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How have globalization and online storefronts changed the way brick and mortar stores 

are run?

Globalization and the rise of online storefronts have dramatically changed the way brick and 

mortar stores are run. In the past, physical stores were the primary way that consumers purchased

goods. However, with the rise of e-commerce platforms like Amazon and online marketplaces 

like Etsy, consumers now have access to a wider range of products at lower prices than ever 

before. This has made it challenging for brick and mortar stores to compete, particularly in 

industries such as retail and music.

In response to these changes, many brick and mortar stores have had to adapt and evolve their 

business models. Some have invested in creating online storefronts, allowing them to reach a 

wider audience and compete with e-commerce giants. Others have focused on creating a unique 

in-store experience that cannot be replicated online, such as offering personalized services or 

exclusive products.

Globalization has also impacted brick and mortar stores by increasing competition from 

overseas. Many consumers now have access to products from all over the world, making it more 

challenging for local businesses to compete. In response, some brick and mortar stores have 

focused on sourcing unique and locally made products that cannot be found elsewhere. By 



offering a unique and authentic experience, these stores are able to differentiate themselves from 

larger retailers and compete in an increasingly global marketplace.

In summary, globalization and online storefronts have changed the way brick and mortar stores 

are run. Physical stores have had to adapt by investing in online storefronts or creating unique in-

store experiences, while also competing with overseas businesses. Despite these challenges, 

brick and mortar stores remain an important part of the retail landscape, offering consumers a 

personalized shopping experience that cannot be found online.

What are some factors that contribute to successful music product retailing?

Successful music product retailing is influenced by a range of factors that include product 

selection, customer service, pricing, and marketing. First and foremost, offering a diverse and 

up-to-date selection of music products is crucial. Customers are looking for the latest releases, 

classic albums, and hard-to-find items, so it is important to keep stock levels high and constantly 

refresh the selection.

Customer service is also critical to success in music product retailing. Customers expect 

knowledgeable and helpful staff who can provide recommendations, answer questions, and assist

with purchases. Staff who are passionate about music and knowledgeable about the products they

sell are more likely to build customer loyalty and increase sales.

Pricing is another important factor in music product retailing. Consumers are often price-

sensitive and will compare prices between different retailers. Offering competitive prices and 

running regular promotions can help attract customers and increase sales. Finally, effective 



marketing and promotion can also contribute to the success of music product retailing. This can 

include traditional advertising methods such as print and radio ads, as well as online marketing 

strategies such as social media, email marketing, and influencer partnerships. Creating a strong 

online presence can help attract new customers and build a loyal following.


