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https:/www.business.att.com/content/productbrochures/debunking-the-retail-
apocalypse.pdf

https:/www.forbes.com/sites/stevendennis/2018/01/12/retail-2018-now-comes-the-real-
reckoning/#68679c265f54

https://www.salesforce.com/uk/blog/2017/06/retail-disruption-how-leading-uk-retailers-
are-responding.html

https:/shivuk.me/articles/retail/7261

/https://qz.com/1221180/why-retails-artificial-intelligence-bet-is-all-wrong
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