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ABSTRACT

Retail traders gaining popularity very quickly, people en
sector. The retail traders has emerged as one of the mo
players. Indian Retail Industry has immense potential

gaged in this sector should pay special atten

tion to the growth of thie
st dynamic and fast-paced industries due to e

the entry of Several ney
th affluent midqe clasg

are more likely to recommend their friends to the business
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ngs of pleasurc, excitement,

Kotler (2000) also define satisfaction as a person”s feeli
s or her expectations.

ment of a need”
Its from comparing a products perceived performance (o hi

 which resu
nsson (2004) cited in Singh (2006:1) “satisfaction is an overall atti
the difference between what customers expect and what they actually receive re

pointmen
tude towards a product

i jght or disap
garding

Accordjng to Hasemark and Albi
motional reaction to

“s feelings of pleasure, excitement, delight of

nis (2001) also define satisfaction as a person
her expectations.

: Hoyer &Macln
comparing a products perceived performance 1o his or

Kotler (2000)
hich results from

ppointmenl' w

JBJECTIVES

To know about customer gratification from retail traders.

To know about price and quality of retail traders.

To know the payment system of consumers

To know the consumer
nvironment and current and future

preference of the retail traders

e Toknow the retail e

e To know about the national and international retail traders

e To know the customer convenience of the retail traders

ORTANCE OF THE STUDY

portant role for intermediate between whole
ncing for increasing buying behavior.

e Retail traders are im seller and customers in the retail market.
tification or satisfaction is import factors influe

e Customer gra
f retail traders.

e Majority of the customer mode of buying by the way 0

An e-payment system follows by the customer to the retail traders.

L]
e Sales to Ultimate consumers of the products
e A convenient form of selling quantity-wise
e Convenient Place and Location
ed by retailing

e The lifestyle of the people are shap
e Retail businesses contribute to the economy
e Retail dominates the supply chain
e Retail is interdisciplinary
~ e Retailers provide maximum employment
e Retailing offers scope for expansion in other countries

ALYSIS AND DISCUSSION
Tablel. On Gender of the Respondents.
Gender Frequency Percent
Male 57 57
Female 43 43
B e e i Tol) 100 100

m 7,6:‘(43.01' the survey and the table shows
oS V,Qj:tbtll respondents in the current study.
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arital Starus Frequency

——

© Tuble2.On marital status of the resr:t;d:;u e
5

Single , 59
Married 41
Total 100

: Pimary Data y
* 1?::‘; Shows the marital status of the respondents and it shows 59 of (he respo

§ ” SIn y
ied, the table as well as shows the percentage of single and married of the respondentg Ble Whie 4
4 married, the : e el  lgy
] Table3.On Occupation of the respondenty
Occupation Frequency Percent e
Employec 12
Student B8
Total 100

5 Source: Primary Data
; Table 3: Shows the combination of respondents according the occupation and here 8§ of the respondents oy
€ Studeny

| 12 of them are employee. E |

Tabled. Monthly Expenses of the Respondents:

| Monthly Expenses Frequency
| Bellow 25,000 Rs 79
‘ Rs. 25,000 to Rs. 50,000 13

Above Rs, 50,000 8

Total 100

Source: Primary Data
Table 4: Shows the monthly expenses of the respondents and here 79 respondents have bellow Rs. 25,000, 13, of them iy
Rs.25,000 to 50,000 and finally 8 of the respondents have above 50,000 among the total respondents.

TableS. Monthly Income of the Respondents:
Gender Frequency Percent T
Bellow 25,000 Rs 77 77 ]
Rs.25,000 to Rs.50,000 18 18
Above Rs, 50,000 5 5
Total 100 100

Source; Primary Data f thest
Table 5 shows the monthly income of the respondents and it shows 77 of the respondents have bellow Rs.25,000, 180
between 25,000 Rs (o 50,000 and finally 5 of them have above 50,000,

Table6, Payment System of the Respondents:
Payment System Frequency Percent
Cash 36 36
Card 13 13
Cash & Card 51 51
Total 100 100

dents paY nlﬂ
Table 6: Shows the payment system of he respondents and here 36 of the respondents pay cash, 13 respon
finally 51 of the respondenys Py both cash and card means they use from both aption.
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Table7. Staff Behavior of the Respondents
Staff Behavior Frequency Percent
Very satisfied 9 9
Satisfied 70 70
Neither 14 14
Dissanisfied 7 7
Total 100 4

. primary Data

e 7: Shows the gratification level of the respondents from retail stores staff behavior and here 9 respondents are very
_sicfied, 70 of them are satisfied, 14 of them are neither and 7 of the respondents are dissatisfied from staff behavior of the

jl stores
Table 8. Products price of the Respondents.
Products price Frequency Percent
Very satisfied 17 17
Satisfied 65 65
Neither 12 12
Dissatisfied 3 3
Very dissatisfied 3 3
Total 100 100
: Primary Data

¢ 8: Shows the price of products and how consumers satisfy from it. Here in this study 17 respondents are very satisfied,
of them are satisfied, 12 of them are neither, 3 of them is dissatisfied and 3 of them is very dissatisfied from price of the

stores.
Table 9. Products quality of the Respondents:

Products quality Frequency Percent
Very satisfied 13 13
Satisfied 71 71
Neither 16 16

Total 100 100

: Pnmary Data

9: Shows the satisfaction of the respondents from products qualities and here |30f the respondents are very satisfied, 71

f them are satisfied, 16 of them are neither satisfied.

Table10. On Environment of Retail stores

.lhvironmml of retail traders Frequency Percent

Very satisfied 16 16

Satisfied 68 68

Neither d 9

Dissatisfied 7 7

o | 100 100
e
r M are 16 respondents are very
3 -
L“,;_
s -
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FINDINGS
According {0 t

_ tudy. : :
in the current s . 59 of the respondents are single while 4
al status of the respondents AN LSHOWSD: g 410 thep, a

d here 88 of the respondents are students and just 12 of them are employee
n an

pondent, male 57 % while the female

: he res Sare 43 o
he gender, per centage of t " Ofthe loty reg
0]

"df‘ny

¥ Ie
o The marit m

o The occupatio

The monthly expense o :
espo
{0 50,000 and finally 8 of the r |
T(; thly income of the respondents and it shows 77 of the respondents have bellow Rs 25
e The mon

between 25,000 Rs to 50,000 and finally 5 of them have above 50,000

The payment system of the respondents and here 36 of the respondents pay cash, 13 respondents pay carg i
‘ )y
51 of the respondents pay both cash and card means they use from both option. !

s of the respondents and here 79 respondents have bellow Rs. 25,000, 13, Of thepy e
dents have above 50,000 among the total respondents. €Rs 25‘%

000, 1g Of th,
)

The gratification level of the respondents from retail stores staff behavior and here 9 respondents g Ve

ey Ty sa(isﬁe¢
70 of them are satisfied, 14 of them are neither and 7 of the respondents are dissatisfied from staff pep

avior of ‘
retail stores

e The price of products and how consumers satisfy from it. Here in this study 17 r'esponde.rns are very satisfied, s of
them are satisfied, 12 of them are neither, 3 of them is dissatisfied and 3 of them is very dissatisfied frop Price of g,

retail stores.

e The satisfaction of respondents from retail stores environment. Here there are 16 respondents are Very satisfied, ¢
of them are satisfied, 9 of them are neither and in the finally 7 is dissatisfied.

SUGGESTION

® They should provide proper parking facilities to the consumers to satisfy them in this part.

o  Customer waits most of the time for counter to bill their purchased goods and here they should care to solve the
problem.

® Customer complains the more in retail stores they are asking the phone number always and it’s boring. So if the
consumers are not satisfied it’s better to ask once or never asked the phone number.

® Some times in billing consumers wait because the s

! ystem does not work properly and it’s a serious problem of
consumers so 1t’s better to solve it.

® Insome branches of the retail traders there is no house hold things like dishes. 5o

; B if they added these items then there
will be more consumer gratification from the ret

ail stores from consumer’s side,
®  For the fruits and vegetable there are two billin

& Process and customers wants to rect]
go to the counter for billing. i e i
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