
Volume-03                    ISSN: 2455-3085 (Online) 

Issue-11                RESEARCH REVIEW International Journal of Multidisciplinary 

November -2018   www.rrjournals.com [UGC Listed Journal]  

 

RRIJM 2015, All Rights Reserved                                                                                                                              1210 | P a g e  

Advantages and Disadvantages of Online Shopping and Customer Behaviour  
 

Asharani. C. 

 

Assistant Professor ,Department of commerce, Government First Grade College Nelamangala Bangalore Rural District  
  

 
 

ARTICLE DETAILS  ABSTRACT 

Article History 
Published Online: 10 November 2018 
 

 

By investigating the current conduct of Indian purchasers, specialists assessed that the 

pattern of e-shopping will become essential wonders with purchasers in coming years. 

The plan of action of the Indian e-business is taking a round trip flip to go back to 

where it began, however this time the framework has changed and alongside that the 

size and comprehension of the commercial center also. The players are contacting 

towards a model that they didn't initially begin with; thus the conviction is that they 

have unmistakable responses to the details of the model and not only a me-also hop. 

In the early phases of online shopping consumers were reluctant to purchase clothes 

online as it has numerous restrictions. Be that as it may, today the commercial center 

can vanquish a considerable lot of the restrictions and construct certainty among the 

consumers to purchase online. The most recent two years have seen significant 

improve in online exchange the attire fragment. This investigation is to dissect the 

patterns in online shopping of south Indian consumers in the attire fragment. 
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1. Introduction 

The web has assumed a huge part in our everyday life in 

that individuals can talk through the web to one who is really on 

the opposite side of the Earth, can send email nonstop, can 

look through data, can play game with others, and even can 

purchase things online. In the interim, Internet shopping has 

been generally acknowledged as a method of buying products 

and administrations it has become a more mainstream implies 

in the Internet world. It additionally gives consumer more data 

and decisions to look at product and value, more decision, 

comfort, simpler to discover anything online. Online shopping 

has been appeared to give more fulfillments to current 

consumers looking for accommodation and speed. Then again, 

a few consumers actually feel awkward to purchase online. 

Absence of trust, for example, is by all accounts the significant 

explanation that blocks consumers to purchase online. 

Additionally, consumers may have a need to test and feel the 

products and to meet companions and get some more remarks 

about the products before buying. Such factors may have 

negative effect on consumer choice to shop online.  

This investigation initially gives a hypothetical and 

calculated foundation that outlines the contrasts among 

disconnected and online consumer conduct measure. At that 

point we distinguish some fundamental factors that drive 

consumers to choose to purchase or not to purchase through 

online channel. At last, we draw administrative ramifications of 

how online merchants can utilize this information to improve 

their online stores to be more appealing and get more online 

shoppers. 

 

1.1 Offline and online consumer decision-making process 

The way toward settling on choice are fundamentally the 

same as whether the consumer is disconnected or online In 

any case, one some significant contrasts are shopping 

condition and promoting correspondence. As indicated by 

conventional consumer choice model, Consumer purchase 

choice regularly begins with need mindfulness, at that point 

data search, elective assessments, choosing to purchase 

lastly, and post-buying conduct.  

As far as online correspondence, when customers see flag 

advertisements or online advancement, these notices may 

stand out for customers and animate their intriguing specific 

products. Before they choose to purchase, they will require 

extra data to get them out. On the off chance that they need 

more data, they will look through online channels, e.g., online 

indexes, sites, or web crawlers. At the point when customers 

have enough data, they should think about those selections of 

products or administrations. In the inquiry stage, they may 

search for the product audits or customer remarks. They will 

discover which brand or organization offers them the best fit to 

their desire. During this stage, efficient site structure and the 

appealing plan are significant things to convince consumers to 

be keen on purchasing product and administration. Besides, 

the data sources' tendency may impact purchaser conduct. 

The most valuable quality of web is that it bolsters the pre-

purchase stage as it assists customers with looking at changed 

alternatives. During the buying stage, product combination, 

deal administrations and data quality appear to be the most 

significant highlight help consumers choose what product they 

should choose, or what vender they should purchase from. 

Post-purchase conduct will turn out to be more significant after 

their online purchase. Consumers at times have an issue or 

worry about the product, or they should change or return the 

product that they have purchased. Along these lines, return 

and trade administrations become more significant at this 

stage.  

Every one of the five phases portrayed above are 

influenced by external factors of dangers and trusts. The 

inquiry cycle is a critical part of customer's online shopping 

conduct. The source hazard comes in the phase of data search 

and assessment in light of the fact that the data in the sites 

may contain a few slip-ups. A few sites expect customers to 

enroll before looking through their site. All things considered, 

notwithstanding product hazard, consumers additionally face 
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the danger of data security. Due to the idea of online buying, 

customers accept the danger as they can't analyze the product 

before buying. They additionally face the challenge in the 

installment cycle since they may need to give individual data 

including their Mastercard number. Security issue doesn't stop 

at the purchase stage however proceeds to the post-purchase 

stage in light of the fact that their own data may be abused. 

 

1.2 Online Consumer Decision 

A structure that contrasts online consumer choice and 

disconnected dynamic was created by Laudon and Traver 

(2009), who propose that an overall consumer conduct system 

requires some alteration to consider new factors. At the point 

when consumers need to purchase product, they will take a 

gander at the brand and the attributes of product or 

administration. A few products can be purchased and 

transported effectively online, for example, programming, 

books. Then again, a few products are difficult to choose 

through online channel. Site highlights, firm abilities, 

showcasing correspondence boosts, and consumer attitudes 

are additionally significant, regarding the proposed structure.  

At the point when consumers need to purchase product, 

they will take a gander at the brand and the attributes of 

product or administration. A few products can be purchased 

and transported effectively online, for example, programming, 

books. Then again, a few products are difficult to choose 

through online channel. Site include is one of the significant 

things that can impact consumers to purchase product online. 

For instance, online retailers can utilize high innovation to 

improve their sites so as to impact consumer view of the web 

condition. On the off chance that the site is excessively 

moderate, not traversability, or undependable enough, will 

have contrarily sway consumer ability to attempt or purchase 

products from the site. Consumer involvement in online 

shopping or consumer abilities, which allude to the information 

that consumers have about product, and how online shopping 

works likewise impacts online shopping practices Clickstream 

conduct is another viewpoint that turns out to be more 

significant in the online world. It alludes to the conduct that 

consumers look for data through sites numerous destinations in 

a similar time, at that point to a solitary site, at that point to a 

solitary page, lastly to a choice to purchase. Every one of these 

factors lead to explicit mentalities and practices about online 

buying and a feeling that they can control their buying condition 

through the online world. 

 

2. Influences of Online Shopping Decision  

2.1 Motivations that lead consumer to buy online 

There are numerous reasons why individuals shop online. 

For models, consumers can purchase anything at anytime 

without setting off to the store; they can locate a similar product 

at a lower cost by contrasting various sites simultaneously; 

they sometime need to maintain a strategic distance from 

pressure while having a vis-à-vis collaboration with sales reps; 

they can evade in store gridlock, and so on. These factors can 

be summed up into four classifications convenience, 

information, available products and services, and cost and time 

efficiency. 

Convenience: Experimental examination shows that 

helpful of the web is one of the effects on consumers' 

readiness to purchase online. Online shopping is available for 

customers nonstop contrasting with conventional store as it is 

open 24 hours every day, 7 days per week. Exploration shows 

that 58 percent decided to shop online in light of the fact that 

they could shop nightfall, when the conventional stores are 

shut and 61 percent of the respondents chose to shop online 

on the grounds that they need to evade groups and moaning 

lines, particularly in seasonal shopping. Consumers search for 

products, yet additionally for online services. A few 

organizations have online customer services available 24 

hours. In this way, even after business hours, customers can 

pose inquiries; get vital help or help, which has given 

convenience to consumers.  

A few customers utilize online channels just to escape 

from up close and personal communication with sales rep since 

they pressure or awkward when managing salesmen and don't 

have any desire to be controlled and controlled in the 

commercial center. This is particularly valid for those 

customers who may have had adverse involvement in the sales 

rep, or they simply need to be free and settle on choice without 

anyone else without salespersons' essence. 

Information: The web has made the information getting to 

simpler. Allowed customers once in a while need to contact 

and feel product and administration online before they settle on 

choice, online merchants ordinarily give more product 

information that customers can utilize when making a 

purchase? Customers put the weight on the information that 

meets their information needs. Notwithstanding get information 

from its site, consumers can likewise profit by products' audits 

by different customers. They can peruse those surveys before 

they settle on a choice.  

Available products and services: E-business has made 

an exchange simpler than it was and online stores offer 

consumers benefits by giving more assortment of products and 

services that they can browse. Consumers can discover a wide 

range of products which may be available just online from 

everywhere the world. Most organizations have their own sites 

to bring to the table products or services online, regardless of 

whether they as of now have their front store or not. . 

Numerous customary retailers sells certain products just 

available online to decrease their retailing costs or to offer 

customers with more selections of sizes, hues, or highlights. 

Boccia Titanium, for example, has stores in numerous states 

yet not in Connecticut. The organization offers site to reach and 

to satisfy the need of Connecticut customers to arrange online. 

. Likewise, Yves Rocher, a French organization, doesn't have 

the front store in the U.S. It offers the site so that U.S. 

customers can simply include products they need into the 

online shopping truck and the product will be dispatched to 

their home. In addition, online shopping sometimes offer great 

installment plans and alternatives for customers. Customers 

can choose their installment date and sum in their own 

inclination and convenience. 

Cost and time efficiency: Since online shopping 

customers are frequently offered a superior arrangement, they 

can get a similar product as they purchase at store at a lower 

cost. Since online stores offer customers with assortment of 

products and services. it gives customers more opportunities to 

analyze cost from various sites and discover the products with 

lower costs than purchasing from nearby retailing stores. A few 

sites, Ebay for instance, offer customers closeout or best offer 

choice, so they can make a decent arrangement for their 
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product. It likewise makes shopping a genuine round of 

possibility and expedition and makes shopping a fun and 

diversion. Once more, since online shopping can be anyplace 

and anytime, it make consumers' life simpler on the grounds 

that they don't need to stuck in the rush hour gridlock, search 

for parking space, hold up in checkout lines or be in swarm 

available. Accordingly, customers frequently discover shop 

from the site that is offering convenience can diminish their 

mental costs. 

 

2.2 Factors that impede consumers from online shopping  

Significant explanation that hinder consumers from online 

shopping incorporate unstable installment, slow transportation, 

undesirable product, spam or infection, vexatious messages 

and innovation issue. Business ought to know about such 

serious issues which lead to disappointment in online 

shopping. Security: Since the installment modes in online 

shopping are no doubt made with charge card, so customers 

sometime focus on merchant's information so as to ensure 

themselves. Customers will in general purchase product and 

administration from the vender who they trust, or brand that 

they know about. Online trust is one of the most basic issues 

that influence the achievement or disappointment of online 

retailers. Security is by all accounts a major worry that keeps 

customers from shopping online. Since they stressed that the 

online store will swindle them or abuse their own information, 

particularly their Mastercard. For example, report showed that 

70 percent of US web clients are genuinely stressed over their 

own information, exchange security, and abuse of private 

consumer information  

Immaterialness of online product: A few products are 

more disinclined to be purchased online considering the tricky 

thought of the online products. . For example, customers are 

more opposed to purchase articles of clothing through online 

channel since they get no chance to endeavor or take a gander 

at veritable product. Customers seeing a product on PC screen 

can show a startling effect in contrast with truly watching it in 

the store. In entire, customers can't see, hear, feel, contact, 

smell, or endeavor the product that they need while using 

online channel. Overall, customers need to take a gander at 

the product first and then pick whether they have to purchase. 

A couple of individuals think the product information gave in 

site isn't adequate to make a decision. Online shoppers will be 

astounded if the product information doesn't meet their longing. 

Social contact: While a few customers liable to be 

liberated from sales rep pressure, numerous online shopping 

would feel hard to settle on a decision and subsequently get 

disappointed if there is no accomplished sales rep's expert 

help. Additionally, a few customers are profoundly socially 

associated and depend on other people groups' assessments 

when settling on purchase choice tend. There are additionally 

consumers who sometimes shop at customary store since they 

need to satisfy their diversion and social needs which are 

restricted by online stores. 

Dissatisfaction with online shopping: customers' past 

online shopping experience regularly influence their future 

purchase choice. In online shopping, for instance, they may get 

undesirable product or inferior quality products, product 

matches what is portrayed or anticipated. The product might be 

delicate, wrong, or not working. Some online merchants may 

not consent to discount those products despite the fact that it 

isn't what the customer needed. Conveyance is something else 

that influences online buying choice. Slow or late delivery, for 

example, makes customer leave online shopping. 

 

3. Online purchasing behavior and attitude 

Online purchasing conduct is the demonstration where 

consumers really pay for merchandise over the Internet. 

Numerous consumers are reluctant to purchase online, and the 

greater part abandon their determinations before installment 

happens. For clothing purchases, this dread of buying might be 

identified with numerous factors, including apparent money 

related or product hazard. In any case, because of 

convenience, great cost, and product assortment, consumers 

utilized Internet for product buying just as information search. 

The current exploration plans to find how imaginativeness of 

the consumer is identified with information search and buying 

conduct.  

Customers' demeanor toward online shopping for services 

relies upon knowledge of the specialist co-op and customers' 

involvement in the Internet. Monsuwe (2004) express that 

customers' mentalities toward online shopping was not just 

influenced by usability, value, and happiness, yet additionally 

by exogenous factors like customer character, situational 

factors, product uniqueness, prior online shopping encounters, 

and trust in online shopping. Customers' methodology toward 

online shopping is unequivocally connected with Internet 

acknowledgment. The apparent convenience and saw 

helpfulness decide customers' mentalities toward online 

shopping, in any case, seen value didn't influence client 

acknowledgment of online shopping models. 

 

4. Perception of online shopping  

The consumer's view of their experience while shopping 

online is likewise a factor to consider. At the point when the 

consumer's experience surpasses their desires, there is a high 

possibility they will get steadfast towards that specific online 

shop. This fulfillment depends on various highlights, for 

example, how satisfying the experience was, the manner by 

which smooth the exchange was and the simplicity of 

connection.  

The shopper's observation will likewise change contingent 

upon what sort of product they are hoping to purchase. For 

example, Klein (1998) said that products which require looking 

before purchase, (for example, books) will be unique in relation 

to products that are purchased through encounters, (for 

example, garments). Zhou et al (2007) additionally expressed 

that the online shoppers' discernment will change contingent 

upon the sort of product in light of the fact that the danger 

factors are diverse for each. A few consumers don't shop 

online in light of the fact that they see conventional shopping as 

being something and fun. It improves their temperament and 

transforms into a social movement which they can do with their 

companions. Different factors which may influence the 

impression of online shoppers are: that they are so presented 

to the market, market uncertainty and the situation of rivals in 

the market. Nearly, age Y is extremely appended to online 

shopping and invests their energy investigating and fantasizing 

about online products.  

They are mindful towards deals advancements and are 

affected by VIPs with regards to design. An ongoing 

examination found that practically 50% of the respondents 
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were going through a base ofone hour consistently on online 

retail sites. It was additionally discovered at that point men's 

style has driven more men to partake in online shopping. In 

general, consumers are presently uninhibitedly tolerating the 

idea of online shopping and this wonder is constantly 

developing. Notwithstanding, it ought to likewise be noticed that 

customary shopping is still similarly pertinent to their tailing 

business. 

 

5. Consumer Buying Behavior is Influenced by the Major 

Three Factors:  

A. Social Factors 

Social factors allude to powers that others apply and which 

influence consumers' purchase conduct. These social factors 

can incorporate culture and subculture, jobs and family, social 

class and reference gatherings. 

 

B. Psychological Factors  

These are internal to an individual and produce powers 

inside that impact her/his purchase conduct. The significant 

powers incorporate intentions, observation, learning, demeanor 

and character. 

 

C. Personal Factors  

These incorporate those viewpoints that are extraordinary 

to an individual and impact purchase conduct. These factors 

incorporate segment factors, way of life, and situational factors. 

 

6. Advantages of Online Shopping  

Online shopping is a type of electronic business whereby 

consumers straightforwardly purchase merchandise or 

Services from a vender over the Internet without a middle 

person administration. 

 Easy to Find: Finding a product online is a lot simpler 

than searching for it in the nearby store. You can look 

through any product effectively by utilizing the internet 

searcher highlight of an online shopping site. 

However, in store you need to search for it until you 

discover it.  

 Products can be cheaper: Sometime a product can 

be a lot less expensive in another nation than your 

nation. For this situation it is savvy to shop online to 

set aside some cash.  

 Save time and energy: You don't need to burn 

through your time in going to store and standing 

before the group.  

 Freedom of choice: Freedom of choice is extremely 

high in online than shopping from a close by store. In 

online you can pick the product you are looking, from 

an immense scope of products.  

 Freedom of price flexibility: You will appreciate the 

opportunity of value adaptability. In the event that you 

don't care for the cost of a product from an online 

shop, you can change to other online store to search 

for less expensive cost.  

 High satisfaction percentage: Presently a day 

shopping online is truly dependable. The level of 

fulfillment is high.  

 Buyer protection: Reliable sites like EBay give 

purchaser assurance to propel individuals to purchase 

from their site. This exceptionally believed sites will 

give your cash back if any dealer doesn’t convey the 

thing or convey a thing which doesn't coordinate with 

the depiction.  

 Rare product: Shopping online is valuable in 

purchasing uncommon products.  

 Privacy: There are a few products which you would 

prefer not to purchase openly. You can purchase any 

sort of product from online web store namelessly to 

keep up your ideal security. 

 E-business: The advancement of online business is 

really helping a great many individuals. Presently 

individuals can purchase and sell from their home. 

Individuals who can't stand to purchase or lease a 

shop, can without much of a stretch open an online 

store and sell things from their home. This is 

assuming a significant part in lessening the 

joblessness rate. 

 

7.  Disadvantages of online shopping  

 Delay: The primary drawback of online shopping is, 

you can't get the product right away. You need to hold 

up until the product shows up. Sometime it is smarter 

to have a thing in a split second than continue 

hanging tight for it for a long time. I would like to 

purchase a thing immediately if the conveyance time 

is excessively long.  

 Inferior product: You don't think about the real 

nature of the product. Sometimes the depiction of the 

product may be not quite the same as the real 

product. Thus you may wind up with sub-par quality 

product.  

 Shipping Charge: Shipping charge and shipping 

delays are one of the fundamental weaknesses of 

shopping online. Things are commonly less expensive 

in online web store. In any case, sometime the 

expansion of transportation charge makes the value 

comparable or more costly than your close by nearby 

store.  

 Delivery Problem: Sometime you may confront 

Delivery hazard. Conveyance hazard happens when 

the merchant neglects to convey the first product or 

conveys a harmed (mediocre/copy) product because 

of transportation issues.  

 Shopaholic: Since it is exceptionally simple to look 

and purchase changed things effectively and rapidly 

from online, numerous individuals winds up being an 

online shopaholic. That implies they purchase an 

excessive number of things they really needn't bother 

with. Online Shopaholic individuals thinks they are 

setting aside cash on the grounds that the cost is low 

when you shop from online, however sometime it's 

really a waste since you needn't bother with them.  

 Scam: As online shopping is turning out to be 

extremely normal the quantity of online trick and 

misrepresentation is additionally expanding. This is 

the reason a purchaser ought to consistently purchase 

from confided in sites simply because believed sites 

would deal with any extortion to keep up their 

notoriety.  
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 Some items are better to buy from the real Store: 

You wouldn't care to purchase any apparel products 

since you won't have the option to know whether they 

will look great on you or not.  

 Return problem: Restoring a thing is troublesome in 

the event of online shopping. In spite of the fact that 

merchant acknowledges sells return, they for the most 

part need the thing inside a brief timeframe and you 

likewise need to pay for the delivery charges.  

 Warranty issues: Numerous electronic things are 

sold without global guarantee. So connect with the 

dealer to check whether the thing has global 

guarantee or not. 

8. Conclusion  

The web has offered ascend to incredible potential for 

organizations through interfacing all around the world. In the 

event that online buying stills more issues emerging 

exceptionally for clothing. Each consumer has confronted 

number of challenges. In view of discovering it is inferred that 

online shopping is getting well known in the more youthful age. 

The primary obstruction during the time spent online shopping 

is the security issue and low degree of trust on online stores 

thusly; venders need to make appropriate techniques to 

expand the consumer's degree of trust on them. 
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