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2007). Thus, a consumer who perceives online shopping as beneficial is more inclined to make online purchases. Adnan (2014) established that perceived advantages and product awareness had a positive impact on consumer attitudes and buying behaviour in Pakistan. In Kenya, a previous study conducted
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    	Transcription of IMPACT OF ONLINE SHOPPING ON CONSUMER BUYING …


        
    	1 GSJ: Volume 7, Issue 11, November 2019, ONLINE : ISSN 2320-9186 IMPACT OF ONLINE SHOPPING ON CONSUMER BUYING BEHAVIOUR: A CASE STUDY OF JUMIA KENYA, NAIROBI Eunice Njoki Kibandi The Management University of Africa Email: James Mwikya Reuben The Management University of Africa Email: The growth and spread of internet with an extraordinary pace over the last few decades has resulted in emergence of ONLINE purchasing of products and services. This study will focus on the IMPACT of ONLINE SHOPPING on CONSUMER BUYING behaviour; A case study being Jumia. The study proposed four objectives which were to assess how perceived benefits, perceived risks, product awareness and website design influence ONLINE BUYING behaviour of Jumia customers.
2 Theoretical framework that guided the study were Technological Acceptance Model (TAM) and Theory of Planned Behaviour (TPB) which are relevant to this study and is operationalized through a conceptual framework. The research design that was applied in this research was descriptive research design. The target population for the study was customers of Jumia based in Nairobi. Purposive random sampling was used to take a sample of 94 customers of Jumia ONLINE store products who could be found within Nairobi CBD. Statistical Package for Social Sciences (SPSS) version 25 and Microsoft excel package was used for data analysis and findings were presented in tables. Correlation analysis was done to test the relationship between the three independent variables that is; perceived benefits of ONLINE SHOPPING , perceived risks of ONLINE SHOPPING , product awareness and website design and the dependent variable ONLINE CONSUMER BUYING behavior.
3 The results showed that Perceived Risks of ONLINE SHOPPING had a significant positive linear relationship with the customer BUYING behavior at 5% level of significance, r = ; p= Regression analysis was also conducted and the results indicated that the independent variables were found to explain of the variation in the Customer BUYING behavior as indicated by a coefficient of determination (R2) value of study recommends that various risk-reducing strategies should be developed by ONLINE retailers in addition to putting mechanisms in place to guarantee the quality of their merchandise and create avenues of settling disputes. Another recommendation is that ONLINE vendors should give less priority to website design since GSJ: Volume 7, Issue 11, November 2019 ISSN 2320-9186 116 GSJ 2019 consumers rarely focus on visual design, site content, ordering and transaction procedure in making purchase decision via the internet.
4 Key words: ONLINE SHOPPING , CONSUMER behaviour, Jumia, Nairobi County. 1. INTRODUCTION ONLINE SHOPPING and ONLINE Stores SHOPPING is probably one of the oldest words or terms used to describe what we have all been doing over the years. Then again, in ancient times, the terms that would have been used would be trading or bartering and probably even market. However, the internet has opened up a wider and more exciting market to the new generation of consumers. ONLINE SHOPPING is any form of sale that is done over the internet (Celine, 2013). The study of CONSUMER decision making processes is important because of the complex global development in all fields and marketing have forced marketers to make their works purposeful (Jones Christensen et al.)
5 , 2015). Nowadays, ONLINE SHOPPING has been rapidly expanding as a new communication channel and has been competing with traditional channels (Kim & Peterson, 2017). In addition, any company, which invests in ONLINE SHOPPING , will see a large number of rivals shortly (Clemons et al., 2016). Observed growth in ONLINE sales can be considered as a part of the Internet benefits due to provision of a high volume of quick and inexpensive information (Lee & Dion, 2012). Problem statement Internet usage in Kenya has been growing fast. According to a report by the Communication Authority of Kenya, the value of ecommerce in Kenya is at billion compared to South Africa s Sh54 billion while in Egypt and Morocco it is about Sh17 billion and billion respectively (Mark, 2014).
6 Ngugi (2014) states that ONLINE SHOPPING has also been growing at a Very fast pace in the developed world, but the trend has not quite picked up in the developing nations, including Kenya. This is a great niche for companies to invest in establishing their businesses ONLINE . However, many companies in Kenya are still reluctant and they question the benefits of ONLINE GSJ: Volume 7, Issue 11, November 2019 ISSN 2320-9186 117 GSJ 2019 presence. This is because there is increased competition to attract CONSUMER s attention ONLINE . Consumers nowadays have become part time marketers. They understand marketing and they wants brands to be honest. Notably, most consumers are still scared of money lost through unscrupulous deals and credit/ debit card fraud.
7 Consumers also have perceived risks which affect their attitude and also their past experiences affects their BUYING behaviour. Specific Objective i. To assess how perceived benefits of ONLINE SHOPPING influences ONLINE BUYING behaviour of Jumia customers. ii. To examine how perceived risks of ONLINE SHOPPING influences ONLINE BUYING behaviour of Jumia customers. iii. To find out how product awareness influences ONLINE BUYING behaviour of Jumia customers. Conceptual Framework Independent Variable Dependent Variable Figure 1 Conceptual Framework 2. LITERATURE REVIEW Theoretical Review Technological Acceptance Model Technological Acceptance Model (TAM) was introduced by Fred Davis in 1986 and specifically tailored for modelling user acceptance of information systems.
8 TAM is an adaptation of the Theory of Reasoned Action (TRA) by Davis in 1989 (Davis, Bagozzi, & Warshaw, 1989). It is one of the most successful measurements for computer usage effectively among practitioners and academics. TAM attempts not only to predict but also provide an explanation to help researchers and practitioners identify why a particular system may be unacceptable and pursue appropriate steps. ONLINE SHOPPING CONSUMER ONLINE BUYING Behaviour GSJ: Volume 7, Issue 11, November 2019 ISSN 2320-9186 118 GSJ 2019 TAM helps to understand how users of the technology come to accept a certain technology. This model postulates that when individuals are presented with a new technology, several factors affect when and how they will use it.
9 This include perceived usefulness (PU) and perceived Ease of use (PEOU). Perceived Usefulness as defined by Fred Davis is the degree to which an individual believes that using a certain technology will increase his or her job performance. Perceived ease of use can be defined as the degree to which an individual believes that the system will be free from effort (Davis, 1989). This theory has attracted the attention of scholars and has been continuously studied and expanded. An important factor in TAM is to trace the IMPACT of external factors on internal beliefs, attitudes and intentions whose purpose is to assess the user acceptance of emerging information technology. Two particular beliefs are addressed through TAM Perceived usefulness (PU) and Perceived ease of use (PEOU).
10 Perceived usefulness (PU) is the prospective user s subjective probability that using a specific application system will increase his or her job performance within an organizational context. Perceived ease of use (PEOU) is the degree to which the prospective user expects the target system to be free of effort. This study aims to test the applicability of TAM in predicting ONLINE BUYING behaviour of Jumia customers in Nairobi County. Despite its frequent use, TAM has a few shortcomings. TAM has a limited predictive power and it lacks any practical value. TAM "has been accused of diverting researchers attention away from handling other important research matters and has created an illusion of progress in knowledge accumulation.
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			CONSUMER BEHAVIOUR TOWARDS FOOD DELIVERY APPS BY

			www.globalscientificjournal.com
			According to their study young person is mostly like are order to online restaurant delivery, using one of these services. According to their survey 63% of people between 18-29 ... Online food ordering system maintains the service ... with respect to digital food ordering is different. The female respondents were 42%
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			MODELING OF MICRO-GRID SYSTEM COMPONENTS USING …

			www.globalscientificjournal.com
			The behavior of photovoltaic (PV) cells can be modeled with an equivalent circuit that includes a photocurrent source, a single diode junction and a series resistance and a shunt resistance, [9]. The Simulink model of PV module is shown in the Fig.1. 100W each cell . Fig.1: Matlab/Simulink model of the PV array . GSJ: Volume 5, Issue 5, May ...
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			DESIGN OF NATURAL GAS TRANSMISSION PIPELINE

			www.globalscientificjournal.com
			Gas pipeline design is a process or plan to show the look and function of gas pipeline before it is constructed. The design consists mainly of four interrelated areas, that is, hydraulic design, ... temperature recorder and orifice meter respectively, and the following parameters were obtained. - Inlet pressure = 1104 psi
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			SUSTAINABLE ECO-TOURISM: A case study of Marang …

			www.globalscientificjournal.com
			"This crisis is an opportunity to rethink the tourism sector and its contribution to the people and planet; ... Preservation of essential ecological processes. 3. Protection of human heritage and biodiversity. ... 1994 Purposeful travel to natural areas to understand the culture and natural history of the environment, taking care not to alter the
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			UTILIZATION OF MODULAR DISTANCE LEARNING

			www.globalscientificjournal.com
			(Quinones, 2020) Modular learning is the most type of Distance common Learning. This learning modality is used by all public schools at present in the Philipines. According to a survey conducted by the De-partment of Education (DepEd), Learning through printed and digital modules emerged as the most preferred distance learning method
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			APPLICATION OF DIFFERENTIAL EQUATIONS IN PHYSICS

			www.globalscientificjournal.com
			Modern physics is a branch of physics that helps to understand the underlying processes of the interactions with matter, utilizing the tools of science and engineering. It consists of classical physics, the standard model of physics and theoretical physics including quantum physics, relativity and more.
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			SYNTHENSIS AND COMPARATIVE ANALYSIS OF …

			www.globalscientificjournal.com
			filtrate was acidified with 2M HCl to destroy excess borohydride and was neutralized with dil. NaOH. The product was extracted with 450ml portions of ether and evaporated. OH NaBH 4 OH NO 2 NH 2 2nd step of synthesis of 4-aminophenol P-aminophenol was obtained as white solid melting point 167-690C as Wiyid nulls absorbs at 3350-3300cm.
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			Globalization has changed the system of education, shaping ...

			www.globalscientificjournal.com
			education. Shaping education for the 21st Century has not really changed what basic education should be. The goal of basic education remains the same. Education in the early childhood years is still the most important step. Reforming high school with attending to the problems in elementary school is a simple exercise in futility.
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			ENCOUNTERED OF SECONDARY SCHOOL TEACHERS IN …
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			In this researched, (Tran Huy Duc)2012. It’s discussed the role of distance-learning and have discussed how constructivism makes better education, Moore’s analysis that distance education is naturally education and thus what makes education makes good distance education. Better GSJ: Volume 9, Issue 8, August 2021 ISSN 2320-9186 4 GSJ© 2021
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			Research Philosophy, Research Design, Research Methodology, Research Paradigm, Information Technology Research can be classified as either quantitati qualitative. Quantitative research. 1. numbers, hard facts, statistics, with a positivist world INTRODUCTION . 1.1. Background of this study . Research can be defined as “an original investigation
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			FACTORS INFLUENCING CONSUMERS BUYING BEHAVIOUR …

			www.eajournals.org
			A number of researchers have identified and analyzed factors affecting the consumers’ buying behaviour which affect consumer behavior individually or collectively. The age of a consumer can have a significant impact on his behaviour. How old a consumer is generally indicates what products he or she may be interested in purchasing.
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			jusst.org
			Factors that has impact on consumer buying behaviour: 4.1 Source Credibility: A trustworthy influencer does have a positive impact on the follower's perception. Loyalty and expertise are the two important things that play a vital role in source credibility. Influencers can affect views, feelings, emotions, and behaviors of the customers ...
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			The study is also designed to find out the buying behaviour patterns of the young Pakistani consumers, attitudes towards global and local brands and the preference for foreign brands. 3. Literature review ... (Hansen, 2005), we test the impact of price against consumer’s …
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			18 UBM 620 -CONSUMER BEHAVIOUR UNIT -I Answer: A …

			www.ngmc.org
			23. _____ refers to the buying behavior of final consumers. a. Consumer buyer behavior . b. Target market buying c. Market segment buying d. Business buying behavior Answer: A 24. _____ is individuals and households who buy goods and services for personal consumption. a. The target market b.
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			THE INFLUENCE OF CULTURAL FACTORS ON CONSUMER …

			www.eajournals.org
			Cultural Factors and Buying Behaviour Solomon (2011) sees consumer behaviour as the study of processes involved when individuals or groups select, purchase, use or dispose of products, services, ideas or experiences to satisfy needs or desires. Firms and organizations rely on consumer behaviour knowledge to forecast consumer needs and desires.
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			Effects of Advertisement on Consumer’s Buying Behaviour ...

			core.ac.uk
			0: Advertisement does not effects on the consumer’s buying behavior H 1: Advertisement really effects the consumer’s buying behavior. 3.4 Sample and Measurement Scale A five point Likert scale questionnaire containing (1) Strongly Disagree, (2) …
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			A Study on Changing Buying Behaviour of Indian Customers

			www.ripublication.com
			A Study on Changing Buying Behaviour of Indian Customers 3 trends. The Indian consumer has become much more open-minded and experimental in his/her perspective. Foreign brands have gained wide consumer acceptance in India, they include items such as; Beverages, Packed food, Ready to eat food , Pre-cooked food, Canned food,

			   Study, Consumer, Changing, Behaviours, Buying, A study on changing buying behaviour

		

	

	
				
					

		
			Impact of COVID-19 on Consumer Behaviour

			www.gov.mb.ca
			Impact of COVID-19 on Consumer Long-term Behaviour COVID-19 is changing consumers’ attitudes, behaviours, and purchasing habits, and many of these changes are likely to remain post-pandemic. As these changing consumer needs and behaviours will transform industries’ future, they will pose both new challenges and opportunities for businesses.

			   Consumer, Impact, Behaviours, On consumer, Covid, Covid 19 on consumer behaviour

		

	

	
				
					

		
			Consumer buying behaviour: the roles of price, motivation ...

			jbrmr.com
			religious orientation in making an effect in consumer buying Behaviour models (Yousaf & Shaukat Malik, 2013, Dursun, 2014, Vahdati, Mousavi, & Tajik, 2015). Based on the earlier discussion, the following hypotheses have been proposed: H4: There is a relationship between religious orientation and consumer buying Behaviour. Methodology
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