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ABSTRACT

Prof. Rajlaxmi Pujar

According to Crisil Research, the online retail business in India is expected to grow at a whopping 50–55 per cent annually to
become aRs 50,000 crore (US$ 8.32 billion) business in the next three years. Looking at the growth of online retail business
large retail formats can explore the area of online grocery shopping. Also a subscription strategy can help increase revenue
by ensuring they have returning and repeat customers.A feasibility study was carried out to understand the potential of
online grocery shopping with 50 households in Pimpri-Chinchwad area, having dual income and having access to internet.
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Introduction:Online grocery shopping has already reached a substantial size
in several countries: 5 percent of the total grocery market in
the U.K., 3 percent in France, and 4 percent in South Korea.
The online share of grocery shopping is growing at rates of 20
to 50 percent per year in leading markets and should double
in many markets by 2016. The retail sector is one of the fastest growing in India over the last few years.The Indian retail
industry, which comprises organized and unorganized retail,
is currently estimated at US$ 490 billion. It has experienced
high growth over the last decade with a noticeable shift towards organized retailing formats. Favorable demographics,
increasing urbanization, nuclear families, purchasing power
of consumers, preference for branded products and higher
aspirations are some factors which will drive retail consumption in the country.Further easy availability of debit/credit cards
has contributed significantly to a strong and growing online
consumer culture in India. With the online medium of retail
gaining more and more acceptance, there is a tremendous
growth opportunity for retail companies, both domestic and
international. The growth of internet use in India is attracting
the focus of global brands, as well as changing the way firms
market themselves. The changes have been fast, and today to
reach upmarket and professional audiences the internet has to
be a core part of the strategy. India is the third biggest country in terms of internet users in the world. According to Internet And Mobile Association of India (IAMAI), there were 190
million users in 2013 and projected to touch 243 million by
June 2014but still a relatively small proportion of the country’s
1.2 billion population.This net-savvy generation is also helping
to build e-commerce in India.
India’s Online Market Scenario:India’s urban population has contributed immensely to the
growth of the online market in the country. Mumbai have left
behind all other cities in India in shopping online; Delhi ranks
second and Kolkata ranks third in the preference for online
shopping in 2013. In the next 7–10 years, around 30–40 per
cent of the total retail in India’s top 75 cities is expected to
be carried out online. In India, Flipkart and Snapdeal dominate
the online marketplaces. Snapdeal brands itself as the biggest online marketplace in India and allows more than 20,000
businesses to sell on its platform. The growing online retail
market has become a very lucrative business for international majors as well. Though big retailers such as Reliance Retail
and Future Group have announced plans to go online in the
food and grocery space, existing e-commerce grocery players
are not very much concerned about the imminent competition.The top three players in the online grocery space Local
Banya, Ek Stop and Big Basketare even considering tying up

with some of the retail biggies.
Subscription Model
In the US, 41% of online store revenue comes from returning
and repeat purchasers, who constitute only 8% of all visitors.
Businesses can therefore increase revenue by ensuring they
have returning and repeat customers, and one of the best
ways of doing that is to adopt a subscription model.
Advantages of Subscription Model:1) It helps foster customer loyalty because they result in being
regularly in touch with customers.
2) Subscriptions enable “better serving top customers, growing goodwill, and earning word-of-mouth-promotion,”
3) Subscriptions have a built-in, recurring opportunity to market additional products thus increasing opportunity forexpansion.
4) It will help better serve existing customers and increase life
time value.
5) Returning and repeat purchasers represent a great opportunity to increase sales.
Objectives of the Study:1) To understand the current online shopping habits of selected households who shop grocery in large retail formats.
2) To know the potential and opinion regarding online grocery shopping
3) To know the acceptance of subscription model of online
shopping.
Research Design forthe Study:Type of Research: - Descriptive Research
Type of Sampling:- Judgmentaland Snowball Sampling
Sampling Size: 50 Households
Sampling Unit: A household with dual income and inter
			
net access.
Data Type: Primary Data: Questionnaire
Analytical Tools Used: Pie Chart, Bar Chart
Data Analysis, Results and Interpretation
Q.1) Do you use internet daily?
a) Yes
b. No
Table No1: Internet daily usage
Responses

Daily Internet Usage

Yes

50

No

0
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Data Interpretation:- 100% respondents said that they access internet daily.
Q.2) Do you shop online?
a) Yes
b. No
Table No 2: Online Shopping Preference
Responses

Online Shopping Preference

Yes

40

No

10

Data Interpretation:- 50% of respondents shop at least
once a month
Q.4) What are the items you purchase online?
a) Food Items
b) Grocery
c) Books
d) Clothing and Fashion
e) Electronics
f) Furniture & furnishing
g) Beauty and Wellness
h) Footwear
Table No 4:- Details of Online Purchase
Products
Food Items
Grocery
Books
Cloths & Fashion
Electronics
Furniture & furnishing
Beauty & wellness
Footwear

Purchase
2
0
12
10
3
0
4
5

Data Interpretation: - 80% respondents said that they
shop online.
Q.3)If Yes, how often you do online shopping?
a) Monthly b) Weekly c) Frequently d) Occasionally
Table No 3:-Frequency of Online Shopping
Response

Frequency of Online Shopping

Monthly

20

Weekly

5

Frequently

10

Occasionally

5
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Data Interpretation: - Maximum households do online
shopping of clothing and fashion related items.

ISSN - 2250-1991

Volume : 3 | Issue : 8 | August 2014

Q.5) From how many stores do you shop for grocery?
a)One
b) Two
c) Three
d) Four e) Five
Table No5:- No. of Store

Q.7) If yes, at what frequency you would like go for online grocery shopping?
a)Weekly b) Fortnightly c) Monthly
Table No7:- Frequency of Online Grocery Shopping

Numbers

Number Of Store

Frequency of Online Grocery Purchase

Responses

One

37

Weekly

6

Two

10

Fortnightly

9

Three

3

Monthly

17

Four

0

Data Interpretation: - Households who agreed to adopt
online grocery shopping, in that 53% said that they
would purchase at monthly frequency.

Data Interpretation:- 74% of households prefer to do grocery shopping from one store.
Q.6) If such stores provide you facility of online grocery
shopping, would you prefer it?
a) Yes
b. No
Table No 6:- Online Grocery Shopping Preference
Response

Online Grocery Shopping Preference

Yes

32

No

18

Data Interpretation: - 64% of households agreed to adopt
online grocery shopping

Q.8) If a subscription facility is available how long would
you like to avail this facility?
a) One Year b) Two years c)Three years d) More than 3 years
Table No 8:- Duration of Subscription Facility
Duration of Subscription Facility

Responses

One year

22

Two years

7

Three Years

3

More Than 3 years

0

Data Interpretation: - 69% households said that they
would go for one year subscription.
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Q.9) What mode of payment you would prefer?
a) Cash on Delivery b) ECS c) Cheque d) Online Transfer
Table No9:-Mode of payment
Mode of payment

Responses

Cash on Delivery

6

ECS

0

Cheque

11

Online Transfer

15

Data Interpretation: - Maximum households would prefer
payment through online transfer and cheque.
Major Findings: 1) All households selected use internet daily, however only
80% shop online and 74% shop grocery from one store.
2) Online shopping is done mostly of clothing and fashion
items in these households.
3) 64% of households agreed to go for online shopping,
53% at the frequency of a month.
4) 69% would prefer yearly subscription. 47% would prefer
online transfer mode of payment.37% would prefer payment by cheque.
Conclusion:The number of transactions made online has been growing.
In the past year, the value of online business in India was estimated to be worth about $10bn.The opportunities in food
and grocery retail are immense, given that it constitutes about
69 per cent of the country’s total retail market, according to
panel members at the seventh Food and Grocery Forum India.
This study shows that there exists potential for online grocery
shopping and its subscription .Large retail formats should grab
the potential of online grocery sales or risk being left behind.
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