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Ihe hyper-loca
consumptiontl
With the cla mou r for conven ie nce a nd su pport for
brands on the rise, consume rs, kironoslores, and
are red rawi ngthe terms of engagement
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I. I. ome-bound consumeF

.t .1. flf Hytil#:,'ig$
landscapg one that is likely to
deeply impact tlle entire pur-
chase ecosystem well beyond
the pandemic. Convenience,
support for local brands and a
ne\r/ lifestyle are driving
change, rattling age-old supply
network and forcing t1le tadi-
tional neighbourhood store-
the ,til4r?d or local all-in-one
grccery stop-to fethink opet-
ations and relationships, vrith
consumerc atd brands.

According to a report
released late last month by Ey
\Smtitnents of India - puke of
the count4, Kircrnas; HumLns
in a pandeDlic seies), tfie post-
pandemi. relat jonship
between brands ard con-
sume$ \\iil be mapped to a
h'?er{ocal trail that will pivot
around a refurbished kirana
store. Pinai,jranian Mishra,
pafinet and national leader,
Consumer Products and Retail,
EYIndia said - HDer-loca.lisa-
tion is here to sta]-tbr no\! and
retaileis need to talie cogni,
sance of irs implications for
the future.'

The li?,?a stores ate
alread_v rcflecting ihe times as
they tune h to a digital pay-
ment ecosvstem ard expand
tieir iist of supplies, to meet
gowing demand and the surge
rn new customeE. However the
big challenge they said is strik-
ing the right pa.rmerships (wirh
pal,rlrent apps and digital retail-
e$) at the right price.

The report said that therc is
positive movement towards the
adoption of tecfi folir'gy among
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In non-metros, cash dominatesthe
transactional rclationship but
things arechanging. In metEs,
digitisation has bo|nefi uit
HolY do curtomers payl
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kilrl,ft7 stores, with 40 per cent
respondents stating they want
to partner with online delivery
and supply platforms. Also the
empowered kiranq storc is
emergmg as a big influencer in
customer choices and for
forging brand lolElties-at least
69 per cent kiranas in the
non-meffos said they were able
to sell alternative brands to
thel customers.

It is not just Ihe kir1nL
stores tiat are influencing cus-
tomer choices, the reyelse is
true too, which according to
market researche$ is what
marks the emergence of a pow-
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