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~_ LEAING AND QEFINITION :

¢ P11 . .
Retgiliing is @ trading ~ctivi

w
e

rrelrte’ £o tie stle of sonds and services

‘—J

is ¢ir
ultinrte consuners for their personcl  use, Retaller is the lost

linl: vtetween oroducers aad consumers, 1t is the last onerntion in
P

distvibution., The retailing has been defined by

Prof,Noel Br?ntonl ~s under=

" The vet~il trade is thot orrt of trading
ovfﬂuws“tiax af the country vhich 13 enge ged
in the smle of gonds and services to the

cansumer,uh is buying then for Ris oun
24 Ju

use ~nd enjoyment nr Inr that of the otier
membes of bis bousehonld,™

B

S:1 IMPORTAMCE OF RETAILING s~

The ret?iling is expected to pla

imonrtont role in the owvocess of the ' Bffective Distribution'

of gnods end services, The consumers! satisfoctinn and the welfare

P

ni the soclety as 2 whole depend: mainly uoon the effective ret~iling,

The »ct~ilers in genersl are expected to nerform the Tnllowiag

1 Noel Srenton , Professor of uommevce in the Unive»sitly
of Stretbelyde " The 51UCuuve oL Commerce ",The knglis!
Universitv Press Ltd, St.Paul's Ilhuse, W vk ob Lane,

GARR. BA
@mm.agﬁ gg?{%ﬁﬁ‘ﬁﬁﬁﬂ&;glﬁﬁﬁf@
A
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1}y The retailers are expected tH drey atteption of
ornspective buyers touards ever-ipcredlSing consumer goods
sveh ¢s  a; bnhuse- b?ld consumptionn goods like fond greins,
clotbings ymedicines, toileteries, educatinnal supnlies, soft
d»inks, etc.b) household dursble goods like furniture , cooking
uttensils, clectric apnliances, r~dins, etc, cyagricultural inputs
like fertilisers, seeds,pesticides d) trensportatinn gonds 1like
bycycles, autos, cars, temons, trucks and sp-res etc, e) Agricultural

capital gnnds like tractors, hafvesters, numn sets, nipes ec.

2) The retailers are expected to stonre the goods

needed by the buyers in ficient quantity and mrke tlem

aveilahle the consumers 2s and when they need these goods and

reduce the "dead tine" i,e, time requirved to obtaih the gonds from
the pradveers 2nd tn mrke the goods avoilable to tle  conswmers

3 The ret-oilers’are exnected to . eduvcate the
buyers or consumers ~bout the effective use of the »nroducts
and alsn nrovide after-sales services,

4, The retallers are alsn exnected to nrovide /

upnly mrrlzet infoimetion to the consumers,likewise they are

expected to orowide ilaformation about consumers such as their likes

and dislikes, opinions, needs , incomes etc. to supplyter so that

they can oroduce the goods and services needed by the consmers
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net2ilers are m~inly of two tynes, l/Iltinerant
retailers like havkers, cheap jacks,market traders ghd £, Fixed
shon retailers dning husiness nn smell scale like street stall
wlders,second=-hand gonds dealers, general shonpnps,speciality shops
ete, and iarge scale retailers like departmental stores, multinle
shnns, chein stores,yco-nper~tive stores, mall nrder houses,hize
purchase shnos etce.

3:3  ReTATTIWNG T TIIDIA: -

India is hoth a develnoed 2nd develnoing
country.Indisn marlet today is in a st~ge of transformation fronm

el

tselling conegegot »f marketing!

L

to ' marketing concent »f m rleting'.
Our industries are nrssing throuvrh the stage »f ronid develoamment
end are nroducing lerge variety »f consumer goxds.Our iron and
steel. industry, engineering industry, drugs ~and pharmaceutical
nanufacturing industry and textile industzy are producing consumer

gonds ~nd consumer durable goods on very large scale. A new middle

class in the form »f Govt., servents, teachers and traders,

. - » - m -
particularly in the rural arens, is growing, ‘he process of ol~nned
economic develooment, at<least 1in certain pncket areas has started

vielding results. Along with 1l2rge scale industries,small-scale
industries are also growing under variouvs tynes »f protections and

~senle industries

;..J

incentives,In 1987 there were about 12,5 1-khs smal

producing a large number >f consumer gonds., Ret2ilers are xcected
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tn nloy very sider rnle in the orncess of dist

-

.

an »f the

l.—‘o

ribut
A
gans  oroduced by our smrll ,mediur ~nd large scale indvstries,

All trese developments are talki

‘-J

ng nloce amidst the religious,

[3aad

culturel, economic and linguistic disparities and grodual spread

of edvecation. Lence retniling in India is becoming more and more

ing o Treditinnal metbnds of retailing sve rnt likely to
be successful,lence retzilers will have to follow the nolicies and

A

¥ .In India,retailing has added

. ]
practices besed nn Market Research

st gniTiconce, It can nrovide empnloyment with minimum amount of

investrent in the rural areas, ’
384 Plesy.T STIDYs ’
The present study is besed on the retrilers

surver condueted in the 12 villages(yural arves) and Malavan(Urban )
of Malaven t-luka, during the year 198G-87, The survey uvas conducted

ton vnaerstend the nnlicies, nractices =and onroblems of reteilers who

. "1/
deal in ana’ only. (Grocers)
334:1  Samole JiZe s~ .

Out of 35 retrilers in the 12 selected

villages,19 rvetoilers vere selected and out of 59 retailers in
Malavan G ret-ilers were selec ed ,The selection criterion bas
been explained in the Chapter Yo, I.(nef., 1:5:3:D)

4.

3:4:2 Composition of the Samnles -

Table i, 2342231 tn table 110, 2:4:2:4
shous the compositiom of the sample as to i/ natvre »f the transactions

i.e. retriling or whnlesellin ng iis Volume »f business iii) volume

¥
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Al investrent iv, nwhershbin o-titern ete. The trkle to, 2:4:2:1
sbows thet ~bovt 90 4 ré%ﬂondents in the rvral areas nnd about
83 % rvespondents in urban 2rens were engnged in revall trade anly.
The investmedt nf reteilers wvere studied vider
twn olesses,nimely trading investment and non-trading investment,
The tradiug investment refers to the investment in the gonods and
services in whicl traders deal .Abnut 53 % rural respondents and
absut &~ % urban respondents reported that their trading investment
was lesc than Rs. 15,000/-,This can be seen from the talkle lnh,3:4:2:2,
The table No, 2:4:2:3 shows the volume of

''daily tuvrnover, lleaxly 90 % resonndents from the rural

retailers
areas end about 50 4 resnondents from urban aress renorted that

their drily sales were less ghan Rs. 500/-

TAPLE FD, 3:34:2:1

CLASLIFICATICY OF T7E RESPODE TS O ThHe NASTS
OF _JATURE OT" TRAUSACTIONS .
Type of Resp, flo,of Resp, B'ngaged in kbngaged in

Reteiling only| Retailing

& w%oleselling
Rural 19 . 17 02
( 100%) (89.47 %) (10,52 %)
Urban 7 06 05 01
( 100%) {53.33%, $16,.67%)




TADLK
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47

CLASSIFICATION OF THE RFSIOIMET o QI T PAST S

TTHEIR TRADING IWVESTRE

Class of | Totel |.__._ T W Y.k M EUT T U Gdgoooo____]
Resp. ReSp. Up to ]15,001 |25,001] 50,001 o
15,000 to to to AVRERAGE
25,000 |50,000 |1,00,000
Rural 19 10 09 - - 13,421
(100%) (52, 63%,/(47.23%)
Urban 06 03 01 - 2 32083
(100%, (504) [(16.67%, (32.23%)

2 For the purpose of average l1nvestment mid point of the
slab was taken into account as explained bhereunder,.

_______________________ -
7 Slab Mid noint Rural urban
Rs, Resp, Amount | Resp l Amnant
Bs | B
Up to ’
15,000 7,500 10 75,000 3 | 22,500
|
15,001 | :
to | 20,000 09 1,80,000 1 | 20,000
5,000
25,001 ;
t‘O 37 ’500 - - - -
50,000
50,001
to 75,000 - - 3 1,50,000
1,060,000
r _______________________________________________________
Total - 19 J 2,55,000 6 1,822,000




TABLE WO

C 2

3

4:2:3

rad

CLASSIFICATTIOQON OF TIR RRFSPCIM«'TS O!" TIR

BASIS

QF DAILY OSALES

48

Class of | Total Daily  sales in  Rs... | AVERAGES |

Resp, RESP, | ®rmmmmm e m e e e o {

Up to 501 1,001 5,00l f |

500 tO to ; E

1,000 5,000 & Above j :

fare m mm b e e e o e ol e e e e ] e b e D - o s 8 e - o e e " e = e o e e o v, &

Rural,, | 19 17 0l 01 - Rs, 395,00
(100%) |(89,48%. (5, 26%) (5., 264

Oxban, . 06 03 - 03 Rs,1,375,00

(100%) |(50%) (50%,

- Mo —

S e e

3 For thz purpose of the average d2ily sales midponints

nf the sl
15,500/ =:
for the é

abs 1.e.
RS, 750/ =
slab

Rs,

for

2,560’ for the 1lst,slab up to
the second slab and Rs, £,500/-

were taken into considerstiony and
athe average was clculated as explained in nonte 1Mo, 2
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Table o, 3:4:2:4 shows the nwhershis

pattern/ classificatinn of the reswmondents, About G638 % retail

businesses and abnut

83 % ret~il trading businesses in

the urban areas are owned and menaged by the individuals 1i.e,

snle pronrietors,

TARLF HO. 334:2:4

CLASSITICATION OF TIE RESPONDEITTS

—————

ON TIIE BASIS OF CWIERSHIP

Tyne of Ownership

Family Owenership
Sole Proprietorship

Partnershin

frrcst. ws e A e T S . B i i o e e S e e g e et s i, ]
ot s e ot . ot s e . e A 7o i s e i s ot e . e

Rural
Total Percentags
06 31,57
13 64,43
19 (1

Urban
Tntal Percentage
01 16,67
0553 83,33

S Y e e e e e T R AP

—— e b e e hen Wt wm pn S e Bes M veh W Ves e

2am P M mep e s WP Ve B e N M S M e

335 ORGANISATION AlUD MANAGEMEWT OF RETATLING BUSINESS s

*

The policies and practices »f the rural and

urban

following heads,

retailers in Malavan taluka are discussed under the
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4:5:0 CWNFRSIIIP PATTERIT s

It appears from the t2ble No. 334:2:4 that
the sole proprietnrship was the most popular form of organisatinn

and management both in the rural and urban areas, Nearly 60 %
O

respondents ' from nural areas and about 83 % respondents in the

urban areas reoorted that they owned and menaged their business

! Further}the t~ble shows

to the sole proprietorship,

as sole proprietorship nrganisations,'’

that there was also family ownership next

43581 FINANCE 3

Table No. 33531:5 shows that about 79 %

respondents from rural areas and abouvt 83 4 respondents from

urban areas have depended on their own financ§) ¥hile table
No. 33538136 shows further eclassifieatinn of the respondents who

have ' borrowed?!, The table shows that the respondents have borroved

either from banks nr from thelr friends,

TABLE MO, 3:5:1:5

TABLF STOWING TUE SOURCES OF FINAINCE (MATIM
OF URBAN AND RURAL RESPONDENTS

b — — —

el
o~ — — —~—

Classification

Rural 19 15 04
(1n0%) (78.95 %) (21,05 %)

Urban 06 815 0l
(100%) (83.33%) 9 16.67%)

Total Resp.

ot e e v s T ot e ot e e e i

T S e s W " T T Skt ot s i e S s A — ot o o s ittt ot e o e o 0 T8 LT il e e et et et i o o e ol i n s s Som a +oe m e

v o s e e e e e et i e e e Aot . B A i e e iy pe s o doots o e
[ e e e L S N I Ty

Dependence mainly on

N B i -
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TAZLE MO, 3:531:6

TARLY SHONING THE SOURCES OF BORROCNING OF
NURAL ATD URBAN 2JE SPONDENT 5

Class »f Resn. || Resn,Borrowing Sources of Bobrowhng

D Ve W T e R W P S MR Ne B R M e At e e e et e e Y e e TP P e e e

Banks Bank & {riends PFriends ©Otlers

Rural 04 2 1 1 -
Urbnn 01 1 - N -
ot — = e o e re e v e e ek e e - R e T T - e e e e e - s e o e

Hearly 90 % »f the resoomdents in the rural aveas

Es

reported that they own thelr business oremises , however obnuvt 383 %

a7

2,

resnondents in the urb»n areas venorted that they had rented business
premises, The nnsition 1is shown 1in the toble I'n,435:2:7 ,

Further , both urban and rural respondents renorted that they

were nhot particuler about the selection of the site or lhcatinn

nf thelr business premises, They stapted thelr business where the

accommndatiosn was available on rental basis or in Thelr own residential

nremises,



TABLE NQO., 3:5:2:7

n

TABLE SUOWING TUF BUSIMESS PREMISES!

QWITE RSITTP

6lass of Resp,

e e e e

Total Resp.

e R S S =

B o v e e et e i s e i e Wt o e

34533

own premises

e
e - e - L S NI DI

]
Respondents having Respondents

WARFTIQUSIG FACIZITIES

About 68 % respondents from

having hired
premises

o ot s Wk it e A e S O s S S it

rural aress and

all resnondents from urban areas reported that they had sufficlent

warehousing facilities ., This can be seen from the table Ho,

*D
s e

3:5 8 .

while the data in the table Mo. 3:5:3:9 shows

that

about 46 % respondents in the rural areas and about 67 %

respondents from the urban areas had storing capacity for 'Kirana!

goods of the value of Rs, 50,0r0/-,

0o
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TADLE [0, 2:533%S
TADLE  SHONING THE  WARFHOUSI NG CAPACITY
OF Tiik RURAL_AID URDAN RESICNDENTS
Class of Total nesnondents|| Resonndents | Respondents
resnondents baving I Iacking
worehnusing | werebnusing
fecility Tacility
Rural 19 13 06
(100%, (C8.42%, (31.27%)
Urban 06 06 -
{100%, (1004,
3::::::::::::::::::::::::::::::::::::::::::::::z‘:::::::::::::::‘::’Z::::‘:Z
TABLr 0. 535:3:¢
TAZLE o0 QNG STORAGE CATASITY OF TIt
RESPOIDE Ts  [AVIIC JARRJIOTJIC FCI.
OF XIRAIIA GOODs
‘_n lI‘ J { > - y - 'd -
C_:ziisa.s > 12%3 otoring capncity in Rsof Kirana goods,
......................................... N —
Up to 50,001 to o
B, ABOVE Rs
: 1,380,000 . -
0,000 0 1,00,000
Rural 132 06 06 01 -
(100%, (46,15, (4G.15%) (7.70%,
Urban 06 04 01 01 -
(1004, (G6. G8%, € 16,663, £16.6¢%)
R e T T e e L e e e e e




33534 AIDs TC TRADP ( INFRASTRUCTURE)

The researcher requested the respondents to
offer their opininn about transponrtation, banking , dealership
adevertising facilities etc which they have enjoyed. In this
regards about 21 % of rural respondents and about 83 % urban
respondents stated that they have enjoyed tr-nsportation
facilities satisfactorily.While about 21 4 rural resvondents
and 17 % urban resnondents felt satisfied about banking facilities,
Furthe?)about 68 % rural respondents and about 84 % urban
respondents felt that they had enjoyed satisfactory warehousing
facilities, The said data were culled in the t-ble Hp,335%4310

and table No, 3:5:4:11,

TABLE 0. 33534310

TABLE olQ JINC AVATTLABTLITY OF CERTAIN
AIDS TC TRADF.

Class of No.of No. of respondents enjoying facilities ]
Resp. Resp. o e e e [mommmmm——— [ e — n Y-
TRANSPORT | B4NKIIG ADVFRTISTIHG | DEALERSIIIP

+++++++++1+++++++++4+++++++++++-++++++++++#+++++++++++++++++++++++i

Rural 19 ~7 04 - -
(1rrg) (36.84%) | (21,05%)

Urban 06 ©5 01 - -
' (1redy (83.84) (16.C6)

fom e e e e e et e e e e e e e e e e e o o o e e e e i b S Pt o et ot et e e et et e et ] S e = e o 4t —n o as ]
e e e e, L T L N R S L S L T I L L L - S T S S o o L R e e, i e e - e
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23535 VTG, ICLLbIho_L

'Buying' right ryne of
right souvrce, in the right quantity and
eonditlons are essential prerequisitasnt

Hence an attempt vas made to study

rural and

urban aress in

T was restricted tn the enaquiry

intn

Malavan

the buying nalicies of

the

suecessful re

sSources

an suitohble terms ane

.}Li

1

ct

of

|
supply, nlace of buying, buying terms and size of the 9urdases

of the retailers dealing in ' Kirans = only.
33153514 provide the details in these

- v
Trom rvral ~rers ond about 84 % reta

buring

ac %

s and about 35

rurel gree

1v on credi

their requirements from kol“°

ur, Abnu

from urban areas hought

t terms.Abhut 84

resnects,

S r‘g o
L o B

% rural

Table

the

“IOS
Abovt 11 7%

rrhan areas

goods

4
A

56

goods, at right time, from

ing.

e

,
taluka.however

335:5:12 Lo
7
retailers
wvere
rs from

narTly

retailers and

about 17 % urban retailers ourchesed goods in a bulk  which
met their one week's selling requirements,
TATLE 110, 3%5:5:12
BUYING PLACE OF ReETAILERS
) I
Class No.of Resp. Kolhapur ||Bombay Malavan | Partly Other
Malavan -
Rural i9 02 - 07 05 05
(100%, (10.55%) (26.84%, || (26,22%) (264225)
Urban 06 05 - 01 - -
(100%) (83.84%, (16,16 ]
e wee g omtt to o e -—-J ——————— [ R s R e e | S e A Plwe o o oo o e v o e e e e N —— . - :JJ




TARLE 10, 3:5:531F

b
)

57

DUYTIG TERMS OF  RURAL A URDAYT  RETATLERS
Class of Ho.of Resp. Credit j Cash Cashb & credit
Resn,
Rural 19 - )2 17
(100%, (10.52%, (89,48%,
"Urban 06 01l - 05
( 1004} ( 16.66%, (83, 347,
TARLE 110, 3:5:5:14
TARLE  JI0JING TIF VOLWE OF RUYING OF
RURAL A'™ URBAN RETAILERS
Class Total Resp. volume of buying
rhA week's 15 Days One month's | over monih’
Req. Req, Req, Req.,
Rural 19 16 01 02 -
(1004, ( 84,204, ( 5.5C%, ( 10.52%, -
Urban .06 01 02 03 -
(1009, (16,67% (33,230 | ( 504)
Wpumirrrninibn gt diasduseldidbaiiliieii sufiefimdiesfiaindiiviboerrioniwa bbb dhonfindiiododin Sufioulinghuiiomiigeiiadiunbumiboiogimdbughn vt ditedivegiiburvammns: |
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38536  SpLATINC PCITINTES OF RETATLFNO:

An attempt was nmnde to knou
selling nolicles an' oractices, nrrticvlnrly
storteny,terms of sale, volume of s~le etc, Table Ilo, 3:5:0:15 to

A-

33530217 orovide the det~ils, It wvas [ound that abovt 75 Frural

. P ! . P . s s -
retailers vere ol ioving Cost Ylus ' methnad of oricing fov

EI )

. I =58 L] * : ) PR ,..-a‘-
vere Tolloving Comnetitive oricing sySuem/atg:egy. Further )
about 95 # rural retzilers and &1 urban retailers rvenorted that

they snld gonds partly on cash and partly on credlt terms, It vas
alsn vedarted by about 0% 4 rural rescondents ~nd  about 50 »
urban responcents  that their ) A~ily seles gverared less

ily snles of rural retrilers Avewered Rs, 421/~

as axins” Ts. 1,085/- of urban ret~ilers,( Refer Teable 3:5:G%17/

N

TABLE ST TG TR TPIZINC  SPRATRCT
O NURAL_ATM_ TMBAT NeTATLERS
o ey S M S e P ——— —————— i
“Ylass Totel | Cost Plus| Demand Lunnly Competi =1
Resn. Oriented| Oriented ompevitive
Rural 19 14 - 02 3

(100%y || (74.70p) (10.52%) (15.78%)
Urban 0G| - - - 06

the conds 2nd services offered by trem whereas all vrban retailers



TABLE SLO.ING THk TET® 3 OF SALE
RURAL_AID

TARLE 10, 3:5°:G:16

T
i

R34

RET

ATLE RS

59

SR D BY

Class Ho.of Cash terms “credit terms| cash& credid]
Resp, temms
Rural 19 01 - 18
(1007, ( 5.26% ( 94,785y
Urbon 06 -~ - - Oe
(1003, (180%)
t:::::::::}:"-:::::::::1‘::::::::::::::::::J_: :::::::::::::::::::::::::U
TARLE N0, 33536517
TARLE S'C JING THk AVERAGE DAILY T'RIQVER
CF _RURAL_AID_ URRAN RESPOHDE T3
Class || o,of _TURNOVER I RS, 1
Resp. Up to | ] ) 3
Up b 501 tn 1,001 %o AVETAGE®
800~ | 1 506 5,000/ ‘
Ruralf 19 17 01 01 Rs, 421
(1co¥y  [(89.48%, |(5.26% (5.26%
Urbanj 06 03 - 03
(10C%, (50%, (50%) Rs.1,625 |
:::::l::::::::”b:::::::::::::::::::C:::::Z::::::::J::::::_‘:::::::::Jt
" peen
3 Average d-ily sales have _calcul-ted taking st-rting point

plus 50% of the slab rafge as mid noint {as base) for the
purpnse of the calculations, For examnle mid point o the

04250 =250, for the slab lo. two Ns.750
and for the X slah Mo,2 Rs., 3,C00/- .

slab Illo, 1

as



33537 STOCK POSITICN ¢

ARBILITY tn supply gnnds to the consumers
particularly in the rvral areas depends unon the stnck positions
Ilence the enquiry was made into the stock positions of the
resnondents, About 84 4 rural respondents and about 17 %
respondents in urban areas reported that they maintained the
stocks equal to thelr ' ONE WEEK'S® selling requlrements , The
Policies in this respect can be studied from the tnble

No, 335:7:18

TASBLE 10, 335:7:18

TABLE SUQJING TUF STOCK FOSITICHS OF
RURA L/URBAN RFSPONDENTS

Class Total Stocks equal to selling requirements for
Re S p P sadeudedasieindesduntesfiusiinalioest sndhusiodienibadies ettty sndadinbaiaindiad ot s Ausnienbedesindeihadbeiuadianibegiony
A week 15 Days One month | Over a monthj
Rural 19 16 0l 02 -

(1ro?y | ¢s4.22%) | ( 5.26%) | ( 10.52%)

Urban 06 0l 02 02
(100%) (16.67%)| ( 33,33%) (5C %)
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CONSUMER GUIDALCE ,

| "Consumer Guidance! playé very important
role in the process »f consumer's satisfaction , Consumers or
buyers need guidance not nnly on the aVailﬁbility of goéds and
services, new products, prices etc, but on the pwvoper use of the
products,Consumers are required to be educated about the proper
use of the products. This is prrticularly necessary when ney
products,new varieties are entering the market every now and then,
gnquiries in this direction revealed that akout 89 4 of the
rural retailers and all retallers in the urban areas were found
guiding th@ﬂ# customers on their own 1initiative. However in most

m

of the cases the guidance was restricted to the gquality and

availability of gonds only,

33539s GROWLI PATTERN :

It is said that ‘'retailing' is one of the
best source of employment that can provide:. Jobs in rural areas
with minimum investment.ﬂence)an attempt was made to study the
'erowth pattern® of the retailers. It was reported that ther was
no change in the assets »f about 53 % respondents from rural areas
and about 50 % urban respondents ,But about 50 % urban and
about 47 % rural respondents veported that their businesses
1ave reglstewed growth., This can be studied from the table Ho.4£539:10o
The average investment in the trading assets o the rural retailers

wvbich was Rs, 7,500/- at the time of establishment has increased



62

to Rs.12,421/~ in the year 1986-87, The relevant figures for

the urban areas were Rs,7,500-0C and Rs,32,083~CC respect &ly,

TABLE NQ, 3:5:9:19

TABLE SIIOWING THF CHANGES IN TIIE TRADING
ASSETS OF TIIE RETAILERS

Class |particulars| totall] I NV ESTMEDNT I N _ RSe
Resp. | gp to (15,001 |25,001] 50,001 4
15,000 | to to to AVERAGE
a5 25,000 50,000 1,00,00(
Rural Then ., 19 - - - 74500
(100B)| (100%)
NOV o0 19 O b - l 3 421
(100%)(52.63%&(47.37%3 ?
Orbany === T TTTTTT T
Then .. 06 - - - 7,500
(100%) | (100%)
Now eee 06 03 01 - 02 32,083
(100%#) | (50%) |(16,67%) (B3.32%) ’
::::::ﬁ:::::::::::::::Z:::::::::::E:::::::'&I:":::::::::::.’f::::::::
4 Average invest?ent 1s calculated taking starting
point plus 50 # of the slab range as base for

example for the slab Ho,1 O + 50% of the slab
range 15,000-00 i.,e,7,500/~ for slab No,2
RS.20,006/- and for the slab No,3 Rs, 75,000/-,
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3:6 RURAL URBAMN RETATLERS COMPARED 3

The comparative study nf the pnlicies and
practices followed by rural and urban retailers in Malavan

taluka revealed the following important features,

1) t Sole proprietorship ' was found the most popular
form of organisation , management and ownership in rural and urban
areas, lbowever, family ownership was most favoursd in rural areas

than in urban areas,

2) Most of the retailers both in the urban ~nd rural

areas were Tound denending on the " Own Finance ",

3) Most of the retailers in the rural as well as urban

areas were Tound concentrating on retailing only,.

i

4)Most of the retailers ( About 89 % ) in the
rural areas owned their business premises, where as most of the
wvefailers
urbandk( about 83 %) were found managing their businesses in

rented premises,

5) Mnst of the rural and urban retallers reported
that they were having sufficlent storing capacities, llbwever
neither rural retallers nor urban retailers were found storing

goods very neatly and sclentifiecally,



6) Marked difference was observed in the pricing

2

strategy followed by rural and urban retailers, Mnst of the

raral retailers ( about 75 4 ) reported that they were following

"eost plus " methnd of pricing but all retailers in urban areas

n

reported that they were following " competitive pricing

strategy.

h the

o+

7) Urban retailers were found satisfied wi
transportation facilities available , but rural retailers were
found unsatisfied. Both rural and urban retailers were nhnt
enjoying banking facilities satisfactorily. However bath felt

that advertising was nnt necessary.

8) TUrban retrilers in general found maint~ining more

stncks than rural retailers,

9) Growth in 'non-tvrading® assets was found higher
in rural areas than in urban areas,But growth rate in the
! trading=-assets ' was found higher in urban areas than in the

rural areas,










