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Introduction

The majority of buyer-seller transaction among the impoverished takes 
place in distinctive, socially ingrained contexts that are effectively unofficial 
markets in many developing nations. The results of a thorough in-person 
investigation into a South Indian subsistence market conducted under the 
informal economy are presented in this article. The authors define seven 
themes that describe the subsistence marketplace framework, buyer-seller 
interactions within them, and particular features of exchange through interviews 
with consumers and proprietors of survivalist microenterprises. They argue 
that business policy in developing nations should aim to empower subsistence 
entrepreneurs and consumers, embrace emergent solutions, assist in bridging 
the informal and formal economies, and adopt a bottom-up orientation to policy 
development based on these findings as well as theories of social capital and 
consumption in poverty. The study's findings provide crucial. More than 40% 
of the world's population, or around 2.7 billion people, live in poor nations and 
now subsist on less than $2 per day, according to the World Bank. However, 
the majority do not yet profit economically from modern corporate innovation. 
Recent studies on "subsistence marketplaces" and "bottom-of-the-pyramid" 
(BoP) markets" have sought to clarify how businesses might help reduce 
poverty, the latter from a particularly marketing-focused viewpoint. However, 
governments and related organisations' public policy has not received much 
support [1].

The usefulness of traditional business and marketing theory in directing 
policy ideas is diminished. People turn to a parallel, informal economy 
because the formal economy is unable to satisfy their demands. This economy 
is controlled by a different, largely unwritten set of laws that are ingrained 
throughout the socioeconomic connections of the community. According to 
estimates, these "unofficial economies" contribute between 40% and 50% of the 
gross domestic product (GDP) of emerging nations, making them a significant 
factor. The paradigm of exchange in marketing theory, however, was largely 
inspired by phenomena seen in modern economies' formal markets, which 
are those governed by agreements made by formal institutions and upheld by 
law and regulation. (Studies of impoverished consumer behaviour included). 
Therefore, it is important to use caution while considering its conclusions [2].

By suggesting a conceptual framework of marketing interactions that is 
more representative of subsistence-level, informal-economy marketplaces, the 
current research fills this theoretical gap. In order to find higher-level policy 
insights in a grounded way, we use a bottom-up orientation, concentrating on 
the micro level of individual consumers and entrepreneurs and their marketing 
interactions in the local marketplace. Our model is based on research from 

an immersive study that examined exchange from the viewpoints of both 
sides of the buyer-seller dyad in one such environment in South India. 
The two main research topics served as the framework for the effort. First, 
how do poor individuals interacting in the marketplace to live and advance 
socioeconomically in developing countries' informal economies? Second, what 
lessons can be drawn from this?. Even while they have focused mainly on the 
United States, a separate stream of consumer research studies has examined 
poverty at a micro, behavioural level, leading to rich and highly descriptive 
accounts of the lives of the poor. Using ethnographic methods, describe how 
American homeless individuals exploit their assets and consumption habits 
as the foundation for innovative survival strategies. In their study of welfare-
receiving mothers, Hill and Stephens put forth a three-dimensional model of 
poor consumer behaviour that took into account the barriers to marketing 
exchange, the effects of those barriers, and the coping mechanisms that 
different consumers used to deal with their circumstances [3].

Description

The prevailing paradigm in the global marketing system restricts the ability 
of underprivileged consumers to participate fairly in marketing exchange in a 
variety of ways, but consumers themselves also find creative and frequently 
socially rooted ways to cope. After conducting and delving into the content of 
30 in-depth interviews with buyers and sellers, we have come to the following 
conclusions: (1) The marketplace context in these settings is underpinned by 
interdependence and orality, two fundamental aspects of subsistence society; 
(2) interactions take place within an intensely relational marketplace subcontext 
that is characterised by enduring relationships and interactional empathy; and 
(3) the specific exchanges themselves are fluid, constantly customised, and 
composed. We start by reviewing marketing and other pertinent literature 
that discusses poverty circumstances in order to determine the ideas and 
justifications that will be most helpful in developing the platform [4].

This article's goal is to investigate the significance of proximity in corporate 
relationships, both in-person interactions and remote relationships, with a 
special focus on creative behaviour. Additionally, we intend to evaluate the part 
proximity relations play in organisations' tactics, including any implications for 
local contacts, virtual exchanges, or the mobility of engineers and white collar 
workers. We'll start by providing a general definition of the various proximity 
relations, focusing on the three most crucial ones: temporary geographical 
proximity, organised proximity, and geographic proximity. After that, we'll 
discuss some recent developments in the theory behind and use of proximity 
analysis. The final section of the essay is devoted to a synthesis of the key 
applied research and the creation of a fundamental model of proximity relations 
for business firms that incorporates various kinds of proximity links, whether 
they are domestic or international. Then, using this model, we will analyse the 
internal and external relationships among the businesses in the greater Paris 
region's optical cluster and separate them into four categories based on how 
close together they are [5].

To put it more explicitly, actors may be attracted to or repellent toward 
particular persons or locations, or they may be content with or discontent 
with the physical vicinity of particular people, places, or technical items. In 
the context of an urban region, geographic proximity can be improved, 
for example, by the development of localised innovation clusters or local 
networks of producers who exchange expertise and information through direct 
interactions. The logic of belonging refers to the notion that two or more actors 
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are members of the same social network or relationship graph, regardless of 
whether their connections are direct or indirect. Depending on the industry 
in which they operate, in this situation, they pool their creative or innovative 
resources. It can be quantified in terms of connection levels, which represent 
more or less high levels of organised proximity and, as a result, a more or less 
high potential for interaction or group action. 

Conclusion

A priori, researchers and engineers who work for the same company, 
consortium of technologies, or innovation network will collaborate more 
frequently. They may be individuals who are linked together by shared interests 
or by a common set of cultural, religious, or other ideals or symbols. Social 
customs and common tongues are a feature of this structured intimacy. But 
it can also refer to a connection that develops between people without their 
having to communicate in order to get to know one another. It makes it easier 
for strangers who have comparable references to interact with one another. 
Because they speak the same language and utilise the same methods for 
interpreting texts and outcomes, engineers who are members of the same 
scientific community may work together with ease.
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