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ABSTRACT

The Indian retail industry has witnessed significant transformation over the past two decades,
with organized retail chains playing a crucial role in shaping consumer shopping experiences.
Among the most notable supermarket chains, D-Mart and Big Bazaar have emerged as key
players, each adopting distinct business strategies. This paper presents a comparative analysis
of D-Mart and Big Bazaar, focusing on their business models, pricing strategies, store
expansion approaches, supply chain efficiency, and customer experience. Findings reveal that
D-Mart’s cost-efficient, self-owned store model created long-term profitability. In contrast,
Big Bazaar’s reliance on promotions and a lease-heavy expansion strategy led to financial
distress. The study highlights the significance of sustainable retail strategies in emerging
markets and discusses future trends, including e-commerce and omnichannel retailing.
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INTRODUCTION

Retail chains in India have experienced significant growth over the past two decades, catering
to the evolving consumer landscape. Two of the most prominent supermarket chains, D-Mart
and Big Bazaar, have played a crucial role in shaping the organized retail sector. While both
companies operate in the same industry, their business strategies, pricing mechanisms, store
formats, and customer experiences vary significantly. This paper provides a detailed
comparative analysis of D-Mart and Big Bazaar, evaluating their business models, pricing
strategies, customer satisfaction, and overall market performance.

LITERATURE REVIEW

Existing studies suggest that cost-efficient business models play a pivotal role in retail
sustainability (Singh & Gupta, 2021; Sharma et al., 2022). The Cost Leadership Strategy
(Porter, 1985) has been widely acknowledged as a key factor in the success of retail chains
such as Walmart. D-Mart’s adaptation of this model in India has proven effective (Kotler &
Keller, 2020). Conversely, retailers relying on a differentiation and promotional pricing
strategy, like Big Bazaar, have faced profitability challenges (Rao, 2023). The rise of e-
commerce and quick commerce further challenges traditional retailers, forcing them to
rethink their models (Mehta, 2023).

COMPARATIVE ANALYSIS
Pricing Strategies

D-Mart follows an Everyday Low Pricing (EDLP) model, offering consistent
product discounts by negotiating bulk purchases directly from manufacturers,
avoiding middlemen, and reducing operational costs (Statista, 2024).

Big Bazaar relied heavily on promotional discounts, festival sales (e.g., Sabse Saste
Din), and loyalty programs, leading to inconsistent pricing and consumer dependency
on offers (Business Standard, 2024).

Published By: National Press Associates Page B7
Website: www.npajournals.org



National Research Journal of Sales & Marketing Management ISSN Na: 2343-512X (Print)
Volume No: 11, Issue No: 2, Year: 2024 (July-December) Peer Reviewed & Refereed Journal
PP: 7-B4 National Research Journal

Store Ownership & Expansion

D-Mart prefers owning its stores, ensuring long-term cost savings and better control
over expenses.

Big Bazaar mostly leased its retail spaces, leading to high rental costs and operational
overheads (KPMG, 2021).

Supply Chain & Operational Efficiency

D-Mart’s supply chain is highly efficient, focusing on direct procurement and rapid
inventory turnover, reducing storage costs and product wastage (Deloitte India, 2022).

Big Bazaar had a complex supply chain due to its wide product range, leading to
higher inventory costs and logistical inefficiencies.

Financial Performance Comparison

Aspect D-Mart Big Bazaar

Founded 2002 2001

Business Model||Own-store model Lease-based model

Pricing Everyday Low Pricing (EDLP)|[Promotional Discounts

Product Focus |[Essentials & groceries Diverse product range

Store Locations ||Tier-1 & Tier-2 cities Tier-1, malls, and high footfall areas
Profitability High margins, low costs High costs, financial struggles

CONSUMER EXPERIENCE & BRAND LOYALTY

Survey data suggests that 78% of D-Mart customers value its stable pricing and
affordability, while 62% of former Big Bazaar customers cited pricing inconsistencies as a
concern (PwC India, 2023). Customer satisfaction studies indicate that transparent pricing
and an efficient supply chain significantly impact brand loyalty in organized retail.

REASONS BEHIND BIG BAZAAR'S DECLINE

High Operational Costs: Dependence on leased properties led to financial strain
(Business Standard, 2024).

Aggressive Expansion: Rapid store expansion without profitability checks.

Debt Accumulation: Future Group’s excessive borrowing led to financial distress
(Statista, 2024).

Competition from D-Mart & Online Retailers: The rise of D-Mart, Amazon, and
Reliance Retail intensified competition (KPMG, 2021).

Impact of COVID-19: The pandemic worsened Big Bazaar’s financial instability,
leading to its eventual buyout by Reliance Retail (Economic Times Retail, 2023).
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FUTURE IMPLICATIONS

The retail sector in India is rapidly evolving, with e-commerce and omnichannel retailing
playing a significant role in shaping future business models. The following trends are
expected to impact the industry:

Reliance’s Strategy for Big Bazaar: As Reliance Retail repositions Big Bazaar, a
hybrid model integrating physical stores with e-commerce capabilities is anticipated.

Rise of Omnichannel Retailing: Companies like Amazon and Flipkart are blending
online and offline retail, challenging traditional players.

Role of Artificial Intelligence (AI) in Retail: Al-driven demand forecasting,
personalized promotions, and automated inventory management will play a pivotal
role in shaping Indian retail (McKinsey & Company, 2023).

CONCLUSION

D-Mart and Big Bazaar have shaped India's retail industry in different ways. D-Mart's cost-
efficient, low-price strategy has ensured steady growth and profitability, while Big Bazaar's
aggressive expansion and high operating costs led to financial distress. The failure of Big
Bazaar highlights the importance of a sustainable business model, efficient cost
management, and a customer-centric approach. As India’s retail sector continues to
evolve, D-Mart remains a strong player, while Reliance Retail now holds the potential to
reshape Big Bazaar’s legacy.
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