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ABSTRACT 

The Internet has formed into another dispersion channel and online exchanges are 

quickly expanding. This has made a need to see how the shopper sees online buys. 

The motivation behind this exposition was to analyze if there are a specific factors 

that impact the online buyer. Essential information was gathered through a survey 

that was conducted on students and Employees from various part of India. Price, 

Trust and Convenience were recognized as vital variables. Price was considered to 

be the most important factor for a majority of the Customers. Furthermore, three 

segments were identified, High Spenders, Price Easers and Bargain Seekers. 

Through these segments I found a variation of the different. 

1. Introduction: 

The introduction chapter will be describes the purpose of my research. There 

search questions, limitations and a background will be presented. 

The invention of the Internet has created paradigm shift of the traditional way  

people shop concept has been changed by the Internet. Now they can use online 

methods. There are so many apps and websites for online shopping. Now customer 

is not bound to the specific locations; he can turn into active at virtually any time 

and place and purchase products or services. The Internet is a moderately new 

medium for communication and data trade that has turned out to be available in our 

regular day to day existence. The frequency of Internet clients is also increasing 

which shows the demand of online trading. 

(Joineset,Scherer&Scheufele,2003).The reason of quick increase of broadband 

innovation occour because of quick change in customer behaviour. 

(Oppenheim&Ward,2006). 
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2 .Method 

I will attempt to find the main factors that influence the online consumer when 

making an online purchase. In order to broaden my own understanding of the 

subject I want to conduct my initial research in literature on consumer behaviour 

and e-commerce. I reviewed literature which has same aims so I focus on the 

results on that literature. 

For this research I used the questionnaire method that would be filled out by 

students and employees. There are some others methods which i want to choose 

what a questionnaire is most strongest method for this project. 

3. Theory 

This dissertation aims at finding factors that affect the online consumer’s buying 

behaviour. By perusing writing concerning buyer attributes and online consumer 

characteristics I believe to find implications for certain factors that are of 

importance for the online consumer. 

The Internet is a worldwide accessible series of computer networks that transmit 

data by packet switching using the standard I Internet Protocol. It is a "network of 

networks “that consists of millions of smaller domestic, academic, business, and 

government networks, which together carry various information and services, such 

a select, file transfer, the interlinked WebPages and other documents of the World 

Wide Web. Originally the Internet was mainly used by academics, research 

scientists and students; however that scenario has changed as commercial 

organizations have moved to incorporate the World Wide Web into their 

promotional campaigns, and by offering the facility of online purchasing 

(Jobber&Fahy,2003). The Internet has evolved into a worldwide accessible 

marketplace for information exchange and e-commerce. The strategic importance 

to be available for consumers on the World Wide Web, with information and 

services has become particularly relevant to firms. 

4. Empirical Research Method 

Since our research is of deductive character our primary intention was to collect data and analyse 

it. By doing so I found the factors Price, Trust and Convenience. So i want to collect primary 

data through a survey. The main purpose of the survey was to collect data about Online 
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Consumer Behaviour and the significance of the established factors, Price, Trust, and 

Convenience. 

In order to be able to find and establish Online Consumer Segments, Consumer Traits and Online 

Behaviour had to be identified. The segments were utilized with a specific end goal  to 

distinguish and identify what impact the factors Price, Trust, and Convenience have on Online 

Consumer Segments. 

 

5. Results 

 

In this project the questionnaire was designed to collect primary data regarding 

how the respondents value the importance of price, trust, and convenience when 

making purchases over the Internet. The survey was intended to, first, gather 

information that would be utilized to discover sections among the respondents, and 

second, to gather information about the variables value, trust, and accommodation. 

The questions in the questionnaire were based on the findings from the literature. 

Questions which were designed to collect data to find respondent segments were 

derived from the findings within consumer behaviour. Questions about the factors 

price, trust, and convenience were derived from the literature studied. I Emailed 

questioner link to all the respondents through the mail and collected emails to 

insure that the information received from the  same respondent only once. I 

decided that the sample size should be over100 respondents. In order to analyse the 

data i want to use the software program SPSS.  

 

6. Conclusions 

When a consumers  purchases a online products, they are affected by various 

factors. The main factors have been identified as Price, Trust ,and Convenience. 

Prices are mostly lower on online compared to physical market due to lower costs. 

Purchasing a online can greatly benefit the consumer in terms of convenience and 

saving money. It is also convenient to shop on various sites with different 

assortments, from the home. Trust is another part that will be noticed by the 

consumers . They trust at the seller that he provide the best product according to 

the features. 
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