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ABSTRACT

India has seen a rise in online buying. The
majority of consumers would rather buy online
than visit actual establishments to make
purchases. Onlineretailers draw consumerswith
avariety of servicesand promotionsthat they offer.
Numerousonline shopping sitesare access ble that
=8 providethingsat far lower pricesthan thosefound
inphysical locations. Thesuddenrisein popularity
EI and the shift in consumer preferencesfromphysical

= to online stores has presented significant
" N difficulties for the nation’s small merchants. Now,
in order to compete with the online shops, small
M onisha K umari retailers must use new techniques.
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INTRODUCTION
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goresisgradudly dedlining. Onlineshoppingisgrowing

inpopularity over traditiona brick-and-mortar retail
for anumber of reasons. Theexistenceand viability of
amall retail establishmentsin Indiaareunder threat due
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Research Methodology

Theresearchreport amstoillustratethe benefits
and drawbacksof onlineshopping. Toresearch smdl
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retailers’ issues as a result of the introduction and expansion of the online shopping concept in India. Secondary
dataisusedinthisresearch articleto accomplishitsgods. Information isgathered from books, journds, and
websites.

Objectives of the Sudy

To emphasisethe benefitsand drawbacks of shopping online.

Toresearch thedifficultiessmall businessesencounter ase-storesgain prominence.

Tobeawareof thetacticsused by physica retailerstotakeon onlineretallers.

To recommend appropriate actionsfor merchantsto takein order to contend with theincreasing trend
of onlineshopping.
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I mportance of the Study

The study will rai seawarenessabout the hazardsthat internet storesposeto small retail dealers, which
makesit useful inthe modern era. For thousands of shopkeeperswho own atiny shop and offer alimited
selection, internet shopping’s increasing popularity is concerning because it is their sole source of income. The
purpose of thereport isto rai se awareness among phys cal merchants of the difficultiesthey will encounter
going forward. Small shops should use more sophisticated and eff ective marketing techniquesto advertise
their goods.

Advantages of Online Shopping

Convenience: Sincetheseinternet retailers are avail abl e around-the-clock, shopping at any timeis
possibleat any of their many locations. It isthe greatest store to purchase instantaneously downloadable
informational productslikee-books.

Greater Savings. Becausethereisno middiemaninvolved, thepricesat onlineretalersare sgnificantly
lower thanthose at physical locations becausethe products are delivered straight from the manufacturer or
seller. Numerousinternet stores have amazing deal sand discounts.

L otsof Options: Onlineretailersoffer agreater selection of productsthan brick-and-mortar retailers.
Numerousbrandsand goodsfrom variousvendorsal at onelocation. Without being constrained by geography,
you can purchasefrom stores|ocated acrossthe nation or eventheglobe. Therearesevera varioussizesand
awidevariety of coloursavailablefor stocks.

L ess Spending: When we go shopping traditionally, wetend to spend more than we had anti cipated.
We a so have other costs, such asthose associated with eating out, travelling, and impul se purchases.

Comparing Prices. A comparison of costsand product research iscons derably s mpler when buying
virtually. When buying online, product reviewsare also avail able, which aidsin our decisionto purchasea
higher-qudlity item.

L essCompulsive Pur chasing: When we go shopping, we often find ourselves buying thingswe
don’t really need because store employees pressurise us and utilise their sales techniques to compel us to buy
them. Sometimes, thelack of the appropriate product type forces usto even compromise on our decisions.

Time Saver : Online shopping requires|esstimeto complete. As opposed to regular shopping, which
wastesalot of time. You nolonger haveto worry about parking when you travel to themall to shop. You can
smply accessyour cart whenever you want, with no more standing inlineor waiting at counters.

Disadvantages of Online Shopping

Delivery Delay: Inadequateinventory control might occasionally cause ashipment to be delayed.
Evenif purchasing and paying for an online purchase could just take 20 minutes, receiving the same product
at your door might take up to aweek.

Absence of Touch and Sensewhile Purchasing something Online: The absence of atouch-feel
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test raises questions about the available product’s quality. Clothes are an exception to this rule because online
buying doesnot allow shopperstotry itemson.

I nsufficient I nteraction when Shopping Online: Thereareoptionsfor pricebargainingin physica
stores. Retail salespeople provide each customer individua attention, which aidsinthe product selectionand
purchasing process. Few e-commerce sites providethe ability to communi cate with sal esrepresentatives.

Absenceof a Shopping Experience: Onlineshopping doesnot offer thesamelevd of fun astraditiona
shopping, which isenhanced by the showroom setting, astute sal espeopl e, scents, and sounds. Most Indians
like goi ng shopping the ol d-fashioned way. Customers anticipateit asachanceto go shopping, socidise, and
gpendtimewithfriendsand family.

Absence of Careful I nspection when Shopping Online: A buyer must purchase agoods without
truly seeing it in person. Consumers may click and purchase athing that they do not actually need. The
majority of the product images on electronic devices are deceptive. The mgjority of thetime, thereisa
significant discrepancy between thereal product and the one displayed on onlineretailers.

OnlinePayment Fraud: Most onlinetransactionsare not safe. The number of cybercrimesisrising,
and concernsover privacy areraised by theexploitation of credit, debit, and bank cardinformation. Customers
must disclose their personal information with extreme caution. Certain online stores can’t be trusted at all.

ChallengesFaced by Small Retailers dueto Online Shoppindgreductioninrevenueand profit
margin: The majority of individuals in today’s world purchase goods through internet retailers. Physical store
turnover and profit marginshave decreased asaresult of this. Customerscan choosefrom avariety of options
and enjoy conveniencewhen they shop online. M ore peopl e purchase goodsfrominternet retail ersthan from
traditiona ones. Thepricewar that online merchants have sparked has caused significant difficultiesfor small
sdlers. Modt retailershavetried to cut pricesin order to stay in business, but giventheir high operating codts,
they must give up someprofit marginin order to do so.

Discount: Physica merchantsmust offer asignificant markdown on product pricingtotheir customers
inorder to competewith internet sellers. Shopsareraising their discountsat an darming rateto competewith
internet shopswho lure buyersinwith fantastic deal s. While merchants are unabl e to match the discounts
offered by onlinesites, they neverthelessneed to reducethelr pricessomewhat in order toremainin business.

Upkeep of Massive Sock: Online retailers keep avast inventory of products and provide their
customerswith alarge sdection, but smal retail ersare unableto do the samebecause doing so could resultin
unsold inventory at theend of theyear, which could resultin significant |lossesfor their retail locations.

Increased Advertising Costs: Inorder to sustain and grow their product sales, retailers nowadays
must invest asignificant sum of money in product advertising.

Increased Client Services: In order to foster consumer loyalty, physical retail establishments now
need to provideawiderange of services. Retallersaredoing everything they can to specidisein areaswhere
onlinestoresfail, frominstallation and insuranceto repair and upkeep. Inthesameveinasonlineretailers,
retail ersare now beginning to offer homedelivery services. Services after thesdeareasorendered witha
grin. Theexpense of running retail storeshasincreased asaresult.

Increasein Window Shopping: Growingwindow shoppingisthe mainissuetha smal merchantsare
dealing with. These days, consumers purchaseidentical goodsfrom real businessesonlinefor alower cost
after getting afed for them. Thishas caused retailersagreat dedl of difficulty.

CONCLUSION

Detailed research on the effects of internet shopping on busi nesseshas|ed to the concl usion that consumer
behaviour haschanged significantly inavariety of ways, including attitude and purchas ng habits. Peopleused
to shop by hand in the past, but astimewent on and people became busi er, technol ogy brought about anew
revolution: internet shopping.
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Inits brief history, online purchasing has brought about significant changes to sellers’ lives, making ita
novel experience. Retailerstoday shop moreeffectively and efficiently thanksto onlinesdes, whichhavea so
propelled businessesto new heightsand forced them to make the required modificationsin order to cater to
the new, educated consumer base. Retail establishments must improvetheir businesspractisesand confront
the competitiveglobewithamoreoptimistic view.

Retail establishments and online retailers must coexist, but not at each other’s expense. It provides
thousands of people with a living, but it’s also about the stability and convenience of permanent retail
establishments.

Suggestions

1. Customersshould betreated with respect and havetheir fundamental requirements met. Shopsshould
provide presents and discounts while it’s festival season. There should be enough salespeople to service
theclients.

2. Retalersought to maintain afair pricing for themerchandise. Depending on the kind of outlet, home
delivery needtobeapossibility.

3. Storesshould maintaininventory since ashortage of merchandise causesadropin sales. Retailers
should striveto embrace avariety of tacticsfor salespromotion rather than limiting themselvesto just
one.

4. Regardless of a customer’s status, retailers ought to treat all of them equally and provide similar attention.
Provide consumersfresh reasonsto visit the stores and make additional purchases. Stores must to
mai ntai n cash-back incentivesand return policiesfor merchandise.

5.  Makeuseof thesuggestion box, extend businesshours, and take credit cards not at additional expense.

It isrecommended to offer tria facilitiesfor footwear and apparel . Quick product shipping or delivery
could draw more peopleto their physical storefronts.
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