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expanded major towns within  
other regional markets including Tanzania Rwanda.  

expanded both Kenya other markets Uchumi Supermarkets  
competition resulting margins  

the rapid growth competition, the competitive outlets  
Carry (South African) According Kestrel  

provides opportunity for new entrants  
penetration political stability. report  

that likely that players market  
players expanding spreading other  

this establish affecting market supermarkets.
Location, Quality conceptualized affect market  
descriptive research design carry out this target 

population study senior employees Uchumi  
formed population Data collected using  

The questionnaires one-on-one drop  
was using both qualitative quantitative research techniques while

using computer presented using frequency 
concluded that  

quality service advertisement affect market supermarket.
Kenya price they stock almost  

price most basic products that  
groceries controlled either or manufactures.  
usually communicate recommended maximum when carrying their 

advertisements or promotions. supermarkets other strategies  
they a significant market other strategies identified this  

advertisement. supermarket depend  
best comparison recommends that  

customer budgetary allocation for advertising  
gender that senior  

opposite
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DEFINITION

The quantity payment or compensation given party another  

or

Refers a position or point physical

Involves a comparison expectations with performance

Form communication encourage persuade

(viewers, readers or take new



CHAPTER

 the

Today organizations engaging businesses with dynamics

Major players sector expanding other major

within markets countries including Uganda,  

resulted competition amongst major players  

profits low retail sector  

number medium few supermarket  

mainly urban major players supermarket  

sector they Uchumi, Nakumatt, Naivas, Chandarana  

competition market not  

product almost

the growth both volume  

outlets opened According Report  

retail outlets Kenya per cent based

rapid competition market  

African) closed  

products, prices expect quantities  

products lower including  

Kenya (Cofek), come together push reduction prices

June concerned about the location  

which has resulted major supermarkets opening branches residential  

from both print media that outlets  

their businesses Almost retail outlets a customer 

timely response customer



 Statement

Kenya sector has recent past dominated supermarket

Supermarkets Nakumatt 2006, both  

market share The other per  

between second tier independent Tusker Mattresses (now  

Ukwala Supermarkets, Woolmart

There market over entry other  

started operations branches Nairobi. According  

for the period chain total  

Kenya forced down  

branches when started facing remained with branches 

compared closest competitor, Nakumatt operating branches 

East Africa over having founded Nakuru 

after According Kestrel Capital report  

accounts for retail The report  

that March Uchumi branches across Kenya,

Tanzania compared Nakumatt Tuskys with branches Naivas

though Uchumi enter

establishment supermarket Kenya operations 

chain encountered number challenges which negatively  

market main enterprise equitable distribution  

commodities affordable prices whilst outlet

from manufactures usually expensive they labour  

imports competitors other quality  

offered competition better than locally produced offered 

high prices low products Uchumi  

hence affected Other than branches  



residential (Buruburu Langata estates), most  

either city centre major highways towns.  

market share most customers supermarkets  

areas provided evidence competition  

lot customer care advertisement continuously affected  

According USDA report for Uchumi, which was placed

receivership other retailers have been forced make  

mart operated supermarket Nairobi Mombasa but  

after trading than failure attributed  

competition poor location inaccessible customers. Meanwhile 

wholesale group operating under Lucky supermarket 

retailers  

family-run Nova supermarket  

competition market that more retailers may  

This therefore investigating affecting market  

 the Retail Sector

characterized competition. order

their continuously improve  

order attract retain hour shopping  

such bakeries, clothing pharmacies, banks dry cleaners  

additional services retail sector characterized  

medium retailers few supermarket  

in urban supermarket chains aim provide a shopping 

high quality pointed out background  

there major players supermarket industry competition, 



goods not product offering almost  

products provided department shown table

Comparison prices a basket commodities December,
Uchumi Nakumatt Naivas Chandarana

Flour

Flour

Superloaf

KCC Milk

supermarket most popular retail outlet  

customer numbers changed from 2006 when  

close meet financial  

market was leading terms branch 

with branches followed Nakumatt Uchumi third  

Naivas, Ukwala Chandarana places with  

further illustrates how for Supermarkets  

year affecting market though trend was reversed  

year



Table revenue for period
Group Percentage

supermarkets

Therefore, supermarkets consider other they maintain  

market

 Uchumi Supermarkets

Supermarkets Limited incorporated Kenya under the  

Companies three Kenyan namely Industrial Commercial  

Corporation Kenya (KWAL) Kenya  

Corporation (KNTC) supermarkets East Africa.  

time incorporation outlets equitable distribution  

manufactures.  

management contract supermarket  

train talent run new Khan  

their Nairobi  

 

East African region opening Kampala,  

billion rights issue.  

debt obligations This closure  

when appointed specialist 

receivership  

Exchange 31 has branches  

Since the lifting receivership status on 4 March 2010, company 

has continued grow sales profitability. According financial 



statements compound growth  

supported customer numbers during the period  

location

 Objectives

objective establish affecting market  

 effect price market supermarket

 determine the extent which a supermarket affects market  

supermarket

 determine how quality market a supermarket.

 investigate effect advertisement market a supermarket

 Questions

 what extent market supermarket?

 what  location supermarket affect market

  extent affect market a supermarket?

  effect advertisement market supermarkets?

 

important assessing that market Uchumi Supermarkets

findings improve relations among major 

players/competitors the sector bargaining better prices quality products

Major retailers further agree with suppliers how carry  



promotions This further scholars making  

affecting market government  

put policies that competition without pushing  

out businesses. policies advertising, pricing  

 

This Uchumi Limited Supermarkets

milestones on the period

middle management Uchumi Supermarkets Limited formed  

 Limitations

respondents Limited results  

therefore not represent opinions other players sector other  

major milestones experienced supermarket 

listing the NSE, receivership, receivership re-listing NSE, this 

limited period researcher did expect obtain  

information participants generally  

or questionnaire perceive a personal benefit,  

when investigating a relatively new concept (Cooper Schindler,  

acknowledged that data may not wide-ranging  

other research strategies Thornbill,



CHAPTER

LITERATURE

 

reviews literature history outlets Kenya how their  

affected advertisement. review  

overview findings various previous identifies general patterns  

conclusions. researcher formed  

that relationship between independent  

variables proposed.

 

Reibstein defines market percentage or proportion  

or market segment that a can expressed  

a revenue (from that market) revenue available  

expressed a unit volume market) divided  

units that Increasing market  

objectives a

 

crisis a return improving  

outlets Kenya high inflation experienced  

increases production erosion purchasing power expected 

analysts expected pick further projected 

that outlets continue become tenants  

major developments especially mid up-market residential  

on anchor attract majority foot traffic 

addition, political encapsulated  



new constitution August a positive effect  

a

Kenya grew most experiencing increase  

a openings attract upwardly-mobile middle-classes.  

outlets are taking channels, such roadside  

were heavily involved bulk multipacks from other retailers  

then re-selling unit a product, been overtaken modern outlets  

offer wider product variety greater there evidence  

generally store-based retailing can actually  

Kenya been through a rough a rather volatile  

environment, influence socio-economic problems relating drought 

effects started make themselves 

beginning Kenya high inflation increases production  

added grist Erosion consumer purchasing power resulted  

trading down reducing their non-essential Furthermore, rising  

production increased inflation resulted expensive products  

stabilisation political environment thereafter already begun show  

not woods but trend generally positive.  

growth Kenyan economy largely insulated  

bright drought early well  

North Africa, which negatively prices, was expected put damper 

the economy near demonstrated rising 

country and high year



 

 

quantity payment or compensation party another  

or modern economies, generally expressed units  

expressed currency per unit commodity;  

Different reflect what different customers  

difference between profit Customers  

certain price which compelled social  

around them. Pricing directly company has relate  

production, raw materials, and other  

transport Most companies strategy for  

raw materials consumers expect the remain 

Combining product often Product-Price  

within marketing mix that ingredient mix which  

other ingredients incur customers target market  

perceptions the price-quality relationship, should a main  

high may other  

higher without

According pursues pricing strategies meet  

including a intensive competition without 

customers variable fixed costs  

business. Another maximum current profit or maximum 

where companies with competition a high that produces  

return on investment or companies prices maximise  

objectives Kotler market where a company sets a  

price those customers a product product  



a company aims provide product market,  

competitors. market

however reported that most not consider  

that price directly affects term profitability  

market retail  

a number manufacturers or importers major  

who prices leaving retailers bargaining

 

Location refers place settlement, or this study, term location  

a supermarket principal

influencing location decisions Hoffman  

Khumawala Jungthirapanich Benjamin  

provided chronological research undertaken between  

revealing frequently a limited number quantitative 

factors transportation considered when firms made a  

recently both qualitative quantitative 

major consideration location decisions  

trade-offs between different types Qualitative  

influential location conducted Badri  

competition economic-related factors than 

transportation number  

incentives controlled authorities  

location various factors may change significantly 

considered (Lee Franz,  

availability materials, infrastructure including transport  



availability availability both unskilled  

support including provision enhance

Business Administration poor location  

determining retail must  

a reflects volume and/or  

business that right location  

difference between failure affecting overall market  

reasons why business availability customers, availability  

proximity suppliers example, efficient transport  

customers business allows supplies brought  

afield permits finished products moved cheaply  

Accessibility customers a major selecting business  

consider other concerns location which include proximity 

other establishment that business acquire more  

amenities high meet expectations  

 

helpful another this study, term  

refer given supermarket

more valuable resources holistic presence the  

this embedded impressions beliefs about  

According service quality a measure  

matches customers Quantitative modellers  

customer satisfaction other managerially meaningful 

example, Bolton Boulding, showed  

and intentions predicted satisfaction  



Bolton Drew that changes affect  

methodology measuring

revolution that preoccupied thinking American  

improvements linked profit implications  

Jacobson evidence Because cost  

accessible, they main variables considered  

Deming the past decade, however,  

companies profit consequences  

concern highest companies impact  

profit other financial outcomes organization (Greising  

Keiningham relationship between profits took time part  

unfounded expectation that connection was simple  

Investments quality, however, not track directly profits for a variety  

way advertising, benefits rarely experienced  

accumulate over amenable detection using 

traditional variables than service improvements  

competition, influence company profits, leading  

difficult expenditures  

what profits; right variables execution  

link between service profits neither straightforward nor  

Zahorik researcher or company has  

relationship

a body evidence emerging about the relationship  

profitability. Academically, this research stream began with  

Marketing cross-sectional company database that  

investigate relationships variables (Buzzell  

database that allowed researchers examine impact  

financial outcomes after controlling effects other variables  



price Managerially, research stream began when  

documentation that their investments Quality Management  

paying Because difficult substantiate  

their turned insight a early conducted management 

consulting that explored effects a broad sample The  

Company that nearly two thirds quality programs 

examined or fallen improvements (Matthews  

other that percent British reported  

significant a result claimed that almost thirds  

zero competitive gain Cracks Quality,

relationship satisfaction profits examined Fomell Wemerfelt  

effect compliant programs retention,  

therefore Other researchers investigated  

using cross-sectional most notably  

Management Reichheld Sasser (1990) have  

the profit reducing a company “defection rate. value customer  

rests relationship choice market consideration this  

domain defensive augments offensive marketing 

paradigm that has traditionally been predominant. Conclusions research conducted  

Consumer Affairs that times costly attract a new customer  

(Peters, quality

 Advertisement

a communication persuade audience  

listeners; sometimes a people) continue or take some new  

desired result consumer behavior with respect a commercial 

purpose advertising reassure employees shareholders that  

or Advertising messages usually paid for sponsors  



viewed via various traditional media newspapers,  

television

It or believed that advertising increases hence market  

form non-personal communication about organization,  

or idea advertising within  

economy cannot Advertising promotions integral part  

evolving communications system gives businesses 

consumers ability deliver carefully prepared messages target  

nearly financing commercial domestic broadcast television 

approximately financing domestic cable television", (Blumenthal  

Expenditures promotions  

tremendous recent their combined  

increased billion billion United (Belch Belch,  

represents compound a substantial amount  

question benefit provided  

these (1995) a strong  

significant increase effect advertising when product category new

purpose advertising product, service, or  

advertising increase or market view  

maximize wealth evidenced  

increases market only relevant extent that  

profitability through operating

impact celebrity endorsement contract 

the expected profitability using event methodology.  

that, impact these announcements resulted a basis  

return over window This suggests that celebrity 

contracts generally viewed a worthwhile investment advertising.  



that measuring advertising expenditures  

a direct assessment effectiveness celebrity endorsement  

impossible. advertising effects accrue over  

not accurately reflect profitability campaign

Jacobson explored extent Research Development  

advertising expenditures comparative advantage that allows firms  

normal After controlling unobserved factors feedback  

discretionary expenditures profitability, their analysis suggests substantially  

market returns advertising expenditures.

view market market primarily  

marketing actions, econometric literature (Aaker  

Jeuland which views  

to advertising other offensive marketing variables,  

promotion literature Lattin Bucklin Neslin  

McAlister result promotional activity  

However effects customer satisfaction customer retention on market  

profitability generally not emphasized these models, except for adjustment  

“inertia (Guadagni defensive marketing  

Wemerfelt recognizes these emphasizing that marketing resources  

keeping existing customers than attracting

 

a supermarket location, quality  

reviewed literature confirmed amount work this  

research been a company  

Limited, being company trading securities exchange  

Southern research paper demonstrates how market  



outlets trading securities exchange price, location,  

 

above literatures, that competition  

or increase market for high quality products

Customers repeat purchase businesses where quality  

Customers further reminded existence products through  

location a business existence other businesses

direct impact customer number market

Conceptual Framework

Conceptual Framework

adopted the conceptual framework The independent variables  

quality advertisement. independent variables  

influence dependent market



CHAPTER

RESEARCH METHODOLOGY

 

chapter highlights various methods procedures project adopted order  

objectives aim chapter chapter  

elaborating research then population, methods that were used collect data  

procedures that collect data together with different  

were covered under this

 

research According Yin (2004),  

bringing understanding a or extend experience or  

what already known through previous studies emphasize

contextual analysis a limited number or conditions their relationships.  

measurement was categorical rational the study utilized  

design selected because provides comprehension  

collection which reference made  

According Human records Uchumi Supermarkets Limited 

there twenty managers working company with ten senior 

based at the head office nineteen managers working branches  

targeted managers because they

strategic decision making managers are further

Uchumi branches population the study comprised  



ten nineteen middle managers  

Population
Number

Department

Branch

Human 2012)

 Census

was applied population senior middle management 

According Rick John  

Professor Educational research students with the  

proposed that population between then  

should thumb described twenty 

middle managers

 

tools data collection for this questionnaires interview

data collection because considerable advantages

presents even potentially large numbers  

provides investigation with accumulation  

that questionnaires respondents express views or opinion  

suggestions. Anonymity helps produce more  

possible

using According Taguchi  

minimizes collecting data research  

amounts data within a study therefore  



convenient data collection questionnaire  

apart first section that personal  

contained structured The questionnaire  

on one-on-one interviews were  

that were willing pick applied  

willing researcher enhanced response  

was data

 

analysed using arithmetic sorting coding  

social scientists computer application.  

quantitative data the coded tabulated  

tables

 

Validity accuracy meaningfulness inferences, which based  

results (Mugenda Mugenda, other validity the degree  

from the analysis data represents phenomena under  

according which a measures  

assessments subjective opinions based  

researcher (Wiersma, pilot improve face validity content  

According content validity instrument  

through expert judgment. researcher assistance  

experts research, content

concerned extent measurement therefore data  

from error describe validity  

construct validity qualitative research, refers whether 

are true that research findings accurately 



reflect “certain that research findings  

Triangulation a method researchers to check  

their studies analyzing a research question multiple perspectives.  

the researcher triangulation provide assurances This  

entails employment than approach the investigation  

question pilot  

working Ukwala

considerations during

for research Human Resource Development,

Kenyatta University Agriculture essential mandatory  

document that done according  

participants necessary gain their trust  

objectives study purely academic

maintenance confidentiality especially participants who  

either for fear reprisals or



CHAPTER

ANALYSIS, PRESENTATION INTERPRETATION

 

chapter presents discusses data collected  

Uchumi Limited completed questionnaires.  

questions quantitative unstructured questions  

quantitative data analyzed using descriptive statistics presented  

frequency tables qualitative data was analyzed through  

Results the data information formed  

conclusion interpretation recommendations

 Characteristics

researcher targeted senior managers middle

branches across questionnaires administered

The analysis based information provided  

questions. analysis presented frequency distribution

expressed terms percentages that

 

questionnaires, represented response  

(1995) a response satisfactory research this 

considered this Table below  

response under



Non-responses

managers branches

rate responded category senior managers  

under category branches. It notable  

target population been tight work

 Respondents

employment Kenya According Uchumi Supermarkets  

Resources policies, retire researcher analysed  

respondents summarized table

Number Percentage

Not

that followed  

notable that respondents, them representing not want 

their analysis that respondents their  

therefore found

 Respondents

discriminate against gender during recruitment.  

gender respondents summarized in table



Table
Percentage

show that that number  

higher than female middle managers Uchumi  

 

summarized

Extent Agreement

 
Extent

No

 
 '

 
 

 
 

 

 
 

 
profitability

branches 



factor
regularly  

 
training staff

 
a  

 
 

 
 
 

Rating Satisfaction

training  

 
competition

 

marketing  



Advertisement

Frequency Frequency
respondents 

training customer 

whether customer 
 

conducted
Responses branches  
put   customer

 boxes 
satisfaction

on whether branches have 
participated corporate  
responsibility activities  

Location Supermarket
Opinion

Very

%

USL branches 



Table Advertising Budget

advertising 

competition

 Effects Market Supermarket

respondents that lower pricing strategy  

respondents believed that a lower pricing  

penetrate the This factors affect  

commodities  

manufacturers. supermarkets considered

prices other supermarkets follow

respondents believe that respond price changes  

other supermarkets while that supermarkets respond  

other

 Extent which Supermarket Market

respondents that location a branch  

profitability compared that some extent, location  

effect profitability. respondents believe their branches 

areas compared their branches poor  

considers location new supermarket. Suppliers  

deliveries supermarkets consider a direct effect  

respondents whose branches Nairobi not  

that consider location making direct may that



already prime other 20% the respondents  

upcountry that a suppliers  

 Effects Supermarkets

seem quality a major factor that affects  

respondents that regularly caries  

training while that a extent, USL carries  

respondents branch has a  

the respondents believe that  

feedback desired but compared 4% that  

extent, customers give feedback Quality service hand

with respondents that training compared

Majority respondents that qualities products stocked

compared products cannot  

without mentioning cleanliness, arrangement  

tidiness respondents opinion that  

was compared that ambiance

 Advertisement Supermarkets

that advertisement market  

Advertising activities include public customer feedback initiatives, corporate  

responsibility activities among respondents marketing  

PR compared competition believe activities  

branch managers that put place customer  

respondents that advertisements  

counter competition responding that USL advertising budget

low competition. that USL advertising budget high compared

Meanwhile, respondents confirmed that their specific branches



participated in responsibility activities compared 24% who reported that  

not in such



CHAPTER

FINDINGS, RECOMMENDATIONS

 

This chapter presents a summary major recommendations conclusions.

chapter suggests further

 

examined factors affecting market supermarkets Kenya  

Supermarkets quality  

advertisement conceptualized market supermarkets.

that organizations  

contend a market Major players  

Kenya expanding other major within country  

neighboring countries including Tanzania This

competition amongst major players resulting margins profits

price characterized number 

retailers a few supermarket chains  

rapid competition for market  

competitive outlets African) closed  

consider price, location a quality advertisement  

a branch or a specific

was used collect data target population was  

Uchumi senior managers nineteen

were population Questionnaires



data collection instruments. Data using application.  

and data was ensured through pilot which captured the variables  

response was senior managers responded  

managers responded the  

were

 

price major factor that affects market  

respondents that No Extent, uses lower pricing 

penetrate market while agreed that a Very Extent, supermarkets 

respond price changes initiated other

 

show that supermarket affect market  

respondents that a location branch a direct 

effect profitability. that Extent, suppliers

branches consider location major respondents were considered  

that were prime Meanwhile,  

believed that their specific branches implies  

a major factor coming with new

 

that a supermarket cannot significant market quality  

USL has invested resources quality respondents 

confirmed that branch a customer officer while  

reported that customers feedback desired missing products.  

reported that training compared competition  

that products Meanwhile, rated  



compared respondents  

that customer suggestion/feedback boxes measure customer  

results that takes customers  

market

 Advertisement

advertising out existing potential  

48% respondents that marketing PR activities compared  

competition USL advertising compared competition.  

advertising  

respondents felt that advertisements carries USL  

counter competition managers confirmed that they  

participated corporate responsibility activities

 

competition amongst supermarkets numbers supermarkets  

areas have continued product price  

almost competitive, supermarkets  

other they maintain their market There many  

that market supermarkets project  

framework include quality service  

respondents that advertisement quality  

affect market Uchumi respondents  

that major factor manufacturers/distributors. 

prices major outlets prices product other 

branch must considered when putting In  

was that not willing deliver products  



since this transport This  

invest warehouses transport such  

far location road  

the evening when branch  

traffic flows back Other facilities  

security proximity residential

advertisements other factors that  

customers during grooming, quick response customer 

overall ambiance a repeat purchases from  

market

Respondents this not think a major factor that affects market  

This because prices major including  

manufactures. advertisements out some suppliers  

East African Breweries dairy companies, recommended  

price times communicated target other cases, manufacturers  

extra mile include selling products. Examples include newspapers 

magazines, cigarettes, example milk among  

other prices different supermarkets  

a purchase media Kenya carry a  

supermarkets broadcast finding  

charging higher prices customers. event that  

that considered market leader prices either upwards  

other supermarkets follow prices  

likely negotiate prices were reduced  

prices supermarkets stabilize almost within

other hand prices supermarket, others

margins Other supermarkets may allow their

remain attract customers



reduce their prices within a period, across supermarkets  

seem to applying that were identified this  

supermarket how they apply strategies comparison  

 Recommendations the

It that Uchumi trains customer

carries out customer satisfaction branches  

requirements benchmark with

supermarkets Limited consider more budgetary allocation  

advertisement counter competition ambiance branches/outlets  

customer numbers. also consider partnering 

distributors manufacturers out advertisements especially  

products costs

recommended that Uchumi Limited considers gender equality  

middle Responses questionnaires clearly  

middle while female only  

not minimum gender requirements Kenya constitution  

least opposite

 for Further

room further research advisable that undertaken  

factors affect market supermarkets The findings  

reduce chances businesses sector collapsing closing down  

This economic growth enhanced  

vision
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Letter Introduction

Owen

Kenyatta University Agriculture

NAIROBI

Dear

SURVEY

postgraduate student Kenyatta University Agriculture Technology 

presently carrying  

 

research fulfillment requirement for the award  

this exercise would fifteen minutes your time  

attached Please that response from this  

treated utmost confidentiality academic purposes

advance taking time participate this

faithfully,

JKUAT



requested answer following questions

Information

.................................................................................... (Optional)

..............................................................................................

Gender..........................................................................................

..........................................................

how have you worked with Supermarkets .................................

extent which statements listed below  

a extent; a extent; a extent  

 

 

extent extent

Limited  

pricing penetrate market



competition rivalry  

resulted reduced margins  

in retail sector  
price changes initiated  

 

   

extent

location a branch a direct  

profitability

make deliveries  

consider location major

How consider location your branch (Please not  

factors that your response question above

 .....................................................................................................................

 ..................................................................................................................

 ................................................................................................................

 .................................................................................................................



 

  

extent

extent extent

supermarkets regularly carries  

customer training

branch Uchumi customer 

officer

feedback  

products

attended training customer change program?

customer satisfaction conducted your branch? (Please answer  

you branch manager)

you supermarkets relation competition?

training

 products

 ambiance

 Marketing



branch put place customer suggestion/feedback boxes measure  

(Please answer branch manager)

Advertisement

 

   extent

Advertisements carried out  
Supermarkets adequate
competition

you compare your advertising competition  

Nakumatt Tuskys?

Average

branch participated corporate responsibility activities  

not not a branch manager)

the measures Uchumi Supermarkets ensure  

their needs enable supermarket what they  



much your


