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Flipkart stays connected with its users via twitter, they answer mos! of the quenes put up by
their customers and carefully evaluate all the suggestions which wers posted in the twitter
which keeps the customers happy and in trn keep the management of Flipkart happy

» Big Billion Day Sale

Flipkart aims to do business of more than 1 billion in onp day on 6th October 2014, Flipkart
has already achieved its sale target by 2pm but most of the deals didnt procesd anymore. Al
approx. 2pm, seller accounts of third party vendors on Flipkart have been put as pending 1.e
no more orders had been taken for the day and products were shown the slatus as ‘out of
stock’. A few selected deals continud to be listed. but essentially the sate was over.

The main reason behind this move was that Flipkart had already recoived more than
3.00.000 orders in the first 6 hours of the sale - a number thal was the mit of their enormous
logistics team to process. They did nol nisk laking more orders and than fail 1o process them
in dispatch. A wise strateqy 10 avoid bad mouthing on late dehivery, howaver limiting the sale
in such a way didi only lead to more complaints from the users.

Throughout the sale, social media was anyway abuzz with complaints against he site
crashing and giving efrors, orders disappeanng from shopper cans and deals going out of
stock os soon as they went live. Onling shoppers have been conlinuously checking Flipkan
over hour Tor new deals and Flipkan didnt inform i1s users about the sale end.

4.4 Primary Dota Analysis & interprefations

Number of respondents and their distribution

Respondents
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Survey of 20 respondents, where number of female was 10 and that of male were 10.

1. Do you prefer online shopping?
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Male Female

The frequency of purchasing online is seen higher in case of male than in case of females because
women are more receptive to other people’s opinions,make impulse purchases and devote a lot of
time to shopping.

2. I *No' then why?

s  Sccounty

s Quality of Product

s Delivery Time

s Physically feel the Product betore buyiag

| Physically feel the product belore buying

Delivery Time
B Female

Quality Of Product r | v~

Payment Security
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Quality of poduct, inability to touch or feel the product online and payment of secunty are the major
impediments for both the genders on doing online shopping.




¢ Newspaper and magazines
®  Advertisements on websites
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| Television Friends Newspaper and  Advertisement
magazine on websites

Most of the people came 10 know about Flipkan through television followed by friends and online
advertisements. This proves that word of mouth strategy by Flipkart is the most successful means of
making people aware about them and their products. This success can only be gained through
satisficd customers who act as advocates for your products.

7. Did you ever make a purchase from Flipkart?

» Yos

. Nl)

8 Female
B Male

0%
20%
10%

Yes No

Most of the males purchase from Flipkan. The reason is when it comes to purchases, male shoppers
Just want to get what they need and get it fast. Ease and access are impontant components for them.
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CHAPTER 5 : CONCLUSION

The tounders of Flipkant have probably conguered thea dicaims with the amazing success of Fhpkart
Fhiphart i something swinch has really opened v the Todan c-coiimeiee pirhet und that b i
big way.

T was neyer going to be easy sinee Tndi has had bad past expecience
AWAN 1O Cany sement o hicak mto, pvnpl\' WeRNery p.nln'\llul ol
which they had not seen and received, The trust wis missing the Idun costomer
Fhiphart had 1o do was tooanstill st and farth m their vustomurs, And ey did esuctly the same

w witl e-commmerve tradimg 1t |
g inoney taf something
a Sowhat

Phipkart began with selling Boaks, sinee books are casy o procire, target mark et which reads hoaks

i abundance, books provide niore magin, ane casy To prack and dehiver, do not get damaged i
are et very expensive, so the amount ol money i cistonmer hugs tor

wansit and mostimportantly books
boaks tor the first two

spend 10 Ty out one's service [ar one tme s sy mimmmal, Fiipkart sold anly

veans

The company has burlt a great brand mame, they pist hase o motntan and enbanes the same, Need o
keep imroducing more products, adapting to the changing needs of the cistoner w whome. The entry
of Antazon.com m 2012 m the lndian e-commeree space has been eated as b chadlenge to Fliphan
However Fliphart is a respected Beand name e Indin and should be able to compete with Anvizon
Amazon bemg avery big company can bring i serions campetton to Fipkart, simee Amiszon can
beat more Josses 1n the bepmmmng o gan customer hase, Bt again Indu ket s prowimg at o

papid pace as aecess o anternet iereises amd people becanie mere awa ul eeammmeree sites aud
start trusting the same; henee Indian ourket s sufliciently big at-least Tor these Bwo nants o cosenisd

benelicnlly
Findings

» Fregqueney of purchase s more among Men

« Word af mouth was more influential i promotion as muny people were made sware by the i
friends |
« Most of the people are satstied sath the services of thiphart amd are wallinge (o cecommend them to

inake purchises from ipkart,

» Except packaging and warranty, all others are consadered impaortant i the deciston making ol

anlime purchases.

» Ahmost all the factors that Fhipkart s tocosimg onto are of logh amportance wo the people

* The conmmercaals used by Flipkint are effective enongh o convey the message since the ads are

interesting coough to gain attention and posion fnellmto the prospects mimd f

[ég\ J” . |

b C()r)r;'g: ry e & . |
- .. oM aree i . 4304 ’-Lrt}.'.i":}ﬁ" Wﬂ A ¢ R
it O RN ERTATA SOyt . ; F’. n‘l‘;g.“v‘.’. ‘ ,”\.C.‘-J ‘-l.' 3 l‘[/‘; - G 'i' y {
- /N, Y . Y
" twhin .

SINDGLSSSJ.ZB



Suggestions:

Flipkart has successfully placed itselt into the prospects mind making it the India’s Jargest onlne
store with huge rnge of products, But Flipkart sull needs to work on thar core competence that 15 :
books and stattonery ttems, i
With the entry of Amazon.com it will be a huge competitive market for Flipkart and hence will have |
to position itsel better. They nead to get aggressive at providing better senvices w hich can be . |
fulfilled by reducing the delivery time, selling second hand products which will increase consumers :
affordability much more and enhanee penctration into the market, |
They can even have their retail stores which can give an decess o consumers to feel and analyze the i
products, which will help them win the consumers faith.
Price will still be a factor as amazon bamg a Tuge company will use its economies of scale 1o remosve l
their competitors from the market; theretore they need to be more competitive on that aspect. fic veny !
focused on consumers and butld amazing expenienees for the customers. !
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