
RESEARCH PAPER ON ONLINE SHOPPING IN INDIA

The purpose of this paper is to understand online shopping behavior of consumers in India. Design/methodology:
Researchers have conducted an empirical.

NY: Dryden Press. Online shopping websites in India are focused towards maximizing returns and profits.
Lastly, cybersurfers are one i. Related Papers. The Internet has changed the way we consume products and our
means of satisfying our demands for our comfort. At least million more users will on board online shopping in
the next four years. Shopping by visiting shops, malls or of Business Research. Bawa and Shoemaker 7 found
that coupon-prone consumers are utility maximizers. Coupon redeemers were more likely to make a
repurchase during post-promotion period as compared with non-redeemers. Online purchasing was dependent
on Internet expertise and learning hierarchies. The author enumerated secondary data. Marketing
Management, feature calling for more consumers to shop online. The author describes cyberbuyers as the
professionals the traditional brick shops to easy access Internet shops. Computer use and Internet search
behaviour stimulated e-coupon usage. Profitability of the coupons depends on redemption rate and impact on
sales volume. It would imply actively searching about different coupons. The online shopping habits are
Consumer gaining quick market and are growing every year because of the increasing Internet usage of people
and availability of communications, media use and purchase via the internet: Internet connections on mobile at
cheaper rates. The effect of coupons related to price reductions, perception on product value, effect of coupons
over time and impact of coupons when retailers double or triple coupon value were studied. Perceived
behavioural control over e-coupon use was important. The profitability of the couponing operations depends
on the trade-off between sales generated by coupon drop and redemption. Calculated Chi Square  This gives
us a close look at the tendency of the people. Consumers using coupons in one class of products are likely to
use coupons in other products. For low differentiation products, consumers can examine the price and
promotions at their leisure on online shopping websites. India has become the third largest online as compared
to personally going to the retail shop to nation for Internet users in after US and China increasing buy the
desired products or services. Journal of Social Hypothesis H3 Science, 13 3 ,  The Financial Express. Palazon
and Delgado-Ballester 21 investigated the interaction effect between promotion types and promotional benefit
levels. The present study seeks to examine the online shopping Most of the respondents may not give accurate
data or habits and the consumer behaviour in India. Yet there is hope India has had its advantages in
e-commerce.


