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Abstrak

Shopee has grown to play a significant role in the lives of customers due to the industry's explosive
growth. The purpose of this study is to learn how consumers perceive the elements in the Shopee
ecosystem that influence purchases. The purpose of this study is to ascertain how two primary
elements—discounts and free shipping—affect consumers' propensity to purchase from the Shopee.
This study method is qualitative in nature and involves a quick discussion, a review of the literature,
and each component influencing a purchase choice. The study's findings paint a comprehensive
picture of how crucial sales and free delivery are to Shopee customers' desire to make a purchase.
Keywords : Shopee, Customer Perception, Purchase Intention

Introuction
Shopee has emerged as a vital element in the lives of customers within the swift digital

development of our times. One key indicator of significant shifts in consumer purchasing
behavior is the Shopee industry's explosive expansion (Yusuf, 2023). This phenomena
represents a significant shift in consumer behavior away from brick-and-mortar stores and
toward internet retailers. In this ecosystem, a few key elements serve as the foundation for most
consumer purchasing decisions. Prior research has emphasized the significance of free shipping
and discounts in this situation. Discounts have the power to significantly alter the purchasing
habits of consumers. Suganda et al. (2022) underline the significance of comprehending
consumer views in the context of a purchase, which encompasses aspects of the entire shopping
experience in addition to product qualities.

The global phenomenon known as Shopee has fundamentally changed how consumers make
purchases. Customers can now experience the convenience of shopping without being limited
by location thanks to the existence of Shopee. With just a few clicks, one may access products
from all over the world, increasing options and democratizing the process of obtaining
commodities. In addition, Shopee is a platform that creates a cozy and customized shopping

experience rather than just a location to purchase things (Sutaguna, 2021).
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Free shipping and discounts are not merely extra features on the Shopee platform; they are
essential for piqueing customers' interest in making purchases. Discounts offer immediate
financial rewards, motivating customers to look for extra value in their purchases (Yusuf, 2022).
Conversely, free delivery relieves customers of the financial strain associated with shipping
while also fostering a more enjoyable purchasing environment (Suganda et al., 2022).

Free shipping and discounts work well together to create strong buying preferences that
motivate customers to take an active role in the purchasing process. Yusuf et al.'s research from
2023 has demonstrated that offering free shipping along with a discount can work in concert to
create a warm and inviting environment. favorable attitudes among customers and motivate
them to take a more active role in the online purchasing process. Free shipping and discounts
are more than simply standard marketing techniques; they both significantly increase customer
value and shift the dynamics of competition in the retail sector. The presence of both delivers a
pleasant shopping experience in addition to financial advantages, which has a major beneficial
influence on customer purchase decisions (Saepudin et al., 2021). While other studies have
demonstrated the impact of free shipping and discounts on purchase intention, this research
used a qualitative methodology to go deeper into consumer views. Shopee business actors can
more effectively modify their strategies if they have a better awareness of the critical impact
that discounts and free delivery play in influencing consumer interest in transactions. It is
envisaged that this research would spur innovation in marketing strategies, allowing businesses
to make the most use of free delivery and discounts as tactical weapons to draw in and keep
consumers. Additionally, it is anticipated that the findings of this study would improve the
industry's comprehension of Shopee consumer behavior and offer the knowledge required to
become more competitive. Businesses are better able to spot new growth prospects and create
company plans that are more flexible in response to shifting market trends when they have a

deeper grasp of client preferences regarding discounts and free shipping.
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Method

This study combines a literature review methodology with a qualitative approach.

This strategy was used in order to obtain a comprehensive insight of how customers in the
Shopee setting see discounts and free delivery. This research attempts to provide a thorough
understanding of the impact of these factors on buying interest by evaluating earlier studies.
The literature on shops, customer impressions, discounts, free delivery, and purchase interest
provided the data for this study. Prior research on the subject of interest serves as the sample
for this investigation. Purposive sampling was used to pick the samples, with an emphasis on
studies that significantly advanced our knowledge of consumer perceptions in the context of
the shop. The process of gathering data involved looking through and evaluating relevant
material. To find pertinent studies, researchers consult scholarly databases, repositories of
scientific journals, and other trustworthy sources. Carefully chosen literature was chosen in line
with preset inclusion criteria, which included considerations like customer opinions, sales, free
shipping, and interest in making a purchase in the context of a shop. Data analysis was
performed using a methodical approach to literature review. The first step in the analysis stage

is to find relevant studies and extract pertinent data.

Results and Discussion
Given its pivotal role in influencing customer purchasing behavior, the impact of discounts

on consumer purchasing interest is a crucial consideration in the context of the Shopee
application. Numerous earlier research have emphasized the importance of the relationship
between discounts and purchase interest, demonstrating that discount offers can significantly
stimulate customers to engage in more active shopping. For instance, Yusuf's research from
2023 showed that well-executed discounts can boost customer enthusiasm in making a
purchase, particularly if the reduction is seen as a lucrative offer. According to the analysis,
discounts that offer substantial price reductions or increased value typically have a beneficial

effect on consumers' decisions to buy. Furthermore, study by Thus, a thorough comprehension
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of the connection between discounts and purchase intention, as demonstrated by these studies,
bolsters the claim that discounts significantly influence customers' decisions to buy in a retail
setting.

In the context of the store, free shipping is crucial in piqueing customers' interest in making
a purchase. Understanding the dynamics of purchasing in the Shopee environment requires
taking into account the inclination of customers towards free delivery. Prior research, such that
done by Arubusman et al. in 2022, demonstrates that customers typically react favorably to
offers of free shipping. There are two primary causes for this. First, providing free shipping has
a positive financial impact.

Straight to the customer. It is possible to remove shipping fees, which are sometimes seen
as an unnecessary extra, to bring the final cost of the acquired goods closer to what customers
had anticipated. Shops have an impact on consumers' desire to make purchases as well (Yusuf
et al., 2022). Free delivery might be introduced and presented as an extra perk, such as for loyal
customers, minimum purchases, or special promotions. Businesses are able to align and
stimulate customer purchasing behavior with their strategic objectives in this way. Shipping
regulations that encourage purchasing interest can play a role. A delivery method that is
trustworthy, clear, and efficient boosts customer confidence in the business. Offering free
shipping alternatives can provide a lot of value and make sure that customers have a pleasurable
and cost-effective purchasing experience (Arubusman, 2021). In general, free shipping plays
the role of both a financial offer and a strategic component that enhances the shopping
experience for customers. Optimizing the role of free shipping as an effective technique to
increase purchasing interest in the Shopee business requires a thorough understanding of
customer preferences, corporate strategy, and shipping regulations.

When discounts and free shipping are combined, customers have even more financial
incentives and convenience, which greatly increases the likelihood that they will make a

purchase. Delivery guidelines that encourage purchasing interest also have a significant impact
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on this dynamic. Free shipping policies might be positively viewed by customers if they are
provided with rapid delivery times and reliable delivery services. This highlights the reality that
offering financial incentives on its own is insufficient to stimulate consumer purchase interest;
a positive delivery experience is equally crucial. According to research by Arubusman et al.
(2022), delivery speed directly affects customer satisfaction and the possibility that customers
would stick around. Positive impressions of the delivery service and free shipping policy can
help shape a positive opinion of the Shopee firm when customers believe that the things they
purchase can be delivered promptly and with great reliability.

Awareness customer dynamics in the digital environment requires an awareness of the
significance of customer perceptions in influencing purchase decisions at the Shopee. A
person's assessment and reaction to different elements of the Shopee, such as the goods,
services, special offers, and the whole shopping experience, are all included in their customer
perception. Customer impression is a major factor in influencing purchases in a digital world
when there is an abundance of information and options. Prior studies conducted by Suryanto et
al. (2022) emphasize the significance of customer trust and service quality as the primary
determinants of customer impressions at the Shopee. According to the report, customers
frequently base their selections about what to buy on their perceptions of the Shopee platform's
trustworthiness and their interactions with customer care.

This demonstrates that non-material elements like transaction security and service quality
have an impact on customers' opinions in addition to product and price-related aspects.
Arubusman et al.'s (2021) other study focuses on how technology shapes consumer views. The
study's findings indicate that customers have a tendency to see the Shopee platform more
favorably since it has a user experience that is responsive and welcoming. Customers'
impressions of how easy it is to shop can be enhanced by speed, simplicity of navigation, and
the availability of sufficient information thanks to technology, which will eventually affect their

decision to buy. Within the framework of this study, customer perception refers to how
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customers understand and react to offers like free delivery and discounts. In addition to having
an independent effect on buying interest, this component may also be impacted by other factors
that mitigate this link. Consumer perceptions and assessments of these incentives can be
significantly influenced by factors such as prior transaction experience and customer faith in
discount and free delivery policies. Discounts and free shipping can have a stronger effect on
consumers' desire to make a purchase when favorable views are present; negative perceptions

can have the opposite effect.

Conclusion
The findings of the study indicate that the Shopee's customers' purchase decisions are

largely influenced by discounts. Discounts that offer value or result in large price reductions
might pique consumers' interest in making a purchase. Utilizing discounts frequently, especially
when they are offered on a regular basis, sets up favorable expectations and motivates
customers to actively take advantage of discount offers. Free shipping is also a crucial element
in piqueing customers' interest in making a purchase. The need for free shipping boosts
purchasing interest by removing the barrier of shipping charges and offering instant financial
benefits. There is a strong synergistic relationship between free delivery and discounts, which
encourages customers to make impulsive purchases. Developing a thorough grasp of how
consumers perceive brands in the digital sphere is essential to creating persuasive marketing
campaigns and winning over new clients. The research's consequences include
recommendations for tracking shifting consumer preferences over time, enhancing
transparency, and making smart use of consumer data to tailor discount offers. These results
provide avenues for additional investigation into the mechanics of customer behavior in the

Shopee era.
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