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ABSTRACT 

  Indian consumers are particular about buying their products. The choice of consumers 

differs based on E-commerce and Retail outlets. Since the start of the technological 

development in recent years, most of the consumers are leaning towards online buying instead 

of the traditional buying in the retail stores. Technology is making things simpler that 

everything is available in the tip of their finger. Major purpose of the study is to know the 

strategies and tactics used by online stores which make people buy more from them when 

compared to the retail stores. The recent study shows that online buyers are constantly 

increasing due to variety of discounts and offers given by online stores with much ease when 

compared to retail stores. The conventional buying from the traditional stores is reducing. The 

age group also matters when it comes to buying products online. Different age groups show 

different buying behavior. The primary data has been extracted by preparing questionnaires 

and observation has been made in accordance by considering different age groups. The 

problem of this study is due to lack of technological knowledge and lack of availability of the 

products in semi urban and rural areas, the strategies of online stores will not be effective. 

Key words: Online vs. offline buying, Strategies, e-commerce, retail buying, consumer buying 

behavior. 

 

I. INTRODUCTION 

 The fundamental issues which arise in front of a consumer when he/she embarks on buying 

something is which mode of shopping they should choose to satisfy themselves. There are both online 

and the traditional brick and motor shops available to fulfill their purchase interests. This abundance of 
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choice available for consumers has thrown up serious challenge for companies regarding the way they 

should target consumers to maintain competitive advantages. 

Marketing activities started from the days of „Barter Economy or even earlier. But it still looks 

new and attracts many people to involve themselves in this activity in one form or the other. The 

marketing activity was recognized properly after the industrial revolutions. From the time of 

implementation of liberalization, privatization and globalization in India, there are a lot of changes which 

made marketing of products more advanced. The technological development helped all the manufacturers 

to reach people quick and easy. The traditional buying behaviour of customers changed with the 

technological advancement. 

Meaning of retail buying 

The consumers purchase the product from the retail store by understanding the need. They make 

sure that the product is of the best quality by touch and feel of the product. Bargaining will be done when 

the consumer feels that the value of the product is not in synch with the quality and quantity of the 

product. The retail store managers will attract the consumers by providing variety of discounts and offers 

such as free delivery, vouchers, gift coupon, lucky dips, festival sale , end of season sale, exchange of old 

products with new one etc. 

Meaning of online buying 

Online buying is a method of electronic commerce which helps the consumers purchase the 

good or services from seller with the help of internet using web browsers. Online stores help consumers 

to use the “search” feature in the website which helps them to find the suitable products according their 

preferences. The varies features which online buying helps the customers are refund policy, trail and pay, 

return policy, cash back offers, competitive pricing, detailed description of the product, user friendly 

features. 

Comparison of Online Buying with retail Buying 

Point of 
difference 

Online buying Retail buying 

1.Physical 
presence of the 
product 

When we buy a product online, we cannot 
touch and feel the product. Hence we do 
not get to know about the color, texture 
and quality. 

When we buy the product offline, we 
can get to know the texture, color and 
the quality of the product which helps 
us take better decisions. 

2.Information 
search 

When you opt to buy a product online, a 
brief description is given regarding the 
color, texture, branding,, rating and 
reviews,price along with the discounts. 

When you go and buy the product on 
a retail store you will have to look for 
a sales person who will give you a 
description of the product. 

3. Bargaining Bargaining cannot be done for any product 
Maximum bargaining can be done in 
retail buying 

4.Time 
consuming 

Easy and quicker purchase of goods 

Tedious procedure of going to the 
store and buying the product. Eg: 
standing in queue, travelling time, 
window shopping 

5.Building 
relationship 

There is a virtual relationship between 
buyer and seller 

There is a human relationship with the 
buyer and the seller 
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6. Safety of goods No guarantee about the product delivery 
More safety for the product when it is 
delivered in our presence. 

7. Return policy 
There is an option of trail and pay. If we 
are not happy with the product we can 
easily return. 

Many retail stores do not agree for 
return of the product 

8. Refund policy 
If the product is not is not satisfactory 
then we can return it and get the refund 
without any extra charges 

No refund is available. We can only 
buy a substitute for that product‟s 
actual price. 

9. Recreational 
It is only a single person making a decision 
and no other factors influences it 

Some of the time can be spent 
effectively with family and friends 

1.1 Objective of the study 

1. To understand the buying behaviour of the consumers with respect to online and retail 

purchasing. 

2. To get to know the strategies of online stores in comparison with offline. 

3. To examine the factors influencing the consumers to switch from the offline shopping to online 

shopping and vice versa. 

4. To analyze the significance difference between online and offline purchasing. 

Strategies of online  

Data interpretation: 

Purchasing behavior based on gender 

14 

7 

11 

18 

ONLINE OFFLINE 
male female

 

The above chart shows the relation of purchasing behavior based on gender with respect to 

online and offline. We can get to know that online buying of men is more when compared to female and 

offline buying of female is more when compared to male. 

We can say that the buying behaviour differs based on gender. Purchasing behavior of people 

when the prices are same both in online buying and retail 
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22 

28 

ONLINE OFFLINE  

The above picture shows that there not huge difference between online and offline buying. The 

respondents have chosen offline buying when the prices are same. People still prefer traditional buying 

which makes more comfortable. 

Purchasing behavior of people based obdifferent age groups

0

1

2

3

4

5

6

7

8

9

18-20yrs 21-24yrs 25-30yrs 30 and above

Series 1 Series 2

 The above chart shows the buying behavior with regards to the age group. 18-20years prefer 

both online and offline equally. 21-24 group prefers offline more than online. 25-30 group shows that 

they prefer offline more than online and the same interpretation for age group of more than 30 years. 

We can easily get to know that there is significant difference with respect to online and offline 

buying according to the age group. The younger generation prefers offline buying while the age group of 

more than 25 years shows that they prefer online more than offline buying. 

II. FINDINGS 

Based on the response we have infer from the data analysis, we can get to know that even after 

implementation of varieties of discounts and offers given by the online stores, people are still preferring 

offline retails stores. With many strategies used by the online stores, Indians still prefer and show 

traditional buying behaviour. 
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III. CONCLUSIONS 

Though our study says that the strategies which are used by online stores are more effective than 

offline stores, people still choose retail buying behavior because of the physical appearance of the 

product, quality, texture, color and safe delivery of the products in their presence and bargaining. 

There is no huge difference in online and offline buying, people still trust the privacy concerns in 

online stores, trust the product based on descriptions , rating and reviews, easy return and refund policy, 

trust the third party. 


