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HOWEVER FAST MODERN RETAIL MAY

develop, it still can’t replace the
nine million neighbourhood stores
that dominate retail in India. Even by
2010, they will dominate close to 90
per cent of the markets. Last year
alone, almost 5,00,000 new stores
opened to sell FMCG. But monthly
turnover for the traditional trade has
remained constant between 1998
and 2004. In real terms (minus in-
flation) the average store turnover
for this category has got eroded by
20 per cent. The pan-biri store,
which has done a wonderful job of
reaching the masses with sachets,
has maintained its share of FMCG.
This channel has seen a growth of
about 50 per cent in numbers since
1998, reaching a count of 14 lakh.

Despite such increase in the
numbers, their throughput has come
down. The monthly turnover from
the traditional trade has gone down
drastically in the towns where mod-
ern trade has developed. Hyderabad,
Vizag and Kochi are some exam-
ples. Stores contributing to more
than 8 per cent of FMCG in metros
have started providing “home deliv-
ery” to their customers. Another set
contributing 12 per cent of sales are
capable of doing so. Therefore, trade
schemes, retailer margins and CRM
for retailers are likely to gain impor-
tance in the traditional trade. 

The writer is Senior Manager
(Modelling & Analytics) at ACNielsen
and author of the report.

THE RURAL RETAILER
He’s still the key link in the long and 
fragmented supply chain

THE FRIENDLY PANWALLAH 
The kiosks have done a wonderful job of 
taking the sachet revolution to the masses

Small-town mall/ Jallandhar:
Small towns will be among the 
early adopters of modern retail

Vitan/ Chennai:
Southern metros lead the adoption 
of modern trade

Traditional mom-n-pop store/ Delhi:
In the capital, they seem to have with-
stood competition from modern trade


