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Research Question

In this written statement, I will be producing a written statement cantered on a question that I would like to investigate. My research question is How does the Online World affect people’s consumerism behaviour? 
I chose this research question because this topic is of great interest to me. I believe that with the boom of online shopping and online banking in our current era, that people’s perspective of shopping, and or purchasing items for their day-to-day life has greatly changed; whether it’s a change of how people manage their money i.e. cash or card, or how people generally buy stuff nowadays whether they prefer to buy things online or in person. 
Value
I believe that the inherent value of this research question is that it gives businesses small or big, an idea of what a majority consumers prefer when it comes to purchasing their products. This way they properly prepare their businesses to target this majority and in turn earn more revenue. 
The channels (online or physical) which a consumer will make a buying decision are dictated by their behaviour. Everyone makes decisions differently, which is why consumer behaviour is so interesting and important. However, its distinctiveness does not exclude investigation and forecasting. It lays the responsibility on the product and service providers to undertake the necessary research and grasp the behaviours of their target market and individual consumers.
Understanding and exploiting the decision-making process itself is tied to consumer behaviour. When a customer begins the purchasing process, they exhibit certain behaviours. They do things, sense things, and think about things. These feelings, ideas, and actions can be directed or "supported." 
The ability to comprehend consumer behaviour is what allows a provider of goods or services to assist a customer in making an appropriate decision.
In essence, this allows the businesses to:
Improve Marketing
Product and service companies may improve their marketing and communication by knowing customer behaviour better. A sports equipment business, for example, may have discovered that more of its customers purchase their items online rather than in-person. They may then utilise this knowledge to improve their online product promotion.
Customer Loyalty
By getting to know their client base, businesses may adapt to their customer habits that is especially tailored to their needs. Therefore, customer satisfaction will rise, which will increase advocacy or even loyalty.
Improve Perspective on Customer Service
Understanding consumer behaviour may help firms provide better customer service, which is an essential component of every business. Businesses may enhance their customers' image of their brand by implementing behavioural adjustments that are more understood by the consumer. For instance, you could want to look into the cause of a high volume of complaints regarding deliveries that are running late. You could find that there are problems with your delivery routes or shipment schedules. After determining the issue, you may take the necessary action to resolve it so that your clients receive their orders on schedule.
These are some of the examples I find that gives value to my research question.
Research Approach
My chosen research approach for this written statement is mixed methods. To capitalise on the advantages of other research methods, mixed methods research methods deliberately integrate or combine rigorous quantitative and qualitative research methodologies. Mixed method approaches enable me to employ a variety of methodologies and gain a more thorough understanding of issues and potential solutions by combining inductive and deductive reasoning, as well as a complementary approach that optimises the strengths of both quantitative and qualitative data types. Mixed approaches may be used to provide a solid description and interpretation of the data, increase the interpretability of quantitative results, or appreciate the broader significance of qualitative findings from small samples.
Data Collection Method
I will be primarily using the secondary data collection method for this research. Secondary data collection is a research method that takes information out of already pre-existing data, using these data I will be able to garner a sample size and compare with other data that I have gathered to make a more through conclusion. The fundamental advantage of secondary research is that most material is widely available, particularly from internet sources. Secondary research sources, such as government archives, e-books, academic databases, online libraries, journals, and online articles, can be used to obtain information on any topic. It enables the researcher to obtain a large dataset while conserving time. Since no direct data is being collected from an actual population, secondary research is cheap. 
Not to mention that it helps me identify knowledge gaps on my research question. In other words, it may be used to produce first concepts before to the start of a more thorough investigation and the gathering of primary data.
However, I will also be using primary research method, in order to get a more personalised set of data. I will be creating a survey for my peers to get their opinions over my research question, and then be able to gather and compare data I gathered from them and from the pre-existing ones I find.
Sampling Method
For my sampling method I will be using a Non-probability sampling method called Voluntary response sampling. Voluntary response sampling is mainly based on ease of access. Participants choose to participate rather than being chosen by the researcher and contacted immediately. However, because some people are inherently more inclined to volunteer than others, voluntary response samples are unavoidably, if not entirely, biased.
Using this sampling method, I will be conducting research through a survey which I will be sending out to my university peers. The data I gathered from this survey will be the main sample size of my research.


Research Techniques

Secondary Research
Online shopping has grown in importance as a channel for customers over the past almost two decades due to the Internet's and e-commerce's rapid expansion. With the internet being more and more accessible for everyone, it’s not a surprise that purchasing items via online means has also significantly grown these past years. The Covid era is a very significant point for this as well, with physical shops being down due to the pandemic, consumers have adapted using the online platforms available.
Internet Users who bought or ordered goods or services in the previous 12 months by age group, EU, 2010-2022 (Eurostat, Statistics explained Feb 2023)
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This chart visualises the findings of e-commerce in 2022, a topic included in the annual ICT (information and communication technology) survey of households and individuals in the European Union (EU). The word "e-commerce" refers to the private online purchase of goods and services. 
The data collected above shows that online purchases have made a steady incline in popularity and use. Specifically, from ages 25-44 years old. We can see from this chart that e-commerce use has increased each year, which could be attributed to the growth of the online world, particularly social media, and easily accessible devices which can connect to the internet such as computers and phones. 
However, we can also deduct from this chart that individuals particularly aged 55-74 has used e-commerce less than the younger audiences over the years, this could mean that older audiences might prefer physical purchases due to habit or familiarity.
With the rise of social media more and more creators and businesses have turned to promoting their products or services whether personal or sponsored through their channels to sell to their audiences. Consumers may find it appealing to purchase a good from an individual they actively follow/watch. A good example of this would be KSI and Logan Pauls Prime Energy Drinks which is estimated to have sold over £1.2 Billion in 2022. 
Primary Research
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https://docs.google.com/forms/d/e/1FAIpQLSd3wPEZNXiHH14MMZpqPRdBmzb1KBlmcOT2tJfeuTPKLXYMZQ/viewform 
Results:
[image: Forms response chart. Question title: How old are you?. Number of responses: 9 responses.]
[image: Forms response chart. Question title: How often do you use Online Shopping?. Number of responses: 9 responses.]
[image: Forms response chart. Question title: Physical Shopping vs Online Shopping. Number of responses: 9 responses.]
[image: Forms response chart. Question title: Do you prefer using Physical Money or E-Money (Online Payments) When it comes to buying goods?. Number of responses: 9 responses.]
[image: Forms response chart. Question title: How often do you buy products you&apos;ve seen promoted on social media?. Number of responses: 9 responses.]
[image: Forms response chart. Question title: Do you prefer buying items with reviews in contrast to items with no reviews?. Number of responses: 9 responses.]



Video Elevator Pitch

[image: 3 Min Video Present]
https://youtu.be/LQyafS6GBj8 - Video Link
Reflection:
Reflecting on the Elevator Pitch, I have garnered feedback saying how I should have used more slides to visualize what I am trying to convey, which I agree with, I believe that I should have added more visualisation in order to attract my audience and make sure that they are listening to what I am saying. I believe that I should have also tried to add more engaging questions so that I can keep my audience’s attention on me. In addition, some of the feedback from my peers compliments my clear voice and engaging tone of voice.  
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Introduction

How the Online World affects
Consumerism Behaviour

This poster will explore my inifial
analysis and the conclusion of my
research.

Method

Secondary Method —Research
already available data and
compare.

Primary Method — Create @
Questionnaire and ask my peers fo
answer and gather data.

These graphs visualizes the data | gathered from me peers. The first graph indicated the age groups vith 13—
24-year-0ids being the majorty. The second graph indicates that 66 75% of my peers prefers Physical shopping
‘over online where only 33.3% voted fo oniine. This data shows that Physical purchases may st be the popular
consumer choice even in he era o technological advancement The third graph shows that over 556% uses
online shopping frequently vith 44.4% using it but ot as much, this ndicates that 100 of my peers DOES use
oniine shopping athough thir frequencies difer. The fourth oraph shows that 66.7% prefers using E-Money
(GooglelApple PaylBank Cards) over Physical which only garmered 33.3% uhen i comes {0 buying goods. This
s nteresting fo know as physical money is begining 1o be used less and less n favor of Cards and Online
Payments such as Google/Apple pay, The ffh graph showcases that over 66.7% NEVER buys items theyve
seen actively promoted on social media, while only 33.3% says they sometimes do. This data shows that even
though social media has gathered a ot of atenion from businesses in regards with sponsorships and whatnot,
it seems that fhe vast majoity.of consumers doesn't realy get airacted by ths marketing tactc. Final, the
sixth graph st % does not really care if a product has reviews or not, while 44 4% actively
needs a productto have 3 review before they could think about buying i

Conclusion

In conclusion, I believe that the online world
has greatly affected the consumers
purchasing habits. With it being more and
more accessible and being a far easier
method of shopping, it's not unbelievable to
say that the onl
consumers with choice, product information
and ease of use.





image1.png
L%

U

g

M EU W 1624 years M 2534 years M 3544 years M 4554 years M 5574 years




image2.png
How the Online World Affect
Consumer Behaviour

Lorenzo Ramon 2101025

1.ramon8251@gmail.com Switch accounts &
£ Not shared

* Indicates required question

How old are you? *

O 1824 Years
O 2529 Years

O 30+ Years

How often do you use Online Shopping? *

O ofen

QO Notthat Often

O Never

O Aways

Physical Shopping vs Online Shopping *

QO Physical
QO online

Do you prefer using Physical Money or E-Money (Online Payments) When it R
comes to buying goods?

QO Physical Money

O E-Money

How often do you buy products you've seen promoted on social media? *

O ofen

O Onceinawhile

O Never

Do you prefer buying items with reviews in contrast to items with no reviews? *

(O Need the reviews

(O Reviews doesn' bother me




image3.png
How old are you?
9 responses

@ 18-24 Years
@ 25-29 Years
@ 30+ Years





image4.png
How often do you use Online Shopping?
9 responses

@ Often

@ Not that Often
@© Never

@ Always




image5.png
Physical Shopping vs Online Shopping

9 responses

@ Physical
@ Online





