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Abstract

Shopping malls are an important part of many people's life in the modern day. A shopping
center paper discusses all of the benefits of a retail center. The shopping malls are the places
that are crowded towards the end of the week. The shopping malls of today are massive and
provide all of the products that a guy needs as a source of enjoyment. Shopping malls have
made people's shopping more convenient by allowing them to buy almost everything under
one roof. These retail malls are properly designed to attract an expanding number of
customers. They have an enormous structure. Shopping malls are the only places where
society may relax, interact, and enjoy modern American life. Adolescents basically go there
with pals and fool about with them. The primary goal of the research was to determine the
consumer perception of shopping malls in Nashik. An intelligent shopping assistant The
Viewpoint of Customers Towards Visiting Malls to Shop in Nashik: Understanding Shopping

Behavior.

Keywords: Consumption, discounts, increased number of outlets, mall attendance,

mall image, shoppers amenities.

1.Introduction

A shopping center is a facility where everything is available in one location. It provides us
with the comfort of shopping. A trip to a shopping mall is always stimulating for someone
who has lived in a big city. The retail mall was divided into many sections. Each location
has a slew of customers. The major part contained businesses selling family items and other
necessities. People who are looking for monthly allocations, which may include a variety of
items such as cleansing, heartbeats, and species, are in good company. The second room

included fabric styles for children, ladies, and nice men. A few people may also come to
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inspect the outfits but did not bring any material, in which case they will all visit some
imitation jewelry stores, medicinal item stores, and footwear stores in that sector. The stores
have been brightened and made more appealing. The final portion included stores selling
technological items such as an icebox, ventilation systems, and laundry washers. When the
general public went shopping, they would hear from certain music and video stores. There
were also several furniture stores. This neighborhood also featured a lot of stationery stores.
Each went to a variety of sweet and nibble stores for refreshments. There was a distraction
zone for kids in the shopping mall, and it was packed with young people since it was
vacation time. Everyone had a good day playing games in the entertainment zone. The

study's goal is to discover consumer attitudes regarding shopping at Nashik malls..

2. Objectives

» To know the customer's attitude regarding mall shopping

Y

To investigate the relationship between mall shopping characteristics and gender.
» To determine the significance of the difference in mean scores of impressions of
shopping in malls among the elderly.
3. Review of literature

Francis and Taylor (2018) The presented models, according to the author, are deeply rooted
in retail location and shop image ideas. As a consequence, comparing the literature is very
challenging. The retail centers have been constructed in a variety of metropolitan regions.
Suresh Seth and Pooja Khanna (2018), The study discovered that retail malls in India are
changing dramatically. This research is intended to investigate the variables that influenced
customers' purchasing in malls in a tier-1l city. The regression study demonstrated that
enjoyment, promotional offers, hedonic factors, stress-relieving, and excitement were also
important. Tarun Kushwaha, Anindita S. Chatterjee, and Satnam Ubeia (2017) The study
discovered that shopping in malls raises consumer sophistication. The purpose of this
research is to uncover the characteristics that influence customers' shopping center selection
criteria. There were 181 active mall consumers in this sample. We can develop shopping
center tactics based on all of the data that has been acquired. Dr. Sandep Bhanot, M.D.
(2017). Using a sample of 770 mall customers from Mumbai and Navi Mumbai, the author
investigates mall-shopping patterns in India and seeks to discover and contrast any gender
disparities. There is no statistically significant difference between male and female mall
customers in terms of frequency of visits and expenditure at the mall.

Dhiman Kuvad, Archana Chanuvai Narahari (2017) The purpose of this research is to
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examine the purchase habits of "shopping mall consumers” in Pune and Nashik, Maharashtra.
It is dominated by tiny and unorganized enterprises such as khirana stores. Shopping at malls
has become a popular pastime.

WANI, AADIL (2017), The researcher discovered that the primary goal of this study was to
explore the youth shopping mall purchasing behavior, such as how often they visit the mall,
how much time and money they spend at the mall, and so on. This enables merchants to study
present and prospective customers, offering direction for shop design and marketing
communications strategy. Jasveen Kaur, Chandandeep Kaur (2016), This study seeks to
synthesize the observations and findings of research studies on client shopping behavior. This
research is divided into two sections. The first section discusses several sorts of variables,
while the second section discusses citation analysis. The independent and dependent variables
are provided individually, with the dependent variables including time spent, money spent,
out-of-home purchasing behavior, and intention to return. Amit Mittal And Dr. Deepika
Jhamb (2016a) This research focuses on the primary factors that influence customers'
patronage of a shopping mall in the Indian environment. This research reveals 16 key
characteristics. This study found a high degree of convergence amongst Indian consumers'
tastes. This has earned a prominent role in future studies. Mozhdeh Asadifard, Azmawani
A.Rahman, and colleagues (2015) This study focuses on the development of a framework
that gives fresh insights into the relationship between tourist shopping behavior and mall
patronage by modifying the theory of planned behavior (TPB) using a quantitative research
technique. Sohail, M.S.D. (2015 ) The researcher discovered a comparative study of men and
women. This data investigates gender variations connected with mall patronage based on
empirical research. As a result, this research reveals substantial disparities in shopping
behavior. The study of 513 Saudi buyers reveals considerable disparities in buying habits.
Parvathi Venkatesh And Vijaya Lakshmi Kannan (2014). This research has a good chance of
being used by a lot of top companies because it helps companies better serve their customers,
reduce customer turnover, and improve their retention rates and ability to compete.

This study finishes with a mapping index that may aid in a better understanding of the
consumers and the company. H. Ozuduru, Jean Michel Guldmann (2013) The author
examines the factors and regulations that have shifted urban dynamics in favor of
conventional merchants. P. Vijaya Prasad, Nurul Fadzlina, And Murad Saadi (2013). The
purpose of this research was to describe the creation of a mobile application for a shopping
center directory. Directions are offered from the present location using a search tool, allowing

customers to find stores they want to visit. Mohd Ali Khairul Anuar, Mohd Ali Khairul
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Anuar, Mohd Ali Khair The goal of this study was to find out what makes a shopping mall

appealing to customers and how that affects their choice of where to shop or buy goods and

services.

4.Research Methodology

Research that takes a descriptive approach to the way customers feel about shopping in malls

in Nashik The samples for this study were taken in a way that was easy for the people who

took part. There are a total of 1450 samples reported. Age and gender are employed as the

independent variables in this study. The number of stores in a mall, as well as its atmosphere,

the assortment of goods for sale, level of discounts, and overall quality, are the dependent

factors. The statistics used are ANOVA and the Independent Sample t Test.
ANALYSIS AND DISCUSSION RESULTS:

Table 1: A percentage analysis of mall shoppers' preferences for mall features

Frequency Percent
Ambiance 227 15.7
Air conditioning 563 38.8
the number of stores 522 36.0
Experience 138 9.5
Total 1450 100.0

Source: Primary Data

Interpretation:

Most respondents chose malls for the air conditioning and range of stores. 38% of

respondents chose malls for air conditioning, 36% for variety and more stores, 15% for

ambiance, and 9.5% for experience.

Null Hypothesis:

There is no significant difference between the features of shopping in malls and the

gender.

Alternate Hypothesis:

There is significant difference between the features ofshopping in malls and the gender.

10.17697/ibmrd/2023/v12i2/173219
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Table 2: Mall amenities preferred by women and men

Gender IN Mean Std. Deviatio n  |Std. Error Mean
window  Male 721 2.40 .875 .033
shopping Fermale 729 2.39 .849 .031
Iin malls

Source: Primary data
Table 3: Shopper Preferences for Mall Amenities by Gender (Independent
Sample t Test)

Value daf [P value

Independent 1.004 1448 | 0.316

Sample t test

Source: Primary data

Interpretation
When doing an independent sample t test, it was discovered that the p value was larger than
0.05, indicating that the null hypothesis was correct. As a result, there is no statistically
significant difference between men and women when it comes to the mall characteristics they
like. This finding indicates that there is no gender gap when it comes to mall shopping
preferences.
Table 4: ANOVA for Mall Shopping Attitudes and Age.

Sum of Mean
Squares df Square F Sig.
Costly Between Groups 6.949 3 2316
Within Groups 1926.762 1446 1332 1738 | 157
Total 1933711 1449
Availability | Between Groups 2.661 3 887
Within Groups 1024343 1446 708 1.252 289
Total 1027.004 1449
Variety Between Groups 4441 3 1.480
Within Groups 1209.835 1446 837 1.769 151
Total 1214277 1449
Offers and | Between Groups 9917 3 3306
Discounts __
Within Groups 1552.172 1446 1.073 3.080 027
Total 1562.089 1449
Quality Between Groups 21.605 3 7.202
Within Groups 1751.730 1446 1.211 5.945 2000
Total 1773.335 1449

Source: Primary Data
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Null Hypothesis:

There is no significant difference in the mean scores of perception about shopping in malls among
the age groups

Alternate Hypothesis:

The mean ratings of impressions of shopping in malls vary significantly among age groups.

Interpretation:
ANOVA findings reveal that the p value for all reasons except quality (0.000) and offers and
discounts in malls (0.027) is larger than 0.05, indicating that there is no significant difference in
the mean scores of the perception of shopping in malls except for quality and offers and discounts.
It shows that people of all ages agree on the things they look for when shopping in malls, except

for quality, sales, and discounts, which are different for different age groups.

5.Conclusion

Visiting a shopping mall is one of my favorite pastimes. because it breaks up the monotony of
day-to-day calendar labor. The shopping mall allows us to shop in comfort. There will be no
more smoke and residue from the market to irritate you as you shop. Extraordinary lighting adds
joy and liveliness. Shopping has evolved from "Kirana" and "boutiques” to more complex
establishments such as shopping malls, hypermarkets, food stores, and lifestyle stores. A new
retail mall may be promoted with only one phrase. This study's future goal is to help individuals

feel at ease. Finally, shopping in malls is where fulfillment starts.
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