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ABSTRACT

In today’s digital era, social media marketing has become one of the most impactful and cost-effective strategies
for businesses aiming to build brand awareness and drive consumer engagement. With minimal investment,
businesses can reach large audiences, enhance conversion rates, and gain valuable insights into consumer
preferences. This study explores the influence of social media marketing on consumer decision-making and
behavior, especially among users who are actively engaged on platforms like Facebook, Instagram, and Twitter.

As social media continues to evolve, it offers businesses highly targeted and personalized promotional
opportunities that traditional marketing channels often lack. The research identifies key patterns between user
activity, marketing strategies, and purchasing behavior, highlighting how these platforms have reshaped not only
how consumers interact with brands but also how businesses approach marketing.

Social media’s growing global presence—driven by mobile and internet technologies—has revolutionized the
marketing landscape, making it essential for companies to integrate these platforms into their core strategies. The
study underscores the shift from conventional advertising models to dynamic, real-time engagement with
consumers, offering new avenues for growth and innovation.

Ultimately, this research emphasizes that in the modern marketplace, understanding and leveraging social media
is no longer optional but critical to sustained business success.

Keywords: Social Media Marketing, Consumer Behaviour, Digital Marketing, Online Advertising, Brand
Awareness, Purchase Decision, Marketing Strategy, Social Media Platforms, Customer Engagement, Digital
Transformation, Mobile Technology, Marketing Trends

1. INTRODUCTION

For any organization, its most valuable asset is its brand. Modern enterprises must recognize that effectively
leveraging brand value can significantly contribute to achieving growth, profitability, and long-term sustainability.
In the context of ongoing globalization, social media has emerged as a highly effective platform for advertising
and marketing, significantly enhancing the visibility of products and services.

Business leaders today are primarily focused on utilizing various marketing tools and strategies to drive sales and
expand market reach. This study aims to evaluate the impact of social media marketing on consumer behaviour,
particularly among individuals who are frequent users of social networking platforms. It also seeks to explore the
anticipated correlations between social media marketing initiatives, consumer activity, and behavioural responses.

Social media has redefined traditional marketing structures, particularly in relation to online buying and selling
channels. It plays a critical role in contemporary advertising by outlining relevant marketing strategies, identifying
appropriate tools, and highlighting the dynamic nature of consumer interaction. Beyond influencing consumer
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behaviour, social media is increasingly being employed for direct marketing and as a means to deliver personalized
products and services.

Platforms such as Facebook, Twitter, YouTube, and Instagram serve as powerful tools that foster digital
engagement and connectivity. These platforms offer a cost-effective approach to marketing and enable businesses
to establish direct contact with end users. Through strategic use of these platforms, organizations can create a
strong brand presence that influences consumer preferences. This influence extends beyond individual
transactions—satisfied consumers often recommend products to others, creating a ripple effect that contributes to
long-term business success and sustainability.

In today's fast-paced world, consumers often lack the time for traditional shopping experiences. Instead, they rely
on online platforms to access information and make informed purchasing decisions quickly and efficiently. Social
media marketing supports this behaviour by not only disseminating brand-related content but also providing
companies with valuable insights into consumer preferences and expectations. Each social media channel
contributes to shaping public perception of a company’s brand and offerings. Consequently, social media plays a
pivotal role in influencing consumer decision-making and promoting the adoption of goods and services through
digital channels.

SOCIAL MEDIA MARKETING

Social media marketing involves leveraging social networking platforms to capture public attention and
engagement. This strategy focuses on the creation and dissemination of compelling content designed to attract
users and encourage them to share it across their own networks. Through such content-driven engagement,
businesses can amplify their visibility and influence organically.

Any form of message shared across social platforms—whether it concerns a product, service, brand, or
company—is referred to as electronic word-of-mouth (eWOM). When users voluntarily share information,
especially when it originates from a credible and trustworthy source, it often carries more persuasive power than
traditional, paid advertising. The rapid resharing of content across platforms highlights the expansive reach and
effectiveness of social media marketing in driving consumer awareness and engagement.

Search engines place significant emphasis on social media signals when evaluating content, particularly focusing
on the authority and trustworthiness of the source. It is important to distinguish between authoritativeness and
authorship. While authorship, a feature introduced by Google in 2011, allows content creators to enhance their
search presence with elements like photos and ratings, authoritativeness pertains to the perceived credibility and
expertise of the source. Trust is central to how search engines interpret these social signals. Users whose profiles
are considered trustworthy or influential—often referred to as influencers—have a greater impact on the visibility
and perceived legitimacy of shared content.

From the perspective of consumer socialization theory, communication plays a vital role in shaping the
psychological and behavioural attitudes of consumers. Social networking platforms offer a digital environment
that facilitates interaction among users, thereby influencing how consumers gather information, form opinions,
and make decisions. These platforms contribute significantly to consumer socialization by fostering peer-to-peer
dialogue and enhancing the overall engagement with brands.
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STATEMENT OF THE PROBLEM

Insights from recent research indicate that social experiences play a key role in shaping consumer buying behavior
on online platforms, highlighting the significant impact of social media on modern marketing strategies.
Businesses are increasingly leveraging various social media marketing techniques, such as search engine
optimization (SEO) campaigns, to strengthen their online presence and drive growth. Numerous data analyses
confirm  that social media is influencing customer Dbehavior in  measurable  ways.
e Approximately 76% of businesses now utilize social networking platforms to achieve their marketing objectives.
e Retailers have reported revenue increases of up to 133% after implementing mobile-based social media
marketing strategies, demonstrating the substantial value these platforms bring to business growth.
e Additionally, 40% of online shoppers in the United States use smartphones to assist with in-store shopping,
underscoring the seamless integration of digital engagement into the traditional retail experience.

OBJECTIVES OF THE STIUDY

e To analyze the current landscape and development status of E-Commerce in India.
e To identify and evaluate the key challenges and obstacles hindering the growth of E-Commerce in the Indian
market.

e To explore the potential future trajectory and emerging trends in the Indian E-Commerce sector.
e To investigate the overall growth pattern of the E-Commerce industry in India, along with the major contributing
factors driving its expansion.

2. REVIEW OF LITERATURE

Kaplan & Haenlein (2010) define social media as a group of internet-based applications that allow the creation
and exchange of user-generated content. They emphasize that social media has changed traditional marketing
dynamics by empowering consumers with content creation and opinion-sharing, making brands more vulnerable
but also more accessible.

Mangold & Faulds (2009) argue that social media functions both as a hybrid promotional tool and an informal
consumer feedback system. They highlight the power of online word-of-mouth in influencing purchase decisions,
making social media an essential element in a company’s integrated marketing communications.

Ashley & Tuten (2015) explore creative strategies in branded content and find that brands which develop
engaging, interactive, and emotional content tend to have better consumer engagement. They stress that creativity
and relevance are key drivers of success on social platforms.

Tiago & Verissimo (2014) highlight the growing preference among marketers to shift from traditional marketing
to digital and social media channels. Their study finds that marketers benefit from cost-effectiveness, customer
targeting, and improved return on investment (ROI) when using social media strategically.

Tuten & Solomon (2017) discuss the need for authenticity in social media marketing. They point out that brands
perceived as fake or overly promotional are often ignored or criticized, suggesting that a customer-centric and
transparent approach is more effective.
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Chaffey (2018) elaborates on how businesses can integrate analytics tools with social media marketing to measure
performance in real time. He stresses the importance of monitoring key performance indicators (KPIs) such as
engagement rate, click-through rate, and conversion rate for campaign optimization.

Dwivedi et al. (2021) focus on the post-COVID-19 digital shift and its impact on marketing practices. The authors
report a significant increase in social media usage by both consumers and businesses, making digital platforms
the primary medium for brand communication.

Kumar et al. (2016) examine social media’s role in customer relationship management (CRM). Their findings
suggest that social media enables brands to create personalized interactions, which lead to better customer
retention and loyalty.

Qualman (2018) in his book Socialnomics explains that the return on investment (ROI) of social media should
be measured not only in terms of direct sales but also in relationship-building, trust, and long-term brand equity.

Hutter et al. (2013) analyze the impact of social media engagement on brand attitude and purchase intent. Their
research finds that active interaction on platforms like Facebook improves brand recall and positively influences
buying behavior.

Schivinski & Dabrowski (2016) explore the effect of user-generated content (UGC) versus firm-generated
content (FGC). Their results show that UGC has a more profound impact on brand trust and perceived authenticity
compared to traditional brand advertising.

Alalwan et al. (2017) conducted a comprehensive review of consumer behavior on social media and found that
visual content (images, videos, infographics) has a much higher chance of going viral and influencing purchase
decisions compared to textual content alone.

3. RESEARCH METHODOLOGY
Descriptive Research design has been used which clearly indicates that the study is about the
characteristics of individuals or investors towards their investments.

SAMPLE DESIGN
The sampling design is the definite plan for obtaining a sample from a given population. It consists of
number of items such as sample size, sampling unit, sampling technique, sampling area. In the current
research, mostly qualitative primary data collected through online questionnaires with various types of
customers through questionnaire which is pre coded and pre tested contacts; whereas secondary data
collected among various Social Websites, various Literature Review, National, International Journals
and various Thesis Probability sampling design technique has been used in this study.

SAMPLING TECHNIQUE

The sampling technique used in the project is Stratified Random Sampling. Stratified random sampling
is the procedure of dividing the population into different strata and choosing one among them for
analysis.

SAMPLE SIZE

The survey will be conducted on the basis of sampling methods. The total population Is 200 customers.
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The researcher is going to develop sample design, the respondents will be collecting the information from
200 customers that is 1% of the population were selected for the present study in Raipur city.

AREA OF THE STUDY

The selected area of study is Raipur (Chhattisgarh).

PERIOD OF THE STUDY

The study was conducted for a period of two months from February 2025 - March 2025.
SOURCES OF THE STUDY

The study used both primary data and secondary data

PRIMARY DATA

The primary data was collected through 64 respondents.

SECONDARY DATA
The secondary data was collected from reviewing various literature, internet and related books .

ANALYTICAL TOOLS
Various tables and charts are used as a means for easy representation of data analyzed through Percentage
Analysis.
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4. DATA ANALYSIS AND INTERPRETATION

Below are the analysis done during the research study

4.1 Age Profile

TABLE 4.1 SHOWING THE RESPONDENT OF AGE

Particulars No. of Respondents Percentage of Respondents
Below — 20 05 7.8%

20 -30 48 75%

30 — 40 09 14.1%

40 — Above 02 3.1%

Total 64 100%

=

= Below 20 = 20-30 = 30-40 40-Above

CHART 4.1 SHOWS THE AGE OF RESPONDENTS INTERPRETATION

From the above data total Respondents are 64 from which 10 members are Below 20 means 7.8%,
96 members are between 20 -30 means 75%, 18 members are
between 30 — 40 means 14.1%, and 04 members are 40 — Above means 3.1%.

Inference

Majority of the respondents are between 20-30 years old i.e 75%
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4.2 Gender profile

TABLE 4. 2 SHOWING THE GENDER OF THE RESPONDENT

Particulars No. of Respondents Percentage of Respondents
Male 50 78.9%
Female 14 21.1%
Total 64 100%

= Male = Female =

CHART 4.2 SHOWS GENDER OF THE RESPONDENT INTERPRETATION

From the above data total respondents are 64 from which 78.9% are the respondents are men and the 21.1%
are Women.

Inference
Majority of the respondents are Male i.e 78.9%
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4.3 Marital Status

TABLE 4.3 SHOWING THE MARITAL STATUS OF THE RESPONDENT

Particulars No. of Respondents Percentage of Respondents
Married 15 22.7%
Un Married 49 77.3%
Total 64 100%

= Married = Unmarried =

CHART 4.3 SHOWS MARITAL STATUS OF THE RESPONDENTS INTERPRETATION

From the above data total respondents are 64 from which 77.3% are the Respondents are Married &
22.7% are Un Married

Inference
Majority of the respondents are Unmarried i.e 77.3%
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4.4 Education Qualification profile

TABLE 4.4 SHOWING THE EDUCATION BACKGROUND OF THE RESPONDENT

Particulars No. of Respondents Percentage of the Respondents
High School 03 4.7%

Undergraduate 27 42.2%

Post Graduate 29 45.3%

PhD & Above 03 4.7%

Other 02 3.1%

Total 64 100%

= High School = Undergraduate = Postgraduate PhD &Above = Other

CHART 4.4 SHOWS THE QUALIFICATION OF THE RESPONDENTS INTERPRETATION

From the above data total Respondents are 64 from which 29 members i.e., 45.3% are Post Graduate, 27
members i.e., 42.2% are Under Graduate, 03 members i.e., 4.7% are High School, also 03 member i.e.,
4.7% are PhD & Above and the 02 members i.e., 3.1% are others.

Inference
Majority of the respondents are Post graduate i.e 45.3%

© 2025, ISJEM (All Rights Reserved) | www.isjem.com | Page 9



7= XY
Q/’I JEM ‘\& International Scientific Journal of Engineering and Management (ISJEM) ISSN: 2583-6129
Y2 Volume: 04 Issue: 06 | June - 2025 DOI: 10.55041/ISJEM04141
by % AnlInternational Scholarly || Multidisciplinary || Open Access || Indexing in all major Database & Metadata

4.5 Occupation profile

TABLE 4.5 SHOWING THE OCCUPATION PROFILE OF THE RESPONDENT

Particulars No. of Respondents Percentage of Respondents
Employed 18 28.12%
Un Employed 11 17.17%
Self Employed 05 7.8%
Students 28 43.7%
Others 02 3.12%
Total 64 100%

Occupation

3.12

\

= Employed = Unemployed = Self Employed Students = Others

CHART 4.5 SHOWS THE OCCUPATION OF THE RESPONDENTS INTERPRETATION
From the above data total respondent are 64 from which 18 is Employed i.e., 28.12%,

11 are Un Employed means 17.17%, 05 members is Self Employed i.e., 7.8%, 28 is
Student i.e., 43.7%, and the others 02 i.e., 3.12%.

Inference

Majority of the respondents are students i.e 43.7%
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CONCLUSION

Social media is exerting a powerful influence on businesses worldwide by helping them establish a clear and
recognizable brand identity through active presence on various social platforms. Advanced data analytics and data
science technologies enable social media to recommend products that customers are likely to appreciate,
enhancing personalized engagement. Consumers often follow brand pages to receive timely updates and
notifications. In today’s business environment, social media has evolved from being optional to an essential tool.
Consequently, social media marketing offers vast opportunities for emerging businesses, while simultaneously
presenting challenges in capturing customer attention. Moreover, social media is driving a significant shift from
traditional marketing methods toward digital advertising, transforming how businesses promote their products
and services.
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