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A product category that built
its growth via the online
channel is now leaning to-
wards physical stores.

The channel mix of smart-
phone shipments in the last
four to five quarters shows
that smartphone brands
have realigned themselves to
o�ine retail. This is a re-
versal of the situation when
smartphone original equip-
ment manufacturers
(OEMs) ran exclusive on-
line-only sales in the past.

Data and insights from re-
search firms tracking the
sector show that the growing
premiumisation narrative in
India’s smartphone market
is driving the growth in the
share of shipments to o�ine/
physical retail stores.

PREMIUMISATION

As per International Data
Corporation (IDC), the
share of o�ine channel in
smartphone shipments grew
to 58 per cent in January-
March 2025 compared to
49.9 per cent in the year-ago

period. Analysts at the firm
attribute this to the decision
of brands to go the omni-
channel way and expand
their footprints into smaller
towns. 

The trend is also more
pronounced in the case of
premium devices as custom-
ers want to experience the
device before investing in it,
they added. 

“For instance, more than
55 per cent iPhone ship-
ments were through online
channel in Q1 of 2024, while
now o�ine accounts for
more than 3/5th of Apple
shipments,” said Upasana
Joshi, Senior Research Man-
ager, IDC India. 

Similarly, for Samsung,
online channel used to ac-
count for 55 per cent of ship-
ments while in Q1 of 2025, it
is down to 42 per cent.
Brands like vivo or Oppo
have 80 per cent+ shipments
driven through the o�ine
channel now,” she added.

OFFLINE IS STABLE

Analysts at Canalys (now
part of Omdia) noted that
online shipments are now
largely seasonal, peaking

around deals season in the e-
commerce world. 

O�ine channels, they
said, deliver more stable
volumes throughout the
year. 

“Consumer habits are
maturing and many still
browse online, but prefer the
confidence of an in-store ex-
perience before commit-
ting... Brands, including
Xiaomi, realme, POCO,
OnePlus and Motorola —
initially online-centric — are
leaning heavily on o�ine ex-
pansion to reach new cus-
tomers and boost ASPs,”
Sanyam Chaurasia, Prini-

cipal Analyst at Omdia, said
in a research note.

According to Canalys, the
o�ine average selling prices
(ASPs) are also rising faster
(from $196 in Q12022 to
$303 in Q12025) when com-
pared to online ASPs, sug-
gesting that o�ine con-
sumers are increasingly
driving higher-value sales
drawn by the in-store experi-
ence. 

EXPANDING PRESENCE

The parity in prices between
the two channels and the in-
creased push by o�ine
traders urging brands to not

di�erentiate between the
two channels have also
helped bring about this
change, analysts noted. 

“Today, there seems to be
no real strong incentive to
buy online in terms of prices,
and the e-retail platforms
too have not been able to get
benefits out of better
product positioning,” said
Faisal Kawoosa, Chief Ana-
lyst, Techarch.

“Earlier, only Samsung
had really deep o�ine foot-
prints in the country, but
today almost all the main
brands are present at least
over 50,000 touch points
even serving tier-2 and tier-3
cities,” he added. 

Prachir Singh, Senior Re-
search Analyst at Counter-
point Research, noted that
the earlier boom of online
segment coincided with the
pandemic, when consumers
were forced to buy digitally,
and today the premiumisa-
tion of the smartphone in-
dustry is helping more activ-
ity in the o�ine retail. 

“Overall, we don’t see the
online share going below 35-
40 per cent when it comes to
smartphones,” he said. 

Premiumisation brings smartphone
OEMs back to offline channels
FEEL THE DEAL. Share of o�ine channel in smartphone shipments grew to 58% in January-March 2025 (49.9%)
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NATIONAL E-GOVERNANCE Ser-
vices Ltd., is inviting Tenders for Ap-
pointment of Merchant/ Investment
banker/ advisors for 100% stake sale
of NESL Asset Data Limited (NADL), a
wholly owned subsidiary of NeSL. For
details please visit
https://www.nesl.co.in/tenders/
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Uber India is bullish on the
potential of bike taxis in In-
dia, and senior o�cials have
said that they are working
with State governments to
streamline operations.

The Maharashtra govern-
ment has issued a notifica-
tion, directing bike-taxi
drivers to possess a commer-
cial driving license and a
public service vehicle (PSV)
badge. Only electric bike
taxis will be allowed, and the
licensed bike taxis are likely
to begin operations by the
end of July.

Earlier, Maharashtra’s
Transport Minister Pratap
Sarnaik had warned of strin-
gent actions against cab ag-
gregators, who operate bike
taxis in the State without
sanction. 

In April, the Maharashtra
government gave its nod for
the operation of bike taxis.
But the details were not
finalised.

“Transportation in India
is a concurrent subject. We
are very bullish about the po-
tential of Uber Bikes,” Prab-
hjeet Singh, President, Uber
India & South Asia, told busi-
nessline. 

“We spend a significant
amount of time advocating
for and explaining the bene-
fits of our products. Each

State decides the local regu-
latory framework. We recog-
nise that the only way for us
to grow and bring the best
services is through associ-
ation, collaboration and giv-
ing regulatory predictability
for di�erent services. There
are new products and ser-
vices, for example, two-
wheelers or shuttles. We ex-
plain to the regulators the
benefits, feedback from the
consumers. Uber Shuttle is a
licensed product in Delhi.
Certain markets are still cre-
ating regulatory frame-
works. So, we share learn-
ings from them, and we
share our technology details.
It is an ongoing dialogue
across the board and is cut-
ting through all the dia-
logues, because each State
will have a di�erent starting
point. One thing is clear:
Shared mobility will help
solve cities’ challenges with
congestion,” he said.

Uber India has nearly 1.4
million drivers associated
with it across 125 cities. 

NEW FEATURES

The company has also intro-
duced consumer-targeted
features on the platform, in-
cluding Uber for seniors,
Uber Pet, Airport priority ac-
cess and price lock, slated to
be introduced in December
wherein riders can lock in
fares for frequently-trav-
elled routes to insulate
against dynamic fares during
peak hours. 

“Users can book metro
tickets on the Uber applica-
tion through our integration
with ONDC. After Delhi, we
are set to expand metro rail
ticketing to Chennai and
Mumbai, o�ering a seamless,
multimodal travel experi-
ence — all within the Uber
app,” Uber said. 
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Prabhjeet Singh, President of
Uber India and South Asia PTI 

Bullish on bike taxis in India: Uber 
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