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TOPIC: 
Price Promotions and Student Consumption: A Quantitative Analysis of Seasonal Sales and Student Discounts on Online Shopping Behaviour
DATABASE
Source:
· All college/university students in UK
Method:
· online questionnaire
· 150 student respondents
Sample Criteria:
· Age – above 17
· Undergrad and postgrad students
· Currently enrolled
· Have internet access and ability to shop online
· Exposed to promotional offers
BACKGORUND
The expansion of e-commerce has significantly transformed consumer purchasing patterns, particularly among university students who are active online shoppers. Retailers frequently use price promotion strategies such as seasonal sales and student discounts to attract this segment. These promotional offers can influence students’ purchasing decisions, spending habits, and frequency of online shopping. Therefore, it is important to quantitatively examine how seasonal sales and student discounts shape students’ online shopping behaviour
RESEARCH AIM
The aim of this study is to quantitatively examine the impact of price promotion strategies, specifically seasonal sales and student discounts, on the online shopping behaviour of university students
RESEARCH OBJECTIVES: 
1. To examine the influence of seasonal sales on the online shopping behaviour of university students.
2. To analyse the impact of student discounts on students’ online purchasing decisions.
3. To investigate how price promotions affect the frequency and spending patterns of students in online shopping.
RESEARCH QUESTIONS
1. How do seasonal sales influence university students’ online shopping behaviour?
	2.	What effect do student discounts have on students’ online purchasing decisions?
	3.	How do price promotions affect the frequency and spending habits of students when
THERORY IDENTIFIED
This study is guided by the Theory of Planned Behavior, which suggests that individuals’ behaviour is influenced by their attitudes, subjective norms, and perceived behavioral control. In the context of this research, seasonal sales and student discounts may influence students’ attitudes toward purchasing and increase their intention to engage in online shopping.
CONCEPTUAL FRAMEWORK
Independent Variables:
Seasonal Sales
Student Discounts
Dependent variables
Online shopping behaviour of students 
· Purchase frequency
· Spending level
· Impulse buying
This study is based on the Theory of Planned Behavior, which suggests that individuals’ behaviour is influenced by their attitudes, perceptions, and intentions. In this research, seasonal sales and student discounts are considered promotional stimuli that may influence students’ attitudes toward purchasing products online. These price promotion strategies can increase perceived affordability and encourage purchase intentions among students. Therefore, the conceptual framework proposes that seasonal sales and student discounts influence the online shopping behaviour of university students.
