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“To identify the  factors which affect the 
consumer decision on  Shock Absorber 

online”
OBJECTIVE



Research Question
01

02

03

What are the factors that influenced customer 
purchasing behavior in Shock Absorber on online 
Platform?

What is the strength and weakness of online 
platform?

What personality of customer are buying online?



Literature Review
CLASSIFICATION OF THE FACTORS INFLUENCING ONLINE BUYING ( DR. K.M. 
Sarah Uddin)

● Online platform helps the marketers to build relationships with customers (Point, 2016).

● The technological factor is most important factor that helps the consumers to find their desire products (Khan, 2016).

DECISION MAKING INFLUENCING FACTOR IN PURCHASING AUTO PARTS OF 
CONSUMER IN SRIRACHA DISTRICT( DR. RUJAPA PANG)

● Demographic Segmentation (Panisa, 2548)

● Culture Variable (Terdsuk, 2552)

● Marketing mix factor (Siriwan, 2552)



Literature Review
Factors influencing the consumer purchase decision within e-commerce in emerging 
markets.( Gustav Hallberg & Sebastian Krysén )

● Web site design having an positive impact on customers purchase decision (Martin, 2012)

AN IMPACT OF CUSTOMER BUYING IN DECISION MAKING PROCESS IN PURCHASE 
OF ELECTRONIC IN CHENNAI (Elixir International journal)



Theoretical 
Framework for online purchasing decision



Theoretical (4ps)
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HYPOTHESIS

Convenience in aspect of orders and payment is the crucial 
impact factor.

1

2
Marketing mix is the advantage of online marketing, especially 

on price factor.



Methodology



Questionnaire

1

1. Have you ever bought Shock 
absorber online ?

2. Demographic Questions



3. Put the rate on each question

 Start at 1  (Very disagree) 

2  ( Disagree)

3  ( Neutral )

4 ( Agree)

5  ( Very agree)

1 2 3 4 5

4. “Personal comment”





Model : Logit regression

Internal factor External factor

Gender 

Age 

Education

Income

Y = +

Internal factor External factor

Usability

Interactivity

Trust

Aesthetic

Marketing mix



Logit regression

Internal factor

01



Logit regression

External Factor

Y(purchased shock absorber online)= Usability 
factor( convenience orders + Convenience 
Payment)+ Interactivity factor (Great 
Consumer service +Network affect )+ Trust 
factor (Guarantee + Transaction security) 
+Aesthetic factor (Design +Presentation 
Quality)+ marketing mix 
factor(Communication+Price+Product+ 
Promotion )+error term.

01



Logit regression

Purchasing shock absorber =
External Factor+Internal Factor

02



Answer the research Question

What personality of customer are buying online?01

Age “51-60 years old”

   Education “Technical”

Income “20,000-30,000 B.”

Gender “Male”

Conclusion, the real target customer of 
purchasing online is the one who have 
basic knowledge or experienced about 
the shock absorber. 



Answer the research Question

02
What is the factor influencing the customer 
purchase in Shock Absorber on online Platform?

Demographic info

Convenience Orders

Convenience Payment

Network effect

Transaction security

Communication



From Hypothesis

Convenience in term of Orders and payment are significant at 0.1 and 0.05 sequently.

Convenience Order

The sign is positive meaning that the more convenience and easy to order on online, 
Individual will be more likely to purchase 10.84% (from marginal effect table)

Convenience Payment

On the other hand , people are concerning about online payment which is 
the reason of negative sign. If online store offers to make an online 
payment, Customer are less willing to buy at 16.58% because they still 
used to pay by cash or lack  of trust.



From Hypothesis

Communication

It is significant at 0.05 statistic significant value. Communication through the chat is the place where 
customer feel comfortable to ask about all the informations and flexible access whenever and wherever 
convenience. In-depth interview, many customers claim that they can take time to make decision which 
better that purchasing under pressure in traditional store.

Price Product Promotion

Shock absorber is becoming competitive market, Thus all the brands are competing with price 
strategy and product differentiate.  Customers may be indifferent between online and 
traditional in these factors
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Opportunity

Answer the research Question

1. Reducing negative reputation by company campaign

2. Building the process of payment gateway to be more safe and reliable. 

3. Online platform takes advantage in term of  Convenience and informative service,  Finding how 

to decrease complicated order and increase the abundant resource with the good service 
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