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[bookmark: _Toc15980206][bookmark: _Toc15736349]1.0 Introduction
 Online shopping is the act of buying things from online platforms. Online shopping is believed to be one of the most used trends in the E-commerce business in the world today. People have started believing that it is slowly beginning to replace the establishments of retail. Other call it "the mall without walls." There are various reasons as to why people purchase things online, the most prominent is time efficiency (Bigné‐Alcañiz, Ruiz‐Mafé, Aldás‐Manzano & Sanz‐Blas, 2017). Also, there are a variety of businesses known globally for E-commerce business such as Amazon, Alibaba, Taobao and Shop.com. Research studies that have previously been conducted regarding this has been mainly because there is a growing significance. Also, there is a lack of target research when it comes to an understanding of the perception of students regarding online shopping. Furthermore, research has indicated that students are the driving force behind shopping online. Discussing this topic as a team, we decided to focus on the relationship between students and online shopping. After analysing and brainstorming on the topic, we decided to try and figure out the reasons why students shop online and why online shopping is so popular among them. Also, if they get satisfied with the items that they purchase online. Conducting this research will be of considerable significance to the retailers as they would now understand how best to target students while selling and marketing their products.


[bookmark: _Toc15736350][bookmark: _Toc15980207]2.0 Aims and Objectives
The primary aim of the research is investigating and explore the perceptions of students on online shopping. The fact that they attend universities and sit in lectures is common for students to have their laptops all the time surfing through different retail platforms which in turn inspired to conduct this research topic on online shopping with our primary audience being students. The specific questions of interest in the study include, why they shop online, how frequently they do, what items are mainly purchased online, and whether or not they get value for their money.
[bookmark: _Toc15980208][bookmark: _Toc15736351]3.0 Background.
Going back to the late years of the 20th century, there has been a significant revolutionary enhancement on the internet as well as computing technologies. This has done many businesses to shift from using the paperwork systems to computerized projects, thus improving the efficiency and diversity in the workforce. Due to the fast growth of the internet, e-commerce businesses have leveraged the opportunity by aiming to gain a competitive edge using an e-commerce approach while interacting with consumers. Through a better understanding of the topic, the literature review also seeks to analyse how most people are moving towards online shopping by understanding their shopping behaviours. 
According to Novotny (2019), online shopping gives the buyers an opportunity to shop24/7 and pollution-free shopping as unlike retails; they don't have to wait in line or for the shop assistant to help (Novotny, 2019). They have the power to control their own shopping procedures. Another primary reason why people shop online shopping is that they offer cheaper deals compared to retails purchase. When it comes to online shopping, the consumer can freely compare the prices and purchase the one with the lowest price and best quality. Consumers behave in a heterogeneous manner while buying online. When it comes to an understanding of the behaviors of consumers to online shopping, there must be various reasons to encounter why people choose to move to online shopping. Mostly, the reasons are customization, personalization, experience and rationality. Staff 2014 referred to one of the economic concepts, rational behavior where people make choices that lead to the most optimal levels of utility or benefit for individuals. This concept applied to online shopping proves that online shopping offers excellent benefits to the costumers where they could not have experienced from retail establishments. As mentioned previously, one of the reasons why people shop online is because of value and convenience. Consumers shopping online look up a product and pay online. Sometimes they even find a lower price for a similar product in retails stores. Considering rationality is a vital factor for many consumers’ behavior, this can explain the reasons as tow why most people are moving this direction because they get a greater value. 
Ho and Bodoof (2014) have also added that personalization and customization play a significant role in understanding the behaviors of consumers. There are many goods that customers order online where they can personalize in the most favorable way they prefer. In multi-million dollar industries like makeup, automobile and clothing accessories, they provide customization services to the consumers (Ho & Bodoff, 2014). A good example Nike which has its own exclusive shoe customization online service known as "NikeID" and on the makeup industry consumers can have their foundations customized, known as custom blend which can in turn match up to their skin tone and improve the health wellbeing of their skin simultaneously. Customization is vital while understanding consumer behavior. 
While understanding the overall behaviors of consumers towards shopping online, it is also important to understand the behaviors of students as the essay will focus primarily on their perceptions. It stated that in the current world, the internet is not used only for networking media but also as a global means transaction for customers (Delafrooz, Paim & Khatibi, 2010). Statistics have proven that up to 627 million shopped online in 2006, and the number is expected to continue growing. According to Goldsmith and Flynn, students are driven by online shopping benefits, online shopping rates and personality nature while shopping online (Goldsmith & Flynn, 2004). Every student has different personalities in online purchase, but most of them expect to purchase in a timely and efficient way to achieve their goals in less time of irritation. Convenience is the main factor that motivates the behavior of students while buying. Good selection, good price deals, availability, impulse and fun, and a wider selection of retailers are also reasons why students shop online. And while they sometimes do not get what they expected while shopping online, this happens on rare occasions as in most cases they get value for their money.
[bookmark: _Toc15980209][bookmark: _Toc15736352]4.0 Methodology
The research involved a survey of 40 people and interviewing four people one on one. Internet habits is a reflection of rising trends among college students. We used quantitative and qualitative methods while conducting the research. The geographical area of the study was within the institution as the target correspondents mostly were students. While using quantitative methods, a survey through google maps was done. Google forms enabled a rapid way to create an online survey as the responses were recorded in an online spreadsheet. While designing a questionnaire, we used multiple-choice questions as we did not want the respondents to spend so much time answering questions, so we kept them as simple as we could. 
The questioners had a total of 13 questions asking the respondents what they were purchasing online, if they got value for their money, how long they spend shopping and the factors that affected online shopping. Some demographical questions were also included. Below is a questionnaire with some of the questions asked during the study?
	QUESTIONS
Do you always get value for your money while shopping online
A)yes
b)No
C) sometimes
How long do you spend shopping online
A) 10 min
B) 30 min
C) more than an hour
What types of products do you usually buy online?
1.clothing
2.home electronics
3.others



The sampling method used was random sampling. This simply means that the population chosen was not shifted based on any general characteristics. In the survey, we got to people through distributing in students group pages on Facebook where many students actively participated, and so it was successful. We concluded that the topic selected was an interesting one, and so there were no problems getting people to complete the survey. The interviews were conducted during lunch hours as most students were around campus during this time frame. The four students were asked the same questions.
[bookmark: _Toc15980210][bookmark: _Toc15736353]5.0 Results
One of the significant results obtained from the study is that most of the respondents were females as compared to male. Also, 5% of the total respondents were not entirely comfortable with sharing which gender they were, and we had to respect their confidentiality. The figure below illustrates the data.
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Also, 53.6% of the population were people aged 19-20. Which is essential as the research intended target audience was mainly students around that age bracket. Majority of the respondents, on the other hand, were age 19-22, which represents a total of 85.7% of the total population surveyed, this was a significant success to the research. Discount codes proved to be a factor in online shopping for most respondents. Up to 39 individuals believed that discount codes are essential in shopping online. Discount codes give online shoppers incentives to spend money.
[image: ]
Figure 2: Significance of Discount Codes
Another surprising result that was obtained from the study is that males are more frequent online shoppers as compared to women. While distinguishing frequent online shoppers from others, we selected people who shop online and how many times in one month, and per day. Females were about 65.9% while men were 29.3% on the ones who are not frequent shoppers. Also, we tried to see if people get value for their money or whether they sometimes get disappointed. 85% of the total were mostly satisfied with their purchase online, while the remaining 15% had cases where they got what they did not expect. A majority had been disappointed at least on one or two instances. But generally, they enjoyed the experience of shopping online. 
[image: ]
Figure 3: frequent Online Shoppers by gender
[bookmark: _Toc15980211][bookmark: _Toc15736354]6.0 Discussion
The results obtained from the survey indicated that 96% of the total respondents have participated in online shopping, and a good number of them purchase at least once each month. 85% got value for their money while 15% have had issues on various occasions as they did not get what they paid for. Commercial goods and services need to be aware of this new trend and put more attention to online promotions and marketing instead of retail establishments to attract more customers within a targeted market. It is also evident that demographic characteristics like gender and age have great impacts on the behaviors of consumers. Post-secondary students, for example, who are in their twenties, are the most desired demographic group. The survey illustrates that young adults between these age brackets are most likely to shop online. The literature review has also shown that young adults shop more and spend money than others. It is essential for businesses to begin setting young adults as the desired target market. Companies can use social media sites like Instagram and Facebook to create awareness for their brands.
The contribution from frequent male consumers cannot be ignored. The survey shows that there are more female's shops online than males, but we have frequent male customers. With the support of the literature review on consumer behaviors, men appear to be more rational and loyal in regards to online shopping. Service providers need to maintain this relationship with the frequent male providers while trying to come up with ways to obtain higher loyalty from the female providers. 
Most students prefer buying online because it is convenient. Several interviewees claimed that they do not like to go to malls to shop because it takes them so much time to navigate before one finds the right item and waiting in line for fitting rooms and cushier. Up to 80% of the survey respondents rated 4 out of 5 in certainties' affecting online shopping. Supporting literature has also indicated that most online shopping websites are popular because they operate 24/7 and are population free. Retailers can, therefore, consider having a shorter time in ques and fitting rooms. Online shopping is going to be a huge trend in the future, especially with the advancements in technology.
[bookmark: _Toc15736355][bookmark: _Toc15980212]7.0 Conclusion
To conclude, I believe that the project was enjoyable as it granted as the ability to venture in all areas of campus and conduct research on a topic that interests us. The research was successful as we were able to research and draw conclusions. The results obtained from the research are useful for retailers who might be planning to shift to online distribution methods as they have to understand the target market and how well to market their products. Also, it is important for online websites as they have to ensure that they minimize the cases where people feel they do not get value for their money. The world is rapidly shifting to a technological era and retailer's need to keep up with this transformation.
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	QUESTIONS
Do you always get value for your money while shopping online
A)yes
b)No
C) sometimes
How long do you spend shopping online
D) 10 min
E) 30 min
F) more than an hour
What types of products do you usually buy online?
1.clothing
2.home electronics
3.others
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were female than male. We also noticed that 5% of the respondents were not comfortable

with sharing their gender which we had to respect their confidentiality
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Figure I: Gender of all respondents

Age

From Table 1 we can see our total respondents age ranges. More than half of the
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noted that its neutral to obtain discount codes when shopping online. Analysing this
information, it s clear that discount codes truly play a factor when individuals shop online. If
online consumers can use a discount code to save money on items they are purchasing from

different sites, this gives them an incentive to spend money.

Figure 2: Importance of discount codes
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STUDENTS PERCEPTION ON ONLINE SHOPPING

who are not frequent, females represent 65.9% while males were only 29.3%. This made

sense as in total, females shop online more than males.

Gender __ Frequent __ Other
Female 22.2% 65.9%
Male 722% 29.3%
Unidentified __ 5.6% 49%
Grand Total  100.0%  100.0%

Table 3: Frequent Online Shopping by gender

Post-secondary students shop online often. The survey result shows that 96% of
respondents have made purchase online, and more than half of them shop at least once a
month. Previous studies also support the results as nearly three quarters of Canadian have

shopped online (Friend, 2015). Commercial goods and services providers should be aware of





