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. EXECUTIVE SUMMARY

This report presents a comprehensive market research analysis of the home supplies retail sector in Indonesia, with
direct implications for Nusantara Home Supplies&#x2019; strategic positioning. The Indonesian home supplies
market is experiencing sustained growth driven by rapid urbanization, rising household incomes, and a pronounced
shift toward omnichannel retail. However, competitive pressure from national chains and online marketplaces is
intensifying, placing independent and regional retailers at a crossroads.

This document examines eight critical dimensions: industry landscape, customer behavior, competitive dynamics,
pricing, consumer pain points, SWOT analysis, operational challenges, and Al adoption opportunities. The report
concludes with seven actionable strategic recommendations designed to guide Nusantara Home Supplies toward
differentiated growth in 2025 and beyond.

1. INDUSTRY OVERVIEW

The Indonesian home supplies retail market is estimated at IDR 85-110 trillion annually, encompassing household
goods, kitchenware, cleaning supplies, storage solutions, and home improvement products. Growth is projected at
7-9% CAGR through 2027, underpinned by three structural tailwinds: an expanding middle class, accelerating
homeownership among millennials, and the post-pandemic reinvestment in home environments.

Modern retail formats — hypermarkets, specialty chains, and e-commerce platforms — now account for over 60%
of the market by value. Traditional and independent retailers retain a presence in Tier 2 and Tier 3 cities, where
personal relationships and community trust still drive purchase decisions. West Java, including the Greater
Bandung area, represents one of the most dynamic sub-markets, with growing residential development and a rising
urban middle-class consumer base.

Key market dynamics include increasing demand for locally produced goods, heightened price sensitivity following
recent inflationary pressures, and growing consumer preference for functional, space-efficient home products
aligned with smaller urban living spaces.

2. CUSTOMER BEHAVIOR TRENDS

Consumer behavior in the home supplies category has undergone measurable transformation over the past three
years. The following trends are particularly relevant to Nusantara Home Supplies&#x2019; target demographic.
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» Digital-first discovery, offline purchase: Over 70% of home supplies shoppers research products online before
completing purchases in-store. Social commerce via TikTok Shop and Instagram has become a primary
discovery channel for younger demographics.

» Value-consciousness without sacrificing quality: Consumers are increasingly seeking products that offer
durability and functionality at fair prices. Premium positioning requires clear, demonstrable value —
aspirational branding alone no longer suffices.

» Seasonal concentration: Purchasing spikes significantly during Hari Raya, year-end promotions, and
back-to-school periods. Retailers that fail to optimize inventory and marketing during these windows lose
disproportionate revenue share.

» Loyalty driven by experience, not price: Repeat purchase behavior is most strongly correlated with staff
helpfulness, after-sales support, and seamless exchange or return processes — not lowest price.

» Eco-consciousness emerging: Among urban consumers aged 25-40, there is growing preference for
sustainable packaging and environmentally responsible sourcing — a differentiator with limited current
competition at the local retail level.

3. COMPETITOR ANALYSIS

The competitive landscape for Nusantara Home Supplies spans four distinct tiers, each presenting different
strategic threats and learnable practices.

Competitor Category Price Range Brand Strength Loyalty Potential
Informa Home National chain IDR 50k—2M+ Strong / Low — mass market
Omnichannel
IKEA Indonesia National chain IDR 30k-5M+ Very strong / Online Low — self-serve
ACE Hardware National chain IDR 15k—-3M+ Strong / Loyalty card Low — promotional
Local Independents Regional stores IDR 10k-500k Weak / Walk-in only High — community
Tokopedia/Shopee Online marketplaces IDR 5k—1M+ Strong / App-based Very low — price war

National chains command strong brand recognition and supply chain leverage, but are increasingly perceived as
impersonal. Online marketplaces compete aggressively on price but cannot replicate the tactile, advisory retail
experience. This gap represents Nusantara Home Supplies&#x2019; most defensible competitive territory: the
trusted, knowledgeable, locally-rooted home supplies specialist.

4. PRICING OBSERVATIONS

Pricing across the home supplies retail segment in West Java reveals a clear segmentation: commodity household
items (detergent, plastic containers, basic utensils) are subject to intense price competition, while specialty,
branded, or design-led products carry significantly higher margins with less price sensitivity.

* Average basket size at independent home supply stores ranges from IDR 85,000 to IDR 220,000 per
transaction.

* National chain competitors run promotional pricing 4—6 times per year, temporarily compressing margins for
independent retailers.

* Online marketplace pricing undercuts physical retail by 15-35% on commodity SKUs due to reduced
operating overhead.

» Consumers demonstrate willingness to pay a 10—20% premium for in-store purchases when staff expertise,
product availability, and convenience are clearly superior.

* Bundle pricing and value packs show strong conversion rates during peak seasons, particularly Hari Raya
and new homeowner periods.
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Strategic implication: Nusantara Home Supplies should avoid competing on price for commodity items and instead
focus margin optimization on curated, value-added, and locally relevant product categories where online
marketplaces offer limited differentiation.

5. CUSTOMER PAIN POINTS

Consumer feedback analysis — drawn from local competitor reviews, social media mentions, and common retail
satisfaction surveys — identifies five recurring pain points relevant to this segment.
Key Consumer Pain Points Identified

* Inconsistent stock availability: Customers frequently cite stockouts of popular items as a primary reason for
switching to online channels.

* Slow or unhelpful in-store service: Shoppers expect staff to have product knowledge and proactively assist
in finding solutions — not just ring up sales.

* Limited product information: Absence of clear labeling, usage instructions, or comparative information
creates purchase hesitation, especially for new categories.

* Inflexible return and exchange policies: Perceived rigidity in post-purchase support erodes trust and
reduces repeat visit likelihood.

* Inconvenient or unclear store layout: Difficulty locating products and poor categorization leads to browsing
fatigue and abandoned purchases.

6. SWOT ANALYSIS

The following SWOT matrix reflects Nusantara Home Supplies&#x2019; strategic position relative to its market
environment.

STRENGTHS WEAKNESSES
* Local market knowledge and community * Limited digital and e-commerce presence
relationships + Manual operational processes reducing
* Personalized in-store customer experience efficiency
* Flexible procurement and local supplier * Constrained marketing budget and brand
networks awareness
* Lower overhead vs. national chain competitors * Narrow product range vs. national chains
* Adaptable product curation for local * Limited data infrastructure for informed
preferences decisions
OPPORTUNITIES THREATS
* Growing local homeowner and urban renter » Aggressive pricing from online marketplaces
market * National chain expansion into Tier 2 markets
* Al tools offering affordable operational leverage + Inflationary pressure on consumer spending
y IUnt(;’:\Ippded B2B sales to small contractors and * Rising logistics and procurement costs
andlords

* Talent retention in skilled retail staff roles
* Loyalty programme and community retail

differentiation
* Eco-friendly product category whitespace
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7. OPERATIONAL CHALLENGES

Beyond market forces, several internal operational challenges constrain Nusantara Home Supplies&#x2019; growth
potential. Addressing these is a prerequisite for scaling effectively.

* Manual stock management creates both overstock in slow categories and stockouts in high-demand
SKUs, directly impacting revenue and customer trust.: Inventory inefficiency

» Absence of real-time reporting means performance decisions are made on delayed, incomplete data
— reducing agility in responding to market shifts.: Limited management visibility

* A growing product range and increasing customer service complexity require structured staff
training and knowledge management systems that do not currently exist.: Staff capacity and training

» Supplier lead times are not systematically tracked, resulting in reactive ordering that leads to periodic
supply gaps during peak demand.: Procurement cycle lag

* No formal loyalty programme, CRM system, or repeat-customer incentive structure is in place,
leaving retention largely to chance and personal familiarity.: Customer retention infrastructure

8. Al ADOPTION OPPORTUNITIES

Artificial intelligence presents a tangible and affordable lever for small and mid-sized retailers to close capability
gaps previously reserved for large enterprises. The following Al applications are directly relevant and
implementable for Nusantara Home Supplies within the next 12 months.

* Al-powered inventory tools can predict SKU-level reorder points with 80-90% accuracy by learning
from historical sales patterns and seasonal trends — dramatically reducing stockouts and
overstock.: Demand forecasting

* A WhatsApp-integrated Al chatbot can resolve up to 60% of customer inquiries automatically,
covering FAQs, order status, and product guidance — at a fraction of the cost of additional staff.: Al
customer support chatbot

» Al tools can monitor competitor pricing on Tokopedia and Shopee in real time, enabling timely
promotional responses without manual research overhead.: Dynamic pricing intelligence

» Al-assisted dashboard tools can replace 20+ hours of monthly manual reporting with automated daily
summaries, variance alerts, and actionable insights.: Automated reporting and analytics

» Al-driven CRM tools can segment the customer base by purchase history and trigger personalised
promotions — improving marketing ROI without increasing spend.: Personalised customer marketing

. STRATEGIC RECOMMENDATIONS

Based on the findings of this market research analysis, the following seven recommendations are presented in
order of strategic priority. Each is designed to leverage Nusantara Home Supplies&#x2019; core strengths while
addressing identified vulnerabilities.

# Recommendation Priority Expected Impact
1 Implement Al-powered inventory High Revenue protection + working
management to eliminate stockouts of capital optimization

top 100 SKUs within 90 days.

2 Launch a WhatsApp Al chatbot for High Customer satisfaction uplift;
customer support to improve response staff time savings
time and after-hours coverage.
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3 Develop a structured loyalty programme High Increased repeat purchase
with digital membership to improve rate; customer data capture
customer retention.

4  Establish a real-time sales dashboard Medium Faster decisions; 20+
replacing manual weekly reporting with hours/month saved
automated daily briefs.

5 Curate a locally relevant product range in Medium Margin improvement;
high-margin categories (eco-friendly, differentiation vs. online
space-saving, local brands). competition

6 Build a basic social media and Google Medium Incremental foot traffic from
presence to capture digital-first customer online research phase
discovery journeys.

7 Pilot a B2B sales programme targeting Low New revenue stream with
local property managers, contractors, and higher average order value

hospitality SMEs.

The home supplies retail market in Indonesia presents genuine growth potential for well-positioned independent
retailers. Nusantara Home Supplies&#x2019; community roots, local expertise, and inherent operational flexibility
are genuine competitive advantages — but only if supported by modern systems, data visibility, and a deliberate
customer experience strategy.

The window to differentiate ahead of further national chain expansion and e-commerce encroachment is present
but time-limited. Decisive action on the recommendations above — beginning with inventory intelligence and
customer loyalty infrastructure — will determine whether Nusantara Home Supplies emerges as the definitive home
supplies destination in its served market.

Nusantara Home Supplies — Insight-Led. Community-Rooted. Built for Growth.
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