
IKEA FURNITURE RETAILER TO THE WORLD CASE STUDY QUESTIONS

The world's largest furniture retailer suffered falls in like-for-like sales in some of its major markets, and was warned the
declines would spill.

These would include large retail chains as well as super markets and hypermarkets. Gupta, R. Das, G.
Venkatesh, A. The fact that customers must navigate their way through a tortuous maze exploring every nook
and cranny of the store in the process in order to find the items they want, then carry them to the checkout
counter, haul them to their cars, unload and drag the items into their homes, and then assemble them with
cartoon like directions, only seems to make the service experience all the more endearing. It is in the
successful management of these relationship building interactions and experiences that IKEA appears to excel.
Gupta, N. Sirianni and David K. The consultancy McKinsey believes that as India grows and develops, and
her citizens become more wealthy and empowered, services will become an important part of daily life. In
India and we are currently defining the entry plan. Edvardsson, A. Thanks to the effects of globalization,
Indian consumers are increasingly being influenced by western culture, with signs that they are trying to
emulate western lifestyles this is true even for Indians who have not travelled abroad. The company is also
known for the grand safari that it forces visitors to go on every time they enter one of its cavernous stores.
This organization was chosen because of the emphasis on globalization, international interests and overall
functionality of the products. And while the potential for over 1 billion new customers is attractive, there is
also a whole host of serious challenges that the company must face. Part of this relationship, the company
believes, is allowing you to explore its stores at your own pace. According to King and Grace, brand
internalisation is the process by which corporations. Introduction The human resource function has undergone
throughout its history major transformations and evolutions. The company has announced that it plans to
eventually open stores in the National Capital Region, Mumbai, Bangalore and Hyderabad, reportedly already
signing agreements with the Indian states of Karnataka and Telangana. The most important priority is to find
the right location for our stores at the right price in major cities, with easy access to public transport and a
good road network. How else would you explain the fact that almost million people visited IKEA in the last
year alone, and that its catalogue, with million copies being distributed annually, is twice as popular as the
bible? These simulated rooms and small apartments allow customers to actually see what an item might look
like in their home before they purchase it. It was founded by Ingvar Kamprad who born in southern Sweden in
and who was listed as one of the world 's richest people in  Ikea has over stores spread out over roughly 50
countries. Thanks to increased travel, increased immigration and emigration, and increased communication
due to the internet, a question can be asked. The company was founded in by Ingvar Kamprada small town
handyman from southern Sweden, who devised the company name by combining his initials with the first
initials of his farm Elmtaryd and the parish Agunnaryd where he was raised. Today, the average IKEA store is
twice as big, averaging 40, square meters of surface space. Trends such as increased urbanization and higher
disposable incomes, combined with the growing sophistication of consumers and their increased demand for
foreign brands, should only make India even more attractive in the near future. Enquist, B. One logical area to
find new opportunities is in emerging markets. Service at IKEA IKEA, while being a world famous retailer of
household furnishings, sees itself as a service company, providing customers a unique and memorable
shopping experience. The benefit to the way IKEA configures its servicescape is that shoppers are encouraged
to physically interact with the items for sale, easily imagining what they would look like in their own home or
apartment. Another value adding service provided by IKEA is a smartphone app that allows you to see, again,
in virtual reality, what an item would look like in your home before you buy it. Over time, the company has
found many ways to be successful. The company also plans to source a lot of material locally, creating a boon
for local suppliers, this in addition to the material that they already buy India has been a source of material to
IKEA for over 25 years. It also appears that younger people primarily between 16 and 35 years old are more
concerned with the acquisition of material goods than older people. Halepete, J. Marcus Engman, the company
is facing somewhat of an existential crisis. Tse, the Journal of Service Management, Vol. In this context of
internationalization, companies are anxious to take their benefit so as to seek the most advantageous model
management. IKEA has a loyal and broad customer fan base, with many appearing to be almost in love with
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the company. Srivastava, R. A major factor in how IKEA manages the way customers encounter and
experience its service is in the configuration of its stores.


