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Retailing
Retailing refers to the business transaction that involves selling goods and services to customers for their use. It is usually small quantities of goods and services. Retailing is simply the first-hand transaction of goods and services with customers (Gencer, 2017). In the retail business, there is direct contact between the seller and the customer. It is through the retail industry that customers can get high quality and affordable goods and services. The key things to consider for a successful retailing business are price, product, place, and marketing. The purpose of this essay is to identify three articles with topics that relate to retailing.
The first article is on Electronic retailing by Marshall Hargrave.  The report was lastly updated on September 4, 2019. Electronic retailing refers to the selling of goods and services through the internet. It involves creating online services to customers through promotion (Hargrave, 2019). Such platforms as internet webpages, online warehousing, and distribution centers are used in E-tailing. Notably, strong distribution channels are critical to electronic retailing as these are the avenues that move the product to the customer. E-tailing is cost-effective since it helps save on infrastructure, such as building more stores for goods. Most of the work is done through the internet, where only a few storage locations are required. For a significant electronic retailing, companies should create a strong customer relationship through the website and innovative marketing strategies. 
According to Marshall. Successful re-tailing needs to have a robust branding system. The online website for distribution channels should be engaging and customer friendly. The websites should be easily accessible and updated to meet customers (Hargrave, 2019). Products and services need to stand out from competitors' offerings and add value to consumers' lives. There are two main types of e-tailing; business to business and business to consumer. In retailing, a company can sell to another company or even to potential consumers through the internet. E-tailing allows companies to move products faster and rich in an enormous market force. The article provides sufficient information on e-tailing. The content is valid and informative. 
The second article is 'How to increase sales in retail: 19 experts backed tips to try in your store' by Francesca Nicasia. The report was lastly updated on August 19, 2020. The article was updated regarding the Covid 19 pandemic, which has affected businesses all over the world. Due to increased health risks, customers need to feel safe (Nicasio, 2020). Therefore, it is the retail business's responsibility to make customers feel safe with their products and services. The safety of customers is key to the success of all companies. Retailers need to make their customers aware of the safety measure in place at the stores. To increase sales in retail in this period of the pandemic, safety for customers is critical. The retailer keeps shoppers posted by delivering health and safety information through online platforms such as social media.
Another tip to keep sales up is by ensuring store products and services are available on the internet. Now that people are restricted from moving from one place to another, online stores demand (Nicasio, 2020). Retailers must avail of their products and services on the internet for easy customer accessibility. Retailers also need to implement new marketing strategies such as a click and collect process. Click-and-collect not only gets people through your doors, but it’s been proven to increase in-store sales as well. Offering this service will help drive in-store traffic and sales. To increase retail sales, stores need to provide the door to door delivery. Now more than ever, consumers are turning to Google to find stores and products. Make sure that you're showing up whenever they search relevant to your business. This way, customers can order products online and have them delivered to their doorstep. In this case, customers are safe. The article provides useful information to retailers on how to increase their sales. Companies must adopt new strategies during the Covid 19 pandemic to increase or maintain their sales.
The third article is ‘The future of retail: What 2020 and beyond will bring to the industry' by Daphne Howland. The article was published on January 8, 2020. It is a discussion with Doug Stephens, who refers to himself as the retail prophet. Stephens predicts that the retail industry's future is going to change in the coming years (Howland, 2020). Mostly due to the Covid 19 pandemic's economic shortages, most companies are at risk of making losses. The future of the retailing industry is dependent on eCommerce. This case is because most business transactions are now carried out through the internet. According to Stephens, the majority of our daily consumption will be done online in ten years. Things such as automobiles, jewelry, real estate, perishable food items, pharmaceuticals, home furnishings, luxury items, and home improvement products — these and other complex product categories represent the next frontier of online commerce. The future of retail will see complete integration of technologies like augmented and virtual reality, the internet of things, sensor-driven packaging, and connected appliances. This will result in increased sales through the internet.  
Technology is a critical element in the future of the retailing industry. The dynamic nature of technology makes it difficult to predict its impact on online business. Despite that, it is clear that most companies use new technological strategies. New inventions in technology will be developed in the next ten years, thus improving the retail business through e-commerce (Howland, 2020). Platforms such as social media are the future of retail trade. The cost of sales is on media, and marketing is the new cost of attracting customers. According to Stephens, all but the most convenience-based retailers will begin to use their stores to acquire customers and their media platforms as stores to transact sales. With increased technological advancement, customers will want to have more physical retail experience. Therefore, stores will be the most powerful channel in the retail business. Customers will demand more and better products which will need a place to be stored. Physical stores will offer retailers a great brand and work experience to create a good rapport with customers. Physical stores will be a powerful media channel and the most manageable and measurable media channel in financial terms. The article provides predictions on what is likely to happen to the retail business in years to come. Even though the information is just predictions, most of it is true considering the retailing industry's present state.  
Conclusion
Retailing is an essential element in the supply chain. Retailers play a crucial role in supplying products and services to customers directly in small quantities. Therefore, retailers must maintain a sound branding system and keep in touch with customers for their success.   The discussion articles provide a clear introduction to what retailing is, what it involves, and it's future. 
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