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EXECUTIVE SUMMARY

Retail industry’s turnover in India is expected to increase from US $ 353.0 in 2010 to US $ 543.2
billion by 2014 as reported by India retail report. Growth in retail sector will be driven by

explosion in organized retail.

Thus there will be entry of more retailers in the country, which will lead to increase in
competition. Already companies are spending a lot to attract customers in their stores, they keep
on bombarding customers with their marketing tools to make sure that they come to their store.
All these activities lead to increase in the acquisition cost of the customer. Therefore every time
a customer comes to their store they want to increase the amount of money they spend inside the
store. This is where Point of sale system comes into play, in increasing average bill value.

In the project “Point of Sale (PoS) system of retail stores: Analyzing current design and
improving productivity”, two research studies were carried out to understand the point of sale
system and customer behavior at the cash counter. The procedure of my project started with

analyzing the cash counter of retail stores.

In the first research work, it was tried to find out, how people rate the present cash counter,
billing time at a retail store. It was tried to figure out how much important is billing time in their
shopping and whether products placed at the cash counter help retailers in increasing sale or
increasing dissatisfaction of customers. This was done by developing a questionnaire at the
customers end and then interpreting their responses.

The type of research work carried out was exploratory in nature. A chi square test was used to
find out whether there is any relationship between placement of products on the cash counter
leading to increase in billing time and customers leaving the store due to increase in billing time
at the cash counter. From this test it could be inferred that placement of products at cash counter
leads to increase in billing time and customers will leave the store without buying if there is

increase in billing time.
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In the second research, different ways were found out to improve the existing component of

Point of Sale system and also to suggest new components to be included into this system. This

research was exploratory in nature and was carried out with the help of secondary in the form of

articles from various books and the internet.

Key findings from the project:-

Placement of merchandise at the cash counters leads to increase in billing time.

Cash counter of present day retail stores are unattractive and also do not look same in all
stores. Interiors of store are one of the components which help in creating image of the
store in the mind of the customer. And retail stores lacks in uniformity of appearance of
the cash counter.

Most of the customers were of the opinion that if billing at cash counter takes longer time

then they can leave the store without buying.

Placement of products at the cash counter can lead to increase in sales, as lot of
customers have bought products from this region but there were a lot of them who neither
liked to buy products from the cash counter nor wait in the queue. Thus it can lead to loss
of such customers in case they have to wait for more time at the cash counter.

Most of the customers waiting at the cash counter for billing, looks at the back of cash
counter and the next highest set of customers prefer to browse products placed nearby the

cash counter. Thus, back wall of cash counter can be used to educate customers about

store return policy or to promote loyalty cards. The area near to the cash counter can be

used to place product bins to cash in the set of customers who prefer to browse.

Point of Purchase system not only includes cash counter of stores but also other
components like Shelf talkers, Tips Flyers, Catalogue, Brochures, Posters, Promotional

Cards and Newsletter which all help in increasing the profitability of the store.
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Posters inside the store are not only used to highlight the visual merchandising aspect but
also in communicating different messages to the customers. They help in informing the

customers about their return policy and also about different reward programmes.

Catalogue and brochures are not prevalent in Indian stores, but they can be vital for any
retail store as catalogue help customers in knowing about all the available products inside
the store and brochures help them with latest schemes and offer, which are presently

running in the store.

Innovative tools like video recordings are one of the most effective in attracting

customers to purchase products and also in explaining them how to use a product when it

is launched.

Newsletter is another important tool to showcase their expertise in handling of customers

thereby retaining them in long term.
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