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ABSTRACT Original Research Article 
India’s telecommunications industry has grown into one of the largest and fastest-

expanding networks in the world. With the rapid penetration of smartphones, 

affordable data tariffs, and increased digital adoption, telecom providers face 

intense competition to expand their retail reach and increase customer loyalty. This 

article updates an earlier project on retail penetration of prepaid cards and 

transforms it into a contemporary study focused on Jio Prepaid services in 

Coimbatore. The research explores the retail penetration levels, retailer 

satisfaction, competitor presence, and preferences that influence product shelfing 

decisions. Using structured questionnaires and field data, the study highlights key 

issues, market opportunities, and strategic recommendations for telecom service 

providers in 2025. 
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1. INTRODUCTION 
1.1 Telecommunications Industry in India (2025 

Overview) 

The Indian telecom industry has evolved 

dramatically over the past two decades. In 2025, India 

stands as the world’s second-largest telecom market with 

over 1.2 billion mobile subscribers. The sector’s 

exponential growth is driven by digital inclusion, 

affordable smartphone penetration, and aggressive data-

centric strategies of major providers. 

Key factors fueling the telecom boom include: 

 

• Rapid digitalization through online education, 

entertainment, and remote work 

• Affordable data pricing, led by disruptive players 

like Reliance Jio 

• Expansion of 4G and 5G networks to semi-urban 

and rural regions 

• Declining tariffs and device costs 

• Government initiatives encouraging telecom 

infrastructure and digital governance 

• Increased customer demand for value-added 

services such as OTT bundles, digital payments, IoT 

applications, and broadband 

 

The industry remains highly competitive with 

companies continually innovating to expand subscriber 

base and retain customers. 

 

1.2 Company Profile – Reliance Jio (Updated 

Replacement for Tata Indicom) 

Reliance Jio, launched commercially in 2016, 

has revolutionized the Indian telecom sector by 

introducing ultra-low data tariffs, VoLTE services, wide-

coverage networks, and digital service ecosystems. 

 

Key Highlights (2025): 

• Over 460 million subscribers, largest telecom 

operator in India 

• Extensive 4G and emerging 5G coverage 

• Diverse services: Prepaid/Postpaid, JioFiber 

broadband, Jio AirFiber wireless broadband, IoT 

devices, enterprise solutions 
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• Digital platforms: JioTV, JioCinema, JioSaavn, 

JioMart, JioCloud, JioMeet, etc. 

 

Jio’s aggressive market strategies make it an 

ideal subject for studying retail penetration and 

consumer awareness. 

 

2. AIM OF THE STUDY 
Telecom companies heavily depend on efficient 

distribution networks and strong retail penetration to 

market prepaid SIM cards, recharge vouchers, and digital 

services. Understanding retailer behavior, preferences, 

and satisfaction helps companies improve market 

strategies. 

 

This study aims to understand the current 

(2025) retail penetration level of Jio Prepaid products in 

Coimbatore and identify potential areas for customer 

acquisition. 

 

2.1 Objectives of the Study 

Primary Objective 

To assess the retail penetration level of Jio 

Prepaid connections in the selected regions of 

Coimbatore. 

 

Secondary Objectives 

• To identify factors influencing retailers' decision to 

shelf or not shelf Jio products 

• To analyze the performance and preference of Jio 

prepaid compared to competitors 

• To measure retailer satisfaction levels 

• To understand the awareness and willingness of 

non-telecom outlets to shelf Jio products 

• To identify barriers and challenges reported by 

retailers 

• To provide recommendations for market expansion 

 

2.2 Scope of the Study 

The study covers retail outlets such as mobile stores, 

pharmacies, departmental stores, general stores, PCOs, 

bookstores, browsing centers, and others across five 

major areas of Coimbatore: 

• R.S Puram 

• Peelamedu 

• P.N. Palayam 

• Ram Nagar 

• Cross Cut Road 

 

Face-to-face interviews and structured 

questionnaires were used to collect responses. 

 

2.3 Limitations of the Study 

• Some retailers were unaware of survey procedures 

• High footfall periods limited interaction time 

• Unavailability of store owners at peak hours 

• Large number of outlets to be covered within 

limited project time 

 

3. RESEARCH METHODOLOGY 
The study follows a performance-monitoring 

research design, using both primary and secondary data. 

 

Data Sources: 

• Primary Data: Structured questionnaire 

administered to 387 outlets 

• Secondary Data: Jio distribution records, 

Coimbatore corporation retail registry, industry 

reports 

 

Sample Size: 

Full population of 387 retail outlets across five 

areas 

 

Analysis Tools: 

Percentage analysis, charts, and comparative 

interpretation 

 

4. ANALYSIS & INTERPRETATION 

Thus, after consolidation, the total number of 

retail outlets available in the sample frame with respect 

to the category of outlet is given below, which would 

clearly define the population. 

 

Table 1: Category of Outlets 

Area 

CATEGORY OF OUTLETS 

Mobile 

Service 

Centre 

Duty 

Paid 

Shop  

Book & 

Stationar

y 

Phar

macy 

Gen. 

Stores 

Dept 

Stores 

Browsi

ng 

Centre 

PCO 

Shops 
Others 

Peelamedu 14 1 16 18 15 5 5 12 42 

P.N. Palayam 9 0 9 19 9 10 1 8 17 

Ram Nagar 3 2 4 8 12 11 1 7 28 

R.S. Puram 12 5 18 19 6 4 4 8 12 

Cross Cut Road 7 2 3 0 0 0 0 0 1 

  Total 387 
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Table 2: Table Showing the Distribution of Outlet Based on Its Category 

Area 
Mobile 

Service 

Duty 

Paid 

Shop 

Book & 

Stationary 
Pharmacy 

General 

Stores 

Dept 

Stores 

Browsing 

Centre 

PCO 

Shop 
Others 

PEELAMEDU 11 0.78 13 14.06 12 3.9 3.91 9.38 32.81 

P.N  

PALAYAM 
11 0 11 23.46 11 12 1.23 9.88 20.99 

RAM NAGAR 4 2.63 5 10.53 16 14 1.32 9.21 36.84 

R.S. PURAM 14 5.68 20 21.59 6.8 4.6 4.55 9.09 13.64 

CROSS CUT 

ROAD 
54 15.38 23 0 0 0 0 0 7.69 

 

 
Figure 1: Key Insights from Retailer 

 

Responses  

• Telecom vs Non-Telecom Outlet Ratio: Non-

telecom outlets are still largely untapped, 

indicating huge potential for expansion 

• Competitor penetration: Besides Jio, significant 

presence of Airtel, BSNL 

• Retail Preference: Jio ranked among the top 

choices due to its popularity and customer demand 

• Performance: Jio and Airtel emerge as the two 

highest-performing brands 

• Major reasons for preference: 

o Strong network 

o High customer demand 

o Attractive tariff plans 

o Aggressive marketing 

o Good product awareness 

• Retailer satisfaction is largely positive but 

suggestions point to: 

o Better margins 

o Faster distributor support 

o Reduced paperwork for KYC 

 

5. FINDINGS 
Based on the study: 

1. Jio has strong retail penetration, but competition is 

increasing in dense markets 

2. In most areas, Jio and Airtel compete closely for 

Rank 1 

3. Retailers prefer brands that offer better incentives, 

strong network, reliable distributor support 

4. Non-telecom outlets show high willingness to sell 

Jio products if initial credit or starter support is 

given 

5. Awareness about prepaid features is high due to 

digital advertising 

6. Retailers expect: 

o Higher margins 

o Simplified documentation 

o More flexible schemes 

o Regular distributor visits 

 

6. SUGGESTIONS 
1. Expand aggressively into non-telecom outlets 

2. Introduce retail loyalty programs to reduce 

attrition 

3. Improve distributor training and ensure weekly 

visits 

4. Offer initial credit facility or starter kits for new 

retailers 
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5. Reduce KYC burden through digital automation 

6. Provide better retailer margins compared to 

competitors 

7. Conduct awareness workshops to educate retailers 

on 5G and digital services 

 

7. CONCLUSION 
The telecom sector in India remains extremely 

competitive in 2025. Jio continues to maintain a strong 

market presence; however, competition from Airtel and 

BSNL remains substantial. The retail penetration margin 

is narrowing, meaning companies must continuously 

innovate and strengthen retailer relationships. 

The study highlights the importance of: 

• Strong distributor networks 

• Attractive retail schemes 

• Simplified processes 

• Constant retailer engagement 

 

By focusing on non-telecom outlets and 

enhancing distributor performance, Jio and similar 

networks can further expand their reach and strengthen 

market leadership. 
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