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ONLINE PURCHASE INTENTION: A STUDY ON
CONSUMER BEHAVIOUR IN INDIAN DIGITAL
ENVIRONMENT

Sriram K.V, Milind Arora’, Kshitij Varshney, Giridhar B Kamath*"

ABSTRACT

‘With a potent market like India, where preference s given to a convenient
lifestyle, the now happening digital revolution means that Indian marketers and
‘purchasers have begun to understand the importance and advantages of utilizing
‘online shopping platforms. Digital marketing affects the purchasing tendencies
‘and intentions of people. This research aims to recognize the factors influencing
Tndian customers' frame of mind towards shopping on the internet. following
digital marketing, the results of which will be useful for the benefit of both
‘marketers and consumers. Based on the Theory of Planned Behavior, constructs
and variables such as Perceived Behavioral Control, Subjective Norms, and
Attitudes, as well as India-specific factors (covers several socio-economic
factors) are examined and analyzed in this study. Two key variables. online
buying intentions, and online purchases, are included in the research. The
results show that online purchase intentions is the most significant variable
converting to online purchases. Out of the other factors, subjective norms
positively affect online buying intentions the most, while perceived behavior
‘negatively affects the same. The study highly reflects that digital marketing and
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influencing people’s intentions to
purchase online and to_construct a
TPB model The TPB model
incorporates ATOP, SN, PB, OBL
and OP to forecast people’s online
‘buying behavior.

TPB is a widely used theory in
the online consumer behavior context
(Aghdaie et al. 2011
‘Anantamongkolkul et al. 2020;
Cheung. Chan, and Limayem 2005).
explaining  consumers’  buying
intentions _ conceming digital
‘marketing. The TPB explains human
actions, trying to predict of measure a
particular type of behavior. Previous
studies indicate that social norms,
behavioral attitudes, and perceived
behavior, positively impact
consumers’  purchase  intentions.
According to the findings, customer
attitudes regarding online shopping

‘M,Mk

sumpce s
(Socatnuecs

have an effect on their intentions to
shop online. Compatibility, relative
advantage, and subjective norms are
other significant considerations
(Anantamongkolkul et al. 2020;
Zendehdel, Paim and Osman, 2015).
Additionally, social pressure is
seen as a function of normative views

activity, consumers should be more
inclined to engage in online shopping.
According to control beliefs, "an
individual's actual action is contingent
‘upon his or her belief that he or she
has control over the behavior” (Erten
2002). Additionally. George (2004)
asserts that those who have a more
positive view of their abilities are
‘more inclined to engage in the actual
conduct (Chumsakwinit, 2021).

Figure 1 Proposed Model of Factors Influencing Online Shopping Behavior
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marketing ways of the future, the
consumer being able to get a feel for
how the product actually looks quite
easily, while sitting anywhere, at
anytime This contrasts with other
showcasing  platforms:  digital
‘marketing is 2 standout amongst the
most moderate media in promoting
any product. Gone are the days when
one was buming through thousands
and lakhs to get an advertisement
imprinted on the first page of the
paper. With advanced media,
advertisement has become 50 natural
Even a startup wanting everyone to
become aware of their innovations
can market their new venture via
social media, reaching a large number
of peaple instantly
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Abstract

‘With a potent market like India and the preference being given to a convenient lfestyle
and the now happening digital revolution. Indian marketers and purchasers have started to
understand the importance and the advantages of utilizing the online shopping platforms.
Digital marketing is what affects the purchasing tendency and intentions of people. The
‘motivation behind this research is to recognize the factors influencing Indian customers'
frame of mind towards shopping on the internet along the lines of digital marketing to use
it for the benefit of both, the marketer and the consumer. Based on Theory of Planned
Behavior, constructs/variables like Perceived Behavioral Control, Subjective Norms,
Attitude and India-specific factor (covers several socio-economic factors) were examined
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