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Abstract: This paper examines how consumers make their purchases at a leading Indian retail store called D-Mart. 

The research is designed to learn about the important reasons influencing what customers like, how often they buy 

and their purchase decisions. To better understand the topic, the research conducted in Greater Noida surveys 100 

people and examines industry reports and academic papers. 

 

D-Mart’s always fair pricing, close stores and broad range of products appear to attract loyal customers who come 

shop often. Though a lot of shoppers plan their buys, many are drawn to snack or impulse items that stores place in 

prominent areas with promotions. The company has generally satisfied customers, although long waits in the bills 

center and few D-Mart Ready users remain challenges for the company. 

 

 The research suggests that although D-Mart is seen as a reliable and inexpensive retailer, its growth in the future 

will depend on better digital tools, working more efficiently in shops and using more personal marketing strategies. 

The findings suggest strategies that can help retail managers and marketers improve how consumers feel at retail 

stores. 

 

Index Terms – D-Mart marketing, trends in buying, impulse buying, price levels, consumer contentment with digital 

services and future plans of the retail market. 

 

I.INTRODUCTION 

 

In the last two decades, Indian retail has experienced significant changes thanks to higher incomes, city growth, 

technology influence and different consumer trends. Because the market is so active, knowing how customers buy 

helps retailers compete and keep their customers happy. Buying behavior in consumers is affected by psychological, 

social, economic and cultural factors. 

 

D-Mart which belongs to Avenue Supermarts Ltd., is one of India’s leading organized retail chains. A well-known 

feature is that D-Mart provides value for your money and uses the Everyday Low Pricing (EDLP) system to offer 

a wide choice of key goods in supermarket products, fashion, kitchen tools and other home needs.  

The company gets lots of buyers due to its streamlined company organization, improved supply chain and effort to 

offer products within the budget of the ordinary consumer. This study looks at how shoppers buy at D-Mart stores 

in Greater Noida which is a fast-developing area with many different types of consumers. The study wants to find 

out what shapes customers’ decisions, looking at factors such as pricing, how easy it is to shop, choices available, 

the shopping environment and acting on sudden desires. The study also looks at how digital services like D-Mart 

Ready have changed the way people purchase goods now that online shopping has increased after the pandemic. 
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Analyzing the shopping patterns, rewards valued by customers and expectations of those who shop at D-Mart allows 

us to offer useful guidance for increased customer involvement, smoother day-to-day operations and strategic 

choices in a competitive retail industr 

 

II.LITERATURE REVIEW 

 

a) Company marketing departments and behavior psychology experts pay close attention to understanding 

how consumers behave when shopping in organized retail. A number of researchers have studied ways that pricing, 

the type and choice of products offered, the atmosphere of stores, special offers and digital features affect people’s 

buying habits. 

 

b) Jain & Kumar (2016), the company’s main advantage lies in low prices, a competitive edge with its products 

and an extensive range of goods. The study matches D-Mart’s strategy and proves that consistent pricing and 

convenience are leading factors in customers choosing a store. 

 

c) In their study from 2016, Mishra & Singh pointed out that age, income and occupation all influence the 

choices people make when buying. The research found that Gen Z shoppers care most about convenience and liking 

many products, while the middle-income group values low prices and getting more for their money—both things 

many D-Mart customers look for. Kumar & Singh discovered in their 2017 study that social platforms such as 

Facebook and Instagram now strongly influence consumer ideas about brands. Retailers such as D-Mart can use 

online improvements to both encourage customers to stay loyal and run effective promotions.  

d) The way a store is organized is important for making sales. This means that the way a store is laid out, its 

cleanliness, how it is lit and the music it plays increase a customer’s happiness and lead them to come back. Its 

easy-to-navigate style reduces stress and makes shopping here quite smooth.  

 

e) Banerjee & Sharma (2018) pointed out that both successful and key advertising and promotions positively 

affect people’s thoughts about a store and make them wish to visit again. This should encourage D-Mart to look for 

ways to use their advertising funds better so they can bring in more shoppers and raise engagement for their current 

customers. 

 

f) New developments in technology, mobile applications and shopping online are vital. Balasivanandha Prabu 

& Venkataraman (2020) pointed out that good app usability and personalization support users in making buying 

choices and sites like D-Mart Ready will likely improve user satisfaction if customized appropriately. 

g) Nair and Bansal (2023) and Gupta and Rani (2021) focused on the phenomena of impulse buying and 

selling strategies. Some supermarkets use product bundling, putting goods near the counter and unusual methods 

to make shoppers buy more—D-Mart already does them close to billing counters.  

 

h) Khatri & Joshi (2022) pointed out that proper attention to both offline and online activities is necessary. 

Buying online is becoming more popular, but people still prefer stores where they can examine goods and instantly 

compare them. Because of this, D-Mart still teams up their in-store model with careful advances in digital 

operations. 

  

http://www.ijsrem.com/


  International Journal of Scientific Research in Engineering and Management (IJSREM) 
            Volume: 09 Issue: 06 | June - 2025                          SJIF Rating: 8.586                                    ISSN: 2582-3930                                             

  

© 2025, IJSREM      | www.ijsrem.com                                                                                                 |        Page 3 

All things considered, the studies included here look closely at the various things that influence consumer behavior 

in organized retail stores. It validates D-Mart’s business approach and demonstrates how sharper focus on 

innovation in digital and meaningful experiences can help it succeed even more. 

 

III.RESEARCH OBJECTIVES 

 

Our goal is to study the main reasons behind D-Mart’s consumer buying behavior in the Greater Noida region. 

Studying what drives customers to prefer D-Mart to its competitors can help D-Mart improve service for its 

customers and its business operations.  

 

The research is focused on meeting these research objectives: 

 

1. To examine the frequency of shopping at D-Mart and the amount users spend. 

 

2. To discover what influences consumers to shop at D-Mart, for example, its prices, places of operation, what 

it sells and the quality of its things.  

 

3. I am looking at the link between planned shopping and customer satisfaction by finding out how purchase 

planning changes how customers feel during shopping. 

 

4. 4.To observe the effects of promotions and discounts on whether consumers buy and how often they buy 

on an impulse. 

 

5. 5.Review how satisfied the customers are with having the products offered, the way the store is arranged 

and the service they receive within the store. 

 

 

IV.RESEARCH METHODOLOGY 

 

This part of the study shows the tools, techniques and framework applied to study how people shop at D-Mart in 

Greater Noida. This approach is used to guarantee that opinions about consumers are both true and useful. It shows 

the method used to systematically study D-Mart’s customers in Greater Noida. The section explains the design, 

methods of collection, sample details and which tools are used for analysis. Because of this approach, the study is 

credible, reliable and can be used to make decisions in retail.  

 

By using this way of analysis, you can learn what causes consumers to buy products in a store such as D-Mart. The 

purpose is to identify patterns in how shoppers react to price, discounts and having a range of goods available. Both 

kinds of data allow the study to broadly understand what consumers think and like. The purpose of collection is to 

use the data in statistical analysis to confirm or reject theories and to spot relationships between important factors. 
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Theoretical Framework 

 

Academic analysis of consumer buying behavior at D-Mart is based on the chosen theoretical framework. So-called 

D-Mart shoppers are well explained using various models from consumer behavior that have been well established. 

The Engel-Kollat-Blackwell (EKB) model describes how consumers go through problem recognition, making a 

decision, buying and evaluating their product after.  

 

The reason people buy in advance and visit the store frequently is because this model explains their planned 

shopping habits. TRA further explains how TPB can be used to identify which influences affect consumers’ 

decisions to shop. D-Mart owes much of its customer loyalty to powerful positive feedback and its focus on prices. 

In addition, the Price-Value Perception Theory reveals that consumers believe D-Mart delivers maximum value at 

a low price which helps justify the success of its “Everyday Low Pricing” policy.  

 

According to the latest Impulse Buying Theory, the high frequency of unplanned buys by D-Mart shoppers is 

explained by things like their stores’ designs and advertising efforts. When these ideas are used, the research 

improves its grasp of what impacts customer actions, making it easier to analyze the outcomes and guide retail 

strategies.  

 

V.RESULTS AND DISCUSSION 

 

The results of the study offer details about how D-Mart’s consumers in Greater Noida behave and feel. What wins 

over D-Mart’s main clients are its attention to affordability, the variety of products on offer and ease of shopping. 

People go to DK there pretty often and the survey showed that close to three-quarters go at least once a week or 

every two weeks. It seems that people shop at these stores a lot because they trust the prices and can easily find the 

products. Around 40% of shoppers spend ₹1001–₹2000 at each visit, so it’s apparent that most purchases at D-Mart 

are family or household-size and not for infrequent or luxury items. Customers at D-Mart make purchases mainly 

based on three important factors.  

 

1. How easy it is to get to the facility (30%) 

2. 29% comes from product variety.  

3. Low pricing is the top reason for people (23%).  

Promotions and rewards programs aren’t as important to D-Mart shoppers now, but they could boost involvement 

among young or tech-loving consumers.  

 

A further important trend uncovered is the high level of impulse buying. More than 9 out of 10 visitors said they 

shopped without a purchase plan while in the store. It proves that D-Mart designed and set up its stores with effective 

layouts and used interesting promotions close to the checkout counters. Even so, it shows that ethical marketing is 

necessary, as there is occasionally regret after buying things we didn’t intend to. 

 

Digital engagement matters more today than ever. Though more than three-quarters of respondents used D-Mart 

Ready, going to stores in person is still preferred by many. A large majority of those who use D-Mart’s online 

delivery platform had a great experience, so there is scope to make it even better. This goes along with what is 

happening in retail—more people are choosing online ease and safety, as well as trust in stores. 

 

Although people were mostly satisfied, delayed billing and crowded queues at checkout were common concerns, 

as they happened to 60% of those interviewed. This problem in the checkout process could make shopping less 
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enjoyable and discourage customers who need to shop quickly. Handling this problem may be possible by adding 

more standing desks, organizing staff training or installing self-checkout kiosks. 

 

At the same time, product availability was seen positively by 86% of participants, yet a few mentions showed that 

there was a wish for regional customization and more of the premium or niche categories. If stores plan products 

that customers in a region want and stock more health, organic and local products, it could make the brand appealing 

to more people.  

 

Even though price is the key to their value, there is no loyalty program and little personalized digital touch. The 

quick-changing ways customers engage with brands online may threaten D-Mart unless it carefully develops its 

customer connection methods.  

 

VI.FINDINGS BY THE STUDY  

 

1. Most people purchase their goods from D-Mart weekly or monthly. Individuals understood that D-Mart 

stores supplied products and services of good quality for affordable prices.  

2. Currently, D-Mart gives consumers access to many different types and a large range of products.  

3. D-mart sells many different items, making it a hypermarket such as apparel, groceries, stationery, foodstuff, 

electronics, leather, watches, accessories, crockery, decorations, sports items and chocolates. It goes up against all 

the specialty stores for products that sell goods at less cost over the entire year.  

4. Many middle income people visit D-Mart in search of quality goods that fit their budget.  

5. More than 50 D-Mart stores exist in different cities throughout India, it looks like consumers are asking for 

larger shopping places. 

 

 

 

VII.CONCLUSION 

 

Research on D-Mart customers in Greater Noida explained the major reasons why customers remain faithful to the 

store in spite of competition. It is confirmed in the research that D-Mart attracts value-conscious customers by 

providing low prices, a good variety of goods and stores that are easy for many people to access. Because of their 

Everyday Low Pricing (EDLP) approach, people from the middle class see Walmart as both trustworthy and low-

priced.  

Besides buying in bulk, a lot of customers admitted to buying things on a whim, influenced by nicely arranged 

products and offers by the checkouts. It shows that the ways D-Mart displays items and markets them in the store 

make it easier for people to make unintended purchases. This also recommends that retailers follow ethical rules 

and that they think about how customers feel about their purchases afterward.  

 

Even though customers mentioned being happy with how much is available and the variety at the store, problems 

such as very long queues when paying and a low number of people using D-Mart Ready were noted. The problem 

of long checkout time could negatively affect a customer’s shopping experience, mainly for those who need to get 

out of the store quickly.  
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It was also found that digital platforms are becoming more important. Foot traffic in shops keeps rising, yet more 

youthful and tech-aware people are showing interest in shopping on the internet. D-Mart could enhance its online 

features and make shopping easier for each person by using the data it gathers on consumers. Connecting the store 

and digital aspects more could boost how happy and connected customers feel. 

 

The company has also not introduced strong loyalty programs or made personal marketing a top priority, unlike 

what several competitors are doing. Such tools may contribute to stronger relationships with customers and to 

holding on to them in a market where personalization plays a bigger role. 
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