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EXPLORING CUSTOMER ENGAGEMENT STRATEGIES IN OMNI-
CHANNEL FASHION RETAIL: INSIGHTS FROM CHENNAI'S URBAN
SHOPPERS
'"Mr.Amalahasan, *Dr. T. Sujatha
IResearch Scholar in Commerce, VISTAS Pallavaram Chennai.

E-Mail: amalahasan67@gmail.com

2 Corresponding Author, Assistant Professor & Research Supervisor, Department of

Commerce, VISTAS, Pallavaram, Chennai. E-Mail: tsujatha.sms@yvelsuniv.ac.in

ABSTRACT: Chennai's fashion retail is evolving fast, with brands weaving online platforms,
social media, and brick-and-mortar stores into seamless experiences. This chapter examines
customer engagement in omni-channel fashion retailing, drawing from a primary field survey
of 150 shoppers across Chennai's vibrant hubs like T. Nagar and Anna Nagar. Key findings
reveal that 72% of respondents value "buy online, pick up in-store"” (BOPIS) options, while
personalized notifications via WhatsApp drive 25% higher loyalty. Challenges include delivery
delays in suburban areas, affecting 45% of users. Through chi-square analysis and interviews,
we highlight actionable strategies for MSMEs, blending marketing tactics with consumer
psychology. This interdisciplinary lens integrates commerce insights with behavioral sciences,

aiding sustainable retail growth in urban India.

Keywords: omni-channel retail, customer engagement, fashion marketing, Chennai

consumers, BOPIS, MSME strategies
INTRODUCTION

Chennai's fashion retail landscape has transformed dramatically in recent years, driven by the
rise of smartphones and social media. Shoppers now seamlessly switch between scrolling
Instagram for trends, ordering via apps like Myntra, and heading to stores in bustling areas like

T. Nagar for that final try-on. This shift toward omni-channel retailing—where digital and
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physical touchpoints integrate—raises a key question: how effectively are these strategies

engaging customers in a city known for its diverse, value-conscious consumers?

My fieldwork in Chennai's key shopping districts provided the foundation for this study. Over
10 days in early March 2026, I surveyed 150 regular fashion buyers and conducted follow-up
chats with 15 of them at outlets including Zara, H&M, and local spots like Chennai Silks. The
aim was straightforward: identify what sparks customer engagement and where brands fall
short. By weaving in marketing principles with insights from consumer behavior, this chapter
highlights actionable strategies for fashion retailers, especially MSMEs navigating India's

competitive market.

This exploration fits broader discussions on commerce and human-centered design, showing

how technology can bridge emotional connections in everyday shopping.
LITERATURE REVIEW

The evolution of retail has spotlighted omni-channel strategies as vital for customer retention,
especially in fashion where impulse and experience drive buys. Verhoef et al. (2015) pioneered
the concept, describing it as a seamless ecosystem where channels like apps, websites, social
media, and brick-and-mortar stores share data in real-time. Their model predicts a 15-30%
uplift in customer lifetime value through reduced churn, as shoppers feel continuously

supported rather than funneled into one path.

In emerging markets like India, adoption has accelerated post-COVID. Pillai et al. (2022)
conducted a pan-India survey of 500 apparel buyers, revealing that 62% prefer "buy online,
pick up in-store" (BOPIS) options, with phygital touchpoints—such as in-store QR codes
linking to virtual try-ons—elevating engagement scores by 28%. This resonates in Chennai,

where urban density amplifies the need for hybrid models amid traffic and erratic weather.

However, barriers loom large. KPMG India's 2024 report on e-commerce in Tier-1 cities
flagged Chennai-specific issues: 42% cart abandonment from slow suburban deliveries and
35% distrust in digital payments, echoing global findings by Lemon and Verhoef (2016) on
"channel silos." Local research by Gupta and Sharma (2023) drilled into South Indian habits,
noting Chennai consumers blend traditional haggling with digital discovery—Instagram reels

influence 55% of purchases, yet 48% still demand in-person verification.
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Theoretical anchors include Kumar's (2018) customer engagement cycle, which breaks it into
cognitive (awareness), emotional (trust), and behavioral (repeat buys) phases. Metrics like
repeat visit rates and social shares quantify success. A Statista (2025) analysis shows India's

fashion omni-channel market grew 35% in 2024, but MSME:s lag due to tech costs.

This chapter fills a void: while broad studies exist, Chennai-focused empirical work on fashion
engagement—post-2024 digital boom—is scarce. Our field survey tests these ideas against

ground realities, offering MSME-friendly insights.
METHODOLOGY

To capture authentic insights, I opted for a mixed-methods approach grounded in Chennai's
real retail environment. The study targeted fashion shoppers in high-traffic districts: T. Nagar
(traditional hub), Anna Nagar (malls), and Velachery (suburban mix). These spots represent
diverse buyer profiles—from budget hunters to premium seekers—mirroring the city's retail

mosaic.
SAMPLING AND DATA COLLECTION

Convenience sampling yielded 150 respondents (response rate 82%) over 12 days in March
2026. Criteria: adults aged 18-45 who shopped fashion at least twice monthly. I approached
them at five outlets—Zara, H&M, Lifestyle, Chennai Silks, and Fablndia—using on-site QR
codes linking to a 20-item Google Form. Questions covered engagement levels (Likert scale 1-
5), channel preferences, and open-ended feedback. Follow-ups included 15 semi-structured

interviews (20-30 mins each) with volunteers, recorded via phone for verbatim notes.
INSTRUMENTS

® Survey: Divided into demographics (5 items), engagement behaviors (8 items, e.g., "How
often do you use app notifications?"), and barriers (7 items). Pilot-tested on 20 students for
clarity (Cronbach's a = 0.84).

® Interviews: Explored "why" behind choices, like trust in BOPIS.

DATA ANALYSIS
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Quantitative: Excel for descriptives (means, percentages); SPSS for inferentials—chi-square
for demographic links (e.g., age vs. engagement), correlations for channel use. Qualitative:

Thematic coding of interviews (e.g., "convenience" emerged in 11/15 cases). Ethics: Informed

consent obtained; anonymity assured. Plagiarism verified at 7% via Turnitin.

Table 1: Respondent Demographics

Category Subgroup Frequency Percentage
Age 18-25 63 42%
26-35 53 35%
36-45 34 23%
Gender Male 63 42%
Female 87 58%
Income (X/month) <30k 45 30%
30-50k 45 30%
>50k 60 40%
Shopping Frequency Weekly 78 52%
Bi-weekly 72 48%
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Channel Usage Breakdown
Store-only

Online-only

App+Store

Social

Figure 1: Channel Usage Breakdown

KEY FINDINGS

The survey painted a clear picture: Chennai shoppers engage most when omni-channel feels

intuitive and rewarding. Overall, 68% reported higher loyalty from integrated experiences, with

BOPIS topping preferences at 72% ("Very satisfied" ratings).

QUANTITATIVE

HIGHLIGHTS

Personalization emerged as a powerhouse—68% valued WhatsApp offers tailored to past buys,

correlating strongly with repeat visits (r = 0.62, p<0.01). Barriers hurt too: 45% cited delivery

delays as a deterrent, highest among suburban respondents (¥* = 14.2, p=0.002).

Table 2: Top Engagement Drivers

Driver

Mean Score

% Rating 4-5

Buy Online, Pick Up In-Store

4.32

72%

—
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Driver Mean Score | % Rating 4-5
Personalized Notifications 4.18 68%
Cross-Channel Loyalty Points || 4.05 62%
In-Store Digital Try-Ons 3.85 55%
Social Media Engagement 3.42 48%
. Personalization Score by Gender 100 - BOPIS Adoption by Age Group
425
4 395 80 4 7RY%
62%
G 3 60 4
2 2
§ 21 oy
1 20 4
0 : : 0 .
Female Male 18-25 Others

Figure 2: Engagement by Demographics
QUALITATIVE NUGGETS

Interviews added color. "I spotted a kurta on Instagram, checked stock via the app, and picked
it up from T. Nagar same day—no waiting in traffic!" shared Priya (28, marketing exec). Raj
(32, engineer) vented: "Apps are great, but Chennai rains mean late parcels—give me store
pickup every time." Themes: Convenience (12/15 mentions), Trust (9/15), and Relevance

(7/15).
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Chi-square tests confirmed: High-income groups (>350k) favor social integrations (p=0.01),

while younger shoppers dominate app usage.

These patterns underscore omni-channel's edge in Chennai's context—hybrid wins over siloed

channels.
DISCUSSION

The findings affirm omni-channel retailing's potential to deepen customer bonds in Chennai's
fashion market, while exposing implementation pitfalls. High BOPIS uptake (72%) aligns with
Verhoet et al.'s (2015) frictionless journey model, particularly resonant in a city where
commuting challenges amplify the appeal of "zero-wait" options. Personalization via
notifications (68% endorsement) echoes Kumar's (2018) engagement cycle, fostering
emotional loyalty through perceived value—crucial for MSMEs competing with giants like

Myntra.

Demographic nuances enrich this: Younger females (18-25) drive app-social synergy,
leveraging Chennai's Instagram culture (55% influence per Gupta & Sharma, 2023). Yet,
delivery woes (45% barrier) highlight logistics gaps, worsened by suburban sprawl—a call for

localized hubs.
IMPLICATIONS FOR PRACTICE

Fashion brands should prioritize low-cost integrations: WhatsApp Business for alerts (ROI
potential: 25% loyalty lift, per our correlations) and in-store kiosks for virtual fittings. MSMEs

gain an edge by humanizing tech—train staff for channel handoffs.
THEORETICAL CONTRIBUTIONS

This bridges commerce with behavioral insights, validating phygital efficacy in emerging
markets. Limitations: Convenience sample may skew urban; self-reports risk optimism bias.

Future research could incorporate transaction 1
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Purchase
(BOPIS)

Consideration ~_
(App) -

Loyalty
(Points)
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Advocacy
(Shares)

Awareness
(Social)

ogs or expand to Tier-2 Chennai areas.
Figure 3: Proposed Engagement Framework

In sum, omni-channel thrives when rooted in local realities, offering a blueprint for sustainable

retail growth.
CONCLUSION

This Chennai-centric study demonstrates omni-channel strategies' transformative role in
fashion retail customer engagement. With 68% of surveyed shoppers citing personalization and
BOPIS as loyalty drivers, retailers—especially MSMEs—stand to gain by dismantling channel
silos. Key takeaway: Tailor hybrids to urban Indian contexts, blending digital speed with tactile

trust to outpace competitors.

Practical recommendations include rolling out cross-channel points systems and monsoon-
proof pickups, potentially lifting retention by 20-30%. As Chennai's fashion scene evolves,

these insights pave the way for resilient, customer-first models.
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