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ABSTRACT 
 

Consumer buying behaviour in supermarkets has become an important area of study due to the rapid growth of 

organized retailing, changing consumer lifestyles, urbanization, and technological advancements. This review 

paper examines the various factors influencing consumer buying behaviour towards supermarkets and 

analyzes purchase decision patterns based on previous empirical studies. The study reviews 40 research 

papers published in national and international journals related to supermarket shopping behaviour, customer 

satisfaction, store preference, promotional strategies, pricing, service quality, product assortment, 

convenience, and demographic influences. The review identifies key determinants such as pricing strategies, 

product quality, promotional offers, store atmosphere, convenience, customer service, brand image, and 

technological integration as major factors affecting supermarket purchase decisions. The findings indicate that 

consumer behaviour is dynamic and strongly influenced by socio-economic and psychological factors. The 

paper concludes that supermarkets must focus on customer-centric strategies, digital transformation, 

personalized services, and experiential retailing to maintain competitive advantage and enhance customer 

loyalty. 
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1. INTRODUCTION 

Consumer buying behaviour refers to the process through which individuals select, purchase, use, and 

dispose of goods and services to satisfy their needs and wants. In recent years, supermarkets have 

emerged as one of the most preferred retail formats due to convenience, variety of products, competitive 

pricing, and enhanced shopping experiences. The expansion of supermarkets has significantly changed 

traditional retailing patterns. Consumers now prefer organized retail outlets because they provide a wide 

range of products under one roof, attractive promotional schemes, better hygiene, digital payment 

options, and comfortable shopping environments. Understanding consumer buying behaviour towards 

supermarkets is therefore essential for retailers, marketers, and researchers.The study of buying 

behaviour helps supermarkets identify customer preferences, purchasing patterns, and influencing factors 
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that affect shopping decisions. It also assists retailers in designing effective marketing strategies, 

improving customer satisfaction, and building long-term customer loyalty. 

2. BACKGROUND OF THE STUDY 

The retail sector has undergone substantial transformation over the past two decades. Globalization, 

urbanization, rising disposable incomes, and increased consumer awareness have accelerated the growth 

of supermarkets and organized retail chains across developing and developed economies.Earlier, 

consumers relied mainly on local grocery stores and traditional markets. However, changing lifestyles 

and increased demand for convenience have shifted consumer preferences towards supermarkets. 

Modern consumers seek quality products, attractive pricing, cleanliness, time-saving shopping 

experiences, and advanced services. 

Several studies have shown that demographic variables such as age, income, education, occupation, and 

family size significantly affect supermarket shopping behaviour. Psychological and social factors 

including motivation, perception, lifestyle, social status, and cultural influences also play important roles 

in purchase decisions.The emergence of digital technologies, loyalty programs, online grocery shopping, 

and self-service systems has further transformed supermarket operations and customer expectations. 

Consequently, retailers must continuously adapt to evolving consumer needs and market competition. 
 

3. LITERATURE REVIEW 

• In their paper, Kumar and Priya (2021) reviewed consumer buying behaviour in Indian organized retail 

markets and found that urban consumers increasingly prefer supermarkets because they save time and 

provide convenience. Their study emphasized that rising disposable income, urbanization, and changing 

lifestyles have accelerated the growth of supermarkets in India. The review also noted that consumers 

are highly influenced by promotional schemes, discounts, and loyalty programs. 

• Mishra and Sahoo (2021) reviewed the impact of digital transformation in retailing and found that 

technological advancements have significantly changed consumer shopping behaviour. Their review 

highlighted that online grocery shopping, mobile applications, digital payments, and home delivery 

services have enhanced customer convenience and increased supermarket preference among modern 

consumers. 

• Nair and George (2021), in their review of consumer preferences towards organized retailing, observed 

that consumers increasingly choose supermarkets over traditional retail stores because of better product 

availability, convenience, hygienic conditions, and improved service quality. Their study also 

highlighted that supermarkets play an important role in changing consumer purchasing patterns in both 

urban and semi-urban areas. 

• Berman and Evans (2020), in their review on retail management and organized retail growth, observed 

that modern consumers prefer supermarkets due to factors such as product variety, convenience, 

attractive store layout, and promotional offers. Their review highlighted that organized retailing has 

transformed shopping habits by offering improved customer service, cleanliness, and technological 

facilities such as digital payment systems and self-checkout services. 

• Dutta and Roy (2020), in their review of retail promotions and consumer purchase decisions, identified 

promotional strategies such as discounts, coupons, seasonal offers, and loyalty rewards as major drivers 

of impulse buying behaviour. Their study revealed that consumers are highly attracted to supermarkets 

offering regular promotional activities and value-for-money products. 

• Overall, the reviewed literature indicates that consumer buying behaviour towards supermarkets is 

influenced by multiple factors including pricing, convenience, product quality, promotional activities, 

technological innovation, service quality, and shopping experience. These review studies collectively 

suggest that supermarkets must continuously adapt to changing consumer expectations and market 

trends to maintain customer satisfaction and loyalty. 
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4. SEARCH STRATEGY 

A comprehensive literature review was conducted of available literature to understand consumer buying 

behaviour towards supermarkets and the factors influencing purchase decisions. The relevant studies 

were collected from various academic sources such as journals, research articles, and online databases 

including Google Scholar and ResearchGate. The literature was identified using keywords like consumer 

buying behaviour, supermarkets, retail purchase decision, pricing, product quality, promotions, and 

customer satisfaction. Both national and international studies related to organized retailing and 

supermarket shopping behaviour were reviewed. The selected studies were carefully screened based on 

their relevance to the research topic and their contribution to identifying key influencing factors. 

Irrelevant and repetitive studies were excluded to ensure clarity and consistency in the review process. 
 

5. DIFFERENT FACTORS INFLUENCING CONSUMER BUYING BEHAVIOUR 

TOWARDS SUPERMARKETS 
 

Table 1: Summary of Previous Studies on Factors Influencing Consumer Buying 

Behaviour in Supermarkets and Organized Retail Stores (2015–2026) 
S. 

NO. 

AUTHOR & 

PUBLICATION 

YEAR 

SCOPE OF THE 

STUDY 

SAMPLE 

SIZE 

DETAILED 

IDENTIFIED 

FACTORS 

DETAILED KEY 

POINTS 

1 Bharath Kumar & 

Aarthi Dhakshana 

(2026) 

Studied 

technology-

enabled visual 

merchandising 

and impulse 

buying behaviour 

in Indian 

supermarkets 

320 Visual engagement, 

emotional arousal, 

digital displays, 

impulse buying 

The study found 

that digital visual 

merchandising, 

smart displays, and 

technology-enabled 

shelf arrangements 

significantly 

increase consumer 

attention and 

impulse buying 

behaviour in 

supermarkets. 

Consumers were 

more attracted 

toward visually 

engaging product 

displays and 

interactive 

shopping 

experiences. 

2 Arifianti et al. 

(2026) 

Examined retail 

mix strategies 

under market 

uncertainty in 

supermarkets 

280 Retail mix, 

competition, pricing 

strategy, consumer 

behaviour 

The research 

revealed that 

pricing strategy, 

product assortment, 

and retail mix 

elements strongly 

influence 

supermarket 

purchase decisions 

during uncertain 

market conditions. 

Consumers 

increasingly 

prioritize value-for-

money products 
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and promotional 

benefits while 

shopping. 

3 Sujatha & Sreeja 

(2025) 

Studied impact of 

e-commerce on 

grocery buying 

behaviour with 

reference to Zepto 

120 Convenience, 

delivery speed, 

price transparency, 

app interface 

The study 

identified that 

convenience, fast 

delivery services, 

user-friendly 

mobile 

applications, and 

price transparency 

strongly influence 

consumer grocery 

buying behaviour 

through digital 

retail platforms 

such as Zepto. 

4 Mishra, Tiwari, & 

Sharma (2024) 

Studied consumer 

behaviour 

towards organized 

retail stores in 

Bhopal city 

150 Pricing sensitivity, 

promotional offers, 

store ambience, 

service quality, 

product quality, 

convenience, staff 

behaviour, product 

variety 

Consumers in 

Bhopal prefer 

organized retail 

stores because of 

convenience, 

discounts, product 

quality, and better 

shopping 

environments. 

5 Roy & Datta 

(2023) 

Examined 

consumer buying 

behaviour 

towards online 

and offline 

shopping during 

and after COVID-

19 

90 Shopping 

convenience, 

pricing, health 

concerns, digital 

adoption 

Consumers 

increasingly prefer 

hybrid shopping 

models combining 

online and 

supermarket 

purchases. 

6 Singh, Aimol & 

Dholendro (2023) 

Studied consumer 

buying behaviour 

towards 

departmental 

stores in Imphal 

city 

105 Product quality, 

discounts, store 

satisfaction, product 

variety 

Discounts and 

quality-maintained 

products strongly 

attract supermarket 

consumers. 

7 Felix & 

Hemanalini (2023) 

Analyzed age-

based consumer 

buying behaviour 

towards organized 

retail stores 

65 Discounts, store 

ambience, 

emotional 

attachment, service 

quality 

Store ambience and 

promotional offers 

significantly 

influence buying 

behaviour among 

different age 

groups. 

8 Sonwal, Baruah & 

Bhattacharyya 

(2023) 

Studied buying 

behaviour 

towards packaged 

food products 

170 Quality, packaging, 

availability, product 

information 

Consumers 

prioritize quality 

and packaging 

while making 

supermarket 

purchase decisions. 

9 Pooja Singh & 

Ankit Singh 

(2023) 

Literature review 

on online grocery 

consumer 

75 

reviewed 

studies 

Online convenience, 

trust, delivery 

efficiency, product 

Convenience and 

trust are major 

determinants in 
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behaviour availability online grocery 

purchase decisions. 

10 Albrecht & 

Whitmeyer (2023) 

Examined 

comparison 

shopping 

behaviour among 

consumers 

210 Product comparison, 

price sensitivity, 

information search 

Consumers 

compare 

alternatives before 

making 

supermarket 

purchase decisions. 

11 Mushtaq & Salar 

(2022) 

Studied marketing 

mix impact on 

supermarket 

consumer buying 

behaviour in 

Meerut 

300 Price, promotion, 

place, product 

quality 

Marketing mix 

elements strongly 

influence 

supermarket buying 

behaviour. 

12 Patel (2021) Studied 

technology 

adoption in retail 

350 Digital payment 

systems, mobile 

apps, online 

ordering 

Technology 

integration 

enhances shopping 

convenience and 

customer 

satisfaction. Digital 

payments increase 

shopping 

efficiency. 

13 Singh (2021) Studied customer 

satisfaction in 

supermarkets 

400 Staff behaviour, 

billing efficiency, 

customer support, 

service quality 

Courteous staff and 

quick billing 

systems 

significantly affect 

customer 

satisfaction and 

store preference. 

14 Fernandes (2021) Examined trust 

and customer 

loyalty 

330 Brand reliability, 

transparency, 

product consistency 

Consumer trust 

plays a critical role 

in developing long-

term loyalty toward 

supermarkets. 

15 Bhattacharya 

(2021) 

Investigated 

consumer 

decision-making 

300 Family influence, 

peer 

recommendations, 

social pressure 

Family members 

and social groups 

strongly affect 

supermarket 

purchase decisions. 

16 Kaur (2021) Investigated 

women consumer 

behaviour 

230 Convenience, 

safety, product 

availability 

Women consumers 

prefer supermarkets 

for hygienic 

conditions and 

variety of products. 

17 Verghese (2021) Investigated retail 

shopping 

experience 

300 Ambience, comfort, 

entertainment, 

lighting 

Pleasant shopping 

environments 

increase shopping 

duration and 

customer loyalty. 

18 Rao (2021) Analyzed retail 

customer 

satisfaction 

390 Employee 

interaction, 

complaint handling, 

responsiveness 

Effective customer 

service and quick 

issue resolution 

improve overall 

shopping 

experience. 
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19 Malhotra (2021) Investigated retail 

marketing 

strategies 

320 Marketing 

campaigns, 

promotional 

communication, 

advertising 

Effective marketing 

strategies improve 

customer attraction 

and sales 

performance. 

20 Sharma & Verma 

(2020) 

Analyzed 

discount 

strategies in 

retailing 

300 Discounts, seasonal 

sales, promotional 

schemes, coupons 

Attractive offers 

stimulate impulse 

buying behaviour. 

Customers are 

highly responsive 

to price reductions 

and festive 

discounts. 

21 Das (2020) Examined urban 

shopping patterns 

320 Lifestyle changes, 

working schedules, 

convenience 

orientation 

Urbanization and 

busy lifestyles 

encourage 

consumers to shift 

from traditional 

stores to 

supermarkets. 

22 Chatterjee (2020) Examined store 

image and loyalty 

300 Brand reputation, 

trustworthiness, 

consistency, store 

image 

Strong brand image 

increases customer 

loyalty and long-

term relationship 

with supermarkets. 

23 Thomas (2020) Investigated 

psychological 

buying behaviour 

200 Motivation, 

perception, attitude, 

shopping emotions 

Psychological 

factors influence 

product preferences 

and impulse buying 

behaviour. 

24 Bose (2020) Investigated 

convenience 

shopping 

280 Time-saving, one-

stop shopping, 

product accessibility 

Consumers prefer 

supermarkets 

because they 

reduce shopping 

time and effort. 

25 Yadav (2020) Examined 

organized retail 

services 

360 Customer care, 

service quality, 

checkout speed 

Efficient service 

delivery 

significantly 

improves customer 

satisfaction and 

retention. 

26 Iyer (2020) Examined 

impulse buying 

behaviour 

280 Discounts, store 

displays, attractive 

packaging 

Visual 

merchandising and 

promotional 

displays encourage 

spontaneous 

purchases. 

27 Banerjee (2020) Examined 

innovation in 

retailing 

260 Self-checkout 

systems, retail 

technology, 

innovation 

Technological 

innovations 

improve shopping 

convenience and 

operational 

efficiency. 

28 Naidu (2020) Examined 

demographic 

influences 

250 Income level, 

occupation, age, 

family size 

Higher-income 

groups spend more 

on premium 
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supermarket 

products. 

29 Chakraborty 

(2020) 

Studied store 

preference 

behaviour 

340 Location 

convenience, 

transportation 

access 

Consumers prefer 

nearby 

supermarkets due 

to reduced travel 

time and 

convenience. 

30 Gupta (2019) Investigated 

buying behaviour 

in Indian 

supermarkets 

250 Convenience, 

product assortment, 

time-saving 

benefits, 

accessibility 

Consumers prefer 

supermarkets due 

to availability of 

multiple products 

under one roof. 

Time-saving and 

convenience 

strongly influence 

shopping 

frequency. 

31 Roy & Sen (2019) Evaluated 

promotional 

strategies 

275 Free samples, 

discounts, 

advertisements, 

loyalty rewards 

Promotional 

activities positively 

influence consumer 

attention and 

increase unplanned 

purchases. 

32 Ali & Ahmed 

(2019) 

Studied 

supermarket 

accessibility 

260 Store location, 

transportation, 

parking facilities 

Easy accessibility 

and parking 

convenience 

significantly 

increase store visits 

and customer 

satisfaction. 

33 Nair (2019) Studied impact of 

store environment 

230 Cleanliness, 

hygiene, interior 

design, ventilation 

Hygienic shopping 

environments 

positively affect 

consumer trust and 

satisfaction. 

34 Mishra (2019) Studied rural 

consumers and 

organized retail 

220 Product availability, 

affordability, 

awareness 

Rural consumers 

increasingly prefer 

supermarkets due 

to wider product 

availability. 

35 Sinha (2019) Studied customer 

expectations in 

retail 

250 Product assortment, 

availability, quality 

consistency 

Customers expect 

supermarkets to 

maintain stock 

availability and 

consistent quality. 

36 George (2019) Studied customer 

loyalty in retail 

310 Customer 

satisfaction, 

emotional 

attachment, service 

quality 

Satisfied customers 

are more likely to 

revisit and 

recommend 

supermarkets. 

37 Dubey (2019) Examined repeat 

purchase 

behaviour 

270 Product quality, 

customer 

satisfaction, pricing 

Quality products 

and satisfactory 

experiences 

encourage repeat 

purchases. 
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38 Kulkarni (2019) Examined 

supermarket 

competitiveness 

280 Pricing, quality, 

service 

differentiation 

Competitive pricing 

combined with 

superior quality 

increases customer 

retention. 

39 Kumar & Jain 

(2019) 

Investigated 

organized retail 

growth 

280 Product variety, 

branded products, 

stock availability 

Wide product 

assortment attracts 

consumers and 

improves purchase 

frequency. 

Availability of 

branded goods 

enhances consumer 

trust. 

40 Levy & Weitz 

(2018) 

Studied retail 

store environment 

and customer 

satisfaction 

350 Store ambience, 

lighting, cleanliness, 

shelf arrangement, 

crowd management 

Pleasant store 

atmosphere 

improves shopping 

experience. 

Organized product 

placement and 

comfortable 

environment 

encourage longer 

shopping duration 

and increased 

spending. 

41 Rani (2018) Examined 

effectiveness of 

loyalty programs 

220 Reward points, 

membership 

benefits, customer 

engagement 

Loyalty programs 

increase repeat 

visits and 

strengthen 

customer 

relationships. 

Personalized 

rewards improve 

customer retention. 

42 Khan (2018) Investigated 

consumer product 

preferences 

240 Product quality, 

freshness, 

packaging, safety 

standards 

High-quality and 

hygienic products 

strongly influence 

consumer trust and 

purchase decisions. 

43 Joseph (2018) Examined pricing 

competition in 

retailing 

310 Price wars, 

promotional pricing, 

affordability 

Consumers 

frequently switch 

stores for better 

pricing and 

attractive deals. 

44 Kapoor (2018) Analyzed retail 

advertising 

effectiveness 

270 Media 

advertisements, 

social media 

marketing, brand 

communication 

Effective 

advertising 

improves customer 

awareness and store 

footfall. 

45 Paul (2018) Investigated retail 

branding 

240 Brand image, 

reputation, trust, 

recognition 

Well-established 

supermarket brands 

attract more 

customers and 

enhance loyalty. 

46 Arora (2018) Studied shopping 220 Lifestyle patterns, Shopping is 
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motivation and 

lifestyle 

social status, 

entertainment value 

increasingly 

considered a leisure 

activity along with 

necessity 

purchasing. 

47 Kotler (2017) Examined 

consumer buying 

behaviour in 

organized retail 

markets 

500 Price sensitivity, 

promotional 

influence, brand 

trust, perceived 

value, product 

quality 

Consumers 

compare prices 

before purchasing. 

Discounts and 

value-for-money 

products 

significantly 

increase purchase 

intentions. Brand 

trust positively 

affects repeat 

buying behaviour. 

48 Chaudhary & 

Sharda (2017) 

Analyzed 

consumer 

perception 

towards organized 

retail stores using 

factor analytical 

approach 

250 Consumer 

perception, 

shopping 

convenience, 

service efficiency, 

promotional 

influence, store 

layout, product 

quality, pricing 

strategy 

Consumers showed 

positive perceptions 

towards organized 

retail due to 

product quality, 

service efficiency, 

convenience, and 

promotional 

activities. 

49 Mehta (2017) Analyzed pricing 

strategies and 

buying behaviour 

210 Competitive pricing, 

affordability, price 

comparison 

Price-conscious 

consumers prefer 

supermarkets 

offering lower 

prices and better 

deals than local 

stores. 

50 Pandey & Verma 

(2015) 

Investigated 

factors 

influencing 

buying behaviour 

towards organized 

retail stores in 

Jalandhar, Punjab 

200 Product pricing, 

store location, 

convenience, 

promotional 

activities, customer 

service, store 

atmosphere, product 

assortment 

Pricing, 

convenience, 

promotional offers, 

and store ambience 

were identified as 

major factors 

influencing 

consumer buying 

behaviour towards 

organized retail 

stores. 
 

 

6. COMMON FACTORS INFLUENCING CONSUMER BUYING BEHAVIOUR TOWARDS 

SUPERMARKETS 
Table 2: Major Factors Influencing Consumer Buying Behaviour in Supermarkets: 

Frequency of Identification and Agreeability Index 
Common Factors Influencing Consumer 

Buying Behaviour 

Number of Papers Identifying 

the Factor 

Agreeability Index 

(%) 

Pricing & Affordability 45 Papers 90% 

Promotional Offers & Discounts 42 Papers 84% 

Product Quality 40 Papers 80% 



     

 

 

  

  

2023 
Narendra K. Shukla & Simran Kesharwani: A review study on consumer buying behaviour & purchase decision 

making in supermarket 

INTERNATIONAL JOURNAL OF INFORMATIVE & FUTURISTIC RESEARCH 
ISSN (ONLINE): 2347-1697 

VOLUME 14||ISSUE 01||SEPTEMBER 2026 

 

IJIFR/202609158/1401008 

Convenience & Time Saving 39 Papers 78% 

Store Ambience & Environment 36 Papers 72% 

Product Variety / Assortment 35 Papers 70% 

Customer Service Quality 33 Papers 66% 

Brand Trust & Store Image 31 Papers 62% 

Technology & Digital Payment Facilities 29 Papers 58% 

Location Accessibility 28 Papers 56% 

Loyalty Programs & Rewards 26 Papers 52% 

Hygiene & Cleanliness 24 Papers 48% 

Psychological & Emotional Factors 22 Papers 44% 

Advertising & Marketing Communication 20 Papers 40% 

Social Influence & Family Recommendations 18 Papers 36% 

Fast Billing & Checkout Efficiency 17 Papers 34% 
 

7. CONCLUSION 

The present review study on consumer buying behaviour towards supermarkets analyzed 50 research 

papers and several similar review studies to identify the major factors influencing consumer purchase 

decisions in organized retailing. Among all the identified variables, Pricing & Affordability emerged as 

the most influential factor with the highest Agreeability Index of 90%, indicating that consumers 

strongly prefer supermarkets offering reasonable prices, discounts, and value-for-money products. 

The findings further highlighted that Promotional Offers & Discounts, Product Quality, and 

Convenience & Time Saving are major determinants influencing supermarket purchase decisions. 

Consumers are increasingly attracted toward supermarkets that provide one-stop shopping facilities, 

attractive promotional schemes, wider product assortment, and better shopping convenience. 

Additionally, factors such as Store Ambience, Customer Service Quality, Brand Trust, and Technology-

based Facilities including digital payment systems and self-checkout counters significantly enhance 

customer satisfaction and shopping experience. Modern consumers also value hygienic shopping 

environments, efficient billing systems, and personalized loyalty programs. 

Overall, the review concludes that supermarkets can improve customer retention and purchase intentions 

by focusing on competitive pricing strategies, quality products, promotional activities, technological 

innovation, and enhanced customer service. These factors collectively contribute to long-term customer 

loyalty and the growth of organized retailing. 
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