-

International Journal of Creative and Open Research in Engineering and Management - -} l
ISSN: 3108-1754 (Online) % ‘? ;

Volume 02 Issue 04 April-2026 | Impact Factor: 3.5 Wopms

A Study on Psychological Factors Affecting Consumer Buying Decisions in E-

Commerce

Authors:

B Supriya, Student, Il MBA, Department of Management Studies,Coimbatore Institute of Technology,

Coimbatore, Tamil Nadu, India

Dr.S.Thilaga, Assistant Professor, Department of Management Studies,Coimbatore Institute of Technology,

How to Cite this Article:

Supriya, B. (2026). A Study on Psychological
Factors Affecting Consumer Buying Decisions in
E-Commerce. International Journal of Creative
and Open Research in Engineering and
Management, <i>02</i>(04).
https://doi.org/10.55041/ijcope.v2i4.372

License:

This article is published under the terms of the
Creative Commons Attribution 4.0 International
License (CC BY 4.0), which permits unrestricted
use, distribution, and reproduction in any
medium, provided the original author(s) and the
source are credited.

© The Author(s). Published by International

Journal of Creative and Open Research in
Engineering and Management.

m OFEN ACCESS

https://doi.org/10.55041/ijcope.v2i4.372

Coimbatore, Tamil Nadu, India

ABSTRACT:

This study explores the psychological factors influencing consumer buying
decisions in the context of e-commerce. With the rapid evolution of digital
marketplaces, understanding the cognitive, emotional and social drivers of
consumer behavior has become crucial for businesses seeking to improve
engagement, trust and conversion rates. The research focuses on key
psychological triggers such as trust, emotional impulses, social proof, website
usability and personalization. Using descriptive statistics, a chi-square test and
regression analysis, the study examines how demographic variables interact
with these psychological elements to shape consumer behavior. Findings
indicate that while demographic factors such as age and occupation influence
shopping preferences, psychological drivers, particularly trust, emotional
engagement and social validation play a central role in decision making.
However, statistical analyses reveal that no single factor independently dictates
purchase intent, highlighting the multifaceted nature of online consumer
behavior. The study offers strategic recommendations for e-commerce
platforms, emphasizing the need for user-centric design, emotional appeal,
secure experiences and personalized marketing. By aligning platform strategies
with psychological insights, businesses can enhance consumer satisfaction,
loyalty and sales performance in a highly competitive digital landscape.

Keywords: E-commerce, Consumer Psychology, Buying Behavior, Trust, Emotional Triggers,
Personalization, Website Design, Online Shopping, Digital Marketing

Social Proof,
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1. INTRODUCTION:

E-commerce has revolutionized the way consumers shop, offering convenience, variety and instant access to products and
services. However, behind every click and purchase lies a complex web of psychological factors that influence consumer
behaviour. Understanding the psychology behind consumer buying decisions in e-commerce is crucial for businesses
aiming to enhance customer experience, drive sales and build brand loyalty.

This study explores the cognitive, emotional, and social drivers that shape online shopping behavior. Factors such as trust
in the website, ease of navigation, visual appeal, reviews and ratings and urgency created through limited time offers and
personalized recommendations all play significant roles in influencing decision making. Moreover, psychological triggers
like fear of missing out (FOMO), perceived value and satisfaction expectations add depth to the consumer journey.

By analyzing these psychological elements, this study aims to provide valuable insights into how e-commerce platforms
can align their strategies to better meet consumer expectations, improve engagement and ultimately influence purchasing
decisions in a competitive digital marketplace.

2. BACKGROUND OF THE STUDY:

E-commerce has rapidly transformed the retail landscape, becoming a major platform for buying and selling products and
services. The growth of internet access, smartphones and digital payment systems has made shopping more convenient and
accessible. This shift has not only changed purchasing methods but has also influenced how consumers make decisions in
an online environment.

Unlike traditional retail, where physical interaction and store experience influence buyers, e- commerce relies on digital
factors. Elements such as website design, trust, product reviews, personalized recommendations and promotional
strategies like flash sales play a key role in shaping consumer behavior. As customers cannot physically examine
products, they depend more on online information, perceptions and digital cues.

Psychological factors such as trust, emotions and social influence significantly affect online buying decisions. Consumers
are influenced by ratings, reviews and recommendations, while emotional triggers like urgency and excitement can
lead to impulsive purchases. Despite technological progress, businesses often struggle to fully understand these
behavioral aspects, making it essential to study the psychological drivers behind consumer decisions in e- commerce.

3. OBJECTIVES OF THE STUDY:

e To identify key psychological triggers that impact online consumer behavior.

e To examine the role of emotions, trust and perception in e-commerce purchase decisions.

eTo understand the influence of social proof such as reviews, ratings and recommendations on buying
intent.

e To explore how website design, user experience and personalization affect consumer engagement.

e To suggest strategies for e-commerce businesses to optimize their platforms based on psychological insights.

4. RESEARCH PROBLEM:

Despite the rapid growth of e-commerce, many online businesses still struggle to effectively influence consumer
purchasing decisions. While technological advancements and convenience have improved the shopping experience, they
do not always ensure customer engagement or conversions. The key challenge lies in the limited understanding of the
psychological factors that shape online consumer behavior.

In digital environments, consumers depend on elements such as trust, emotional connection, social proof and user
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experience when making purchase decisions. However, these factors are often not fully integrated into e-commerce
strategies. Even if a platform offers secure payment options and a wide range of products, the absence of emotional appeal,
positive reviews or easy navigation can reduce its ability to convert visitors into buyers.

Additionally, increasing competition has made consumer attention more scattered, with decisions influenced by triggers
like FOMO, impulse buying, personalization and peer influence. These factors vary across individuals and situations.
However, existing research often studies them separately, lacking a unified approach. This creates a need for
comprehensive research to understand how these psychological elements interact and impact consumer buying decisions
in e-commerce.

4.1 CORE RESEARCH PROBLEM STATEMENT:

What are the key psychological factors influencing consumer buying decisions in e-commerce and how do elements such
as trustemotional triggers, social proof,web design and personalisation affect purchase intention in an online
environment?

This study aims to analyse these psychological factors and provide insights to help e-commerce businesses improve their
strategies, enhance consumer engagement and increase sales performance.

5.REVIEW OF LITERATURE:
e Jawaid & Karim (2021)
Factors Affecting Consumer Buying Behaviour in E- Commerce During COVID-19

This study explored how marketing strategies influenced consumer behavior during the pandemic. It found that word of
mouth and informative content had a stronger impact than traditional advertising like TV or social media. Trust built
through credible sources played a key role in decision making.

e Hua Lv (2023)
E-Commerce Consumer Behaviour Analysis Based on Big Data

This research explains how big data helps businesses understand and predict consumer behaviour.It shows that
personalized recommendations, targeted advertising and efficient services influence buying decisions.

* Huang et al.(2024)
Understanding Impulse Buying in E-Commerce: The Big Five Traits and Emotions

This study examines how personality traits and emotions affect impulse buying. It found that emotional states and time
pressure increase impulsive purchases, especially among certain personality types.

e Afonso et al (2024)

The Impact of COVID-19 on E- Commerce: A Systematic Review

This review highlights how the pandemic changed consumer behavior, increasing reliance on online shopping, mobile
usage and demand for convenience and personalization.

e Shang et al. (2023)
Effect of Background Fitting of E-Commerce Live Streaming on Consumers’ Purchase Intentions
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This study used the SOR model to show how visual presentation in live streaming affects trust, emotions and purchase
intention. Attractive visuals and proper design increase consumer engagement.

e Febrilia et al. (2024)
Online Impulsive Buying: Investigating the Role of E-Commerce Attributes and Motivation

This research used the SOR paradigm to explore how website personality, product attributes and retailer activities
influence hedonic and utilitarian motivations, which then drive impulsive buying behavior. The study found that retailer
activities like promotions had the strongest influence, highlighting how motivational cues shape psychological urges to
buy.

6. CONCEPTUAL FRAMEWORK:

Conceptual Framework:
sychological Factors Influencing Consumer Buying Decisions in e-<commerce

"\

Trust in the
E-commerce Platform
[ Emotional Triggers | MVs
(e.q., mood, urgency, Time Pressure Consumer Buying
FOMO) | Emotional State Decision/
: K Personality Traits Purchase Intention
Social Proof (Big Five)
(reviews, ratings, Device Used
influencer impact) | (Maobile/Desktop)
A A
Website Design
and Usability
i Personalization and |
Recommendations

Figl:Conceptual Framework of the study

This framework assumes that several psychological and digital experience based factors (IVs) influence the consumer’s
purchase decision (DV) on e-commerce platforms. However, this relationship is further affected by moderating variables
like time pressure, emotional state and personality traits, which either strengthen or weaken the impact of those factors.

7. RESEARCH METHODOLOGY:

This study adopts a descriptive research design to understand the psychological factors influencing consumer buying
decisions in e-commerce. The methodology involves both quantitative and qualitative approaches to gain a
comprehensive view of consumer behavior.

7.1 Data Collection:

Primary Data: Collected through structured questionnaires distributed online among active e- commerce users

Secondary Data: Sourced from academic journals, research articles, market reports and case studies related to consumer
psychology and e-commerce trends.
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Sampling Method:

A convenience sampling technique will be used to collect responses from a sample size of approximately 100—150
online shoppers from diverse demographic backgrounds.

7.2 Research Instrument:

A Google Form questionnaire consisting of close-ended questions using a 5-point Likert scale to measure psychological
influences such as trust, emotion, urgency, social proof, and website design.

7.3 Data Analysis:

Responses will be analysed using descriptive (mean, percentage, frequency) and correlation analysis to determine
relationships between variables.

FORMAT FOR FINDINGS

1. Demographic Profile of Respondents

Age, Gender, Occupation, Frequency of online shopping, etc.
2. Key Psychological Factors Influencing Online Purchases
* Trust and Security

* Emotional Triggers (e.g., FOMO, excitement)

* Influence of Social Proof (reviews/ratings)

* Website Usability and Design

* Personalization and Recommendations

8. DATA ANALYSIS AND INTERPRETATION

Table 1: Age Distribution

Age Group Count
Below 18 38
18-25 31
26-35 40
3645 49
Above 45 42

Table 2: Gender Distribution
© 2026 The . Published by . Website: https://ijcope.org/ 5


https://ijcope.org/

International Journal of Creative and Open Research in Engineering and Management
ISSN: 3108-1754 (Online)
Volume 02 Issue 04 April-2026 | Impact Factor: 3.5 W

Gender Count
Female 110
Male 90

Table 3: Occupation Distribution

Occupation Count
'Working Professional 52
Others 52
Self-Employed 49
Student 47
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Fig 4:Occupation Distribution
Interpretation:

The demographic analysis reveals valuable insights into the psychological factors influencing consumer buying decisions
in e-commerce. The majority of respondents fall within the 2645 age group, indicating that digitally literate and
financially stable adults are the most active online shoppers, likely valuing convenience, trust and efficiency. A higher
representation of females suggests a stronger emotional and trust-based orientation in purchase behavior, highlighting the
importance of user friendly design, social proof and personalized experiences. Occupationally, working professionals and
self-employed individuals dominate, suggesting a need for streamlined, reliable platforms that respect users’ time and
expectations. Meanwhile, students and younger users though fewer are influenced more by peer validation and
affordability, emphasizing the importance of reviews, ratings and promotional incentives. Overall, the demographic
distribution supports the study’s objectives by showing that psychological triggers like trust, emotion and social proof
vary significantly by age, gender, and occupation and e-commerce businesses must tailor strategies such as secure
payment systems, personalized recommendations and intuitive design to meet these diverse psychological expectations
and enhance consumer engagement.

CHI-SQUARE TEST

Hypotheses:

o Null Hypothesis (Ho):

Gender and frequency of online shopping are independent.

o Alternative Hypothesis (Hi):

Gender and frequency of online shopping are not independent.

Table 4: Contingency Table (Observed Frequencies):

Gender tFrequently Weekly Monthly Occasionally Rarely Total
Male 28 18 29 24 18 117
Female 36 22 33 28 23 142
Total 64 40 62 52 41 259
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Chi-Square Test Results:

¢ Chi-Square Statistic (y3*): 0.164

¢ Degrees of Freedom (df): 4

e p-value: 0.997

Since the p-value (0.997) is greater than 0.05, we fail to reject the null hypothesis.

There is no statistically significant association between gender and how often individuals shop online. The variables
appear to be independent.
REGRESSION ANALYSIS

We performed a linear regression to explore the relationship between:
e Independent Variable: "I only purchase from websites I trust"
e Dependent Variable: "A secure payment system increases my willingness to buy" The ordinal responses were mapped

to numeric values as follows:

Table 5: Likert scale conversion

Response Numeric Value
Strongly Disagree 1
Disagree 2
Neutral 3
Agree 4
Strongly Agree 5

Table 6: Regression Output Summary

Term Coefficient |Std. Error |t- value [p- value 95% CI 95% CI
(Lower) (Upper)

Intercept 3.871 0.299 12.94  0.000 3.281 4.461

TrustWebsites num  (0.056 0.070 0.796  0.427  |0.082 0.194
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Interpretation:
¢ R-squared = 0.003: The model explains only 0.3% of the variance in responses about secure payment systems.

o p-value (0.427): The relationship between trusting websites and increased willingness to buy due to secure payment
systems is not statistically significant at the 0.05 level.

¢ There is no evidence from this data to suggest a significant linear relationship between the two variables.

9. FINDINGS:

The study reveals several key insights into the psychological factors influencing consumer buying decisions in e-
commerce. Demographically, the majority of online shoppers fall within the 26—45 age group, indicating a digitally fluent
and economically active segment

that prioritizes convenience, efficiency and trust in digital platforms. Female respondents were slightly more represented,
suggesting that emotional engagement, trust and user-friendly interfaces are particularly influential for this group.
Occupationally, working professionals and self-employed individuals formed the largest consumer segments,
emphasizing the importance of reliable platforms and efficient user experiences.

From the Chi-square test, there was no statistically significant relationship between gender and frequency of online
shopping, implying that both males and females exhibit similar patterns in their shopping frequency and gender does not
affect how often they shop online.

The regression analysis tested the relationship between trust in websites and the impact of secure payment systems on
buying willingness. The results showed no statistically significant correlation between the two variables (p = 0.427),
suggesting that while consumers may express the importance of trust and secure systems independently, one does not
necessarily predict the other in their behavior.

Overall, the study confirms that while demographic factors such as age and occupation shape general online shopping
tendencies, psychological elements especially trust, emotional triggers like FOMO, website design, social proof and
personalized experiences remain central to consumer decision making. However, their effects may vary across individuals
and contexts. The lack of strong statistical associations in some areas also suggests the need for more nuanced,
multifactorial models to fully understand consumer psychology in e-commerce.

10. SUGGESTIONS:

Based on the findings, the following suggestions are proposed to improve consumer engagement and purchase
intention in E-commerce:

® Build trust and credibility

E-commerce platform should provide secure payment options, clear policies and genuine reviews to gain customer
trust.

e Improve website Experience

Simple design, easy navigation and smooth checkout can help improve user experience and increase purchases.
e Use review and ratings
Showing customer reviews and ratings can help buyers feel more confident in their decisions.

¢ Focus on personalization

Suggesting products based on user preferences can make shopping more interesting and relevant.
e Create Urgency

Offers like discounts, flash sales and limited time deals can encourage quick buying decisions.
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e Focus on customer needs

Collecting feedback, improving mobile experience and using simple emotional content can help attract and retain
customers.

11. CONCLUSION:

This study concludes that consumer buying decisions in e-commerce are significantly influenced by a combination of
psychological, emotional and social factors rather than just product availability or price. While technological convenience
is a baseline expectation, it is the deeper psychological triggers such as trust, emotional engagement, social proof, urgency
and personalization that ultimately shape consumer behavior.The demographic analysis revealed that age, gender and
occupation play a role in determining how different consumers respond to these triggers, with working professionals and
females showing higher sensitivity to trust and user experience. Although statistical tests like the Chi-square and
regression analysis showed limited significance in some relationships, they reinforce the complexity of consumer
behavior, indicating that no single factor drives purchasing decisions in isolation. Instead, e-commerce success depends
on the careful integration of trust building mechanisms, emotionally resonant design, personalized experiences and
credible social validation. Therefore, businesses must adopt a psychologically informed strategy to enhance consumer
engagement, foster loyalty and increase conversion rates in the highly competitive digital marketplace.
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