major cosmetic companies like Unilever, Nestle, €aola, etc. may avoid supplying commodities diyetd

such Supermarkets which helps them to get comnesdti lesser prices.
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