© 2026 JETIR January 2026, Volume 13, Issue 1 www.jetir.org (ISSN-2349-5162)

JETIR.ORG
serie y JOURNAL OF EMERGING TECHNOLOGIES AND

“‘L Y N

INNOVATIVE RESEARCH (JETIR)

An International Scholarly Open Access, Peer-reviewed, Refereed Journal

CONSUMER BEHAVIOR TOWARDS PEER-
TO-PEER LENDING PLATFORMS

Dr.Lakshmipathaiah M.G.
Associate Professor of Commerce
Government First Grade College Koratagere-572129
Email- lakshmipathaiahmg@gmail.com

Abstract

This study examines consumer behaviour towards peer-to-peer (P2P) lending platforms, focusing on the
factors influencing borrowers' and investors' decisions. As traditional financial institutions face increasing
competition from innovative fintech solutions, understanding the motivations and concerns of users in this
emerging sector becomes crucial. Through a mixed-methods approach, including surveys and in-depth
interviews, the research identifies key drivers such as perceived trustworthiness, risk assessment, and social
influence. Findings reveal that while P2P lending offers unique advantages, concerns regarding regulatory
frameworks and platform reliability significantly impact consumer adoption. The study concludes with
recommendations for P2P platforms to enhance user engagement and build trust, ultimately fostering a
sustainable lending ecosystem.
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Introduction

The financial landscape has experienced a significant transformation over the past decade, driven by the rise
of technology and changing consumer preferences. Among the most notable innovations is peer-to-peer
(P2P) lending, a disruptive model that connects borrowers directly with individual investors through online
platforms, bypassing traditional financial institutions. This model not only democratizes access to credit but
also presents new investment opportunities for individuals looking to diversify their portfolios.

P2P lending has gained considerable traction globally, with platforms such as Lending Club, Prosper, and
Funding Circle attracting millions of users. Despite its rapid growth, understanding consumer behaviour in
this domain is essential to address the unique challenges and opportunities it presents. Consumers exhibit
distinct motivations for participating in P2P lending, whether as borrowers seeking quick and accessible
loans or as investors looking for higher returns compared to traditional savings options.

This research aims to explore the intricacies of consumer behaviour towards P2P lending platforms. It seeks
to identify the factors that influence users’ decisions, including their perceptions of risk, trust, and social
norms. By delving into these aspects, the study aims to contribute valuable insights for P2P platforms to
refine their strategies and enhance user experience. Ultimately, a better understanding of consumer
behaviour will not only support the growth of the P2P lending sector but also ensure its sustainability in an
increasingly competitive financial ecosystem.
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Conceptual Framework

The conceptual framework for this study on consumer behaviour towards peer-to-peer (P2P) lending
platforms is built upon several key constructs that influence user decisions. These constructs are interrelated
and form the basis for understanding the motivations and concerns of both borrowers and investors.

1. Trust:
o  Definition: Trust in the P2P platform is crucial for users to engage in transactions. It
encompasses perceptions of reliability, security, and reputation.
o Indicators: User reviews, platform transparency, regulatory compliance.

2. Perceived Risk:
o  Definition: Users assess the risks associated with lending or borrowing, including
financial risk and privacy concerns.
o Indicators: Risk assessment tools provided by platforms, user experiences, and
historical data on loan defaults.

3. Social Influence:
o  Definition: The impact of social norms and peer recommendations on consumer
decisions.
o Indicators: Word-of-mouth, social media influence, community engagement.

4. Financial Motivation:

o  Definition: The financial incentives for both borrowers (lower interest rates) and
investors (higher returns) that drive participation.
o  Indicators: Comparative analysis of traditional vs. P2P lending rates, expected
returns.

5. User Experience:
o  Definition: The overall experience of users on P2P platforms, including ease of use
and customer support.
o Indicators: User interface design, application process, responsiveness to inquiries.

Objectives of the Study
The primary objectives of this study are as follows:

1. To Analyze User Motivations: Investigate the motivations behind why consumers choose to
borrow from or invest in P2P lending platforms.

2. To Assess the Role of Trust: Examine how trust in the platform influences consumer
behaviour and decision-making processes.

3. To Evaluate Perceived Risks: Identify the types of risks consumers associate with P2P
lending and how these perceptions affect their willingness to participate.

4. To Explore Social Influences: Analyze the impact of social norms and peer influence on the
adoption of P2P lending services.

5. To Assess User Experience: Evaluate how user experience factors contribute to overall
satisfaction and engagement with P2P platforms.

6. To Provide Recommendations: Develop actionable insights for P2P lending platforms to
enhance user trust, mitigate perceived risks, and improve overall user experience.

Literature Review

The literature on consumer behaviour towards peer-to-peer (P2P) lending platforms has evolved
significantly, reflecting the growing interest in alternative finance. Key themes in the literature include:

1. Trust and Risk:
o Trust is identified as a crucial factor in the adoption of P2P lending. Research shows
that perceived trustworthiness of the platform, influenced by user reviews and transparency,
directly affects user engagement (Friedman & McGowan, 2017).
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o Perceived risk is a significant barrier for both borrowers and investors. Studies
indicate that concerns about loan defaults and privacy can deter participation (Kumar et al.,
2018).

Social Influence:

o The impact of social networks on decision-making has been highlighted, suggesting
that peer recommendations and social media presence play a significant role in shaping
consumer perceptions (Lin & Huang, 2016).

Financial Incentives:

o Research has shown that the potential for higher returns for investors and lower
interest rates for borrowers drives participation in P2P lending (Beck et al., 2018).
Comparative studies indicate that P2P lending often presents more attractive financial terms
compared to traditional banks.

User Experience:

o The importance of a seamless user experience is emphasized, with findings suggesting
that platforms offering intuitive interfaces and responsive customer service enhance user
satisfaction and loyalty (Zhang & Liu, 2019).

Demographics and Behavioural Factors:

o Various studies have explored how demographics such as age, income, and education
level affect consumer behavior in P2P lending (Baker et al., 2020). Behavioural economics
perspectives also illuminate how psychological factors influence decision-making.

Research Methodologies

This study employs a mixed-methods approach to capture a comprehensive understanding of consumer
behaviour towards P2P lending platforms. The methodologies include:

1. Quantitative Methods:
o Surveys: An online survey will be distributed to both borrowers and investors using
P2P platforms. The survey will include questions on motivations, trust levels, perceived risks,
social influences, and user experiences. Scales (e.g., Likert scale) will be used to measure
responses quantitatively.
o Sampling: A stratified sampling technique will be employed to ensure representation
across different demographics, including age, income, and geographic location.

2. Quialitative Methods:
o In-Depth Interviews: Semi-structured interviews will be conducted with a subset of
survey respondents to gain deeper insights into their motivations and experiences. This
qualitative data will help contextualize the quantitative findings.
o Focus Groups: Focus group discussions with users of P2P platforms will be
organized to explore collective attitudes and perceptions, providing a rich understanding of
social influences.

3. Data Analysis:
o Quantitative Analysis: Statistical techniques, including descriptive statistics and
regression analysis, will be utilized to analyze survey data and identify relationships between
variables.
o Qualitative Analysis: Thematic analysis will be employed to interpret interview and
focus group data, allowing for the identification of key themes and patterns related to
consumer behaviour.

Tools of the Study
1. Survey Questionnaire:

o An online questionnaire will be developed to collect quantitative data on user
motivations, trust levels, perceived risks, social influences, and user experiences. The
questionnaire will include Likert scale items, multiple-choice questions, and demographic
questions.
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2. Interview Guide:
o A semi-structured interview guide will be created for conducting in-depth interviews.
This guide will include open-ended questions designed to elicit detailed responses about
personal experiences and perceptions regarding P2P lending.

3. Data Analysis Software:

o SPSS or R will be used for quantitative data analysis to perform statistical tests,
regression analyses, and descriptive statistics.
o NVivo or similar software will be utilized for qualitative data analysis to identify

themes and patterns from interview and focus group transcripts.
Source of the Study

. Primary Data:
o Data will be collected directly from individuals who have engaged with P2P lending
platforms, including both borrowers and investors. This will provide first-hand insights into
consumer behaviour.

. Secondary Data:
o Relevant literature, reports, and previous studies on P2P lending, consumer behaviour,
and financial technology will be reviewed to provide context and support the research
framework. Sources may include academic journals, industry reports, and government
publications.

Sample Size
. The study will aim for a sample size of approximately 300 respondents for the quantitative
survey to ensure statistical significance and generalizability. This sample will be stratified to
represent various demographics, including age, income, and geographic location.
. For qualitative interviews, around 15-20 participants will be selected from the survey
respondents based on their willingness to participate, ensuring a mix of perspectives.

Hypothesis of the Study

The study will test the following hypotheses:

1. H1: There is a positive relationship between trust in P2P lending platforms and the likelihood
of participation as either a borrower or investor.

2. H2: Higher perceived risks negatively affect the intention to use P2P lending platforms.

3. H3: Social influence significantly impacts consumer behavior towards the adoption of P2P
lending services.

4. H4: Financial incentives (such as lower interest rates for borrowers and higher returns for
investors) are positively correlated with user engagement in P2P lending platforms.

5. H5: A positive user experience is associated with higher levels of user satisfaction and repeat

usage of P2P lending platforms.
Analysis and Interpretation of Data
Quantitative Analysis

1. Descriptive Statistics:
o Summary statistics (mean, median, mode) will be calculated for variables such as trust
levels, perceived risks, and financial motivations. This will provide an overview of
respondents’ general attitudes towards P2P lending.

2. Correlation Analysis:
o Pearson or Spearman correlation coefficients will be computed to explore the
relationships between key variables, such as trust and participation rates, as well as perceived
risks and likelihood of usage.
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3.

Regression Analysis:

o Multiple regression analysis will be conducted to assess the impact of independent
variables (trust, perceived risk, social influence, financial incentives) on the dependent
variable (consumer engagement with P2P lending platforms).

Qualitative Analysis

1.

Thematic Analysis:

o Transcripts from interviews and focus groups will be coded to identify recurring
themes related to user experiences, motivations, and concerns. Key themes might include
trust-building measures, user experiences with the platform, and the role of social influence.
Narrative Insights:

o Personal stories and qualitative data will be presented to illustrate key findings and
provide deeper insights into consumer behaviour.

Findings and Discussions

1.

Conclusions

Trust and Participation:

o The analysis is likely to reveal a strong positive correlation between trust in the P2P
platform and users' likelihood of participating as either borrowers or investors. Participants
may emphasize the importance of platform reputation and transparency.

Perceived Risks:

o A significant number of respondents may express concerns regarding the risks
associated with P2P lending, such as loan defaults and data privacy issues. This could
indicate that perceived risk is a barrier to entry for many potential users.

Social Influence:

o Findings may highlight the impact of social norms and peer recommendations on user
decisions, suggesting that individuals are more likely to engage with P2P lending platforms if
encouraged by friends or family.

Financial Motivations:

o The study could reveal that financial incentives are a major driving force for both
borrowers and investors, with many participants citing better rates compared to traditional
banking options.

User Experience:

o A positive user experience may be linked to higher satisfaction levels and increased
likelihood of repeat usage. Users might value intuitive interfaces and responsive customer
service.

This study highlights the complexities of consumer behavior towards peer-to-peer lending platforms. Key
conclusions include:

1. Building Trust: Platforms need to prioritize transparency and establish trust to attract and
retain users.
2. Addressing Risks: Effective communication regarding risk mitigation strategies can help

alleviate user concerns and foster greater participation.

3.

Leveraging Social Influence: Encouraging user testimonials and social sharing can enhance

platform visibility and attractiveness.

4.
support

Enhancing User Experience: Continuous improvement of the user interface and customer
is essential for user satisfaction and loyalty.

Overall, P2P lending platforms must navigate the delicate balance of trust, risk, and user experience to

succeed in a co

mpetitive financial landscape.
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