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Original Research Paper

A STUDY ON THE SHOPPING TRENDS OF THE CURRENT

GENERATION

: Dept. of Commerce Padua College of Commerce and M
Ms. Mitchell Dias 4

anag Ement' Naﬂth 5
Mangalore %

! Dept. of Management Padua College of Commerce and Mana emen
Ms. Seema Pereira Ma?wgalore g 9 gement, Nap,

LUy 3 Xq @ The word 'shopping' is heard and experienced by peopleinall \fualks of life, E_arlier shopping meant g

goingout, and buying things but nowwe have gotonline shopping wherewejustsitathome and brows

linour phones or laptops and these things will be delivered to our door step.In olden days shopping was only meant for sp,
like festivals, weddings, functions etc. but these da

ys shopping has become a routine ritual. Again buying things a few yea
having a lot of cash with us but now economy has developed to an extent that we have got options like EM, great discounts,; 5
'goodsatlow price etc.

Inthis research paperwe are conducting an extensive stud
theadvantagesanddisadvantagesononlineshopping.

yonthe shnppingtrendsofthedifferenlpeople.Wearealsogoi_ngtdhfg _

KEYWORDS : Shopping, Online, Offline, Economy

Introduction
Thetraditionalmeaning of
goods from a shop,

on selected consumers in Mangalore Re
the word shoppingis an action of buying secondary sources are used for the colle
but in a current day this meaning is slightly
changed as we do not haye to visit a shop to buy things. With the
invention of internet shopping has become a hobby rather than a Generation. 4
necessity. The trends of shopping have changed overtime, Basically i
there are two types of shopping online shopping and offline Comparisonofonlineshoppingandofﬂineshopping :
shopping. Online shopping is where we shop for things on the Online shopping majority of the time does not give us grantee
internetin our phones or laptops.We do not physically visit the shop quality, size and the color of the productas what may be sean onth
for purchase whereas offline shopping is a traditional shopping screenmay notturn out to beareality plustangiblefeelofthego' '3
wherewephysicailygoloashopandbuythenecessarythings. is lacking, but when it comes to shopping in the shop [oﬁll%

gion. Bath the Primary 3
ction of data. We haye
Random sampling method. The study being descriptive In na

an attempt is made to study on the Shopping Trends of the Curre

. shopping) majority of the time we are guaranteed of the quality, s
There are advantages as wel| as disadvantages in both online and and color of the product and the added advantage is we get
offline shopping. In our research paper we are going to study the

. touchandseethe reality of the quality of the product, i
shopping trends of the current generationandalso study the online
market.

o . degree of skill which is to sdy we need to download the appan
ObjEﬂ!\fES _ register ourselves by giving a lot of details, This may not be ide;
Themajor objectives of our study are: option for a person who s not well versed with computers, by
*  Tocompareonline shopping and offline shopping shopping offline there are no such problems Wwe just need to go :
* Tounderstand people's perceptionson shopping shopand buytherequired product,

*  Tostudytheadverse effect of online shopping on offline shops '

*  To suggest measures to improve online shopping and offline Majority of the products fo

shopping

that all those products
Literature Review

Rao and Natarajan (1994), analyse that in India technology ranges
from bullock cart with modern wheels to space satellite capability. In
Indian market is a mixed market with lot of variations and diversity
for consumer products. Income cannot define the buying behavior pestering us plus
of the person, the purchasing power of the individual is based on a
lot of things like cultural conditions, social status, location, etc. there
is lot of potentialin Indian economy. The trend of market chan gesas
per the fads and fashions of people.The majority sold goods are the

consumer goods which are brought by people by all the income
groups.

Raman(1984), says that market need not be a physical place,
communication with the buyer and seller through other means like
telephone, cable, telegraph, etc. can also marked as markets, The  When shopping in sho
major buying problems are the size, style, quality, quantity, price, deemed to be the bj
time of purchase, etc. A change in fashion also causes the changein bargaining power cann

the market and the sudden change will cause serious cause for the
marketers for certain products,

Ps we have 5 bargaining power which i
rth right every Indian shopper byt th
otbeusedwhenshoppingonrine.

Theadverse effectof online sho

It is believed that online shopping does haye an
Research Methodology the shops in the market. As we see these days it is
Torealize the objectives of the study, adirectinterviewisconducted  online andthere are also stores online
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!_Pficcs are slashed to a great extent in online shopping added to all
‘theother advantages online shopping has a upper hand over offline
shopping.This has a great negative effect on the shops inthe market
because people prefer shopping online as compared to offline
shops. As the prices seemingly are less people buy more products
online because of which the stores offline are suffering.

Findings
\iThe Important findings of our survey are:
= 60% of our respondents prefer shopping in the traditional way

-

'r‘ rather than online shopping because only 40% of the
i respondents actually like to shop online. The reason for this
o might be due to the technological inconvenience and lack of
=  knowledge.

;‘i- All the respondents have tried online shopping one time or the
" other. This might be due to the curiosity of the respondents to
3 experience a new and easier way of shopping.

;"?_' Half of the respondents use the online market to buy electronic

goods whereas the other half respondents use this online portal
to buy clothes and fashionable items. This mightlead us to think
that people prefer to buy mainly electronic items and clothes
through online market.
70% of the respondents were influenced by advertisements to
shop online whereas 10% of the respondent's friends prompted
them to go for online shopping and the remaining 20% of the
respondents by themselves were motivated to opt for online
markets. Thus, advertisements have great impact on the
decisionmaking of the people.
«  Majority of the respondents informed us that they have not
encountered any problems while shopping online but
remaining minority of 40% of the respondents claimed that
they have encountered some sort of problems while shopping
online,
Out of the few respondents who have encountered problems
while shopping online 90% of the respondents sadly informed
us that these problems were not solved and the sellers did not
make any attempt to rectify the problems. Only 10% of the
respondent's problems were solved.
80% of the respondents have never returned product which
they brought online even if there were some defects or if they
were not happy with the products and only 20% of the
respondents have returned the products which they brought
forsome reason orthe other.
The majority of the respondents who tried returning their
products found the return procedure tedious and only a few
respondents did not face any problems while returning the
product. This might be the reason for respondents as not to
return the products because they findthe proceduresdifficult.
Amazon is the most preferred and liked online shop which is
followed by Flipkart because 70% of the respondents prefer
using Amazon for their online shopping needs and 20% prefer
Flipkart and the remaining 10% of the respondents use other
shopping markets like Myntra, Jabong, etc.
60% of the respondents use cash on delivery method to make
their payments for online purchases, 30% of the respondents
use debit cards to make online payments for online shops and
10% of respondents use others avenues like credit cards,
paytm, etc.
+  Majority of the respondents believe that prices of the product
found online are moderate and the few respondents believe
that the prices of the products are low as compare to the offline
markets. None of the respondents believe that the prices are
highinonline market.
v 75% of the respondents had only good experiences by using E-
Marketing, wherein 25% of the respondents informed us that
they have bad experience using E- Marketing because of which
they are shying away from online markets.
95% of the respondents are completely satisfied with the
quality of products which are purchased online and only a
handful(5%) of the respondents are not satisfied with the
quality of products which are purchased online. One conclusion
we can derive from this point is qualitative products are sold

e
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online,

* According to 70% of the respondents privacy is the most
important factor of online market, according to 20% of
respondents security is the most important factor of online
market and the remaining 10% of the respondents believe that
variety isthe mostimportantfactorof online market.

Suggestions

Below are the recommendations:

* Offline marketers have to attract the attention of people by
using innovative and attractive window display. An attractive
window display grabs the attention of people and alsoincreases
their curiosity which leads them to enter the shop and
ultimately buythe product.

+  Offline shops should follow the pricing strategy used by the
online marketers because the less the prices of the product the
more the sale. Shops also should regularly give discounts so that
people will feel that they have benefited by their purchase.

+ Extensive advertisement should be followed by the shops,
when there is huge publicity people tend to be attracted to the
product of shops. Innovative measures have to be initiated by
the shopstoattract customers.

+  Asoureconomyis developing and the trend of going cashlessis
increasingly becoming popular with people it is necessary for
the shops to accept both cash as well as different kinds of cards.
This will increase the ease of shopping ultimately increasing the
number of shoppers for offline shopping.

«  [tisveryessential to have excellent and trained sales persons on
the premises of the shops. A talented sales person has a
possibility of increasing the customer based of the shop
ultimately leading to the increasing the sales.

«  Generally whenwe buy products onlinein addition to the prices
of the products we require paying delivery charges. Even
though the price of the product is less the delivery charges are
high. This simply adds to the price burden thus, delivery charges
should be completely removed or at least minimized to a great
extent.

- In offline marketing usually there is a problem of receiving
goods with defects and damage and the return procedures are
difficult and burdensome thus, marketers should inspect the
goods properly and also pack them securely and dispatch them
and the return procedures should also be simplified.

. As online market has been recently gaining importance and
publicity, more and more people are opting for online market
but unfortunately online products are not accessible to all the
places thus, the accessibility should be improved so that people
from remote places can also enjoy online shopping.

« Training should be provided to the delivery personnel and
delivery centers so that they provide excellent service to their

customers.

Conclusion
Ignoring online shoppingis like starting the business but not telling

anyone. Online shopping has become not only a trend also a
necessity but are we loosing the traditional emotional touch which
we have with the shop keepers. The relationship which is present
with the vendors is not possible with the online shopping. After our
extensive study we come to the conclusion that both online
shopping and offline shopping have both advantages as well as
disadvantages. A smart person is one who uses the best of both the
markets. The surviving ability of both these markets depends on

complimenting each other.

Questionnaire

DearRespondents,
We—Mitchelland Seemaare conducting asurvey on,"Astudy onthe

Shopping Trends of the Current Generation”. We reguest you to
kindly give us yourvaluable time to fill this Questionnalrle.Weassure
you thatthedata provided by you will be kept confidential.

1. Name:
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2. Gender: .
3. Theusualmethodofyourshopping
a)Online shopping b)Offline shopping
4, Haucyouevertriedonlincshopping?
a)Yes b)No "
5. Thedifferentthings you buythroughon ncozhers
a)Clothes  b)Electronics  ¢)Grocery d)
6. Whichdoyoupreferisbetter G
a)Onlineshopping  b) Offline shopping )
7. The advantages and disadvantages of Online shopping
accordingtoyou are

BTheadvantagesand disadvantages of Offline shopping
according to you are

9. Who prompted you to shop online? .
a)Friends  b)Advertisement  ¢)Selfd)Others (Specify)

10. Haveyou E.:ncountcred any problems while shopping online?

a)Yes b)No c)Sometimes
11. Ifyes, hasyour problem solved?
a)Yes b)No c) Sometimes

12. Haveyoueverreturned aproductafter buyingitonline?

a)Yes b)No ¢) Sometimes
13. Ifyes,was the return procedure easy
a)Yes b)No c)Sometimes

14. The frequentonline shop you buy from
a) Flipkart b)Amazon c¢)Myntrad)Others (specify)
15. The paymentmethod used by you for paying online
a) Cash b)Debitcard  c¢)Creditcard d ) O thers
(specify)..........
16. Thepricesinonline marketare
a)Low b) Moderate c)High
17. Haveyouhad any bad experiences whilst using E-marketing?
a)Yes b)No ) Sometimes
18. Howisthe quality of the product
a)Satisfactory  b) Dissatisfactory

19. What do you believe to be of most importance,

to a Website
user?

a) Privacy b) Security c)Variety d) Others..........
20. SUggestions......c.vuvvviriviveesiessin TP e
Thankyou Signature
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