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Summer Internship Project Report: 2020


 Preface

It is a great opportunity for me to pursue my MBA in BIITM under BPUT, Rourkela, Odisha. In the accomplishment of Summer Internship Programme I am submitting a report on “Factors affecting the consumer decision making process on retail sector with special reference to pantaloons”. Subject to the limitation of time, efforts and resources every possible attempt has been made to study the matter deeply. The whole project is measured through the questionnaire, the data further analysed and interpreted and the result was obtained. The purpose of this report is to give a brief idea about what has been done in the summer training. This report comprises of various things and knowledge I have got during my summer internship at Pantaloons. The objectives of preparing this report are as follows:
1. To Understand the role of shoppers buying behaviour in shoppers decision-making.
2. To analyze the buying decision of the customers shopping the apparel retail outlets.
3. To study consumer decision of the customers purchasing apparels.
4.To know about the effect of grievance handling on quality.
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INTRODUCTION
Retail is India‟s largest industry, accounting for over 10 per cent of the countries GDP and around eight per cent of the employment. The market size of Indian retail industry is about US $312 billion Organized retailing comprises only 4.5 per cent of the total retailing Estimated at around US$ 8.7 billion The organized retail sector is expected to grow to US $ 70 billion by 2010 International retailers India's vast middle class with its expanding purchasing power and its almost untapped Retail industry is key attractions for global retail giants wanting to enter newer markets. The Australian government's National Food Industry Strategy and Astride initiated a test marketing food retail in India wherein 12 major Australian food producers have tied up with India-based distributor AB Mauri to sell their products directly at retail outlets. US-based home delivery and logistics company, Specialized Transportation Inkwell enter the Indian market through a strategic alliance with Patel Retail, a subsidiary of Patel Integrated Logistics.Wal-Mart has announced its plans for India in partnership with Bharti,US coffee chain Starbucks‟ is well on its way to set up its first store in India this Year.US based Tommy Hilfiger has tied up with Creative Portico, a Mumbai based Home Textiles Company, to sell its home textiles and furnishings in India. Alfred Dunhill, a UK-based luxury men‟s brand, has tied up with Brand house. Retail Ltd. for its India venture and will be opening four stores. The world‟s largest furniture retailer, Idea, has established an office in Gorgon for market research and is holding talks with domestic . 8
CNBC Awaaz Consumer Awards 2009 Most Preferred Multi Product Chain - Big Bazaar Most Preferred Multi Brand Food & Beverage Chain - Big Bazaar Images Fashion Forum 2009 Most Admired Fashion Group of the Year - Future Group Most Admired Private Label - Pantaloons, the lifestyle format Critics Choice for Pioneering Effort in Retail Concept Creation - Central Coca-Cola Golden Spoon Awards 2009 Most Admired Food & Grocery Retailer of The Year Most Admired Food Court Most Admired Food Professional Indian Retail Forum Awards 2008 Most Admired Retail Company of the year - Future Group Retail Face of the Year - Kishore Biyani Best Retailer Of The Year (Hypermarket) - Big Bazaar Future Group was awarded the Most Admired Retail Company of the year by the Indian Retail Forum at a glittering ceremony organized in Mumbai. Mr. Kishore Biyani also won Retail Face of the Year. India Retail Forum (IRF) is a platform for intellectual insights and information

Retail Asia Pacific 500 Top Awards 2008 Gold Winner - Top Retailer 2008 Asia Pacific Retail Asia Publishing Pte, the institutor of these awards, aims to set a platform that appraise raises and recognizes the development and growth of retailing throughout the Asia Pacific region. Coca-Cola Golden Spoon Awards 2008 Most Admired Food & Grocery Retail Visionary of the Year: Kishore Biyani Most Admired Food & Grocery Retailer of the Year – Supermarkets: Food Bazaar Most Admired Food & Grocery Retailer of the Year - Hypermarkets: Big Bazaar Most Admired Retailer of the Year - Dynamic Growth in Network Expansion across Food, Beverages & Grocery: Future Group Most Admired Food & Grocery Retailer of the Year - Consumer's Choice: Big Bazaar The Coca- Cola Golden Spoon Awards 2008, were given away for the first time as a culmination of the „Food Forum India 2008‟ – a two day convention, which saw the participation of leading brands, retailers & retail support organizations from across the globe. The awards were presented to honour enterprise, innovation and achievement in the food retailing business as a benchmark of excellence.















Background of the study:
There are several factors that influence the shoppers. Most of these factors are related to the shoppers’ personal traits, the shopping environments, and the quality of products, the demographics, and the socio-cultural aspects.The key to the  company‘s survival, profitability, and growth is the study of in a highly competitive marketing environment and its ability to identify and satisfy unfulfilled consumer needs better and sooner than competitors. Thus consumer buying decision  helps in achieving marketing goals. The study of  “The factors affecting consumer buying decision” is not useful for the company alone. Knowledge of consumer buying decision is equally useful for middlemen and salesmen to perform their tasks in meting consumer needs and wants successfully. Consumer buying decision, thus improves performance of the entire distribution system. The study of  consumer buying patterns also helps to know what the customers prefer more and what they are seeking to buy and what products are sold out and which products are lagging in sale.
Indian textiles and apparels have a history of fine craftsmanship and global appeal. Cotton, silk and denim from India are highly popular abroad, and with the upsurge in Indian design talent, Indian apparel too has found success in the fashion centres of the world. India is the world's second-largest exporter of textiles and apparels, with a massive raw material and manufacturing base. The textile industry is a significant contributor to the economy, both in terms of its domestic share and exports. It contributes about seven per cent to industry output, two percent to the GDP and 15 per cent to the country's total exports earnings. The sector is one of the largest sources of job creation in the country, employing about 45 million people directly. Keeping in the view the importance of the apparel retail sector, it is proposed to study on the Factors affecting the consumer buying decision  in the apparel retail outlets 
Rational of study
Most of these studies, however, have concentrated on products (brands) and to a somewhat lesser extent on services or channel intermediaries. Surprisingly, research on the relationship between store, shopper and situational factors along with store image, satisfaction and store loyalty has remained limited, both in actual number as well as in scope. it has remained unclear what the exact relationship between store, shopper, and situational factors along with store image, satisfaction and store loyalty in a retailsetting is. For instance, one question that has been left unanswered concerns the issue whether thereis a direct relationship between store image and store loyalty and whether there is an indirect relationship via store satisfaction. This study is an attempt to acknowledge the shoppers’ buying decision and perceived store image that contributes to his/ her store satisfaction and loyalty.


Objectives of study:

· Primary objectives of the study:

“A study on The Factors affecting the consumer decision making process on retail sector with special reference to pantaloons” to identify the above topic such following are Describes:-
1. To understand the Indian organized retail scenario.
2. To understand the Indian retail customers.
3. To examine and analyse the factors that affect the buying decision of consumers towards organized retail outlets in India

· Secondary objectives of study:

The objective of summer training is to ensure that I as a management student develop in real lifefor handling the specific project and also to develop all roundness in various management activities related to the area of my specialization. This training give me a substantial corporate exposure and also serves as a useful too of interaction with the corporate sector. The project has been derived from the field of ‘Marketing’and is entitled as “consumer decision making/ Need Analysis & Generation of prospective customer list for pantaloons product in Sahidnagar,pantaloons,Bhubaneswar’’. The main idea behind this project is. To get an overall view of the product sale , promotion and problem faced by pantaloons,customer satisfication.








· Research Methodology:
A :Research Design
B :Store Layout
C :Samples design 
D :Data Collection method and Statistical tools used
E : Limitation

A:Research Design:
For research purpose, exploratory research design has been used. Predesigned questionnaire has been used to designed to the achieve the research objective. For first objective achievement questionnaire has been designed for the customers, wherein the objective is to find the factors to help in finding induce impulse purchase of the consumer. To achieve the second objective, another questionnaire has been designed for the store manager, wherein the objective is to find the external factors in the organized retail sector.
B: Store Layout:
 Pantaloons follows grid layout in food bazaar section It follows loop layout in apparel section In watch section it follows grid layout Number of hangers, browsers, racks vary seasonally, There are 2 Types of Designs
1.Exterior store design:
The exterior of the store silently announces what the customers expect inside Good exterior visual merchandising attracts attention, creates interest and invites the customer into the business Promotional banner of Pantaloons representing new brands and collection available in this festive season Backlit representing new collections .
2.Interior store design:
Floor, ceiling- Area which attracts more visual attention were reserved for private labels,  Brands were placed on ‘pay per space scheme’  , Use of white Brands were placed on ‘pay per space scheme’  Area which attracts more visual attention were reserved for private labels Floor, ceiling-  &  Use of spot light cream color in the ceiling  & decorative lighting Lighting - For interiors and lighting latest technology were used. Store security - Security were strictly maintained inside the store both with the employees and even with the technology Graphics and signages - Signage and graphic were used inside the store

[image: ][image: ]


C:Samples design: For the purpose of the study, 80 respondents have been taken from the selected organized retail stores. Before conducting the survey concern from the respective people has been taken.
D :Data Collection method and Statistical tools used :
To check the data reliability Cronbach’s alpha test has been done. Post checking the reliability of the data, Pearson correlation coefficient test has been done to find the significance level of the relationship between the variables. All these tests were analyzed with the help of Statistical Package for the Social sciences (SPSS). Demographics are shown with the help of bar diagrams, histograms and with percentage method. Primary data is being collected through structured questionnaire for the purpose of collecting information regarding faculty attrition and retention in the engineering college of “Factors Affecting Consumer Buying Behaviour and Consumer Preference towards Organized Retail Outlets in India”. Like kart method has been used to collect data in numerical form. In like kart scale following are the assumptions strongly disagree is termed as 1, disagree is termed as 2, undecided is termed as 3, agree is termed as 4 and strongly agree is termed as 5.
E : Limitation
the approach is casual or just filling the questionnaire then the entire result is different than the fact. At, the time of filling the questionnaire such precautions have been taken care of. According to limitations regarding the scope of the validity of the conclusions, listed below are few limitations:
1. Sample size in comparison with the total size of the population is significantly small.
2. There is a high probability of personal biasness of the respondents while responding.
[image: ]
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Company Profile 

	· Retail India Limited (PRIL) a retailer was incorporated in 12th October of the year 1987 headquartered in Mumbai the company operates through primarily the Lifestyle' and Value' formats through multiple delivery mechanisms and lines of business some of them being fashion food general merchandise home leisure and entertainment financial services communications and wellness. 

· The Company has stores in 51 cities across the country constituting over 6 million square feet of retail space. It caters to the Lifestyle' segment through its 35 Pantaloons Stores and 5 Central Malls as well as its other concepts. In Value' retailing it is present through 78 Big Bazaar hypermarkets 113 Food Bazaars and other delivery formats.In the year 1991 the company had launched BARE the Indian jeans brand.





Vision: To passionately satisfy Indian consumer needs in fashion, style and value, across wearing occasions in Apparel and Accessories through strong brands and high-quality consumer experience with the ultimate purpose of delivering superior value to all our stakeholders.Pantaloonsindia,in association with the future group shall deliver every time,everywhere& everything for every consumer of india in a profitable way. Pantaloons india shares the belief that the potential stake holders and customers shall be provided by executing and creating future development in leading consumption space to the economic development.
Mission: we share the vision and belief that our customer and stake holders shall be served only by creating and executing future scenarios in the consumption space leading to economic development.We will be the trendsetters in evolving delivery formats, creating retail reality,makingconsumpition  affordable for all customer segments- for classes and for masses.
We shall infuse Indian brands with confidence and renewed ambition.



Organizational  structure:
Pantaloons Retail has made major changes in its organisational structure, by creating five verticals — retail, incubation and innovation, products, JV and partnerships and zonal strategy.
Pantaloons Retail Director RakeshBiyani will be retail CEO. Under this vertical, its hypermarket chain Big Bazaar, mall business Central, food retail Food Bazaar and Pantaloon chain will operate.
 Sanjeev Aggarwal, President, Marketing of Pantaloons Retail will be CEO of Pantaloons chain.
Product portfolio :
Pantaloons offers Apparel brands for Men, Women and Kids. Along with Apparel it also features accessories. Some of the most popular brands offered are Indusroute, SF, BYFORD, BARE, Ajile, Factor, IZABEL, Honey, Poppers, chalk etc. Pantaloons offers accessories from watches to shoes, bags, jewellery and perfumes.
Existing product (s):

all of the followings are some captures of pantaloons.fashion:
[image: ]
[image: ]
SWOT analysis:SWOT analysis of Pantaloons analyses the brand by its strengths, weaknesses, opportunities & threats. In Pantaloons SWOT Analysis, the strengths and weaknesses are the internal factors whereas opportunities and threats are the external factors.
SWOT Analysis is a proven management framework which enables a brand like Pantaloons to benchmark its business & performance as compared to the competitors. Pantaloons is one of the leading brands in the lifestyle and retail sector.
[image: https://www.mbaskool.com/images/category/img79.jpg]
The table below lists the Pantaloons SWOT (Strengths, Weaknesses, Opportunities, Threats), top Pantaloons competitors and includes its target market, segmentation, positioning & Unique Selling Proposition (USP).



 

    Chapter-3
































· Theoretical Background:
                                            For the current study the Kotler’s Black Box Model of consumer buying decision has been used, as it was the basic model, which was given, by him and other model are the modifications of the inferences of his model. Moreover it also takes into consideration the marketer driven factors, which are the focus of my study. Apart from that it also takes into consideration the various stimuli like marketing mix, demographic factors etc, internal influences & their responses accordingly on the consumer buying behavior as shown in the figure: -
[image: ]


            Retiling is the most active and attractive sector selling good or services directly to final of the last decade. While the retailing industry consumers for personal ,non business use itself has been present through history in our country , it is in the recent past it has witnessed so much dynamism. Retailing one of the largest sectors in the global economy is going through a trasition phase not only in india but the world over. The study of any subject is made easier by examining it in an organized fashion. There are three classes of variables involved in understanding consumer behavior, stimulus, response and intervening variables. Stimulus, response and intervening variables. Stimulus variable , such as advertisement, products and hunger pangs exist in both the individunals external and internal environment. These generation sensory inputs to consumers. Responses variables are the resulting mental and /or physical reaction of individual who are influenced by stimulus variables. For example:- purchasing a product or forming attitudes about it could be viewed as responses variables. Many of the variable affecting consumer (such as personality, learning, and perception of external situations, motives, and so forth) cannot be observation therefore, those who want to learn about the variables affecting consumer must often make inference to determine the extent to which a given variable is having an influence. The study of consumer behavior can also be quite complex, because of the many variables involved and their throw the variables, tendency, to interact with and influence each other . Models of consumer behavior have been deveioped as a means of dealing. With this complexity. Models can help organize can help organize out thinking about consumers into a coherent whole by identifying relevant variables, describing their basic characteristics, and specifying how the variables relate to each other.

 Consumer decision process:-
This process consists of the decision process regarding products and services. The major steps in this process are shown as problem hreconginition, information search and evaluation, purchasinsing processes and post purchase behavior. Problem recognition occurs when the onsumer is activated by awareness of sufficient difference her actual affairs and her concept of the ideal situation. This can occurs through activation of a motive such as

hunger, by

confronting some external stimulus such as an advertisement, or being effected by additional variables such as social or situational influences. Internal search- a quick and largely unconscious review of memory for stored information and experiences regarding the problem. The information is in the form of belief and attitudes that have influenced the consumer’s preference, and a routine purchase occurs .  However if an internal search does not provide sufficient information about products,or how to evaluate them, the consumer continues with a more involved external search for information. This result exposure to numerous informationl inputs called stimuli , which can arise from a variety of sources, including advertisement, printed products reviews, and comments from friends. Any information stimuli are subjected to information- processing activities ,which the consumer uses to derive meaning from stimuli . The process involves allocating attention to available stimuli deriving meaning from these stimuli and holding this meaning in what is termed in what is termed short term memory where it can be retained briefly to allow further processing.
Indian retail market scenario:
The financial year 2005 to 2006 saw India ride high on the waves of a booming economy. The sensex scaled new heights by crossing the 1200 points mark early that year. The GDP grouth for 2005-06 was about 8.4% while foreign reserves had crossed the US$ 165 billion mark Indian had shed its tag of a third world country and is being hailed as one of most rapidly emerging markets and a popular investment destination. Between the affluent and the middle class has reduced dramatically. The Indian middle class is expected to grow from its current share of 22% to32% of the total population by 2015 over the last few years retail has become one of the fadstest growing sector in the Indian economy. Retail in Indian is currently estimated to be a $230 billion industry of which organized retail 3% or roughly $ 7 billion. At keamey has identified india as the leading retaing retail destination in their annual list of most attractive countries for international retail destination in their annual list of most attractive countries for international retail expansion(Global retail development index 2006). Oragnaized retail is expected to grow at the rate of 25-30% per annum and is projected to attain assize of $23 billion by 2015. The booming services sector in indiahas fueled the growth of a new class of consumer the single urban youth whose expenses are typically independent of family compulsion. As observed globally the steady climein lifestyle and leisure goods is essentially due to disposable income of this class of consumers. Over the good is essentially due to disposable income by approximately 15-20%. The government has allowed foreign driect investment in real estate since early2005. This has led to increased foreign interest and has encouraged joint ventures between Indian and foreign interest and has encouraged joint ventures between Indian and foreign developer. Considering the vast potential in the retail bussines Indian and foreign interest and has encouraged joint venutures between Indian and foreign developer. Considering the vast potential in the retail business 51% FDI in single brand retailing has also been allowed recently. This move is anticipated to attract foreign investment technology global best practices and cater to the demand for high quality branded good in indian. Corollary to the real estate growth retail boom too has percolated to the tire-2 and tire-3 cities of india of the total 361 mail projects currently underway in india 227 are in the top 7 cities while the rest 134 are distributed over various tier-2 tier-3 cities. These statistics reveal the far reaching effect of positive macro trends. In changing the consumer preferences and shifting mindsets towards organized retail experience besides new malls close to 35 hypermarket 325 large department stores and over 10000 new outles are also under development. Growth in rural population and increase in agricultural incomes also offers considerable scope for innovation retail formats.

PROMOTIONS OF Aditya birla fashion&RetailLtd(ABFRL):
· Aditya Birla Fashion adopts 'My Collection' to market its fashion brands.
· India’s leading fashion and lifestyle brand Aditya Birla Fashion and Retail Ltd (ABFRL) will adopt 'My Collection', an industry solution from 3D experience platform DassaultSystèmes to market its fashion collections and increase consumer satisfaction, the company said in a statement.
[image: ]
ABFRL is recently engaged in a customer-centric strategy to develop innovative collections inspired by customers and trendsetters for its more than 7,000 points of sale across premium multi-brand stores and department stores.

'My Collection' enables ABFRL to connect internal and external stakeholders, integrate supply chains and improve visibility, flexibility and decision support. ABFRL can reduce material and trim costs and eliminate production errors or delays.

· "We chose DassaultSystèmes’ ‘My Collection’ industry solution experience to replace our existing Product Lifecycle Management solution after a thorough evaluation of various competing solutions," AshishDikshit, business head, Aditya Birla Fashion and Retail Ltd said.
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· Data Analysis and Interpretation:
                              Data analysis took place with the help of filling the questionnaire. The questionnaire method has come to the more widely used and economical means of data collections. I found essential to make sure the questionnaire was easy to read and understand to all the spectrum of the people in the sample. It was also important as a researcher to respect the samples time and energy. Hence, the questionnaire was designed in such a way, that its administration would not exceed 4- 5 minutes.
· Limitation of study:
Apart from retail merchandising there is the influence of signage, mannequin, lighting  at pantaloons– this has got the strong effectiveness in customer service department.Since i chose the busy retail out let like pantaloons and that too during the period of big day sales its bit tough for me to do the observations in a detailed manner.How strong a marketer/promoter is trying to promote the product if it is not needed for the customer then the customer won’t be a prospective customer for that marketer.

                           Demographic Profile of Respondent:
                                                                                   Gender
	
Male

	
83
	
55%

	
Female

	67

	45%



        Fig-1

[image: Gender distribution of sample population (Source: Field data analysis) |  Download Scientific Diagram]
Fig 1. Demographic data for genders
	Below 20
	0
	0%

	20-35
	85
	56.67%

	36-50
	53
	35.33%

	Above 50
	12
	8%



                   Age:  







A Study on Factors Affecting Consumer Decision Making Process analysis:-
1. There is less significant difference in consumer preference towards online shopping mode.
	N
	2

	Mean
	50.0000

	Std.deviation
	5.657

	Std.Err mean
	4.000

	Df
	1

	T
	6.250

	mean difference
	25.000


Critical t
	One tailed
	6.314

	Two tailed
	12.706


Interpretation: above table shows T-test significant at 0.5 level. Since the hypothesis has is accepted there is less significant difference in consumer preference towards online shopping mode.
1. There is less significant difference in consumer preference towards online shopping mode.

	N
	2

	Mean
	50.0000

	Std.deviation
	5.657

	Std.Err mean
	4.000

	Df
	1

	T
	6.250

	mean difference
	25.000


Critical t
	One tailed
	6.314

	Two tailed
	12.706



Interpretation: above table shows T-test significant at 0.5 level. Since the hypothesis has is accepted there is less significant difference in consumer preference towards online shopping mode.
2. There is significant difference in consumer preference towards virtual trial rooms.
	N
	2

	Mean
	50.000

	Std.deviation
	50.912

	Std err mean
	36.000

	DF
	1

	T
	0.694

	Mean difference
	25.000


Critical t
	one tailed
	6.314

	two tailed
	12.706



Interpretation: above table shows T-test significant at 0.5 level. Since the hypothesis has is accepted there is significant difference in consumer preference towards virtual trial rooms.
3. There is no association between gender of consumer and the factors of purchase decision.

	N
	4

	Mean 
	25.000

	Std.deviation
	5.099

	Std.err mean
	2.550

	DF
	3

	T
	0.000

	Mean Difference
	0.000


Critical t
	One tailed
	2.353

	Two tailed
	3.182



Interpretation: above table shows T-test significant at 0.5 level. Since the hypothesis has is accepted there is no association between Gender of consumer and the factors of purchase decision. 

4 . There is no association between age of the consumer and product of purchase.
	N
	4

	Mean 
	25.000

	Std.deviation
	11.518

	Std.err mean
	5.759

	DF
	3

	T
	0.000

	Mean Difference
	0.000


 Critical t
	One tailed
	2.353

	Two tailed
	3.182



Interpretation: above table shows T-test significant at 0.5 level. Since the hypothesis has is accepted there is no association of age of the consumer and product of purchase. 
The survey has shown that maximum people prefer shopping malls for buying apparels and only 1.5 percent people prefers supermarkets. 13.8 percent people likes to shop from retail stores near home followed by 12.3 percent and 9.2 percent people preferring specific brand outlets and standalone organized retail stores respectively. 
[image: ]
It has been documented that 41.5 percent people go for buying apparel every month whereas majority of people (44.6 percent) buy apparel once in every 3 months. 

[image: ]

















    Chapter-5
































                                    (Findings, Suggestion and Conclusion)
    FINDINGS:
Based on the data gathered the following observations are made: 1. Pantaloons has excellent percentage of customers satisfaction, according to table of analysis. 2. Customer prefer more of online mode of shopping. 3. Most of the consumers are satisfied by pantaloons products. 4. Based on colours preference and patterns most of the consumers preferred bright colours and checks, stripes, and Multiple patterns. 5. Most consumers opted for virtual trial rooms. 6. Most consumers like to buy products of Pantaloons are –Tshirts, shirts, sweatshirts, sweaters And Kurtis, sari’s, and other traditional wear. 7. Most consumers want quality attribute in products. 8. More vibrant colours, warm colours of the products are what customers preferred more and Pantaloons can keep one day one colour theme where customers will get all types of products in one preferred colour. 9. Pantaloons can use bargain shopping where it will attract more consumers to buy the products with their own choice of price. 10. As Indian market is price sensitive and our consumer want best quality, Pantaloons must consider the price factor seriously because of COVID-19 consumers are more conscious about where and on what they are spending their money. 11. Pantaloons Does not use virtual reality or simulation technology. 12. Pantaloons doesn’t provide customers customization of products. 13. Pantaloons don’t have strong social media platform influence. 14. Pantaloons don’t have JIT production.
           SUGGESTION:
1. A simple act of sharing is another thing that is rapidly changing and that is, in return, changing how we dress as stores are closed people are opting for online shopping and we can attract more consumers 2. As we can say many people are opting for online shopping pantaloons can add simulation/simulator so people get attracted and can easily experience store shopping virtually and try out various options of dress and this can increase foot fall of customers 24/7 {we can keep customization of dress which can engage customers to spend the app/website more} 3. We can encourage people via competition between those who are aspiring to be in fashion industry as a career can participate (registration) and the winner will get his/her design displayed on the shop or app/website with name. We can even keep #face of pantaloons competition with people wearing pantaloons dress and posing for a photo and excellent photo get to display on app/website and store with the winner name. 4. As we scroll through social media we can see there’s no lack of sweats sets or comfortable clothes to do things at this point, no one really knows how or when the pandemic will end ant the fashion industry, just like other industries or business sectors, is scrambling to make it through. One thing is certain that everyone has changed their daily life and their fashion choices. Also, we can say it has proven major historical events, including pandemic, recessions and wars has changed the way women/men dress. Clearly COVID-19 substantially effect on the way we dress, many people, celebrities are wearing oversized hoodies and scarfs that covers their faces, big comfortable jeans, we can assume that our fashion might continue to focus on comfortable staples even after the pandemic ends. 5. A fashion historian Raissa bretana who teaches at fashion institute of technology and Pratt institute says that somehow contemporary fashion will continue on its current trajectory of increasing casualness, after this prolonged period of comfortable clothing while in quarantine as we are going to live with COVID19 for while there will be rise in fashionable masks and hand gloves. 6. In India face mask were already popular with people wearing them day to day basis for reasons ranging protection against pollution and allergies therefore designers can use their skills to create fashionable masks and gloves which are well suited with various categories/types dress with reusable fabric i.e. match the mask with print or colours of the dress/clothes. 7. Bargain shopping: where people can buy clothes on their choice of price {This can be done to clear stock}


















CONCLUSION:
Consumer’s behavior is often studied because certain decision are significantly affected by their behavior or expected actions. For this reason consumer behavior is said to be applied discipline. 1 In a general sense, the most important reason for studying consumer behavior is the significant role it play in our lives. Much of our time is spend directly in the market place, eating or engaging in other activities. A large amount of additional time is spend thinking about product and service, talking to friends about them, and seeing or hearing advertisements about them. In addition, the good people eat and the manner in which they use them significantly influence how they live their daily lives. These general concerns alone are enough to justify our study of consumer behavior. However , many seek to understand the behavior of consumers for what ae thought to be more immediate and tangible reasons. 2 The main reason behind this project was to find out the behavior of the consumer buying behavior while shopping at mall because most of the population surveyed preferred to shop at malls and how day by day the consumers demands are increasing and through this project I came to know that what are the various behavior of a typical customer who shops at mall.
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Annexure :
Questionnaire:
Name: ………………………………..
Age:……………………
	


Gender:  Male 
	


             Female

Location of Residence: ………………………
Phone No: ………...
Email: ………………………………..

1.Is The Store Conveniently Located?
A.strongly agree
B.agree
C.neutral
D.disagree
E.strongly disagree
2.What Factors will you consider while buying merchandise?
A.availability
B.quality
C.trends
D.price
3.Which other store do you consider while buying merchandise?
A.reliance trends
B.central
C.Brand factory
D.shoppers stop
4.How did you come to know about the offers of pantaloons?
A.newspaper
B.sms
C.Email
D.other

5.Rate the promotional offers at pantaloons?(5 being highest)
 1
 2
 3 
 4
 5

	2	3	4	
6.Do the store have a wide range of products?
A.Strongly agree
B.agree
C.neutral
D.disagree
E.Strongly disagree
7.Do the staff provide proper information regarding the merchandise?
A.strongly agree
B.agree
C.neutral
D.disagree
E.strongly disagree
8.what is your satisfication level with the shopping?
A.highly satisfied
B.satisfied
C.neutral
D.dissatisfied
E.highly dissatisfied
9.How friendly do you find the employees of this store?
A.very friendly
B.somewhat friendly
C.friendly
D.not at all friendly
10.How cometative do you find the price at store?
A.very compititive
B.somewhat compititive
C.compititive 
D.not compititive




11.How is the customer care response when you approach them?
A.good
B.best
C.average
D.none
12.Will you purchase again?
A.definitely will
B.probably will not purchase
C.not sure
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