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Online Shopping Behavioral Patterns of consumers: A Study in the city of Hyderahad,

7

:.T‘\* ' Syed MohammedAbulvl aneenm T yefranhienatiivhen

bstract: Th i

_ WL the eme,g;; ;Zi:s"s_ beCOfﬁe a small village thanks to the invent of technology, ontineshoppirng has amerged 3% one
~ 8ase ,only with a click Inf retailing and globalization , the consumars can have a vide variety of produnt range with an

. \\ears.E-commerce it ,50 GWQUSE. The Global Online Shopping Markel suggests a positive geoeth rate o the Coming

= complete approac/; 15 o lV/ded on the basis of technology, productsand services This study secks to ausume 3
~.u-w;,,.v\e'havior of consumer. ThnS'de’ how consumers perceive onling shopping atmosphares and the factors alfecting the
that on-line shopping énd id:falwas collec{eq through Questionnaires on a sample of 100, Tha renuits of study raved
\Qould be further used ehavioral pattern in India is significantly affected by various factors. The results of the study

sed by the researchers for conducting further studies.

“"Sey words: BehavioralPatt
: ermn, Consumer isi i s - ' e
i sBaliG SEopEe Dre Decision Making, Customer Satisfaction, Elactronic Corrsmnearce, Electironie

1. Introduction

.\\:miglida?ozs_;r?;:;i Lssbzn(:ln people w?rld\fvide purchase goods online. During the same year, global e-retzil cales
"‘i\ommerce market is expf.szc-te: tars and projections sh.ow a growth of up to 4.8 trillion U.S. dollars by 2021 The Indizn -
2019, India is fastest arowi 0 grow to US$ 200 billion by 2026.The digital buyers have increased o 1.92 billion by
. \l-é the world with 51 0/9 1";‘(’)‘? eCO"?my from US $39 billion in 2017 to 120 US S$billion by 2020 growing with highest rate
.\;‘Carget E5raeation I:(-EA g FDI is allowed in B2B .The major players being AMAZON, Alibaba, JD, eBay, Vaimad,
' . Best Buy, Newegg, Sears, Macy’s, Snapdeal, PaytmMall, JABONG, Myntra, Shopclues,

epperfi i
'5 pperfry, Flipkart. Product Segment sB2B, B2C, B2B2C, Application Segments: B28, B2C, B2B2C.

1.2. Desi
o~ sign/methodology/approach — Data from a survey of 100 online consumers were used 1o testihe reseacn
“rhodel. i . o i ;
) el. Analysis was conducted to examine the reliability and-validity ofthe measurement model. Chi square test, nova
'-».,,:Jas done to compare themeans, regression analysis was done to see the impact of the independent variable on the

~_dependent variable and factor analysis were used for data reduction.

_—)
~1.2.1. Objectives:

r:} To find out whether demographic profile has any association on the behavioral pattern of consumers.
“j. To find out the factors influencing the decision making of consumers on online shopping.

r 1.2.2. Hypotheses:

' H1: There is no significant association of demographic profile on the behavioral pattern of online shoppers.

l""*~3{2: There is no impact of the factors on the decision making of customer on online shopping.

....;3.3. Review of literature:

{ fzal saifi and KamalunNabiMohd (2014) has felt that organized retailing expl
“modern retail formats and unorganized traditional formats in Delhi and NCR and state that
d beginning of electronic media especially internet as a so

_-..ﬁemographics, increase in income, an
[nformation , customers wish to purchase from organized outlets because of variety, easy accessibility and

ored the attitude of customers towards
due to the changing
urce of product
onvenient

shopping timings.:‘x
D
D
=5

. A
"9 Research Scholar, MANUU, Gachi BowliHyderabad, Telangana,500032

2 pcc or, MANUU,Gachi Bowli,Hyderabad, Telangana 500032 o e el ¢
4 A;S;Séi?é&;%fgs;c; KamalunNabiMohd “customers attitude towards organized vis a vis unorganized retailing: a case study of Delhi an

Aurnat ISSN No 2277-4211 Vol no 3 issue no 1 Jan-jun 2014.
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] H2: There . . .
" 1T s no impact of the factors on the decision making of customer on online shopping.
>
h) — Table 1.27 Summary of H2Hypothesis
4 | VARIABLE — T TF SIG HYPOTHESIS
) | Customer service 1.081 361 REJECT
| S.Promolional offers 531 662 ACCEPT
| Brand loyals D 2125 102 REJECT
) -orand Comparison | 514 673 ACCEPT
|_store image o 2.904 039 REJECT
) _Payment flexibilit 704 552 REJECT
_Change in perception 1.021 .387 REJECT
) -25¢ of purchase (conv —dis) {377 LD ACCERT
| Time flexibilit | 1148 334 REJECT
) Returns/exchange is ossible .626 .600 REJECT
proucts variety e ——— 981 . 405 REJECT
) @M!ﬁ% 1.260 293 REJECT
ML)’\ 045 987 ACCEPT
, Off season &seasonal discounts 1.164 328 REJECT
wmvider\ .399 754 ACCEPT
uick service 1.411 .244 REJECT
new pricing schemes updated 1.010 1392 REJECT
best price / competitive prices 1.196 .316 REJECT
information on fashion trends 1.481 224 REJECT

Interpretation: customer service, Brand lo
Ease of purchase (conv — dis )

Off season &seasonal discoy
information o

yal, Brand Comparison, store image, Payment flexibility, change in perception,
;Time flexibility, Returns/exchange is possible, products variety, Usage and popularity,

nts, quick service, new pricing schemes updated, best price / competitive prices,

n fashion trends are the variables which has an impact on the behavioral pattern
making process ,as the nuyll hypothesis is rejected.

Promotional offers, Home delivery,

of consumers decision

service provider does not have any impact on the behavioral pattern of the
consumers as the null hypothesis is accepted.

Result: There is an impact of factors on the decision making.

1.5. Findings—

1. The analytical results showed that there is significant association of demographic profile on the behavioral patte@ of
online shoppers.Variables like Gender, Occupation,Age, Income,Educational Status, Spending, Marital Status, Family

Size, Type of Family, and Earnings Members in Family. There is association between demographic profile and online
shopping on almost all except one item.

i i dwith
2.There is an impact of factors on the decision making on online shopping pattern of consumers. Influence (;N
. ibili i [ [ , and so
variableslike customerservice, paymentflexibility, time flexibility, ease of location, product variety, brand lmaBge R
' i i an ,
on. Moreover, the latter in turn are significantly related to behavioral pattern of consumer.customer service, ; . )T.):n :
. ’ i i — dis ), Ti
Brand Comparison, store image, Payment flexibility, change in perception, Ease of purchase (conv e
l i sona .
flexibility, Returns/exchange is possible, products variety, Usage and popularity, Off season f&iga e e
’ g . . . n
quick service, new pricing schemes updated, best price / competitive prices, information on fas ut: .
| isi i enu
variables which has an impact on the behavioral pattern of consumers decision making process ,as
oo [ vioral pattern of the
Promotional offers, Home delivery, service provider does not have any impact on the beha p
consumers as the null hypothesis is accepted.
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