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Deliver the Customer Experience
Retailing is defined as the process of selling services and merchandise to customers for their personal use (Solomon et al., 2018). Usually, an organization or a business sets up to sell individual units of services to a large number of customers. Notably, retailing provides time, place, and ownership utility. The evolution of retailing days back when one item of value was bartered for another has taken many forms over time. However, retailing's full commercialization activity several years ago when peddlers started hawking from a horse-drawn cart and later to a majestic urban department store which was the market places. Different types of retailing emerged with changes in economic, social, and culture.
The wheel of retailing hypothesis explains retailing's lifecycle and how retail firms change as they upscale from offering minimal services at a small profit margin to better services at a considerable profit margin (Solomon et al., 2018). The entry phase of the wheel of retailing is where retail organizations startup. It is characterized by a retailer entering a market while offering goods that are offering low-profit margins because of lower prices that are reasonable. In this phase, there is little focus on additional services or the facility itself; the retail organization focuses on building a reputation. Retailers gradually improve the facilities during the trading up phase.  Also, there is increasing amenities, quality, and an assortment of merchandise and price in this phase. Next is the vulnerability phase, which involves retailing moving up to a high-end strategy with superior facilities and desirable amenities. Retailers in this phase have excellent services, higher operating costs, and higher prices. Retailers in this phase face new competition from new entrants who are now offering lower prices offer limited services, which now drives them to the entry phase again. Notably, in the wheel of retailing, upgrading too quickly can spell disaster for the retailers. Arguably the wheel of retailing does not explain everything because some retailers chose to continue to serve their role as discounters.
Notably, the evolution of retailers continues. Four factors motivate innovative merchants to reinvest the way they do their business, including changes in economic conditions, change in demographic and consumer preference, technology, and globalization (Solomon et al., 2018). To survive the long overhaul brought by changes in economic conditions, merchants are motivated to reinvest the way they do their business. For instance, during the economic downturn of 2008, retailers were impacted because consumer confidence was lowered, and this led to less discretionary spending. However, retailers were forced to reinvent with some allocating more shelf space to private label brands as a response to the stores, which become vulnerable due to the economic conditions. Consumers’ demographics and preferences are bound to change, and retailers have to consider this in the way they do their business. For instance, some families place emphasis on convenience stores. Therefore, retailers can increase the number of location formats and extend-hours convenient stores to serve such populations. For areas with a high concentration of ethnic populations to cater to this diversity, retail merchants add a retail mix to attract consumers in such areas. Experiential merchandising is another tactic in which businesses reinvent the way of doing business by converting shopping from a passive activity into a more interactive activity that better engages customers (Solomon et al., 2018)
Technology is revolutionizing retailing, and it has motivated innovative stores to invest in ways of doing their business. For instance, in order to create perpetual inventory unit control systems and therefore keep the total sales returns and transfers to other stores running, retailers have point of sale systems (POS). Arguably electronic POS systems feed data into inventory control and auto-replenishment systems, which allow computerized automatic recording systems.  RFID tag assists shoppers and offers better experiences.  E-menu on fid retail stores can help increase sales for restaurants because customers can see what the menu looks like before ordering.  Arguably several retailers have expanded operations in different as part of the globalization initiatives. Therefore in order to adjust to global differences such as culture law and regulations, retailed are motivated to reinvest their ways of doing business. Generally, retailers are seeking marketing strategies to enhance the shopping experience of shoppers (Solomon et al., 2018)
There are ethical problems in retailing which involve both customer and employees and retailers must deal with them. Retailers want to focus on maximizing profits and satisfy their consumers but ethical conduct while retailing must be practiced. Some of the ethical problems retailers have to deal with include shoplifting, employee theft, ethical treatment of customers, customer profiling, and the sale of harmful products (Solomon et al., 2018). Ethical or sustainable decisions in the real world are a concern.  Sustainability decisions incorporated in retailing show that firms are aware of social issues facing society and want to alleviate them. For instance, most of the clothes purchases in U.S retailers are made in developing countries where workers earn less than a living wage, and therefore trade movement advocating for retailers to seek out and buy fair trade goods is gaining momentum.
There are several types of brick-and-mortar retailers classified according to what they sell and by their level of service. For instance, category killer is a specialty store that often a big-box store and carries a large section of products within a given category  (Solomon et al., 2018)On the other hand, departmental stores are among the major types of retailers that offer a deep selection organized into different stores with a broad range of items. Popup stores are erected by companies to helps buzz for their products and are usually temporary. Notably, e-commerce and other types of non-stores retailers do not require a customer to visit a store to complete a purchase.
For instance, B2C E-commerce involves an online exchange between companies and individual consumers. Arguably B2C E-commerce is beneficial because it offers virtual experiential marketing for online shoppers.  One of the limitations of B2C E-commerce is the incidence of shopping cart abandonment. Usually, this occurs when a customer leaves an e-commerce site with unpurchased items in their cart. However, B2C E-commerce has revolutionized online retailing, and they define the future of retailing. For instance, it could mean the decline of bricks-and-mortar sores which calls for the stores to change and lure customers away from computers by improving the experience consumers get by visiting destinations retail stores. Notably, when a salesperson takes orders and delivers merchandise to one individual or a small group, direct selling occurs with the customers not visiting a store. Automatic vending is a retailing method where products are retailed through a vending machine. It is suited for low-cost convenience goods (Solomon et al., 2018)
Act efforts or performance transferred from producers to users without ownership rights are known as service. Service targets both consumers and organizations but due to their intangibility, they create a unique opportunity as well as marketing challenges (Solomon et al., 2018).Service core characteristics include being intangible, perishable, variable, and inseparability. Notably, there are several issues that retailers must consider, like delivering quality services that ensure customers are satisfied. If service meets customer expectations, satisfaction is achieved. Future services are likely to be shaped by several factors. Changing demographics will shape the future of services because as populations expand, services have to be changed to cater to the various demographic characteristics. Globalization means services will be shaped by the increased need for distributions and logistical accounting (Solomon et al., 2018).Technological advances will shape the future of services because they offer service providers opportunities for growth. The availability, flow, and access of information start to benefit organizations that offer services and will prove critical in shaping the future of services.
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