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The lines of competition will continue to blur between types of retailers

Retailers are trying to grab a larger share of the customer’s money by attempting to
improve the shopping experience. The competition lines among retailers are blurring
because the traditional and discount departments, crocery stores, drug stores and
convenience stores are all selling one another’s merchandise. Customers will start
choosing one-stop retailers so that their shopping time will be more productive. As a
result, they will shop in fewer stores for this type of merchandise.

The lines of competition will increasingly blur between retailers and manufacturers
Creating and promoting private label products will become an even higher priority for
retailers as they are constantly trying to differentiate themselves from competition. On
the other hand, more manufacturers will try to sell directly to customers instead of selling
brands via their own retail stores.

Technological advances will allow retailers to become truly customer driven

The scanning of universal product codes on packages is providing retailers with the
information to determine customers immediate responses to merchandise in each store.
This data tells the retailer which items sell better and helps individual stores to have the
right product at the right time based on what customers have purchased. So, retailers will
continue to capitalise on technological advances that will allow them to be more in touch
with their customers (Roberts, 1998).

Pearson (1996) concluded that the strongest competition in the retail industry comes from
products with private labels. This trend is very common in everyday, low cost merchandise
(Pearson, 1996).

It is important to note that there are some factors that influence the customer before he/she can
decide to buy a specific brand.

(1)

Social Class and fashion awareness

Packard & Paine (1979, p. 190) define social class as: “a group of people who are more
or less in prestige and community status”. The consumer’s purchase pattern and lifestyle
will give an indication that there is a definite type of class to be taken into account. The
customer can be recognised in the community by belonging to a certain social class and
having a specific lifestyle. What and how we buy merchandise can be connected with the
consumer’s position in the social class hierarchy. “Everybody wants to be somebody”
was the conclusion Packard & Paine (1979, p. 196) came to.

The level of fashion and brand awareness of consumers can differ, because income and
social interaction in the expected social circles differ. Even people in the lower social
class want to wear brands that they can identify with but also being an indication of their
social class level.
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