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[bookmark: _Toc502769797]Abstract  
In today’s business world is very competitive and so organisation have to introduce new and modern technology in the business operation. In this research, the author tries to find the impact of online selling on the increase of the sales of the retail chain store Waitrose which is situated in the Bracknell, UK. It was situated by Waite and Arthur Rose in 1908. The customers of the retail grocery are very conscious about the modern technology. So, Waitrose have to introduce use new technology in their business for increasing their sales. In this research, the author first introduces the company and then selects the aim of the company. Then select the objectives of the company. At last, the author collects the primary and secondary data from the various sources then use various statistical tools to analyse the data and present the output the analysis through using grapes and tables.  
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1. [bookmark: _Toc502769798]Aim of the study  
The main aim of the research is to find the impact of online selling on the increase of the sales concerning the Waitrose company, UK. The increase of the sales in retail store is depended on the various of the factors like internal and external environment. In new era of business, technology is very important factor to increase the sales of the organisation. Though the customers of the retail store are very conscious and busy, they prefer to do their shopping from home and easy or less time consuming way. So, online selling can be an effective way to increase the sale of the retail business like Waitrose.  
2. [bookmark: _Toc502769799]Objectives of the study  
The main objectives of the is described below which are related to the aim, mission and vision of the Waitrose. 
· To determine and evaluate various factors which are affect the increase of the selling of the retail store. 
· To find the effective and efficient technology for increasing sales of the Waitrose. 
· To identify the effective way of selling which can increase the employee performance of Waitrose. 
· To determine and evaluate the amount of the sales before and after using online selling technology in Waitrose.  
4. [bookmark: _Toc502769800]Literature review 
John Lewis tries to extend the empire of the business through online networking system by thousands of shops in various corner of the world. The retail grocery store joins to the Collect+ scheme which supports the online shopping to increase the sales of the organisation. Through online shopping, customers can buy and return their required products from the home at up to 5000 retailers which are independent. Butler (2018) stated customers also can collect or buy their products in various country of the world like Scotland, south-west England and Northern Ireland. The organisation uses various online technology like Pay Point payment service, distribution company Yodel. In past years the online shopping system is concern for the 35% of the total sales. 
 There are various advantages of the online shopping system because it reduces the cost of the customers and also reduces the consumptions of time also. The increase of the sales in retail store is depended on the various of the factors like internal and external environment. In new era of business, technology is very important factor to increase the sales of the organisation. Though the customers of the retail store are very conscious and busy, they prefer to do their shopping from home and easy or less time consuming way. So, online selling can be an effective way to increase the sale of the retail business like Waitrose. 
There are also many disadvantages of online shopping like online shopping can increase the cost of the organisation because maintain and developing the online website for selling products is very expensive. Many of the customers are not expert enough for managing online shopping and so they cannot involve in the online shopping. Moreover, Harvey (2018) stated online shopping is more expensive than direct shopping from the shop and so middle level customers prefer direct shopping than online shopping. Further Mercer (2006) stated direct shopping is more faithful than the online shopping because some of the dishonest business often deceives with the customers and so online shopping is less faithful. 
In new era of business, technology is very important factor to increase the sales of the organisation. Though the customers of the retail store are very conscious and busy, they prefer to do their shopping from home and easy or less time consuming way. So, online selling can be an effective way to increase the sale of the retail business like Waitrose.   
5. [bookmark: _Toc502769801]Types of data 
There are two types of data can be used for conducting research and these are qualitative data and quantitative data which can be collected from the various sources. The term qualitative data means the presentation of research outcomes on the descriptive form which mainly conducted on the basis of secondary data. It is less reliable than quantitative research because primary data is more reliable than secondary data (Cottrell, 2010)). In contrast, quantitative data is used for analysing research data by using various statistical tools and present research outcome in the more effective form using graphs and charts (Pritchards, 2008)). The outcome found by quantitative research is more reliable, effective and easy to understand than qualitative research strategy.  
6. [bookmark: _Toc502769802]Sources of data 
There are two types of data can be used for conducting research and these are primary data and secondary data which can be collected from the various sources. The term primary research means the collection of research data from the authentic research or field research to conduct a research. In contrast, secondary research means the collection of data from the reliable secondary which are already conducted and conducted to conduct a research.
7. [bookmark: _Toc502769803]Analysis of data  
7.1 [bookmark: _Toc502769804]Primary data analysis  
Q-1: Do you agree that the online shopping system can increase the sales of the Waitrose?   
The following graph illustrate the opinion of the responders of the Waitrose where 50 employees are selected from the headquarter of the Waitrose for conducting the research. The research data showed that a big portion of the responder’s employee agreed the statement that the online shopping system increases the sales of the Waitrose. Only small portion the employee like 6% disagree the statement where almost 50% of the employee agree the statement and 36% strongly agreed the statement. The mean, standard deviation and mode of the research also compatible to the questionnaire survey. Both the questionnaire result and the mean, standard deviation and mode also support the literature review of the research. 
   
Figure 1: Online selling can increase the sales of the Waitrose. 


Q-2: Do you agree that the online shopping system can improve the customer satisfaction of the Waitrose?  
The following graph illustrate the opinion of the responders of the Waitrose about the online shopping system can improve the customer satisfaction of the Waitrose. The research data showed that a big portion of the responder’s employee agreed the statement that the online shopping system increases the sales of the Waitrose. Only small portion the employee like 4% disagree the statement where almost 54% of the employee agree the statement and 42% strongly agreed the statement. The mean, standard deviation and mode of the research also compatible to the questionnaire survey. Both the questionnaire result and the mean, standard deviation and mode also support the literature review of the research. 
 
Figure 2: Online shopping system can improve the customer satisfaction of the Waitrose. 


Q-3: Do you agree that the online shopping can improve the efficiency of the employee of the Waitrose? 
The following graph illustrate the opinion of the responders of the Waitrose about the online shopping system can improve the efficiency of the employee of the Waitrose. The research data showed that a big portion of the responder’s employee agreed the statement that the online shopping system increases the sales of the Waitrose. Only small portion the employee like 6% disagree the statement where almost 60% of the employee agree the statement and 26% strongly agreed the statement. The mean, standard deviation and mode of the research also compatible to the questionnaire survey. Both the questionnaire result and the mean, standard deviation and mode also support the literature review of the research. 
 
Figure 3: Online shopping can improve the efficiency of the employee of the Waitrose


Q-4: Do you agree that the online shopping is cost effective for the business operations of Waitrose? 
The following graph illustrate the opinion of the responders of the Waitrose about the online shopping system can improve the efficiency of the employee of the Waitrose. The research data showed that a big portion of the responder’s employee agreed the statement that the online shopping system increases the sales of the Waitrose. Only small portion the employee like 6% disagree the statement where almost 54% of the employee agree the statement and 30% strongly agreed the statement. The mean, standard deviation and mode of the research also compatible to the questionnaire survey. Both the questionnaire result and the mean, standard deviation and mode also support the literature review of the research.  

Figure 4: Online shopping is cost effective for the business operations of Waitrose


7.2 [bookmark: _Toc502769805]Secondary data analysis  
Secondary data can be found from the various published article, documents, statictical buerou and many other journal and magasin. Waitrose is a UK based global retail chain store which conduct its business over the 12 countries in the world. The annual report of the Waitrose illustrates that the annual revenue in last year is 10 billion Euro which is increased 2.8% from the previous year. Gross sales growth of the Waitrose in last is 3.2% and its supply chain and IT capital expenditure is 258 million Euro. According to The Guardian (2017), the online orders is incresed 68% before one week of Christmas. The managing derector of the company Mark Price said that he is commited for doubling the online sales within the next few years which proves the rapid growth of the online shopping in grocery store. In 2009, Waitrose generated 4.3 billion British pound annual revenue which increased to 6.3 billon in 2017 (waitrose.com, 2017). 
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Figure 5: Market growth of the Waitrose company. 



8. [bookmark: _Toc502769806]Findings   
From the above conducted research some of the lacings and loopholes are identified and for solve these loopholes Waitrose has to conduct further research and use another way of research. Some of the loopholes are inaccuracy of collecting data because of sample data collection which is less time consuming and less affordable for the company. For overcome this lacings, Waitrose has to follow the recommendation in this research. 
9. [bookmark: _Toc502769807]Recommendation   
For overcome the loopholes of the research Waitrose should follow the following recommendation. 
· For reducing the inaccuracy of data, Waitrose should collect data from the wide range of sample. 
· For reducing the cost of the research, Waitrose should recruiter efficient research specialised person for conduction the research. 
· Waitrose can arrange annual reward giving ceremony to appreciate the employee performance for increasing sales.
· Waitrose can develop their online shopping website more for attracting their customers.  
10. [bookmark: _Toc502769808]Conclusion 
Online selling is one of the most outgoing sector in today’s business world. In every sector of business have already adopted e-commerce technologies to conduct safe, fast and smooth business performance. The increase of the sales in retail store is depended on the various of the factors like internal and external environment. In new era of business, technology is very important factor to increase the sales of the organisation. Though the customers of the retail store are very conscious and busy, they prefer to do their shopping from home and easy or less time consuming way. So, online selling can be an effective way to increase the sale of the retail business like Waitrose.  
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