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ABSTRACT 

Retail management is the process of planning, organizing, directing, and controlling the activities involved in 

selling goods and services to consumers. It plays a vital role in ensuring customer satisfaction, efficient 

inventory management, effective merchandising, and profitability for retail organizations. With increasing 

competition and changing consumer preferences, retailers are focusing on innovative strategies, technological 

advancements, and customer-centric approaches to improve business performance. 

This study examines the various aspects of retail management, including store operations, inventory control, 

customer service, pricing strategies, merchandising, and promotional activities. It highlights the importance of 

understanding consumer buying behavior and adapting retail practices to meet evolving market demands. The 

study also explores the impact of digital transformation, e-commerce, and omnichannel retailing on traditional 

retail businesses. 

Effective retail management helps organizations optimize resources, enhance customer experiences, increase 

sales, and build long-term customer loyalty. The findings of the study indicate that successful retailers are 

those who continuously innovate, maintain efficient supply chains, and focus on delivering value to 

customers. Retail management therefore serves as a critical function in achieving sustainable growth and 

competitive advantage in the modern retail environment. 

I. INTRODUCTION 

Retail management refers to the process of 

managing the sale of goods and services directly to 

consumers through various distribution channels. 

It involves planning, organizing, staffing, 

directing, and controlling retail operations to 

ensure customer satisfaction and achieve 

organizational objectives. Retail management 

encompasses a wide range of activities such as 

merchandise planning, inventory management, 

pricing, store layout, customer service, sales 

promotion, and supply chain coordination. 

The retail sector plays a significant role in the 

economic development of a country by generating 

employment opportunities, facilitating the 

distribution of products, and contributing to 

economic growth. In today's highly competitive 

business environment, retailers must continuously 

adapt to changing consumer preferences, 

technological advancements, and market trends. 

The emergence of e-commerce, digital payment 

systems, and omnichannel retailing has 

transformed traditional retail practices, making 

retail management more dynamic and customer-

focused. 

Effective retail management helps businesses 

improve operational efficiency, optimize inventory 

levels, enhance customer experiences, and increase 

profitability. Understanding consumer buying 

behavior and implementing appropriate retail 

strategies are essential for attracting and retaining 

customers. Retailers who successfully integrate 

technology, marketing, and customer relationship 

management into their operations can gain a 

competitive advantage in the marketplace. 

Therefore, retail management serves as a crucial 

function in ensuring the smooth operation of retail 

businesses while meeting the evolving needs and 

expectations of consumers in a rapidly changing 

market environment. 
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NEED AND IMPORTANCE OF THE STUDY 

 The retail sector is one of the fastest-

growing industries and plays a crucial role in the 

economic development of a country. With 

increasing competition, changing consumer 

preferences, and rapid technological 

advancements, effective retail management has 

become essential for business success. The study 

of retail management helps in understanding the 

strategies and practices that enable retailers to 

meet customer expectations, improve operational 

efficiency, and achieve sustainable growth. 

This study is important because it provides 

insights into various aspects of retail operations 

such as inventory management, merchandising, 

pricing, customer service, and sales promotion. It 

helps identify the factors that influence consumer 

buying behavior and purchasing decisions. The 

study also highlights the impact of digital 

technologies, e-commerce, and omnichannel 

retailing on traditional retail businesses. 

Furthermore, the research assists retailers in 

developing effective marketing strategies, 

enhancing customer satisfaction, and building 

long-term customer loyalty. It enables businesses 

to recognize market opportunities, respond to 

competitive challenges, and improve overall 

performance. The findings of the study can be 

useful for retail managers, entrepreneurs, 

researchers, and students in understanding current 

retail trends and adopting best practices for 

business success. 

Thus, the study of retail management is essential 

for improving retail operations, increasing 

profitability, and ensuring customer satisfaction in 

an increasingly competitive and dynamic business 

environment. 

OBJECTIVES 

• To study the concept and importance of 

retail management in the modern business 

environment.  

• To analyze the various functions and 

activities involved in retail management.  

• To examine the factors influencing 

consumer buying behavior in retail stores.  

• To evaluate the effectiveness of inventory 

management and merchandising practices.  

• To study the impact of pricing, promotion, 

and customer service on retail sales.  

• To understand the role of technology and 

e-commerce in retail management.  

• To assess customer satisfaction levels and 

their influence on customer loyalty.  

• To identify the challenges faced by 

retailers in a competitive market 

environment.  

• To analyze strategies adopted by retailers 

for improving operational efficiency and 

profitability.  

• To provide suggestions for enhancing 

retail performance and customer 

experience. 

II. RESEARCH METHODOLOGY 

 Research in common pursuance refers to a 

search for knowledge in a scientific and systematic 

way for pursuant information on a specified topic. 

 Once the objective is identified that next 

step is to collect the data which is relevance to the 

problem identified and analyze the collected data 

in order to find out the hidden reasons for the 

problem. There are two types of data namely. 

1. PRIMARY DATA 

 Primary data is to be collected by the 

concerned project researcher with relevance to his 

problem. So the primary data is original in nature 

and is collected first hand. 

Collection of primary data 

 There are several methods of collecting 

primary data particularly in surveys and 

descriptive researches. Important ones are as 

follows: 

1. Observation Method 

2. Interview Method 

3. Questionnaire 

4. Schedules and 

5. Other methods which include 

➢ Warranty needs 
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➢ Distributor audits 

➢ Pantry audits 

➢ Consumer panels 

➢ Using mechanical devices 

➢ Through projective techniques 

➢ In depth interviews and 

Sampling: 

 A non-probability conclusive sampling 

method was used in the study for data collection. 

Sample size: 

 The sample was taken from the universe 

on random sampling basis in Hyderabad. The 

sample size designed for this project is 100 

keeping in mind the paucity of time and also the 

customer base of the organization in the research 

area. 

Research Methodology 

 A structured questionnaire was prepared 

and presented to the respondents and related 

questions were asked. Questionnaires mainly 

contained close-ended questions and a few open 

ended questions, to identify the reasons for Retail 

management & their dissatisfaction. 

Secondary data 

 It is the data already existing, which has 

gone through some standard analysis. Under the 

secondary data, the company’s annual reports, 

broachers, pamphlets, newspapers, journals and 

internet were taken into consideration. 

SCOPE OF THE STUDY 

The scope of this study is to analyze the various 

aspects of retail management and its impact on 

business performance and customer satisfaction. 

The study focuses on understanding retail 

operations, merchandising practices, inventory 

management, pricing strategies, promotional 

activities, and customer service in retail 

organizations. 

The research examines consumer buying behavior, 

shopping preferences, and factors influencing 

purchase decisions in retail stores. It also explores 

the role of technology, e-commerce, and digital 

marketing in enhancing retail efficiency and 

improving customer experiences. The study covers 

the challenges faced by retailers in a competitive 

market environment and evaluates the strategies 

adopted to attract and retain customers. 

Furthermore, the study provides insights into 

modern retail trends, customer relationship 

management, and the importance of effective retail 

management in achieving profitability and 

sustainable growth. The findings of the study can 

help retailers, managers, researchers, and students 

understand current retail practices and develop 

strategies for improving retail performance and 

customer satisfaction. 

LIMITATION OF THE STUDY 

1. The study is limited to a specific 

geographical area; therefore, the findings 

may not represent the entire retail 

industry.  

2. The sample size is restricted to a limited 

number of respondents, which may affect 

the generalization of the results.  

3. The study is based on the opinions and 

responses provided by the respondents, 

which may be subject to personal bias.  

4. Time constraints limited the extent of data 

collection and analysis.  

5. Financial limitations restricted the 

coverage of a larger population and wider 

study area.  

6. Consumer preferences and market trends 

change continuously, which may affect the 

long-term relevance of the findings.  

7. The accuracy of the study depends on the 

reliability and honesty of the information 

provided by respondents.  

8. The research focuses mainly on selected 

aspects of retail management and may not 

cover all factors influencing retail business 

performance.  

9. Some secondary data sources may contain 

outdated information, which could affect 

the analysis.  

10. External factors such as economic 

conditions, competition, and technological 

changes were not examined in detail 

during the study.  
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III. REVIEW LITERATURE  

Retail consists of the sale of goods or merchandise 

from a fixed location, such as a department store, 

boutique or kiosk, or by mail, in small or 

individual lots for direct consumption by the 

purchaser. Retailing may include subordinated 

services, such as delivery. Purchasers may be 

individuals or businesses. In commerce, a 

"retailer" buys goods or products in large 

quantities from manufacturers or importers, either 

directly or through a wholesaler, and then sells 

smaller quantities to the end-user. Retail 

establishments are often called shops or stores. 

Retailers are at the end of the supply chain. 

Manufacturing marketers see the process of 

retailing as a necessary part of their overall 

distribution strategy. The term "retailer" is also 

applied where a service provider services the 

needs of a large number of individuals, such as a 

public utility, like electric power. 

Shops may be on residential streets, shopping 

streets with few or no houses or in a shopping 

mall. Shopping streets may be for pedestrians 

only. Sometimes a shopping street has a partial or 

full roof to protect customers from precipitation. 

Online retailing, a type of electronic commerce 

used for business-to-consumer (B2C) transactions 

and mail order, are forms of non-shop retailing. 

Shopping generally refers to the act of buying 

products. Sometimes this is done to obtain 

necessities such as food and clothing; sometimes it 

is done as a recreational activity. Recreational 

shopping often involves window shopping (just 

looking, not buying) and browsing and does not 

always result in a purchase. 

Retail pricing 

Retail pricing refers to the process of determining 

the selling price of products and services offered to 

customers by retailers. It is a crucial aspect of 

retail management because it directly influences 

customer purchasing decisions, sales volume, 

profitability, and the competitive position of a 

retail business. Retailers must set prices that cover 

costs, generate profits, and provide value to 

customers while remaining competitive in the 

market. 

Effective retail pricing requires careful 

consideration of factors such as product cost, 

market demand, competitor pricing, customer 

preferences, economic conditions, and business 

objectives. Retailers often use different pricing 

strategies to attract customers, increase sales, and 

maximize profits. These strategies may include 

cost-plus pricing, competitive pricing, 

psychological pricing, discount pricing, 

penetration pricing, and premium pricing. 

In the modern retail environment, pricing has 

become more dynamic due to technological 

advancements and the growth of e-commerce. 

Retailers frequently adjust prices based on market 

trends, customer demand, seasonal changes, and 

competitor actions. Proper retail pricing helps 

businesses achieve customer satisfaction, maintain 

profitability, and build long-term customer loyalty. 

Thus, retail pricing is a vital component of retail 

management that balances customer value and 

business profitability while supporting the overall 

success of the retail organization. 

Sales techniques 

Sales techniques are the methods and strategies 

used by salespeople and retailers to persuade 

customers to purchase products or services. 

Effective sales techniques help businesses increase 

sales, improve customer satisfaction, and build 

long-term relationships with customers. These 

techniques focus on understanding customer 

needs, presenting product benefits, addressing 

concerns, and encouraging purchase decisions. 

One of the most common sales techniques is 

personal selling, where sales representatives 

interact directly with customers to provide 

information and recommendations. Suggestive 

selling involves recommending complementary or 

related products to increase the value of a 

customer's purchase. Upselling encourages 

customers to buy a higher-priced or premium 

version of a product, while cross-selling promotes 

additional products that complement the main 

purchase. 

http://en.wikipedia.org/wiki/Sales
http://en.wikipedia.org/wiki/Department_store
http://en.wikipedia.org/wiki/Boutique
http://en.wikipedia.org/wiki/Kiosk
http://en.wikipedia.org/wiki/Mail
http://en.wikipedia.org/wiki/Consumption_%28economics%29
http://en.wikipedia.org/wiki/Commerce
http://en.wikipedia.org/wiki/Product_%28business%29
http://en.wikipedia.org/wiki/Manufacturing
http://en.wikipedia.org/wiki/Import
http://en.wikipedia.org/wiki/Wholesale
http://en.wikipedia.org/wiki/End-user
http://en.wikipedia.org/wiki/Supply_chain
http://en.wikipedia.org/wiki/Marketing
http://en.wikipedia.org/wiki/Distribution_%28business%29
http://en.wikipedia.org/wiki/Public_utility
http://en.wikipedia.org/wiki/Electric_power
http://en.wikipedia.org/wiki/Shopping_mall
http://en.wikipedia.org/wiki/Shopping_mall
http://en.wikipedia.org/wiki/Pedestrian
http://en.wikipedia.org/wiki/Roof
http://en.wikipedia.org/wiki/Precipitation_%28meteorology%29
http://en.wikipedia.org/wiki/Electronic_commerce
http://en.wikipedia.org/wiki/Business-to-consumer
http://en.wikipedia.org/wiki/Mail_order
http://en.wikipedia.org/wiki/Shopping
http://en.wikipedia.org/wiki/Trade
http://en.wikipedia.org/wiki/Recreation
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Retailers also use demonstrations and product 

displays to attract customer attention and showcase 

product features. Relationship selling focuses on 

building trust and maintaining long-term customer 

relationships through excellent service and 

personalized interactions. Additionally, 

promotional offers, discounts, loyalty programs, 

and limited-time deals are commonly used to 

stimulate sales and encourage repeat purchases. 

In today's digital environment, retailers employ 

online sales techniques such as personalized 

recommendations, email marketing, social media 

promotions, and targeted advertisements to reach 

customers effectively. Successful sales techniques 

not only increase revenue but also enhance 

customer satisfaction and loyalty, contributing to 

the overall growth and profitability of the retail 

business. 

Customer service 

Customer service refers to the assistance, support, 

and guidance provided by a business to its 

customers before, during, and after the purchase of 

products or services. It is a vital component of 

retail management that helps create a positive 

shopping experience, build customer satisfaction, 

and foster long-term customer loyalty. 

Effective customer service involves understanding 

customer needs, responding promptly to inquiries, 

resolving complaints efficiently, and ensuring that 

customers receive the right products and services. 

Retail employees play an important role in 

providing friendly, courteous, and professional 

assistance, which helps customers feel valued and 

appreciated. 

Good customer service offers several benefits to 

retailers. It enhances customer satisfaction, 

encourages repeat purchases, generates positive 

word-of-mouth publicity, and strengthens the 

reputation of the business. In a highly competitive 

retail environment, excellent customer service can 

serve as a key differentiating factor that attracts 

and retains customers. 

Modern retailers use various customer service 

tools and technologies, such as customer 

relationship management (CRM) systems, online 

chat support, mobile applications, self-service 

kiosks, and social media platforms, to improve 

communication and provide quick solutions to 

customer issues. These technologies help retailers 

deliver personalized services and enhance the 

overall customer experience. 

Therefore, customer service is an essential aspect 

of retail management that contributes significantly 

to customer retention, business growth, and long-

term profitability by ensuring that customers 

receive value, satisfaction, and support throughout 

their shopping journey. 

Retail Sales 

Retail sales refer to the sale of goods and services 

directly to end consumers for personal or 

household use through various retail channels such 

as supermarkets, department stores, specialty 

stores, convenience stores, and online platforms. 

Retail sales represent the final stage in the 

distribution process, where products reach 

customers and generate revenue for retailers. 

Retail sales play a crucial role in the success of a 

retail business as they directly influence 

profitability, market share, and business growth. 

The level of retail sales depends on several factors, 

including product quality, pricing, store location, 

customer service, promotional activities, consumer 

preferences, and overall economic conditions. 

Retailers must continuously monitor sales 

performance and customer demand to make 

informed business decisions. 

Effective retail sales management involves 

merchandising, inventory control, sales 

forecasting, pricing strategies, and customer 

relationship management. Retailers use various 

sales promotion techniques such as discounts, 

seasonal offers, loyalty programs, product 

demonstrations, and advertising campaigns to 

attract customers and increase sales volume. 

With the growth of digital technology and e-

commerce, retail sales have expanded beyond 

physical stores to online platforms, mobile 

applications, and social media channels. This 

omnichannel approach enables retailers to provide 
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a seamless shopping experience and reach a wider 

customer base. 

Thus, retail sales are a key indicator of retail 

performance and economic activity. Strong retail 

sales contribute to higher revenues, improved 

customer satisfaction, and sustainable business 

growth, making them an essential element of retail 

management. 

The Indian Retail Market 

The Indian retail market is one of the largest and 

fastest-growing retail markets in the world. It plays 

a significant role in the country's economy by 

contributing to employment generation, economic 

growth, and consumer spending. The retail sector 

in India consists of both organized retail 

(supermarkets, hypermarkets, department stores, 

and e-commerce platforms) and unorganized retail 

(local kirana stores, street vendors, and small 

family-owned shops). 

India's large population, rising disposable incomes, 

rapid urbanization, changing lifestyles, and 

increasing internet penetration have fueled the 

growth of the retail industry. Consumers today 

have greater access to a wide variety of products 

and services, leading to increased demand for 

quality, convenience, and better shopping 

experiences. The expansion of shopping malls, 

retail chains, and online marketplaces has further 

transformed the retail landscape. 

The growth of e-commerce has been a major 

driver of the Indian retail market. Online platforms 

offer convenience, competitive pricing, multiple 

payment options, and home delivery services, 

attracting a large number of customers. Digital 

payments, smartphones, and improved logistics 

networks have also contributed significantly to the 

growth of online retailing. 

The Indian retail market covers diverse segments 

such as food and grocery, apparel, consumer 

electronics, healthcare products, home furnishings, 

beauty and personal care products, and lifestyle 

goods. Among these, food and grocery constitute 

the largest share of the retail market. 

Despite its growth, the Indian retail sector faces 

challenges such as intense competition, supply 

chain inefficiencies, changing consumer 

preferences, infrastructure constraints, and price 

sensitivity. Retailers must continuously innovate 

and adopt technology-driven solutions to remain 

competitive and meet evolving customer 

expectations. 

Overall, the Indian retail market presents 

enormous opportunities for retailers, investors, and 

entrepreneurs due to its vast consumer base, 

expanding middle class, and increasing adoption 

of modern retail formats. It continues to be a key 

contributor to India's economic development and 

offers strong growth potential for the future. 

Challenges 

To become a truly flourishing industry, retailing 

needs to cross the following hurdles:  

• Automatic approval is not allowed for 

foreign investment in retail. 

• Regulations restricting real estate 

purchases, and cumbersome local laws. 

• Taxation, which favours small retail 

businesses. 

• Absence of developed supply chain and 

integrated IT management. 

• Lack of trained work force. 

• Low skill level for retailing management. 

• Lack of Retailing Courses and study 

options 

• Intrinsic complexity of retailing – rapid 

price changes, constant threat of product 

obsolescence and low margins. 

To overcome some of the challenges faced by 

modern retail, the country is developing a support 

infrastructure in form of specialised retail schools. 

One such skill development initiative has been 

taken by TKWs Group. Its TKWs Retail School 

has already training over a thousand students and 

retail professionals for different retail skills. 

TKWs Retail School is also associated with 

government projects like enhancing retail 

experience of foreign tourists, improving retail of 

handicraft and local produce, skill development of 

village youth. 

A supermarket, a form of grocery store, is a self-

service store offering a wide variety of food and 

http://en.wikipedia.org/wiki/Grocery_store
http://en.wikipedia.org/wiki/Self-service
http://en.wikipedia.org/wiki/Self-service
http://en.wikipedia.org/wiki/Retailing#Retail_types
http://en.wikipedia.org/wiki/Food
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household merchandise, organized into 

departments. It is larger in size and has a wider 

selection than a traditional grocery store, also 

selling items typically found in a convenience 

store, but is smaller and more limited in the range 

of merchandise than a hypermarket or big-box 

store. 

The supermarket typically comprises meat, fresh 

produce, dairy, and baked goods departments, 

along with shelf space reserved for canned and 

packaged goods as well as for various non-food 

items such as household cleaners, pharmacy 

products and pet supplies. Most supermarkets also 

sell a variety of other household products that are 

consumed regularly, such as alcohol (where 

permitted), medicine, and clothes, and some stores 

sell a much wider range of non-food products. 

The traditional suburban supermarket occupies a 

large amount of floor space, usually on a single 

level. It is usually situated near a residential area in 

order to be convenient to consumers. Its basic 

appeal is the availability of a broad selection of 

goods under a single roof, at relatively low prices. 

Other advantages include ease of parking and 

frequently the convenience of shopping hours that 

extend far into the evening or even 24 hours a day. 

Supermarkets usually allocate large budgets to 

advertising, typically through newspapers. They 

also present elaborate in-store displays of 

products. The stores are usually part of corporate 

chains that own or control (sometimes by 

franchise) other supermarkets located nearby—

even transnationally—thus increasing 

opportunities for economies of scale. 

Supermarkets typically are supplied by the 

distribution centres of their parent companies, such 

as Loblaw Companies in Canada, which operates 

thousands of supermarkets across the nation. 

Loblaw operates a distribution centre in every 

province—usually in the largest city in the 

province. 

Supermarkets usually offer products at low prices 

by reducing their economic margins. Certain 

products (typically staple foods such as bread, 

milk and sugar) are occasionally sold as loss 

leaders, that is, with negative profit margins. To 

maintain a profit, supermarkets attempt to make up 

for the lower margins by a higher overall volume 

of sales, and with the sale of higher-margin items. 

Customers usually shop by placing their selected 

merchandise into shopping carts (trolleys) or 

baskets (self-service) and pay for the merchandise 

at the check-out. At present, many supermarket 

chains are attempting to further reduce labor costs 

by shifting to self-service check-out machines, 

where a single employee can oversee a group of 

four or five machines at once, assisting multiple 

customers at a time. 

A larger full-service supermarket combined with a 

department store is sometimes known as a 

hypermarket. Other services offered at some 

supermarkets may include those of banks, cafés, 

childcare centres/creches, photo processing, video 

rentals, pharmacies and/or petrol stations. 

IV. DATA ANALYSIS & INTERPRETATIO 

AGE GROUP OF THE RESPONDENTS: 

The below table shows the age group of the respondents surveyed: 

 

 

 

 

 

 

 

 

AGE No Of Respondents 

18-28 54 

28-38 28 

38-48 10 

Above 48 8 

Total 100 
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INFERENCE:  

From  the above table, 54% of the respondents belong to the age group of 18-28 years, 28% of the respondents 

belong to the age group of 28-38 years, 10% of the respondents belong to the age group of 38-48 years, 8% of 

the respondents belong to the age group of above 48 years. 

OCCUPATION OF THE RESPONDENTS: 

The below table shows the type of respondents of the respondents surveyed. 

 

 

 

 

 

 

 

 
INFERENCE: From  the above table 36% of the respondents are students, 18% of the respondents are 

businessmen, 28% of the respondents are private employee, 18% of the respondents are Govt employee. 

HAVING KNOWLEDGE OR NOT: 

The below table shows that whether the respondents is having a two wheeler or not 

Having Knowledge  or 

not No of respondents 

Yes 80 

No 20 
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80

100

120

Student Business Private
Employee

Govt
Employee

Total

No Of Respondents

Occupation No Of Respondents 

Student 36 

Business 18 

Private Employee 28 

Govt Employee 18 

Total 100 
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Total 100 

 
INFERENCE:  

From the above table 80%of people having Knowledge Retail products and 20% are not having Knowledge 

Retail products. 

V. FINDINGS 

➢ 40% of the HERITAGE customers are 

employees and 29% of the customers are 

others. 

➢ Most of the respondents belong to the age 

group of 18-40 years. 

➢ HERITAGE   DARI & RETAIL Products 

is the most preferred in the HERITAGE 

products. 

➢ Most of the respondents getting 

information through the Media and friends 

before purchasing the vehicle. 

➢ Most of the respondents are motivated by 

their friends and family members. 

➢ Most of the respondents have good 

satisfaction with the performance of 

outlets. 

➢ 64% of the respondents are satisfied with 

the Quality of their Products. 

➢ Most of the respondents felt that the price 

is reasonable. 

➢ Cent percent of the respondents satisfied 

with the response of the sales executive at 

first visit. 

➢ 60% of the HERITAGE users have good 

satisfaction with the services given by the 

company. 

➢ Most of the respondents are satisfied with 

the response of the company to the 

complaints given by the customers. 

➢ Most of the respondents are satisfied with 

the fulfillment of promises by the 

company. 

VI. SUGGESTIONS 

➢  The food products recently introduced by 

HERITAGE are mostly concerned about 

Stylish Goods. So, they should also consider 

middle-class people also  

➢ Indian market is a price sensitive market’s 

the food products should be at Minimum price 

with maximum quality. 

➢  The standard of service should be 

improved. 

➢ Advertisements in Televisions, offers 

should be increased to attract the   People. 

➢ If HERITAGE can improve in STYLE and 

NEATNESS it will be the best in all the      

Other competition brands. 

VII. CONCLUSIONS 

➢ 40% of the respondents are 

HERITAGE customers and hence it is 

most                  Preferred Retail products 

brand out of various brands. 

No of respondents

% of respondents 42 14
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➢ HERITAGE DAIRI  is the most 

preferred out of All others 

➢ 60% of the respondents are 

considering HERITAGE brand before 

Purchasing their retail needs. 

➢ Most of the respondents are 

getting information through friends Before 

purchasing the retail brand products. 

➢ Most of the respondents are 

having good satisfaction with Service 

comparing to other brands. 

➢ Most of the respondents are giving 

more preference to Quality. 
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