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Abstract— The Main concept of the project is to allow the 

customer to shop according to need using the internet and 

allow the customers to buy the desired products from the 

company outlets. This project is built to improve sales of 

Company by providing the services of Customers. The 

information related to the products are stored in Relational 

Database environment. Customers can order for products 

online. Client is any registered company which wants to 

increase its sales by giving access to customers to order 

products online. The Server stores the customer orders and 

the products are delivered to the address submitted by 

customer. The application setting up at the customer DB and 

the details of the Items are brought from the DB for the 

customer view, based on the selection through the list and 

the DB of all the Items are updated at the completion of 

each transaction. This application offers information 

relevant to the user accessing the System therefore avoiding 

unwanted over loading and at the same moment maintaining 

the security. 
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I. INTRODUCTION 

A. Web 2.0 and User-generated Content as Origin of 

Social Shopping: 

Parallel to the increasing importance of the internet as a 

shopping channel,(1)the advent of Web 2.0 is rapidly 

moving the online landscape into a consumer-driven era.(2) 

Web 2.0 provides consumers with many methods of creating 

and sharing user-generated content (UGC).(3) Social media 

such as (micro-)blogs,chat rooms, message boards, social 

networking communities have become an important source 

of information and communication and continue to grow 

rapidly.(4) In particular, consumers increasingly exchange 

information in their personal social network communities, 

such as facebook.(5) 

In the area of e-commerce, this results in a linkage 

of online shopping and social networking, initiating a new 

form of e-commerce, that of social shopping.(6) According 

to STEPHEN AND TOUBIA 2010, social shopping 

connects customers.(7)78 Therefore, various different user-

generated product recommendations are provided in SSC, so 

as to initiate or simplify purchase decisions. SSC are 

experiencing very high growth-rates in the number of 

registered members and visitors. For example, USA-based 

Polyvore attracts more than six millions unique visitors per 

month.(8) Thus, this business model has received 

considerable venture capital in recent years,(9) e.g., 

ThisNext with nearly $9 million.(10) 

B. Aim and originality of the study 

Against this background, it is of increasing business 

significance to monitor and observe what consumers do in 

the context of SSC and to analyze how their behavior can be 

predicted and influenced. To the best of our knowledge, no 

prior study has analyzed the purchasing behavior in SSC 

with aid of clickstream data, especially the impact of social-

shopping features in the form of lists, styles, and tags. 

Hence, our study entails the following, original research 

question: 

What features and consumer traits are most significant for 

predictingconsumer purchasing behavior within social 

shopping communities? 

II. BUSINESS MODEL ‟SOCIAL SHOPPING COMMUNITY„ 

UNDER CONSIDERATION 

In general, business models are at heart stories that explain 

how an enterprise works. Business models describe, as a 

system, how the pieces of the system fit together.(11) 

Moreover, it can be defined as the methods and techniques 

employed by a firm to generate revenue and sustain its 

position in the value chain.(12) The term “business model” 

is perhaps one of the most discussed and least understood 

aspect of the web.(13) The term was most frequently but not 

only used in relationship with the Internet from the 1990s 

onwards.(14) 

Developments in online user behavior have created 

many new business opportunities for electronic 

commerce.(15) There are an increasing number of e-

commerce business models as more businesses choose the 

path of electronic commerce.(16)Generally,  business 

models are essential because they could help in 

understanding the basics of specific businesses. The high 

level of uncertainty that prevails in the e-commerce business 

world is another reason why companies involved in e-

commerce should have a sound and stable business model in 

place.(17) There are many different definitions, but 

generally e-commerce business models include the value 

stream, the revenue stream and the logistical stream.(18) We 

are not interested in describing the innovative business 

model of SSC in detail. Therefore, we simply describe the 

SSC under consideration, e.g., how value is provided to the 

user and revenue is generated. We let a detailed discussion 

of each stream of the business model for future work.The 

site considered in this study (name undisclosed at the 

request of the operator) connects conventional direct-

searching for products with several user-generated social-

shopping features. The site focuses on the product categories 

of fashion, living, and lifestyle.Figure 1 provides a general 

overview of the searching possibilities and user activities on 

a SSC. 

III. LITERATURE REVIEW 

A. International Research 

On buyer internet shopping aim, non-Chinese researchers 

have made a lot of examination. Forsythe & Shi (2003) and 

Teo & Yeong (2003) individually talked about numerous 

compelling components on web shopping. Koyuncu and 

Bhattacharya (2004) examined the impact of responsive 



Analysis on Distributed Network Administration System 

 (IJSRD/Vol. 3/Issue 03/2015/569) 

 

 
All rights reserved by www.ijsrd.com 2302 

affectability, value, installment hazard and conveyance on 

individual online utilization choice making and utilization 

recurrence. Rohm and Swaminathan (2004) characterized 

online buyers taking into account purchasing goal. Cass and 

Fenech (2003) examined the conduct component of Internet 

client's online utilization. Hsu et al. (2006) made a vertical 

research on purchaser's nonstop web shopping conduct, and 

extended the Theory of Planned Behavior. Lian and Lin 

(2008) dissected the impact of customer's attributes on 

online utilization under state of diverse item sort and 

administration. Farag et al. (2007)connected structure 

mathematical statement model to examine the relationship 

between web shopping and store shopping. Lee and Kwon 

(2008) used circumstances and end results diagram 

technique to investigate web shopping suggestion 

framework and its impact on buyer's choice making and 

conduct.  

B. Relevant Research in China  

Han Yanmin (2007), a Chinese researcher, set up multilayer 

SEM model to examine shopper web shopping goal, and 

called attention to saw danger is the key component 

impacting buyer internet shopping. Different researchers, He 

Qiguo and Lin Meihua(2006), Sun Qiang and Si Youhe 

(2007) individually connected structure mathematical 

statement, constituted model of client saw esteem and other 

distinctive examination systems to dissect the demeanor and 

Internet experience which most likely impact customer 

internet shopping. Yin Shijiu et al. (2008) concentrated on 

customer online shopping goal by utilizing the Theory of 

Planned Behavior and Logit model. Xu Heqing and Jie 

Xinhua (2009) used variable investigation and different 

relapse examination to examine the primary compelling 

elements on shopper online shopping. In the wake of 

evaluating all the above examination, we figure out, despite 

the fact that researchers have concentrated on a considerable 

measure on shopper online shopping aim, inspiration and 

choice making, they from time to time make specific web 

shopping research on students, this extraordinary purchaser 

bunch.Subsequently this paper is to see students as 

examination protest so as tofill in the opportunity, 

hypothetically add to internet shopping research, and 

propose important proposals for web shopping purchasers 

and suppliers with a specific end goal to advance sound and 

organized improvement of undergrad's online utilization.  

C. Hypothetical Frame and Research Hypothesis  

1) Theoretical Frame: 

We should make an investigation in view of the Theory of 

Planned Behavior (TPB) (Ajzen, 1988, 1991) which is an 

augmentation of TRA and utilized for clarifying and 

anticipating individual acknowledgement to IT(Huang and 

Chang, 2005; Wu and Chen, 2005). As per TPB, singular 

utilization conduct relies on upon utilization goal and saw 

behavioral control, and utilization aim relies on upon 

disposition (A), subjective standard (SN) and saw 

behavioral control (PBC). Disposition reflects worthwhile or 

disadvantageous feeling when somebody is doing 

something. SN mirrors the impression of somebody on 

others' sentiment of whether he ought to perform a specific 

conduct, i.e. others' concurrence on the utilization conduct, 

which implies others set forward utilization "standard" for 

the buyer. PBC mirrors somebody's observation on the 

accessibility of assets or chances of performing a conduct 

(Ajzen and Madden, 1986), i.e. shopper's judgment all alone 

doable utilization degree. The third layer is to break down 

the persuasive elements of the above disposition, "standard" 

and judgment. The three auxiliary layers of TPB 

demonstrate the dynamic connections. What's more, the 

principal persuasive element on utilization choice making is 

the third layer. Every one of these components make the 

center out of the entire hypothetical edge. In this manner, we 

think, we can begin from the third layer of TPB and dissect 

the fundamental compelling variables on undergrad's 

internet shopping goal from purchaser point of view when 

purchasing conduct happens. As a rule, contrasted with 

other utilization aggregate, a few students' fundamental 

conditions empower them pick internet shopping, chic 

utilization, all the more truly. Also, students' relaxation, 

youngsters' interest and hyperactivity, and boundless 

Internet are all presumably their main impetus without 

getting exhausted.  

In view of the Theory of Planned Behavior, we 

might begin from the conditions that undergrad customers 

have in essence and their remark on web shopping to 

consider the fundamental compelling variables on undergrad 

internet shopping, which will be relating to the three layers 

of the Theory of Planned Behavior and the collaboration 

among them.  

a)  Comment on Online Shopping  

This segment predominantly comprises of the remark on 

internet shopping security and accommodation, and also 

different focal points. As internet shopping is handled in a 

virtual situation, and logistics, data stream and capital 

stream are finished in a period and space partition, it has 

vulnerability and dangers. Järvenpää et al. (1999) idea the 

absence of security of web shopping is the fundamental 

motivation behind why customers surrender buy. Lim 

(2003) guaranteed if the suspicion that all is well and good 

that purchasers have on internet shopping is bring down, the 

danger expectation will be higher and web shopping 

cooperation degree will be lower. Miyazaki and Fernandez 

(2001) pointed out; the Internet private security is the 

primary obstruction of shopper web shopping. Web 

shopping security is reflected in cash clearing, conveyance 

and buyer data. Web shopping comfort is basically reflected 

in shorter time and less vitality spent, including 

transportation cost decrease, less group and lines than 

genuine markets, boundless time and space, which all build 

accommodation of shopping. The game changers that web 

shopping comprises of are: firstly, cost. Since online shops 

are virtual, rent expense of store is lessened. The contracting 

of production network lessens benefit additionally, which 

brings lower cost of merchandise. Furthermore, products 

data focal points. In customary genuine stores, regardless of 

how huge they are, what they can contain is constrained. 

Furthermore, clients need to go to the genuine stores to take 

in the significant data of products. Then again, Internet is 

the showcase stage of merchandise and a sort of virtual 

space. The length of you have merchandise, you can show 

them on this stage and clients can realize all the data of 

products in order to settle on a buy choice. Thirdly, clients 

can collaborate with merchandise's suppliers on the web.  
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b) Conception, Knowledge and Capacity of Consumer 

Online Shopping 

 Students fit in with high-degreed gatherings, so their PC 

information and online money clearing information are 

superior to other low-degreed ones. They have more 

grounded internet shopping expectation and additionally 

shopping modes too. Furthermore, the change of students' 

shopping origination and their capacity to recognize item 

credibility both impact whether they do web shopping.  

D. Research Hypothesis  

We might raise the accompanying theory taking into 

account the powerful elements on undergrad's web shopping 

aim.  

1) The Influence of Online Shopping Comment on 

Undergraduates' Intention  

 Theory 1: students' remark on web shopping 

security is absolutely related to web shopping aim; 

Hypothesis 1a: Internet cash clearing security is 

emphatically corresponded to web shopping aim;  

 Theory 1b: exchange security is decidedly 

corresponded to internet shopping aim; 

 Theory 1c: security of buyer's close to home data is 

absolutely related to web shopping aim. 

 Theory 2: students' remark on web shopping 

comfort is emphatically associated to web shopping 

expectation.  

 Theory 3: points of interest of web shopping is 

emphatically associated to web shopping 

expectation of students; Hypothesis 3a: value 

favorable position is absolutely corresponded to 

web shopping goal; 

 Speculation 3b: favorable position of acquiring 

item's data is decidedly associated to web shopping 

goal; Hypothesis 3c: point of preference of 

interfacing with suppliers is decidedly 

corresponded to web shopping expectation.  

IV.  EXPLORATION DESIGN AND DATA ANALYSIS  

A. Sample and Data Collection: 

The exploration articles are undergrad buyers. The polls 

were conveyed by messages and QQ. Through the creator's 

associates or classmates, we disseminated polls to the 

students inspired by web shopping. We conveyed 70 surveys 

and got 68. But insufficient or wrong-composed polls, 

powerful ones are 60 altogether, which represents 85.71%.  

B. Measurement of Variables  

1) Independent Variable  

We characterize autonomous variable as 10 compelling 

variables on undergrad internet shopping, which are Internet 

coin clearing security, exchange security, security of buyer's 

close to home data, remark on web shopping 

accommodation, value favorable position, point of interest 

of getting item's data, preference of interfacing with 

suppliers, change of web shopping origination, PC 

information and Internet cash clearing learning of students, 

the capacity to recognize item legitimacy. We should apply 

Five-point Likert Scale to quantify the persuasive variables 

on undergrad internet shopping.  

2) Dependent Variables  

The motivation behind this paper is to investigate the 

primary powerful components on undergrad web shopping 

goal, so the last clarified variable is whether an undergrad 

will do internet shopping. The outcome will be paired discr 

(0-1) dependent variable (when y=1, it means online 

shopping; when y=0, no online shopping). We assume that 

the possibility of y=1 is p, thus the distribution function of y 

is:E Yi  E Yi|X  Prob Y 1|Xi  pi i 1, 

2, ,n 

3) Reliability Test 

According to Nunally (1978) standard, >0.9 represents 

very good reliability, 0.7< <0.9 means high reliability, 

0.35< <0.7 refers to medium reliability, and <0.35 

represents low reliability. Generally speaking, the value 

beyond 0.70 represents the reliability of sample data passes 

test (Li Huaizu, 2004). We take Cronbach  coefficient as 

test standard and start from hierarchical idea of scale to test 

the internal consistency reliability of the scale based on its 

consistency of the internal structure. 

In this research, the variable‟s Cronbach  coefficient is 

over 0.7, which is in accordance with the test standard, so 

the test result indicates the reliability of each scale is rather 

high. 

C. Research Result 

We applied SPSS17.0 to make Logit regression on sample 

data. During processing data, we take all variables into 

regression function to make significance test on regression 

coefficient. 

V. RESULT DISCUSSION AND PROPOSALS 

A. Result Discussion 

From the estimated result of Table 2, we can see price 

advantage most influences online shopping intention of 

undergraduates (except constant), which should be 

determined by the characteristics of this consumer group. As 

we know, undergraduate consumers have no income source 

usually, but get money from parents, so under condition of 

limited cost of living, based on economics maximum benefit 

with limited cost (or income) principle, we think 

undergraduates will choose certain approaches (like 

Internet) to buy cheaper products, which is consistent with 

our result. Furthermore, computer knowledge and Internet 

currency clearing knowledge that undergraduates have are 

comparatively significant on online shopping. Yin Shijiu et 

al. (2008) achieved same result as ours. They pointed out; 

Internet application skills significantly influence 

online shopping. As a new emerging shopping mode, 

Internet requires consumers grasp relevant computer and 

Internet currency clearing knowledge and skills. The 

undergraduate consumer group meets this basic requirement 

of online shopping. Most of undergraduates attend the 

course of college computer basics (probably in another 

course name, but similar content). They study some basic 

Internet operation knowledge, which establishes foundation 

for online shopping. Along with increased Internet 

experience, undergraduates grasps more online shopping 

skills and information source, so that they are more likely to 

do shopping online. Miyazaki and Fernandez (2001) 

claimed, although risk is an important reason that hampers 

online shopping, most of perceived risks comes from 
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consumer‟s being unfamiliar with the completely new and 

long-distance shopping way. So Internet experience and 

skills can reduce perceived risks and increase shopping 

intention and real purchase. 

Other factors, such as online shopping security and 

convenience, other online shopping advantages (advantage 

ofobtaining product‟s information and advantage of 

interacting with suppliers), transformation of online 

shoppingconception and the ability to distinguish product 

authenticity, don‟t significantly influence online shopping 

intention of undergraduates. These indicate online shopping 

security and convenience are widely approved by 

undergraduate consumers, while price is more important. So 

the other advantages become insignificant compared to price 

advantage. Transformation of online shopping conception 

has little influence on online shopping intention.  

Most investigated students have online shopping 

experience, so the transformation of online shopping 

conception has become unimportant. The ability to 

distinguish product authenticity has insignificant influence 

on online shopping intention, because the service after sale 

provided by sellers (online shops) are quite good and what 

they assure makes buyers comfortable. So consumers can‟t 

perceive any difference from real shopping (for instance, a 

seller promises unconditional return within seven days on 

dissatisfaction), so the ability to distinguish product 

authenticity is really unimportant. 

B. Proposals 

What we have analyzed shows the online shopping intention 

of undergraduate is mainly influenced by price advantage 

and computer and Internet currency clearing knowledge. In 

the development of promoting Chinese undergraduate‟s 

online shopping, we should systematically consider various 

factors. Based on the above, we propose as follows: 

1) Strengthen Construction of Online Shopping 

Advantages 

Besides the basic price advantage of online shopping, we 

also need to strengthen the communication and interaction 

with customers, develop consumer investigation by low-cost 

network, provide with customized online products and  

service, and instruct consumers for purchase decision, so as 

to promote wide and deep development of individuation 

service. For example, Dangdang website often recommends 

other popular books to consumers according to their 

previous buying record. 

2) Strengthen Basic Internet Skill Training. 

Undergraduates should be inducted to transform conception 

and try new things. We need to strengthen their cognition 

and understanding on online shopping and increase their 

ability to distinguish product authenticity. Also we should 

strengthen consumption education to promote their rights 

maintaining ability to sellers (online shops), consciousness 

and positivity. 

3) Strengthen Construction of Online Shop Image 

As far as online shopping is concerned, we have to reduce 

consumer‟s perceived risks and increase reliability of online 

shopping in order to transform consumers from “Brower 

buyers” into real buyers. We propose price guarantee, free 

sample, return guarantee, third-party check and word of 

mouth, in order to reduce consumer‟s perceived risks and 

further good awareness and reputation of websites. So that 

more undergraduates can be attracted by online shopping. 

Note: 

 I research defines online shopping as the transfer 

process of product or service from a shop/seller to a 

buyer(consumer) by means of network. In the 

whole process, for capital flow, logistics and 

information flow, if any link involves network, it 

would be called online shopping. 

 Take the comparison between 2008 and 2009 as a 

case. In business application (including online 

shopping, online bank, online payment, online 

stocks and travel reservation), the annual growth 

rate of online payment ranks first, followed by 

travel reservation, and then followed by online 

stocks and online bank. The last one is online 

shopping. 

VI. CONCLUSION 

Information section into the application should be possible 

through different screens intended for different levels of 

clients. When the approved work force bolster the important 

information into the framework, a few reports could be 

created according to the necessities. This framework offers 

data pertinent to the client getting to the application 

accordingly maintaining a strategic distance from 

superfluous over-burdening and in the meantime keeping up 

the security. The goals achieved by the system are: 

 Ensure process time and increase throughput. 

 Simplifies the operation. 

 Avoid some manual work in the existing system. 

 Reduce data redundancy and inconsistency. 
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