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Exploring the strategies of promoting online stores in the pandemic period/post-pandemic period



Abstract
This study is all about developing strategies for promoting online stores and channels for developing sales and revenue of various organisations in the UK. The Covid pandemic has resulted in the shutting down of various physical stores in the UK, which has resulted in a huge decline in the failure of business operations in the UK. The only issue discussed in this research is the decreasing sales volume due to the uneven changing behaviour of consumers in the UK. The importance and impact of online stores in the UK have been illustrated in this study. The researcher will use primary quantitative data collection method with the help of online survey by including 20 employees from local retail stores as participants.
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[bookmark: _Toc112733247]Chapter 1: Introduction
[bookmark: _Toc112733248]1.1 Background
Covid pandemics have become a cause of concern for many business organisations, as it is the only reason for the shutdown of many physical stores of various organisations. People are scared of getting out of their houses in this pandemic era so every organisation needs to promote online stores for effective selling of products and services in the post-pandemic hours. 
[image: ]
Figure 1.1: Online purchasing in the UK
(Source: statista.com, 2021)
The above graph depicts the increment in the online purchasing of goods and services where 87% of the consumers in the UK are engaged in purchasing goods from various online channels (statista.com, 2021). 
[bookmark: _Toc112733249]1.2 Rationale
In the month of January and December, the online sales volume in the UK fell by 4.8% due to the Covid pandemic situation, which restricted potential consumers from participating in various, buying and selling of goods and services processes (bbc.com, 2022). This is an issue as people are afraid of moving out and being engaged in any of the activities due to the spread of Covid pandemics. This is an issue in the current times because the Covid pandemic has resulted in a downfall and decline in sales in every organisational operation. This research sheds light on exploring the ideas of promoting online channels for enhancing sales and revenue during the Covid pandemic hours. 
[bookmark: _Toc112733250]1.3 Significance
This research signifies the importance of online channels and stores for generating valuable sales and revenue for the concerned organisation during the Covid outbreak situations. This research signifies that every organisation must ensure digital marketing techniques for the development and growth of different operations within the concerned workplace organisation (Jia et al. 2021). Online stores not only increase the engagement of potential customers but also provide an idea for the increasing desires and demands of potential consumers. 
[bookmark: _Toc112733251]1.4 Purpose of the research
The main purpose of this research is to analyse the changing behaviour of consumers in this pandemics situations and generate effective strategies for promoting online stores. The online stores and online channels would enable effective engagement of potential consumers along with the increment in sales and generation of valuable revenue for the concerned organisation. The organisations in the UK need to develop relevant strategies, which would promote the online stores and channels for delivering efficient services to their potential customers during the pandemic hours. 
[bookmark: _Toc112733252]1.5 Aims, Objectives and Questions
[bookmark: _Toc112733253]1.5.1 Aim
The main motive of this research is to develop relevant strategies for promoting the implementation of online stores for delivering effective services and goods in the post Covid situations to their effective consumers.
[bookmark: _Toc112733254]1.5.2 Objectives
· To identify the importance of online stores in pandemic situations
· To identify the need for online stores in Covid pandemic times
· To identify the impact of online stores on the sales of the organisation
· To recommend relevant strategies for promoting online stores and channels 
[bookmark: _Toc112733255]1.5.3 Questions
· What is the importance of online stores in pandemic situations?
· What is the need for online stores in Covid pandemic times?
· What is the impact of online stores on the sales of the organisation 
· What is to be recommended for promoting online stores and channels?


[bookmark: _Toc112733256]Chapter 2: Literature review
[bookmark: _Toc112733257]2.1 Importance of online stores in pandemic hours
The Covid pandemic situation has brought a decline in sales and revenue generation in various organisations in the UK as the participation in buying and selling of products have been decreased. Further, it has brought uneven changes in the buying behaviour of potential consumers in the UK, which has affected the overall development of the organisation (Altay et al. 2022). 
[image: ]
Figure 2.1: Total retail sales due to online stores implementations in the UK 
(Source: statista.com, 2022)
The above graph depicts that online sales play a significant role in the development and growth of sales in various retail industries in the UK, which has been recorded up to an increase of 20% in retail sales due to the implementation of online stores in the UK (statista.com, 2022). The online stores increase customer engagement as the customers obtain relevant products and services at their respective places during the Covidpandemic, hours, which is the primary demand and requirement of potential customers. 
[bookmark: _Toc112733258]2.2 Impact of online stores
The online stores and various online channels could increase the online shopping criteria in the UK during the Covid pandemic hours, which would eventually result in an increment in the shares of the retail market in the UK. It has been assumed that retail sales are expected to be 53% in the UK during the Covid pandemic situation as the use of the internet and online purchasing channels has increased during this pandemic hour (theguardian.com, 2019). In this digital era, the younger generations are addicted to the use of the internet they spent their quality time surfing various online channels for purchasing their desired products and services. This engagement of the younger generation along with various people getting involved in this buying behaviour during the pandemic sessions has boosted the sales and demand for the products and services that are available at the online stores (Hamad et al. 2018). The number of online stores is increasing every day with the increase in demand of consumers for effective goods and services. This increasing demand for consumers has resulted in the development and growth of the entire performance and operation within various organisations in the UK.  
[bookmark: _Toc112733260]


2.3 Literature gap
This research is all about the strategies for promoting online stores during pandemic situations when people feared to come out of their respective places in the UK. This research paper depicts the demand and desire for online purchasing acquired by the potential consumers in the United Kingdom whereas the previous research involved strategies for enhancing sales and growth within the organisation in Covid hours (Caton et al. 2022). This research depicts the importance and impact of online purchasing in various business operations in the UK on the other hand the previous research depicted the importance of physical stores and reasons for shutting down of various physical stores in the UK. This research illustrates the changing behaviour of consumers while buying products and services during the pandemic hours in the UK. On the other hand, the previous research mainly focused on enhancing sales and developing operations for generating effective revenues during the Covid pandemic hours.  



[bookmark: _Toc112733261]Chapter 3: Research methods and Methodology
[bookmark: _ymp9jfryqm7k][bookmark: _Toc112733262]3.1 Research philosophy
“Positivism philosophy” provides effective approaches to generate ideas and proposes solutions effectively defined in this paper (Suleimenov et al., 2018). Along with this, "positivism philosophy" is associated with statistical information that widely recognises effective solutions. An appropriate philosophy is carrying conducting and choosing the right solutions while selecting the doubts solution. The researcher will choose the positivism philosophy as it will help to create a structured research providing a better outcome in the research. 
[bookmark: _1wpvrkj6tqva][bookmark: _Toc112733263]3.2 Research paradigm
Research is playing important role in the appropriate use of searching and finding effectively compatible solutions (Akbar et al., 2021). Along with this, well-known factors that motivate while conducting the research are mitigating with the contemporary solutions. The researcher will be selecting need of the careful philosophy, as it is entirely needed for collecting in a better manner. 
[bookmark: _pn2s5u9uo51b][bookmark: _Toc112733264]3.3 Research approach
A used “deductive research approach” while investigating involves minor intervals with lowers risks that effectively perform existing theories hypotheses (Bergdahl et al., 2-019). Significantly, research provides measurement practices and guidance effectively while conducting the entire research. Along with this, research is bringing definite observation patterns that help in findings concepts and variables developing the theory hypothesis. “Deductive hypothesis,” is a closely formulated hypothesis proposing different relationships and different variables specifically including quantitative methods therefore the researcher will be using it to conduct further research.   
[bookmark: _v9e78z21luar][bookmark: _Toc112733265]3.4 Research methodology
Research methodology shows the ways that the researcher will conduct their research and provide outcomes in an ethical manner (Engström et al., 2021). "Methodological approaches" provide opportunities while conducting research and rigorously replicating "quantitative research methods." The researcher will follow  Primary Quantitative Data collection method to collect Quantitative data for the research work. 
[bookmark: _k4tl5fdagatn][bookmark: _Toc112733266]3.5 Research Strategy
Specific techniques and procedures of research "Systematic process" are recognised while solving and conducting problems. In this regard, Methodology creates and provides necessary surfaces allowing necessary foundations for selecting parameters (Bobrovskij, 2018). The researcher will mainly focus on acquiring the quantitative data by using online survey method. With the help of Google Form, the questionnaire will be shared with the participants and data will be acquired accordingly.
[bookmark: _j5z3hl7kf4dn][bookmark: _Toc112733267]3.6 Sampling methods
The researcher will follow Probable-Random Sampling method, which will help the researcher to avoid biased results for the research work. A sampling framework is used for evaluating working conditions database details and liststhus; the researcher can use it to bring a better outcome of the work piece. 
[bookmark: _ki3ncyi621bj][bookmark: _Toc112733268]3.7 Data collection methods
The researcher will collect data by conducting online survey. A questionnaire will be created according to the objective of the research work, which will be shared with the participants using Google Form. For the data collection process, the researcher will randomly select 20 employees from the local retail stores.
[bookmark: _ksqrop3khl3c][bookmark: _Toc112733269]3.8 Interpreting data ways
[bookmark: _c0vk6vitfxz5]The data will be interpreted based on the value of the results and statistical significance of the acquired data will be considered. The value will be compared and will be analysed based on the point value. Along with that, the results will be shown with visual representations by using charts and graphs.
[bookmark: _vq3m6wwnx0nk][bookmark: _Toc112733271]3.9 Ethical Consideration
Ethical norms and values follow the “Data Protection Act” guidelines and identify the consent and proper reported authentic information. It protects any kind of personal data from getting breached (legislation.gov.uk, 2018). In order, to maintain the confidentiality and authenticity of the data during the collection of “Primary quantitative data” is for the methods of collection. A formal legal procedure is well analysed while conducting the research and utilising the design sets. Participants protected rights during the procedures of the research help in enriching the qualities and demonstrating the ethical aspects.  



[bookmark: _Toc112733272]Chapter 4: Conclusion
This study is all about implementing strategies for promoting online stores and channels in the UK during the pandemic situations. The background of this study illustrates the need and requirement of online stores in the UK due to the outbreak of Coronavirus. The rationale section in this study depicts the issue, which is the decreasing sales in various retail industries in the UK due to the situation of the Covid pandemic which has restricted the effective participation of consumers in buying and selling goods and services. The importance of the various online stores and purchasing channels in the UK has been depicted in this study along with the impact of online channels on the entire process and in the sales generation of various organisations in the UK. The literature gap in this research reveals that the previous research mainly focused on developing strategies for enhancing sales and business rather than focusing on promoting online stores for developing or acquiring effective sales for the concerned organisation. The theoretical framework includes two different theories in this research, which are “scientific management theory”, and “system management theory” which is all about improving and enhancing the approaches of management in a specific organisation. Lastly, the methodology section includes different approaches and methods of collecting data and information regarding this research paper. 
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