The Indian apparel market is no longer a mass
market that a company can serve in a standard
- way. This - will increasingly get even and
fragmented with customers demanding that they
be treated as individuals and provided with the
appropriate assistance, before a sale, during a sale
and afterwards. This trend has supercussions for
all access of the marketing mix if retail
companies—whether this be individual advice and
assistance in the store, making individual offers,
customised configuration of products, or specific
help series and support after purchase. Finally, at
a time when retailing in getting more competitive
retailers have to use next analysis methods, such
as data mining to exploit the advantages offered
by precise evaluations of customer behaviour. New
technologies will be used to regain the knowledge
about customers that will get lost in the
tremendous expansions of local regional, national
retailer group. In the final analysis, retailers will
aim to win the long-term company loyalty of those
customers they know, and to use their knowledge
of these customer’s interests to further improve
the company’s relationship with them.

Questions :
(a) Who are my customers?
(b). What are their requirements?

(c) How can fashion retailers offer satisfaction?
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Answer any FIVE questions.
1. What is channel design? Explain its steps.
2.  Explain managing channel members.
3. What are the element of physical distribution?
4.  How to evaluating channel members?
5. Explain the types of channel members?

6. What are the benefits offered by channel
members? .
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