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CHAPTER ONE

INTRODUCTION

The achievement in indusirial field is really spsotacular
in India since independence. Under the @¢ifferent Development ==
Plans there has been a2 oonsiderable oxpansion in the industrieas
manufacturing oonsuﬁsr goode within the country, We are no long-
er in a condition of retailing‘primarily imported manufactured

goods . Many of the consuser gZocds manufactured to-day are replace-

ing the articles thai{ were formerly being imported.

Index of consumer goods production in India is given below,

It indicates the rapid progress of this industyy in our country.

Index of Consumer Goods
Produotion { 1960 = 100 )

Tear Index
1961 ‘caue 106.,6
1965 ceas 127,85
1960 cees 1453
1972 “ees 1682

/ Source : Reserve Bank of India,Report os furrency
& Pinance 1973-74._7



In these industries competition has heen both inevitable
and welecome, The retall narketing has a strategio importance for
rapid expension of our infustries’. Retaller is the specialist in
selling. He is in direot contact with the consumer. He 1n.there;
fore,in possassion of the vital iInformation shout whet the cone
sumers 1ike and what the trend of the market is. Evidences in
advanced eocononies 1ndioate that with increased out-put and
reduced oost of production.ratailing cost is also on the 1nureaso.
It 1s.therefore,1mportant to know at this stage whether or not
otar retallers are oapable of pqrforning the services necessary
in order to sell the increasing output from the industries in
the eountry that wo are striving to develop as quiockly as pouai;
ble, In technical language,therefore,we are interested in exaui;
ning the structure,the functions,the costs and the efficiency of
retailing of manufactured éoods in this country. The scope of
this study 1abhowever.11mi§gd only to S1liguril; '

NEED FOR THE STUDY

Efficient marketing of manufactured goods is essential
for lerge scale productions: This calls for a study of the
efficiency of reteil marketing. The data from the field study
wexe, therefors,collected to ascerialn the problems faced by our
retailers and the measures needed to solve problexs to increcase

~ their relative efficiency. Our market is a % scllers " market,

. - —_——

Page 2. Vailli, Grathe.and Cox - Marketing in the American |
~ Economy (Ronsld Press, U.S.A.) 1952 Page 632-633.



Posaibly for this reason this aupect of our economy hau been very
little studied in the past. But sooner or lator we must ascertain
the efficiency of our rotailing aystem to help the nannracturer-
t0 boost up their prodnotion and to help then in inproving the
qnality and reduoing the eont of these gooda.

T b -

-ji 'l‘he date ralat-ing to rotall trado are seanty in our Goune
try. Nu attompt has yet boen nmade to conduct any oonprahensiva
‘fiela enquiry to obtain ﬂetailed pioture of the rotailing struc-u
ture of siliguri,a very faat growing city in Eastgrn India, It
wés,thererore.thoughﬁ noceasary to uﬁdertake en enguiry to_ooll;
ect the rolevant data to study the problems of xetsil markéting

of manufactured consumer goods$

ODJECTIVE OF THE STUDY

The intention of the research projeet is to attempt

(a). an apprisel of the organisationﬁénd aperative eondition
of the retmil stores, v 1

(t). an assessment of the prohlems faced by tho retailers in
their day-to-day business.

{c). an analysis bf the factors responsible for ineffieicnoy
in our retail trade and

(d), also to assess the difficulties faced by the consumers

in buying consumer goods and also how far the retailers

———

were reaponsible fn:;ggggmgiffipultiet.

—

*rPage 3+ K.K. Taimmi. Studies in Retailing Consumers'
Go—operation and Puhlic Distributiqg Systenms
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SELECTION OF CENTRE FOR FIELD STUDY

It would have been ideal if we could study ell the ditt;
erent entarprises iﬁ Iﬁdia engaged iﬁ fetailiné. But our limited
resources will not permit to unﬂertake such a big venture. So we
decided to seleot a region which is representativa in oharaoter.
In this rappect Silignrl is an 1dea1 place, It is ¢ fast growing
_city of E#ﬁtern India and ig the Gate-vay to ﬁhutan.ﬁikkinnnill
areas of Darjeeling District end Assaml The etéilers of Siliguri
not only aupply goods to the large numher of local cocnsumers thoy
alao sell goods to nnatowers who cone 2:01 Taa Gardenn ot Dooars
area,nearby Hlll areas ol DarJeeling Biatriet.ﬁaxalharx.aornhathan,
Phansidewa and villagea of surrounding areac. The large nunber ot
armymen of the Military Barraeks of this area are also the ousto-
mers of rgtailers of S8iligurli City. One can have the idea of
"reteil trade in India by studyiﬁg the position of retail trade in
Siliguri. For this reason we have selected Siligurl City as our

occntro for f£ield study:

METHQD OF TBE SUBVEY .

The survey was carried out on two separate questionnajres’,
The first cne contains 1nfor@ation on various aspects of ratail;
ing collected from retailers. These retailers were the ultimate
sampling units for this questionmeire. The second queptionnaire
was useld to eollect information regerding buying habits and Opi;
niorn of the consumer on certain relevant issues. Here a femily

was defined as porsons 1iving together under the same roof ansd



taking their meal from the same kitchen. The person interviewed
wes actuslly the hoad of the family or his wife; A hesd was —
detineq ag the person who makes decisions in the mattexr of pur-
ohases’,

Retailing of mawufacurod goods is dome im Siliguri in

any one of the following ways ¢

{(a); Through a shop selling to consumeors;
(b). Through traders like hawkers,peddlera,etc,
(e}, Through temporary shops

In urban areas the goods included in our study are seld
more Irequently in the shops knovn as Stationery Stores,but some
of the inexpenaive oconvenience goods like bhlades,tollet sonps,
etc.nay alsd be s0ld by grocerry stores and Pan;cigafette Shops’.
If we could include these grocerry stores and Pgn;ShOpa in our
1ist,the number of shops would become too large’; It would oreate
a tremendous problems in constructing the sampling frames, Thera;
foro,wo exoluded groecexry stores and Pan;ShOpa fyom our iist of
retallers, We have collected information from one hundred retaix;
ers of Siliguri Cityi They were selectod by lottery method under
randon aampie survey. At first we made a list of retail shope _

ésaling with mammfactured consumer goods hy door to door visit,

They were numbered serielly for lottery purpose’,



We have ocolleoted information from the head of two
hundred fewilies of different arems under Siliguri Munici-
pality. We followed the same principle in sclecting the =
sample family. After colleeting tho names ond addresses of
inhabitents of Siligurl Ciiy from the Munieipality of Siliguri,
each of them was given & number, Then by lottery we selected
two hundred sample families,

For field study purpose retail] market of Siliguri City
has been divided inte four Zones, pamely';

(1) pidhan Market,
(i1)'; Hill Cart Road Merket,
(111), Mehebirsthan Market and
(iv). netail Shope of other areas of the City.

The nunber of sampled shops of these Centres were as follows :

Name of Zone No.,of Sampled Shops
pidhan Market sen 40
Hill cart Road Market ... 30
Mshabirsthan lMarket see 20

Other areas ore . 10

A ey

TOTAL ... 100




Henceforth we shall descrite thede merkets es ¥ M, ,M, and M,
respectively. Here "M" moans Market, Pifferent number of sauple
chops for different merkets have been selected on the basis of
the nunber of shops of each market'. |
Siliguri City has been divided into four Zones ; (1) East
Zone, (1i) West Zone, (iti) South Zone and (iv) North Zone, This
division was necessary for selection of samplem consumers for

esoch Zone, The number of sampled consumers are as follows :

(1 )?'. Kagt Zone secsnr BO Gﬁni_mlerl

(2) « West Zone assse 60 0
(3)1' South Zone evssas 50 "
(4). North Zone essee 50 "

L ]

Totnl ¢essea 200

‘From ﬁuw ve sbhall ﬁéaoribe these Zones as 31'52'53 and A4 TrospecC=
tively. Here "AY meanﬂ‘Aredt The inhabitents of each of these _
Zones ere almost eqgual, Therefore,equal number of consumers, i.e%
fifvy consumers from each Zone heve been sslected as sample

coOnsuners’;



We have collected information from the hiead of two
bundred fawilies of different areas under Siliguri Munici-
pality, We followed the same prineiple in selecting the ~-
sample fomily. After colleeting tho names and addresses of
inhabitants of Sidiguri City from the Municipality of Siliguriy,
each of them was given a number, Then by lottery we sclecied
two hundred semples families,

For field study purpose retail market of Siliguri city

has haen divided inte four Zones, naumely «

(1)% Bidban ltarket,
(11). Hill Cart Boad Merket.,
(111). Mehebirsthon Merket and
(iv). Retail Shops of other aream of the City.

The number 0f sampled shops of theses Centres were ae follows :

Nape of Zone No,of sSampled Shops
Bidhan Market ae'y 40
Hill Cart Roed Market ... 30
Mahabirsthan Market see 20

-

Otheyr areas soo 10

plli-als enpdnivall-

TOTAL .. 100




gut of 100 sauples from amongst the rotailers we recelved
co=gperation from 96 retailers,. Onliy 4 retnilera..a in H& and one
each in market M, and M, rofused to give any data. One consumer
in Ay and two inm Ay end three in Ag also did not at all respond
to the questionnaires,

It is really painful that a section of rotallers and oon;
sumers Aid not realise the need for this kind of an effort which
would in the longtaenefit thom.

The following are the limitations of the study which were

beyond our oonirel

(2)k Every type of rotailing institutions in Siliguri has not
been inclinded in it;

(b)s Ve collected our daia by interviewing. So,we wore uneble
to obtein information in s much detail as we would have

. liked’,

Lastly, few lines are added in this introductory chapter
ard "
gbout meaning, importance of retailing which will help to assess
the problems faoed by cur retailers and also to ascertain the

diftioulties of consumers under the present study,



The word, " Retailer " is a French word with the prefix
“Re and Verb tailer,meaning to cut'; Evidently roetaziler is one
that outs off smaller portions from larger lumps of goods,
Oordinarily retalling means selling commodities or seorvices for
personal or domestic us¢’, The retailer bas to perform some of
the functions that he hes to unﬂer@akgrgréfgg;ié;,selling,
greding,dividing ond storing goods’; The Definition Committes
of Maxketing Teachers Association U.S5.A.has detined retailing

as under : -

" Retailing includes all activities incident
to sslling to the ultimate consuner, The
goods 801d may be produeed.hought dr earried

in stook by the seller ",

Retailexy 4ia thums an iniermediary between the Wholesaler and

the Consumer,

While describing the importance of retalling,a saying in
Boglish can be quoted “"Femiliarity breeds contaempt", Retellers
are scattered around us and render invalunable services to satiafy
our deily needs,., The consuaer does n9t know any other marketing
funct;onary 80 well as the retailexrs’. The retajler respects the
demand and 1ikings of the ocustomers and also orxeastes personal

relations, But we do not hesitate in remarking that retailing is
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& simple,small end unimportent enforpriae and it atands much
lower 1n status than panufasturers or wholesalere, Not only
" tomday but for ages retailers have boen denied their due

appreoiat:lon.*

The old writers of Greek and Romar oivilasation
also did not¢ shew uny'nympathy to them. Most of the people
to=dey hold that retailing is a vocation for dull.unintelli;
gent and unambitious people’. But the sbove opinion reflects

. only their ignorance, Take any basis ; volume of business,
number of esteblishments,persons engaged,proportion of pe?ao;
nal ineome spent,the retailing establicshes its surpremac&i In
a country liks hmerloa,?hree;IQIth of income of people 1s spent
on comnoditias purohaseh through retailing units, Except people
engaeged in farming,the huaber of porsons engaged in reteiling

business is the highest even in. progressive country like Amerion,

In the modern specialised and complex econonmy,rotailing -
acoupies a signifioent position, The retailer is the last link
in the chain otydietributionﬁ It joins the producer and the-last
point of distribution,i.e.the consumers Belng near to consuvers
he gots the best idea of thelr demands,tastes and purchasing
capacity end transmits them to the manufacturersi The success
of manufacturers and wholesellers ultimately despends upon the
efficiency of reteilexs, The slanockness at thoe retailing point

ereates worrice hoth for the wholesalara_anﬂ for the manufaoturars.

L¥ Page 10. Converse Paul D,, H:—;rvey W, Hnegy and Robert .
,~ V. Mitchel, ’ -

tThe Ftements of Marketing ¢ New York, ;
Prentice Hall 1958, < P 102
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Retalleras are of tremendous help t0 consumers who are in seareh
of sources from where they can get goods to euit their verying
needs. In the absence of retailers 1t would hase.been a tirft;
cult tesk for the consumer to obtain the goods of his cholce in
the present complex end round;ahout;pro&uotion and distribution,
In this weay counter of the retailer is a point where marketing

ends and consumption begine,
In the sudbsequent ohapters an attempt vill be made to

find the efficiency of our retailers in rendering seyrvices to

manufacturers,vholesalers and consumers,
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