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1. INTRODUCTION:  
                 In old time the exchange system was product based because on that time money was not in circulation. So 

people give the excess produce and take required things. In old time the purchasing habits of customer’s was very limited 

they purchased the things as per necessity only. They purchased the things from fairs and small shops. Due the less 

advancement of technology all the sources of purchases on that time was sufficient as per requirement.  Now malls, 

stores, online sites are famous for purchasing. Because peoples have less time and they don’t want to waste their time 

so they always prefer online shopping.  

Now we can purchase everything from online websites and they are very useful for all peoples. They sell all 

products and delivered at door in 3-4 days. There are many online websites famous in India but we discuss about mainly 

three- flipkart, Amazon, Snapdeal. 

 
Flipkart - Flipkart was founded in October 2007 by Sachin Bansal and Binny Bansal, alumni of the Indian Institute of 

Technology Delhi and former Amazon employees. The company initially focused on online book sales with country-

wide shipping. Flipkart slowly grew in prominence and was receiving 100 orders per day by 2008. In 2010, Flipkart 

acquired the Bangalore-based social book discovery service WeRead from Lulu.com.  Flipkart is an Indian e-commerce 

company, headquartered in Bangalore, Karnataka India, and incorporated in Singapore as a private limited company. 

The company initially focused on online book sales before expanding into other product categories such as consumer 

electronics, fashion, home essentials, groceries, and lifestyle products. The service competes primarily with Amazon's 

Indian subsidiary and domestic rival Snapdeal. As of March 2017, Flipkart held a 39.5% market share of India's e-

commerce industry. Flipkart has a dominant position in the apparel segment, bolstered by its acquisition of Myntra, and 

was described as being "neck and neck" with Amazon in the sale of electronics and mobile phones. Flipkart also 

owns PhonePe, a mobile payments service based on the Unified Payments Interface. In August 2018, U.S.-based retail 

chain Walmart acquired a 77% controlling stake in Flipkart for US $16 billion, valuing Flipkart at around $20 billion.  

 

Amazon - Jeff Bezos founded Amazon in July 1994. He chose Seattle because of technical talent as Microsoft is located 

there. In May 1997, Amazon went public. It began selling music and videos in 1998, at which time it began operations 

internationally by acquiring online sellers of books in United Kingdom and Germany. The following year, Amazon 

began selling items including video games, consumer electronics, home improvement items, software, games, and 

toys.In 2002, Amazon launched Amazon Web Services (AWS), which provided data on website popularity, Internet 

traffic patterns and other statistics for marketers and developers. In 2006, Amazon grew its AWS portfolio when Elastic 

Compute Cloud (EC2), which rents computer processing power as well as Simple Storage Service (S3) that rents data 

storage via the Internet was made available. That same year, Amazon started Fulfilment by Amazon which managed the 

inventory of individuals and small companies selling their belongings through the company internet site. In 2012, 

Amazon bought Kiva Systems to automate its inventory-management business, purchasing Whole Food 

market supermarket chain five years later in 2017. In January 2021, Amazon invested with over $278 million by opening 

two new centers in Italy (Novara and Modena) and creating over 1100 jobs. On February 2, 2021, Amazon announced 
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that Jeff Bezos would be stepping down as CEO and transition to Executive Chair of Amazon's board in Q3 of 2021. 

Andy Jassy, who is currently CEO of AWS, will succeed Bezos as CEO of the company.  

Snapdeal - Snapdeal was founded on 4 February 2010 as a daily deals platform, and expanded in September 2011 to 

become an online marketplace. Snapdeal has grown to become one of the largest online marketplace in India. Snapdeal’s 

focus is on the value ecommerce segment - a market that is three times larger than the size of the branded goods 

market. Sellers on Snapdeal offer good quality (local / regional / seller branded) merchandise, that offers customers 

value-for-money options, similar to what would sell in local markets and high streets in a city. Fashion, home and 

general merchandise account for a majority of the products sold by more than 500,000 independent sellers on Snapdeal 

platform. Buyers from more than 3,700 towns across India—accounting for 92% of India’s total 4,000 towns and 

cities—shop on Snapdeal. 

 

2. LITERATURE REVIEW: 
                     The reviews of concerned literature have been compiled with the help of abstract, books, websites and 

reports etc. A study analyzed by Mohamed Dawood Shamout (2016) highlighted that there is a significant relationship 

between Coupons and consumer buying behavior during sales promotion. Eko Bayu Prasetyo, Sopiah, Fadia Zen (2019) 

also revealed that 1)The discount price variable falls into a very interesting category, meaning that the discount price 

made by Shopee with the flash sale program for consumers is very attractive for making online purchases. 2) The 

consumer's perceived risk variable belongs to the high category, meaning that consumers have a high perception of risk 

when making purchases on the flash sale program at Shopee.  Aribowo Doddy Hertanto, Sulhaini, Herman Lalu Edi 

(2020) analyzed that there is a positive influence on the selling method of flash sale toward consumer purchase decisions. 

Satyendra Kumar Upadhyay, Sumeet Semwal, Abhidnya Naik, Hamid Khan(2015) revealed that with the rapid 

development of Internet and gradual improvement of payment environment and logistics, online shopping has become 

a part of people’s daily life. Joshi Sujata, Domb Menachem(2017) highlighted that with the launch of flash sale each 

year these e-retail platforms are seeing rise in their website /app traffic which sometimes leads to slowdown of their 

services on the day of flash sales. Diska Vannisa, Aldo Fansuri, Irdan Muchlis Ambon (2020) revealed that perceived 

perishability during a flash sale is one of the factors that is big enough to influence consumer attitude.  

 

3. OBJECTIVES: 

 To know the strategies of online websites. 

 To analyze the factor affecting customer’s purchasing decision. 

 To know the effect of selling schemes on business sale. 

 To analyze the efficiency of various sales promotion schemes. 

 

4. RESEARCH METHODOLOGY: 

            To fulfill the objectives of our research paper we used various secondary data collection sources for e.g. 

Company official website, Google searches etc. The help of Research Papers was also taken to understand the research 

topic and working process of online product selling companies.  

 

5. RESULT AND DISCUSSION: 
 

Discount- The discount means a reduction in price of a good or service. We used here discount as a less price for a 

product or service. Suppose the MRP of a book is 100 Rs. and company’s selling price after discount is 70 Rs. So in the 

case of this book 30 Rs is amount of discount. This is very famous strategies used by companies to increase their sale. 

This type of discount is given in every product by the websites because they know it will definitely attract their 

customers. 
 

Buy one Get one/two free- In this type of marketing strategies on the purchase of one product similar product is given 

by companies to their customers. This scheme helps the company to increase the sale. Suppose the price of a jean is 

2000 Rs. and if a customer purchased two jeans at a time then company promise to give extra jean. 
 

Festival Offers- In India online product selling companies also used festival offer sale to sell their products. In festival 

season customer wants to buy new products. And if companies providing offer on the purchase then they can easily 

purchase products. This strategy used by maximum companies to increase its sale and attract customer’s. 
 

Coupons- When a customer purchased things from a website then coupons are provided by website for further shopping 

or with the help of that coupon customer can avail extra discount on price. So to collect coupons customer used to 

purchase regularly from that particular website. 
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Extra Cash back with Bank tie ups- Amazon, Flipkart, Snapdeal during sales attracts more customers by providing 

extra discount if customer is paying with the particular bank Debit ,Credit card. This is also a new and popular strategy. 

The percentage of discount on payment may vary site to site also. 

 

Free Shipping/Free Returns- These are basic services provided by websites to attract customers.  The limit of free 

shipping is set by company. And it is necessary to cross the limit of that particular amount to take the benefit of free 

shipping. And if the product is not as per customer’s requirement then the free return facility is also provided by 

companies. 

 

6. INDIAN E-COMMERCE INDUSTRIES FACT: 

The Indian E-commerce market is expected to grow to US$ 200 billion by 2026 from US$ 38.5 billion as of 2017. 

Much of the growth for the industry has been triggered by an increase in internet and Smartphone’s penetration. As of 

September 2020, the number of internet connections in India significantly increased to 776.45 million, driven by the 

‘Digital India’ programme. Out of the total internet connections, ~61% connections were in urban areas, of which 97% 

connections were wireless. 

 

 Growing demand- E-commerce reported sales worth US$ 4.1billion across platforms in the festive week of 

October 2020, driven increased demand for smartphones.  

 Opportunities- Despite depressed consumer spending, economic slowdown and uncertainty created due to 

COVID-19 e-commerce players are expecting strong sales growth in 2021. Online grocery, e-pharmacy and 

social commerce are expected to see a bulk of the action in 2021. 

 Support- FDI limit is 100% in B2B e-commerce. In automatic route for e-commerce FDI limit is 100%. 

 Scopes- The recent reforms in digital literacy increased the craze of e-commerce. Now all market players 

received investment easily. 

7. CONCLUSION: 

             After analyzes it is found that the reason of online purchases is follows: 

 Time saving- Now a day’s every person is busy in their works so they have no time to visit physically in the 

market so they choose online purchasing. 

 

 B2C marketing- Customer thinks that the price of product may be high at shops due to involvement of charges 

and commission so they prefer to purchase online. 

 

 Varieties of products- On a single platform customer can purchase so many things at a time. And he/she can 

return the product if the product is not good but with the time limit. 

 

 Delivery- While customer is purchasing from online product selling websites then the product is also delivered 

to customer in time limit. So there is no need to visit anywhere to receive the product. 

 

 Easy to pay- Due to easy payment methods customer wants to use these websites. There is various payment 

option provided by website like cash on delivery, Google pay, EMI etc. 

 

                    So it is clear that various strategies used by website can increase the selling volume of company and also 

increase brand loyalty. They are attracting customers by using different types of methods. So it positively impact on 

company revenue and it is useful for customer’s point of view. 
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