


shion retailing, has changed dramatically over the
s. Towards the end of 1800s, the general store was
were first known as limited lines store, because
as limited to a single classification, such as men's
n they known as specially stores, the name by
own today.

oroducts were manufactured, there was more
from and the popularity of specially stores
ers were drawn to the variety offered. Soon
dditional location of their stores, the beginning of
on. The speciality retailor archived considered
merchants realized they could better serve the
umer if they offered more than one product
a single roof. This led to the of the department




ntieth century, fashion-oriented retail operation
al chains grew by opening numerous units and
xpanded with branches. Other retail venues,
site increased in popularity. Stores that came to
and mortar operation, boutiques, off- prices
ts.

ng of the twenty-first century, consumers are
etail outlets where their fashion needs are
their pleasure or preferred time to shop, a
retailing is available.

ion of on-site fashion retailers:-




e stores, the merchants

to one product classification
ores. The range of fashion

ry might be in a narrow

r more diverse, as in

sales exclusively deal in
republic offers a broader
th clothing and accessories
rmer concentrates

ication, and the later

ut they are both part

sification the concept of
tion is the same for all.

s based upon such factor as:-

ecialized items:- a shoe merchant, for example:- often



5:- unlike the department stores, which occupy
ace, making shopping time consuming, the
nsiderably smaller.

store is generally personalized service unlike
tores which have often reduced their selling
ere it is difficult to find sales assistance, the
rally pride then selves on service.

ty operations have entered yet another from of
the introduction of subspecialty stores. Once
heir goals with their goals with their primary
g, some companies enter into a more defined

in can concentrate on a small section of the
oducts that are tailored to its needs.




Advantages: specialization

ts of a specialty store is its focus on a single class
’es owners and employees a chance to develop
itation for knowledge and selection within the
Ity. A specialty store can carry more goods within
rawing enthusiasts who can't find what they want
al retailer. Specialty stores also become gathering
, especially if owners organize special events and
ns.

Disadvantage: Lack of Variety

stores 1ack variety. while they may sell many
pducts, they all fall into a single category or
eans that shoppers are only likely to come to the
interest in the type of products it sells. This is a
t stores, which can draw customers in with one
pose them to many other types of products while
stores can be less convenient than general
omers to one-stop options if they are available




jeable Staff

an advantage when it comes to staffing and training.
to know or learn about one type of merchandise. For
oods store can employ sales staff with backgrounds
personal fitness. This provides an advantage over
ose staff are less likely to know about all of the
customers. A sporting goods store also can recruit
sing in a fithess magazine, targeting people with an
ed to its products.

e on Market:-

a specialty store is its financial reliance on a single
artment stores can shift their inventories to
ng trends in consumer buying, specialty stores risk
if they alter their offerings too much. For example, a
see a dip in sales if customers begin using online
led greeting cards. However, adding office furniture
on of merchandise would harm its image as a local
and leave less space for the wide selection of cards




EXAMPLE OF SPECIALTY STORE




2. Department stores

which has no specific

r its variety of goods,

dered the physical

lar types of merchandise

as departments.

hieved considerable success,

ized they could better serve

er they offered more than
)n under a single roof. This led
epartment store concept.

ssification of retailing has become a fashion retailing
ined popular with consumers since to the turn to the
contrast to the specially stores which restrict their
store offer a merchandise mix comprising a host of
ries that run the garment of hard goods, including
for the family, furniture, accessories, etc. department




ore offers the following advantages:

ables the customers to purchase all their requirement
customers need not go from one shop to another for
provides great convenience to the customers and also
T

keeps a large variety of products and hence offers an
mers to select goods of their liking from a large stock of
es, brands, designs, colors, styles, etc.

ge scale:

ing large-scale establishments, enjoy all the economies
scale organizations. This reduces their costs and




que services to their customers like free home delivery,
ders, restaurants, recreational facilities, reading rooms,
Some of the stores even offer credit facilities to their

s generally located in the important central place of a
ily accessible to the customers.

dvertising:

one department is the advertisement of the other
stomer who enters a departmental store to purchase
| to buy some other goods also displayed in the store.
t advertises for the other. Moreover, a departmental
a large scale thus saving in advertising costs.




ed Services:

s can afford to employ specialists with expert knowledge
tions. This saves in many costs, attracts customers and
profits.

of Sales:

ties provided by the departmental stores, they make
yver further reduces the selling cost per unit on one
profit on the other.to

e suffers from the following disadvantages:

res are generally located in the central places, people
10t take advantage of the departmental stores.
ration:

ess is very high in case of departmental stores as they
salaries to staff and spend much on various facilities
TS,




lish:

s require a large amount of initial capital investment
zed persons for their establishment.

al Contact:

mental stores cannot make personal contact with the
e made by the employees who may not care for the

ation:

of developing unhealthy competition between the
ol and effective supervision of various departments is




EXAMPLE OF DEPARTMENTAL STORES




3. Chain stores

res:-

ynsists of a manner
es, which sell similar “AlN 'I‘ RE

ned and operated

5 operating under

d management

g a controlling

stablishment which sell

chandise at retail prices.

in a particular 1product. The same product is offered in
different models.




pmental store draws costumers to it, chain stores
ers. This is done by the opening of branches in all
. For example advantages of the system of chain
nates the wholesalers totally. It establishes direct
ers.

n stores

alize in a particular product.

n cater to the needs of people in different

and luxuries premises are not required for

ymy in advertising. It is not necessary to
branch.




d office to identify an unprofitable branch and shift it
s not feasible it may even be closed down.

ired for a chain store is much less when compared
re.

require many sales personal
rtage of stock, it can draw from the rearest branch.

yperation of chain store is much less when compared
re.

AIN STORE

only in a particular item, they may not attract

y find it difficult to exercise control over a number of
established throughout the city/country.




EXAMPLE OF CHAIN STORE




‘ 4. Franchising retail stores

SING :- the word ‘franchise’
from franc, meaning free-
and as a verb for the

se system is an alternative

ompared to expansion
yutlets or ‘chain stores’

business growth strategy

of goods and Services

apital investment |

milar in nature, are forms of retail enterprise that enable
xperience to capitalize on the repetitions of established
stead of starting a business from scratch and dealing with
analysis, pricing strategies, and employee training, they
d companies that have already developed tried-and true
ess. Franchisers and licensers. Much of the ownership in




aister because franchiser provide the labour and
growth.

sponsible for their company’s their success so
C d.

ions across the business generally means
d higher quality levels.

be managed as closely as employs and they may
the franchiser.

ment can be slower and less efficient than

g franchiser can run the reputation of whole




Example of Franchising Retail Stores
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