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Abstract – In recent years, social media has become an important part of people’s daily life and it is also affecting how 

consumers make their purchasing decisions. Earlier, people mostly depended on traditional sources like television, 

newspapers, and word-of-mouth before buying any product. But now, with the growth of digital platforms like Instagram, 

YouTube, and Facebook, the behaviour of consumers has changed. This study focuses on analyzing how social media 

influences consumer purchasing decisions. It tries to understand the role of factors such as online reviews, influencer 

marketing, advertisements, and content quality. For this purpose, data has been collected from respondents through a 

questionnaire and analyzed using simple methods. The results of the study show that social media has a strong impact on 

consumers. Most people check reviews, watch videos, and sometimes follow influencers before making a purchase decision. 

However, trust plays an important role, as not all consumers believe everything they see online. Overall, the study concludes 

that social media is a powerful tool in shaping consumer behaviour and companies should use it carefully and effectively. 
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I. INTRODUCTION  
 

In today’s digital world, social media is not just a platform 

for communication or entertainment, but it has also 

become an important tool for business and marketing. 

People spend a lot of time on platforms like Instagram, 

YouTube, and Facebook, where they are exposed to 

different types of content related to products and services. 

Earlier, the buying behaviour of consumers was simple. 

People used to depend on advertisements or suggestions 

from family and friends. But now, before buying any 

product, consumers try to collect as much information as 

possible. They search online, read reviews, watch product 

videos, and compare different options. 

 

One of the major reasons for this change is easy 

availability of information. Social media provides a large 

amount of information in a very short time. Another 

reason is the presence of influencers who promote 

products and affect the opinions of their followers. 

 

Because of all these changes, it has become important to 

study how social media influences consumer purchasing 

decisions. This research focuses on understanding this 

influence in a simple and practical way. 

 

Objectives of the Study 

The main objectives of this research are: 

• To study the impact of social media on consumer 

purchasing decisions 

• To identify the most commonly used social media 

platforms 

• To analyze the role of influencers in affecting buying 

behaviour 

• To understand the importance of online reviews and 

ratings 

• To examine the impact of advertisements on social 

media 

 

Research Questions 

The study is based on the following questions: 

• Does social media influence consumer purchasing 

decisions? 

• Which platform has the highest influence? 

• Do consumers trust influencers? 

• How important are reviews before purchasing a 

product? 

• Do advertisements on social media affect buying 

behaviour? 

 

II. LITERATURE REVIEW 
 

Different studies have shown that social media has a 

strong influence on consumer behaviour. Many 

researchers have found that online reviews and ratings are 

very important for consumers. People trust reviews 

because they are given by other users who have already 

experienced the product. 

 

Influencer marketing is also growing very fast. Influencers 

have a large number of followers and their opinions can 

affect the buying decisions of people. However, some 

studies also show that trust in influencers depends on how 

genuine they appear. 

 

Another important point is the role of visual content. 

Videos, reels, and images attract more attention compared 

to simple text. Platforms like YouTube and Instagram are 

very effective because they provide visual information. 

 

Overall, previous research suggests that social media is a 

powerful marketing tool that affects consumer decisions in 

many ways. 
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III. RESEARCH METHODOLOGY 
 

This study is based on both primary and secondary data. 

Primary data was collected using a questionnaire. Around 

100 respondents were asked questions related to their 

social media usage and buying behaviour. These 

respondents included students and working people. 

 

Secondary data was collected from books, websites, and 

research articles related to digital marketing and consumer 

behaviour. 

 

The sampling method used in this study is convenience 

sampling, as it was easy to collect data within limited 

time. 

 

The data collected was analyzed using simple percentage 

method, which helped in understanding the responses 

clearly. 

 

IV. DATA ANALYSIS AND 

INTERPRETATION 
 

From the collected data, it was found that most of the 

respondents are active on social media on a daily basis. 

This shows that people are highly connected to digital 

platforms. 

 

Instagram and YouTube were found to be the most used 

platforms among respondents. Facebook is still used, but 

its influence is comparatively lower. 

 

A large number of respondents agreed that social media 

influences their purchasing decisions. Many people said 

that they check reviews and watch videos before buying 

any product. 

 

It was also observed that influencers have some impact on 

consumers, but not everyone trusts them completely. Trust 

depends on how real and honest the content appears. 

 

Advertisements on social media were also found to 

influence consumer behaviour, especially when they are 

attractive and relevant. 

 

Factors Affecting Consumer Purchasing Decisions 

Social media influences consumers through different 

factors: 

 

Online Reviews and Ratings 

These help consumers to understand whether the product 

is good or not. 

 

Influencer Marketing 

Influencers create awareness and sometimes affect 

decisions. 

 

Visual Content 

Videos and images make products more understandable. 

Advertisements 

Ads attract attention and create interest. 

 

Brand Interaction 

Direct communication with customers builds trust. 

 

Findings of the Study 

• From the analysis of the data collected, several 

important findings have been identified. 

• It was found that social media has a clear and strong 

influence on consumer purchasing decisions. Most 

respondents agreed that they check social media 

before buying any product, which shows its 

importance in daily life. 

• Instagram and YouTube were found to be the most 

popular and influential platforms. This is mainly 

because these platforms focus more on visual content, 

which makes it easier for consumers to understand 

products. 

• Online reviews and ratings were also found to be very 

important. Many respondents said that they trust 

reviews because they are given by real users. Positive 

reviews increase the chances of purchase. 

• Influencers were found to have a moderate level of 

influence. Some consumers trust them and follow 

their recommendations, while others are more careful 

and do not fully depend on them. 

• Advertisements on social media also affect consumer 

behaviour, especially when they are relevant and 

interesting. However, too many ads can sometimes 

reduce their effectiveness. 

• Overall, the findings show that social media plays a 

significant role in shaping consumer decisions. 

 

V. CONCLUSION 
 

From this study, it can be concluded that social media has 

become an important factor in consumer purchasing 

decisions. It has changed the way people search for 

information and choose products. 

 

Consumers today are more informed and careful. They do 

not make quick decisions and prefer to check reviews, 

compare options, and watch videos before buying 

anything. Social media helps them in this process. 

 

At the same time, it is also clear that trust plays a very 

important role. Consumers do not blindly believe 

everything they see online. They try to identify genuine 

content and avoid misleading information. 

 

In simple words, social media has made the buying 

process more informed but also more complex. Companies 

need to focus on building trust and providing real value to 

customers. 

 

Suggestions / Recommendations 

Based on the study, some useful suggestions can be given: 
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• Companies should focus on honest and clear 

communication 

• Influencers should promote products in a natural and 

genuine way 

• Customer reviews should be encouraged, as they help in 

building trust 

• High-quality content like videos and images should be 

used 

• Companies should stay active and interact with 

customers regularly 

• Advertisements should be relevant and not too frequent 

• Transparency should be maintained in all marketing 

activities These steps can help companies to use social 

media more effectively. 

 

Limitations of the Study 

This study has some limitations which should be 

considered: 

• The number of respondents was limited, so results may 

not apply to everyone 

• The study was conducted in a short period of time 

• Responses given by participants may not always be 

fully accurate 

• The study is limited to a specific group of people 

• Social media trends keep changing, which can affect 

results 

 

These limitations should be kept in mind while 

understanding the findings. 

 

Future Scope of the Study 

There is good scope for further research in this area. 

Future studies can include a larger number of respondents 

from different regions. This will help in getting more 

accurate results. 

 

Research can also be done on different age groups to 

understand how behaviour changes with age. For example, 

young people and older people may use social media 

differently. 

 

Another area for future research is platform comparison. 

Different platforms may have different levels of influence. 

Also, long-term studies can be done to understand how 

social media affects behaviour over time. 

 

REFERENCES 

 
1. Kotler, Philip – Marketing Management 

2. Research papers from Google Scholar on consumer 

behaviour 

3. Articles related to social media marketing 

4. Websites like Statista and ResearchGate 

5. Various online sources used for general 

understanding 

 

 

http://www.ijnrefm.com/

