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EXECUTIVE SUMMARY

The Project work “A Study on Effectiveness of Promotional Loyalty
Programmes Enhancing Retail Footfall and its Impact on Customer Purchase
Pattern”, as required by the Alva’s Institute of Engineering and Technology, PG
Department of Business Administration, Visvesvaraya Technological

University, Belgavi.
Obijectives of the Study:

1. To get an understanding of the retailing business and loyalty programmes in

India’s organised retail outlets.

2. To prove that the SPAR India Limited's loyalty programme in Shivamogga

has impact on high sales.

3. Determine the effect of the promotional programme on footfall and client

purchase habits.

This report is divided in to five chapters. First chapter is about Introduction and
History of Spar Hyper Market. Second Chapter shows Conceptual background
and Literature review of the topic studied. Third chapter is about Research
Design which contains statement of the problem, need for the study, objectives
of the study, scope of the study, Research methodology, Hypotheses and
limitations of the study. Fourth chapter is about Analysis and Interpretation of
the data which is collected by the Loyalty Programmes benefits of the
Questionnaire by using tables. Fifth chapter is about Findings, Conclusion and
Suggestions based on the study. Then it contains Bibliography which is about
the various websites used to collect the Literature Review and Secondary Data
for the Project. Annexure contains the Questionnaire.



