





Exeeutive Summary

As the world is becoming digitalized day by day, everything is moving and shifting towards
online mode. Study from last 5 years shows that consumer preference for shopping is changing
from offline to online mode because of perks and benefits given by online websites. Quantum of
commercialism on online shopping is ever expanding because of changes in lifestyle of
consumers. In most of the families each men and women are working. Hence, they feel it’s
convenient to shop for product through online portals. Further, online shopping portals provides
a facility to compare wide alternatives of product on one click also discounts and coupons
provided by brands attract consumer to shop on their portal.

Bu this online shopping platform such as Myntra has badly affected local retailers since past few
years especially fromn last one year from when the covid-19 arose. lockdown has impacted a lot
of things many shopkeepers had to shut their shop because of high rent and no revenue. People
had fear of covid-19 spread, so they were not going out for shopping and were ordering things
online with no contact delivery without any hesitation or with the fear of getting infected,
payment was also done by UPI or with cards. Grocery shopkeepers were not affected at all so
who had losses in their business thought to change their business to grocery shop. As there was
no rotation of money the wholesaler or the supplier would not supply the new stock of new

orders without getting payment of old delivery and shop keepers had no imcome to payoff and
rectify the old bills

All this is affecting the local retailer as online platforms like Myntra is giving very tough
competition to them. To cope up with such hazard offline retailers need to develop some strategy
so that they can survive in this current tough world if competition
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Chapter 1.1
Vision Mission Goals & Objectives of Myntra

Vision: To make the world a more stylish, colorful and happier place.

Mission: Use technology to democratize fashion & lifestyle and help people look goed.

Goals and objeetives: For any company the prime aim is to satisfy their customer with intense
servicing. Offer defect free products, error free delivery and give them the best known fashion
and lifestyle brands around India at ease













Cbapter no. 1.3

Some marketing strategies of Myntra

Myntra is very responsive to market trends and always keeps the latest designs and merchandise
in its online catalogue. There has also been a change in the marketing strategy pursued by
Myntra over the years, from focusing primarily on establishing the brand as an online shopping
portal for fashion and accessories to extending to the realm of communicating the advantages of
shopping online and ridding consumers of the inherent reservations of making online purchases.
The brand’s core marketing mediums include the digital platform, especially Facebook and the
electromic medium, with a majority of the marketing expenditure towards youth-centric channels.
Myntra has used mostly viral marketing and internet for its popularity coupled with occasional
discounts and referral discounts.

Myntra.com understands its shoppers’ needs and caters to them with choice of apparel,
accessories, cosmetics and footwear from over 500 leading Indian and international brands.
Promment brands include Adidas, Nike, Puma, Catwalk, Inc 5, United Colors of Benetton,
FCUK, Timberland, Avirate, FabIndia and Biba to name a few.

e Ad words: Ad words are Google ads on search engines, when people search for any
product related keywords it appears. They have bought ad slots on various websites
related to their products to tap the untapped market. For example, Facebook and ink fruit.
Initially online websites pull off their promotions online which is low on budget and high
on impact.

e SEM (Search Engine Marketing): Myntra will go bankrupt if it will invest all their capital
on ad words. SEM is the process through which a website gets traffic or visibility on
search engines. Myntra is doing SEM through articles and link exchanges; they are very
technical in nature and often needs experts. Myntra has developed Style Myntra blog
wherein they have provided customers with latest fashion styles of the season through
their range of products. Link exchange is an effective internet marketing system that
makes it easy to increase traffic to your website. With increased link popularity comes
increased search engine ranking and if chaimelized efficiently, it can beeome cash cow
for the company. It gets company direct traffic, helps in building relationship with other
websites and search engine optimization.

e The promotion codes have been made to lure customers through discounts and coupons.

e From online to Tele: With increasing cash flows and IPO funds, Myntra came up with
Tele Vision Commercials and also they are doing viral advertising by outdoor
campaigning, e-mails, hoarding placement and cross campaigning.

e Product Exchange Facility: The trends of misfitting and not suiting of color are common
in apparels and footwear which lead to customer dissatisfaction and urge for a return.
Myntra.com provides product ‘exchange’ feature on the website. Through this feature,
shoppers have an option to exchange an existing product for a different size, without
having to first return and then re-order the product. Myntra’s team delivers the new
product and takes back the product to be exchanged during the same visit. The validity
period for product exchange is 30 days from the day of purchase.




e Try and buy facility: Myntra provides the facility of try and buy to the customers in
which buyers can order the item of their choice which fits into this category and they can
try the itemn to see if its suits or not, fitting is proper or not, etc. this facility provided by
Myntra attracts consumer to buy goods without any hesitation or fear.

e Social mnedia marketing: On the social front, Myntra was the first among e-commerce
firms to initiated a tool called ‘Get Satisfaction’ which integrates all queries and reviews
into a single platform and builds a data bank of answered queries for future reference.
Myntra has a strong social media presence on Facebook, Instagrain, Google+, Twitter
and Pinterest with over one million fans on Facebook. Myntra does product plugs,
fashion stories and give out fashion tips on their social media platforms that are relevant
for the audience and can help thein make a purchase decision. These tools help them to
engage and interact with audience, collect their feedback and share fashion tips with
customers.

® Star N Style Bollywood celebrities fashion lifestyle play very crucial role in consumer
decision making in India and to take leverage on the same Myntra launched concept of
Star N Style. Star ‘N Style was introduced to give consumers a peek into the personal
style of the celebrities they follow, to get inspired by their fashion, and help them flaunt
the look of their favorite stars. The Star N Style is quarterly brand property with a varied
pool of influencers.



















Chapter no 2
Researeh Methodology and sampling

The study is descriptive and tries to understand the impact of online shopping through Myntra on
local retailers especially during covid-19 pandemic. The problems associated with online
shopping to retailers and their business. The study tries to figure out the future of shopping and
solution for retailers.

The above research consists of both types, primary and secondary research. A systematic review
was done in detail for the collected literature

The SWOT analysis was conducted to understand the caries strength, weakness, opportunity, and
challenges associated Myntra. The research tool used for analyzing the data which amassed from
different sources for this study is a content analysis and the research method is descriptive
research. We have taken into consideration the qualitative aspects of the research study. This
research is based on both primary as well as secondary data. Primary data is collected by survey
and sources of secondary data used are, (a)journals, (b) reports, (c)search engine(d)company
website and scholarly articles, (€)research papers and other social inedia

In the above research I have got to know both, the advantages and disadvantages of online
shopping. online is the latest trend but offliue will be always the root. Now a days everything is
happening digitally and all this is affectiug offline mode especially local retailers a lot

There are two types of researeh:

[A] anary research: It refers to research that has involved the collection of original data
specific to a particular research project (Gratton & Jones, 2010). When doing primary research,

the researcher gathers information first-hand rather than relyiug on available information in
databases and other publications.

This type of research is often earried out with the goal of producing new knowledge, which is
why primary research is also referred to as original research. By doing primary research,
researchers aim to answer questions that haven’t been answered or even asked before. This
degree of originality sets primary research apart from secondary research.

[B] Secondary Research: While primary research involves active participation from the
researcher themselves, secondary research involves the summary or synthesis of data and
literature that has been organized and published by others. When doing secondary research,
researchers use and analyze data from primary research sources.

Secondary research is widely used in many fields of study and industries, such as legal research
and market research. In the sciences, for instance, one of the most common methods of
secondary research is a systematic review.




Chapter no. 2.1

Definition of sampling and sample size

A Sample is a subset containing of a larger population. Samples are used m statistics testing
when population size are too large for the test to imclude all possible members of observation. A
saniple should represent a whole population and not reflect biased towards a specific attribute as
sanipliug is also a process used in statistical analysis in which a predetermined number of
observation are taken from large population

Sample size-115
Data has been presented with the help of table and pie chart
Sanpling method- probability sampling

Probability sampling is a method of deriving a sample where the objects are selected from a
population-based on the theory of probability. This method includes everyone in the population,
and everyone has an equal chance of being selected. Hence, there is no bias whatsoever in this
type of saniple. Each person in the population can subsequently be a part of the research. The
selection criteria are decided at the outset of the market research study and forn an important
component of research




Chapter no.2.2

Topic of Research

A study on growing demand for Myntra and its impact on local retailers

Hypothesis

There is no impact on sales of local retail shops even if the demand for Myntra rises among

consumers.

Objectives:
:-To study the changing trends among consumers regarding shopping

:To understand the erg of such apps during covid-19
=~To study the effectiveness of Myntra.
-To study advantages and disadvantages of online shopping

“To know the reach of Myntra to the consumet.

=-To determine the effect of onlin¢ shopping on retail shops

i i t
: To understand the reason for downfall in sales of local retail marke

i i i ing at Myntra.
=-To study about the customer satisfaction of online shopping yn
-To evaluate the consumer’s expectation an

-To find the future of shopping in India

d developmnents in offline / traditional shopping.




Chapter no.3

Literature review

“In last few decades the internet has been a power tool. The advent of internet has
removed major industry barriers and made shopping much more easier. The
development of internet from last 5 years has significantly increased the web users and

more and more people have started online shopping”

Online Shopping Habits and Consumer Behavior
A Study on Consumer Behavior and E-tailing
By Murali Guruswami - 2014

markets like reduce the cost of advertisements as many
new brand can be developed, can maiutain a good
ake customized products according to customer’s
n offline retailers because customers buys on
they also have to lower their price and does not
large stock like online shops have stores

Ecommerce have good impact on
customers can attract through internet,
relationship with customers and canm
needs. But e-commerce has bad impacT 0
low price from online shops due to which

get any profit, retailers cannot maintain a
huge loss to them.

because it will cost a
By, Menal Dahiya
Study on E-Commerce and it’s Impacts on Market and Retailers in India




Chapter no. 3.1

Journal artiele

MUMBAI: When the nation went under a lockdown on 25 March, fashion and lifestyle brand
Myntra had no clue what impact the lockdown will bring to their business. And with the focus on
essentials, Myntra quickly realized that it did not have mnuch of arole to play in the lockdown.

But Amar Nagaram, Myntra’s chief executive officer, was constantly asked by his team what

Myntra can do in such challenging times.
“To be honest, we thought of launching grocery delivery on Myntra but then realized our friends

at BigBasket and Flipkart are doing a much better job of it and decided not to get into it," said

ar on 'Pivot or Perish’ on Thursday.
«We realised that if our own employees are finding it hard to

Nagaram on Mint’s webin

But then an opportunity opened up.
what about the consumer?" he says.

partner fashion brands and started naking inasks and personal

get masks and protective gears,
So Myntra quickly brought in its
protective gears.

"We realised that more than ever before, the consumer centric thought process has to be

prevalent," said Nagaram, adding that e-commerce caine with a set of apprehensions specially in

the fashion segment where most of Myntra’

different trend or style or brands as it comes with size issues.
“Now those apprehensions got overshadowed by health and safety concerns and this is the time

where we needed to step up our game and aug
demonstrated in the offline space," said Nagaram.
So when Myntra realised that the way people are W

of their computers, there is a need for lounge wear an
ork from home essentials and

s consumer base was not comfortable with finding a

ment some of the behavior that was being

orking from home and spending time in front
d leisure wear. “We reached out to our

partners who gave us W fashion essentials and we stayed relevant

for the customer."
ny also began pushing content online, on

further engaged, the compa

To keep their customers
DIYs (do-it-yourself) video

s on a range of issues. This increased

how to stay fit at home and
yntra’s website went back to its pre-covid-19 days.

engagement and the traffic on M
This chaos covid-19 brought, Mynira said it turned into an 0p

what consumers expect from the brand.

portunity to stay relevant and know







The tab}e below lists the SWOT (Strengths, Weaknesses, Opportunities, Threats), top Myntra
competitors and includes Myntra target market, segmentation, positioning & Unique Selling

Proposition (USP).

Strengths;

met requires less infrastructure setup.

dedicated warehouses.
funded by venture capitalists which is sufficient to reach

e Serving markets through inte
e Fast delivery at low cost from
* Having a sound infrastructure
out any part of the country.

Dedicated client services throug

Offer a lesser price from the clos
Merger with flipcart has increase
Offering of more thenl .5 lakh pro

End of season sale
Good advertising and mark

h back end services by deployiug 24 hrs call centre.
e competitor offering similar services.

d its strength and capacity
ducts with over 1000 brand

eting campaigns on TV, internet and print inedia

weakness

tion of internet in the country.

usly in India.
t a feel of the product before buying.
first regarding the delivery of the product

rket share growth

Not much penetra
Sports not taken much serio

Customers always like to g€
Has to win the faith of the customers

Intense eomnpetition means limited ma

Opportunities:

Untapped marketing platform. . .
Growth in interest of Indians towards fashion and lifestyle.

Dealings directly with suppliers which gives g°°d margins in the country.

Selling private labels can increase their margin . . ’

Partnership with celebrity designers, Bollywood movies, can increase its fashion appeal
Bridal collection to tap the big wedding market 1n India

Expansion into global market can boost business
Big opportunity during covid-19 as people were opting for no contact delivery

Threats o
* global competitors like amazon slowly ma}cmg its foray )
* fashion segment is becoming popular leading to n}creased competition
* economic fluctuation and unfavorable govt: policies
* relationship with 3rd party Jogistics company




Chapter 3.3
PEST ANALYSIS FOR MYNTRA

Politicai Environment: -

Government is liberalizing its retail policics which are attracting new entrants in market. Heavy
cture will inake internet experience faster and

investments in Information technology infrastru
more reliable. To maintain the exclusivity of the store Myntra has made a community to support

its customer and a blog STYLE MYNT to keep people linked and informed. Myntra aim is not
just selling products but also to deliver quality and satisfaction.

Economical Environment: -
Rs.500 Cr sales in current fiscal. It has

Mpyntra is in its growth stage, the aim is to gamer

enhanced its distribution networks and expanded warehouses in different mnetro cities so that they

can deduct the delivery time evenl further. The prospects of the comnpany are not limited to India.
world and currently we are one of the few

Indeed, this field has not much been tapped around the Wo!
Wwho are operating. Despite of ineffectual economic conditions, Myntra has mnanaged to grow

with the turnover of Rs 15Cr from over 5000 orders per month.

Soeio-Cnltural Environment
marketplace of Indian consunier is a challenging

Indian culture is religiously diverse country; the marke — ;
environment: a unique d emographic makeup, evolving lifestyles and aspirations, highly

fragmented media structure and huge growth potential. We do not take fashion seriously froin
childhood but with passing time the hunger for fashion increases. Our fashion and lifestyle is not
world class but competitive- Fashion has taken a new shape and it kf.zeps mold.mg with the needs
and desires of individuals. The speuding power of Indian consumer is great with dispensable and
disposable income Beyond leveraging mainstream English media and the Op.p.ortunities in social
medja, Myntra has developed programs to exploit the phenqmenal (.)p].)orthlltles m r.egional
media. In most large states of India, the penetration of English media is a single-digit
Phenomenon.
Technological Environment
Technology is : ' tra highly bank upon. Fashion and technology both are at
one thing which Myn : th are
surge andgl)\,’l)’l'l’tl‘a has cipitalized it quite well. Through technological advancements individuals
have become tech sa and obsessed with internet. We can tap on mgss 1ped1a effectively
through mternet withvglch Jess cost. Media rich contents and fast navigation has made things
Casier. Everything is just a click away-

\




3.4 Impaet of online shoppiug on retail stores.

With r
their nfclfnt € comerce boom, more and more retail stores are moving towards establishim
che and setting up their online stores. It has become very critical for a sinall busines;zg

0 . . hd
wner to take their business online.

ietaili.ng are of two types:
B]] Ofnélpe retailing. Example- H&M, Nykaa, WOW, etc.
offline retailing . Example-big bazar, shops in Sarojini nagar market, Jhamkudi (in Malad

west)

Types of Offliue Retaii Stores

D .

m?r’amne{ltal Stores — A departmental store may be a retail outlet that offers a good vary of

ma.Ch'andlse: to the end-users beneath on¢ roof. Ina departmental store, the customers can get the
jority of the merchandise they want to buy at one place only.

an enormous range of mnerchandise to the end-
tores usually provide a limited vary and therefore
the departmental shops.

also provide
discount s
bit inferior as compared to

Di i

. Slscount Stores — Discount stores

thers hqwever at a reduced rate. The
e quality in certain cases may be 2

S .
: upermarket — A outlet that usually home items, properly placed and organized in
S?GCIﬁC departments is termed a narket, A supermarket is an advanced type of the little grocery

ores and caters to the manage wants of the consumer.

sells food and

ndia) — Mom and Pop stores are the little
ater to daily wants of the customers

Moni and Pop Store (also known as Kirana Store in I
d aren’t in the least organized.

f‘°¥e§ go by people within the near neighborhood toc
esiding within the locality. they provide elect things an

a mall. A mall would include mnany

Malls — several retail stores operative in one place form
at a common platform.

S )
hops each one selling their own merchandise however

Esrt:ﬂ sector has undergone change ‘ ) .use of internet ar}d smart phones. Large
of ben: of online retailers are running their bu.smess in India and earning profits too. Expansion
th mobile based electronic payment system, discounts, €asy returns, convenience etc. are some of
. ne] reasons which urge customers tO purchase goods on!lne. Now everyone wishes to buy goods
Ofﬂlpe as buying items is now justa click away. Increasing trend of on.lme shopping is affecting

ine retail. Offline sale is going down day by day which create tension for offline retailers
about their future.

s with increase in




3.5 Story of each local rctailer espeeially dnring covid-19 pandemie

st challenge for retailers. The high streets have been under
le opt for the convenience of shopping online and retailers
d competition. Lockdown, social distancing regulations
the situation worse with many retailers closing their
social distancing measures have forced many

The covid-19 pandemic is just the late
pressure for some time. As more peop
have also struggled in face of increase
and falling consumer confidence have made

physical store. Across the world, lockdowns and .
retailers deemed non-essential to close their store. The shock fall in revenue has pushed many

firms to financial crisis.at the same time consumers, confined indoors were forced to use online
shopping for most items. While the overall impact of the pandemic on e-commerce remains to be
seen, this crisis has already altered consumer behavior. Among 115 consumers surveyed in 50
different market, 45% said that they are prepared to keep using products and online stores they

found during lockdown.

arly say that apparel, grooming and personal care
le mostly buy these products online from Myntra.
t. Many shifted their business, many shut their doors

of shops as they were unable to bear the maintenance cost and Pf—‘OPl? with rental shops were
unable to pay off their rent, some of them adopted the way of migration, many workers working
under this area have lost their job as ]ess man power was required due to less footfall in the local

market

As per survey conducted by me, I can cle
sector is affected more by Myntra as peop
Retailers with this business are affected lo

Here are some reasons,

Fear of . cared of getting virus of covid-19 as news channels and each and
three days, each and every individual was afraid of chance of getung infect if they g0 out $o
People We;'e opting for contact-less delivery which was p0551ble only t:hrough online shopppg,
here, people vfoulg ot have 0 £0 ication just roam on website, and select according to
their cho 113: Y eJmands. They woul d get what : ithout any contact or hes1tatloq or
fear of getting infected. For payment they were simply option for UP or (fard as cash on delivery
wag oy £ \531:11 1\/(1:an . piftod their business to online but it was not possible for all small scale
retailers to shift .their byusiness as it could not be pocket-fnendly also because lack of knowledge,
this has affected small traders.

. ) . . hich did not get affected
Shifti C hift their busmess to the sector w Inotg ecte
m‘;:ltll:lglc(;lf hnl:imess. l}:eoplAel;ane::ifer in apparel section s.tarted to sell PPE kit, loc.al vendors
Started selli?lsg mr:snlf:s (i)tp\;vas need of the hour. Inmy locality 1 saw a change of business from
restaurant to supermarket and it boomed a3 lot.

. . . e andemic has e1npty the pocket of individual due to
No rolling of money iu the husme;;r: \:ai shortage of products also the decreased footfall of

high demands and higher prices










Chapter no. 3.7

Some other common reasons in deeline of offline retail sales

FOllowi.ng are some of reasons due to which people have started now purchasing goods online in
comparison with traditional modes of purchasing:
end of online shopping is availability of

on of increasing tr
lers to customers. Even sometimes online retailers sell the

pecial days like Amazon-treasure hunt, big
Myntra’s — end of reason sale. Online
by eliminating middleman margin that’s
rs are not able to offer such huge

ith no option except moving towards

‘}?‘ Huge disconnts: The biggest reas
uge discounts offered by online retai
pfofh‘CtS at below their purchased price on some §
bl“l,on day sale, deal of the day offer, end of season sale,
retailers buy in bulk quantity directly from manufacturer
W,hy they sell the products at lower prices. Offline retaile
discounts as offered by online retailers and they are left w

online business.
es are open round the clock of 24/7. It is very rare to

B.24/7 Availahility: Online shopping stor
ﬁ.nd any offline retail store that is Open for 24 hours in a day. The availability of online stores
gives the freedom to shoppers’ shop at their own pac® and convenience. Shoppers can shop at
any time of day or night in online shopping stores just by at one click.
FI. No waiting in queues for hilliug: Shoppers ar¢ not required to wait in long queues for billing
in case of online shopping. They just simply order the goods online by fol!owing a simple
Procedure and get them delivered at their doorstep- This facility is not available in offline retail

s for billing.

because sometimes customer has to wait in queue
s not possible for shoppers to get the money back if they don’t like

of offline sale. They can exchange the product only and that

se of online shopping, if customers don’t like the purchased
roduct and get their money refunded.

ed to offliue ones: In case of offline retail
le or if he has mnembership card. But online
offline coupons. Online shoppers can save
hase by using the coupon code

2’ Easy Returu: Normally it i

€ product after purchase in case
100 in exceptional cases. But in ca
Product, they can simply return the p
E. Extensive availahility of online coupons comp”
Store, customer can get discount only when there 15 52
Coupons are easy to search and apply in comparison 10

the discount coupon codes and get discounts upon purc

f option while buying products online

F. wij . have lots 0
- Wide choice: i ing, Customers ave \ L
ice: In online shoPP & g choice 1S restricted as some times

such as color, size, brand etc. but in case of offline shoppin
the customer may not get the desired colors size or offers.
G. Saving of time and ¢ransportatiot cost: People don’t get the time to g0 in stores to buy
Products due to their busy S chedules. They can easily purchase @e Qroducts online by sitting at
eir busy nline shopping saves their time as well as transportation

their ho
me free. . )
cost becauszrnzrvefne;;e; :)hntii); 3: :hopping websites deliver the products without charging delivery

Xpenses.

—







Chapter no.3.8

Impact of online shopping on economy

Local

COm an' .

thrive, Thepm ;{f d.epe.nd upon fhe attention and business of their target audiences in ord
oric rise of online shopping presents both challenges and opportunities t?)l' to

ac C
complishing this vital task.

COIl.Sldir/I these online shopping statistics:
. B :t:: than 75 percent of consumer:

. Do een 4 and 10 pgrcent of retail sales happen online.
ring the 2018 holiday season, $126 billion was spent 01 online purchases in this

country.

s’ shop online at least once a month.

in a brick and mortar store. And that

being made
t on the local economy. Is this

easurable impac
little nore complex.

hases that ar¢ not
re having am
9 The reality isa

Al

mea‘:l?:]llzse purchases are purc

impact b t all of these purchases 2
ad news for local business

om the Jocal cconomy-
have on the economy is that they reduce the

that towns and counties collect.

ther local taxes for itemns

a state nay not pay sales taxes
urchase in a brick and

away fr
ct that online sales
d other local taxes
te sales tax or 0
ult, residents of
they had made the same P

Onij

Per}:::SPtLlrch.ases can take taxes

amourg ofe biggest negative impa
ot eve S?lllc?s tax tl?e state collects alt ;

cus tOmerrys?) e retallef charges the appropriad

on onli, uy from their online stores. As ares

e purchases that they would have paid if
2, Indiana lost $195 million in sales tax revenue to
is number is almost certainly

mO.rtar store.
slo .
ss of revenue is measurable: In 2012,
the University of Tennessee-

onl;

largrzf r}: urchases, according t0
In ap auow that the popularity of online sales has skyrocketec- .
018 empt to reduce these Josses, Indiand passed a l?w at Yvent into effect in October of
dianaat rc?quires retailers that earn at st $100,000 in sales 1 Indiana or serve at least 200
is | residents in a year to charge s2 on online purchases-
aw, however, does not affect smalle i es. 1t also does not apply t0 local taxes and

4 by online purchases-

theref;

ore does not completely close the tax &
ilcrs to competc.

les tax, purchases from them cost

be a few cents Of dollars, but the

ortar reta

hrick and m
eir customers sa

Onlj

n

e sales make it harder for
not charge

€ca
less. ‘:f;many online retailers d0 )
differen percent Charge ona Sma“ puI'ChaSC mlght Only
In adg; ce can add up on Jarger buys- :
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Chapter no 5
5.1 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 on Myntra with price, eonvenience in
shopping and wide range of available products being the primary. The major findings of the
study are as follows:

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 were seen to mnake window shopping at an alarming higher rate to have a physical
look at the product and buy that product online on Myntra at a reduced rate.

Retail stores are now starting up with home delivery services of their various products at

e. Some
the door step of their customers. But it is not possible for all to do so

more comnfortable with the experience of purchasing online on Myntra

f. The consumers become
product range becone relatively more imnportant as a deciding factor

with the convenience and
for shopping online.

G Covid-19 pandemic has changes the way of shopping

H People believe that online shopping has badly affected local market and retailers

5.2 Suggestions: -

tude towards the market. Today’s is a consumer market and as
er 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.

Retailers have to change their atti
a result the priority is the consum




5.3 Concinsion

The face of retail has changed. The advent of technology in recent period being the primary
reason for it.

As Myntra provides convenience for shopping more and inore people are shifting from offline
shopping from local retailers to Myntra. This change has been seen especially during the covid-
19 pandemic. People were following social distancing and contact less shopping.

Due to the worse effect of covid-19 people started buying online and it led to closure of many

non-essential goods store. As there was low footfall at stores which led to decreased income and

less rolling of mnoney.

1t needs to revive not just survive. The retail stores need 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. 1t’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.







Aunexure

1] Name
2] Gender

e Male
e Female
e other

3] Age

o 15-25
o 25-35
e 35 and above

4]have you ever used Myntra as shopping platform

o Yes
e No

5]for what purpose you use Myntra
e Clothes

Accessories

Home decor

Personal and beauty care

Other

6] How frequently you purchase anything from Myntra
o Weekly

e Monthly

e Quarterly

7] Have you increased shopping online during covid-19

o Yes
e No
e Maybe

8] According to you which shopping mode is more reliable

e Online
e Offline




9] What attracts you to shop on Myntra

e Offers/coupons
e Wide range of variety

10] Rate the quality of product received from Myntra
Low-o1 02 03 04 o5-high

111 “shopping online from local retailer i : )

to&ch angpfeegl the quality of product” s more convenient as you can bargain,
e Strongly disagree

Disagree

Neutral

Agree

Strongly agree

12] let’s take two cases, a) shopping online from local retail i

) ’ ers tak
travell}ng cost to rc?ach at the store b)shopping from Myntra doesa nzst ttlal?; :ﬁd
travelling cost but it does take shipping charges and also few days for deliver);

which is more convenient?
e Shopping from local retailer

o Shopping from Myntra
13] Which of the below provides better after sales service

o Local retailer
e Myntra
14] Before covid-19 in which of the mode of shopping you were engaged more?

° Online
o Offline

15] “Shopping from Myntra has badly affected local market and retailers”

Strongly agree
Agree

Neutral

Disagree
Strongly disagree




