
        International Journal of Scientific Research in Engineering and Management (IJSREM) 

                 Volume: 09 Issue: 06 | June - 2025                           SJIF Rating: 8.586                                  ISSN: 2582-3930                                   

 

© 2025, IJSREM      | www.ijsrem.com                                 DOI: 10.55041/IJSREM50157             |        Page 1 

The Influence of Social Media on Business Marketing 

 

 

Priya Tyagi 

Admission no.- 23GSOB2010594 

Galgotias University, School of Business, 

MBA (2023-2025) 

Email: tyagipriya1401@gmail.com 

 

 

 

Abstract 

 

Currently, in the new digital age, social media has transformed the marketing aspect of business to the next level. 

This master's thesis titled "The Importance of Social Media on Business Marketing" will explain how social media 

websites are now utilized differently to develop marketing techniques, consumer relationships, brand awareness, 

and business growth. With the addition of social media platforms emerging, such as Facebook, Instagram, Twitter 

(X), LinkedIn, Tik Tok, and YouTube, small and large businesses, including start-ups and large multinational 

corporations, are able to connect with audiences in real-time, distribute targeted content and enhance customer 

loyalty. 

 

The overall scope of the research is to investigate the effects of social media in business marketing for an 

individual segment across many industries and sectors. The research will focus on comparing the effectiveness of 

some social media marketing formats, such as influencer marketing, content marketing, paid advertising, and user-

generated content vs other long-established forms of marketing. The research will also address the application of 

data analytics in measuring several key performance indicators such as reach, engagement, conversions, and return 

on investment (ROI). 

This study used a mixed methods approach of both quantitative surveys and qualitative interviews conducted with 

marketing professionals, business organizations, and consumers. Data was gathered through a sample of over 50 

respondents in several industry sectors, including retail, technology, hospitality, and education. The findings 

suggest that when social media is used strategically by organizations, it is associated with significant 

enhancements in customer engagement, brand awareness, and sales results. The study also notes that the capability 

for interactivity through social media allows businesses to cultivate consumer relationships immediately, respond 

to comments, and adjust promotional aspects in real-time. 
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As a result, this study concludes that social media should no longer be positioned as an optional tool, but a critical 

aspect of modern marketing. Companies that effectively incorporate social media into their overall marketing 

strategy will have a much better chance of competing in an interconnected world market. The study provides 

several practical suggestions for businesses seeking to increase their social media presence and emphasizes the 

importance of innovation, authenticity, and consumer-oriented content, as a must for developing a viable digital 

marketing model. 

Introduction 

Today's marketing has transitioned from newspapers, magazines, and television to platforms that allow two-way 

live engagement with potential customers, while social media has emerged as a heavyweight for brands engaging 

with brand consumers. Social media performers present an opportunity to bypass traditional barriers such as 

managing cold calls, as an audience of more than 600 million people can live in a single country such as, India, 

simply because brands are engaging potential consumers cold visiting them on technology such as Instagram, 

YouTube, and LinkedIn, and are attempting to actively influence that audience on a massive scale and rapid speed 

never seen before. 

 

In the past, marketing adherence to a strict one-way communication model, with no interaction. Research has 

shown that brands are considering social media to increase, consolidate, and regulate brand identification with 

social media users, attempting to derive direct user feedback, interactivity, and personalization from the different 

ways social media users use social media for developing adaptation. Communication in its simplest alignment has 

and is a distinctive and dynamic way for brands to communicate different levels of meaning in their 

communications, fully engaging interactivity and actively by engaging other brands. Whereas before, developing 

brand identity occurred in a single spot with no interaction, social media is fostering a new reality in the interactive 

and participatory behaviors that is changing the ways brand owners present and share their thoughts, perceptions, 

feelings, and beliefs about the brand in the marketplace. 

This study will illustrate how businesses, particularly small and medium-sized, utilize social media for marketing 

outcomes, utilize social media to develop their marketing strategy, and then illustrate the challenges that they 

faced, and what approaches created the highest levels of engagement and returns on marketing activity. 

Literature Review 

 

The new body of literature supports evidence of growing support for increased involvement of social media (and 

more broadly, digital marketing) in promoting a business. Kapoor et al. (2021) state businesses that incorporate 

social media as part of a larger marketing plan will achieve better customer retention than businesses that do not. 

From a very recent study Chatterjee and Kumar (2022) state that social media's main attraction is flexibility and 

further that businesses can be flexible with it in rapidly evolving markets, such as Fashion and Technology. 

 

Influencer marketing has arguably become one of the biggest success stories of digital marketing. In a survey by 

Forbes (2022), 89% of marketers reported a return on their investment from effective influencer marketing. Micro-

influencers in particular have created much higher engagement from followers, largely due to their perceived 

authenticity of engagement with their followers (Zhang & Jain, 2022). 
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Additionally, the expansion of platforms like Facebook and Instagram are empowering micro-targeting and 

lowering marketing costs more so than ever leading to an escalation in marketing effectiveness. As Ahmed and 

Singh (2021) pointed out marketing in various advertisement channels targeting advertising reports a 44% increase 

in click-throes on average and 27% improvement on conversion rate than non-targeted advertisement 

distributions. 

 

Moreover, data analytics creates avenues for recalibrating strategy. Lee and Johnson (2022) highlighted the 

importance of real-time measures such as the campaign engagement rates and an advertisement's conversion 

tracking which revealed insight about real-time metrics and its value to the potential scope of success stories was 

more successful with the brand's ability to rapidly adapt campaign strategies. Ironically, brands with the 

infrastructure and implementation real-time business techniques have been found to be performing better than 

competitors utilizing traditional timing for their marketing. 

 

Research Methodology 

This report used a mixed-methods research design to collect quantitative surveys and qualitative data. Quantitative 

data was collected through a structured Google Form with quantitative responses generated based on individuals 

who are consumers, new entrepreneurs, or marketing professionals in various sectors (retail, education, health and 

wellness, fashion, etc.).  

A convenience sample method was used based on time constraints and resources available to the researchers. A 

total of 50 surveys were collected and analyzed on a Microsoft Excel using descriptive statistics, correlation 

statistics, chi-square testing, and regression models to examine for any possible relationships between some 

marketing variables (product quality, cost, convenience, customer-experience, brand reputation, etc.) and 

satisfaction outcomes (see section 4 - Results for finding and analysis). 

 

 

Data Analysis and Findings 

 

The sample confirmed that 97.5% of respondents were aged under 30 or less.  The sample was slightly male, with 

57.5% males and 80% students. Therefore, there may be a increased likelihood of greater social media use 

propensity among Youth. 

 

The key findings: 

-                Preferred Platform: Instagram was the majority platform preferred (60%), followed by YouTube 

(27.5%). 

-                Preferred Content Type: Stories/Reels was the most evoking content type (51.3%), with videos (25.6%) 

second. 
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-                Purchase Behavior: 56.4% reported they purchased products as a result of engaging with social media 

content =, indicating a high probability of purchasing behavior based on social media use. 

-                Influencing Factor: Customer reviews/testimonials was the highest influencing factor (40%), illustrating 

the influencer potential of social media, followed by discounts & offers. 

-                Business Use: 60.5% of respondents reported they used social media to promote their business. 

 

Correlation analysis indicated there was a strong positive relationship between content type engagement and 

satisfaction (r = 0.81) and social media ROI and satisfaction (r = 0.79). Regression analysis indicated that social 

media frequency of posts were a factor influencing satisfaction, however, was outweighed by content quality. 

 

Discussion  

The findings consistently support the general hypothesis that social media are impacting marketing efforts for 

businesses. Younger audiences are making the shift and are the predominant users and owners of social media. 

Therefore, it is important for brands aiming for younger audiences to develop a content strategy to be found online, 

especially on visual-based platforms. The engagement is obvious, and while this is more difficult to measure than 

those driven by likes and followers, the level of engagement is significant, especially with video content being 

the most successful. 

 

It is also clear that social proof (reviews, testimonials) matures consumer behavior. Consumers rely heavily on 

reviews and feedback from peers before they buy; this should reinforce the importance of a brands' online 

reputation, and having employ a management tool for social media reputation in general. 

Most importantly, social media will truly revolutionize SMEs with respect to cost. To put it simply, traditional 

advertising requires you to fund inflation in order to stay relevant - social media is scalable without costing the 

earth. The opportunities that are offered to businesses, especially on social media, are primed for businesses to 

grow and connect with the community - loss would be enormous if brands still choose to take advantage of the 

dynamic platforms available.  

 

The opportunities that social media provides for the advertising capabilities will only increase as brands compete 

against each other alongside the content saturation phenomenon. The constant need to innovate, while also 

adapting to everchanging algorithms, will create an even more interesting and possibly frenetic opportunity space 

to keep track of for marketers. With so many metrics available on each platform, marketers will need to be 

adaptable to manage the changing landscape and trends. 
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Conclusion  

 

This research has confirmed the importance of social media in today's marketing practice. Businesses that operate 

with a digital base can stimulate brand awareness, engagements and sales outcome. The data gathered during this 

research showed that engagement with content, and in particular visual content generates factors that maximize 

satisfaction and ROI.  

Small and medium-sized enterprises (SMEs) are also able to move into the social space to compete with larger 

organizations which influences user-generated content and data. Social media is more than a method, it is a 

determined strategic asset to an organization that will maximize marketing success in the future. 

 

 Recommendation 

1. Utilize content platforms. 

Create unique content for each platform (e.g. images for Instagram, jobs for LinkedIn, customer stories, interactive 

stories for Facebook). 

2. Be authentic.  

Start to build trust by replying to comments, sharing real customer stories or useful content, and not simply posting 

your product.  

3. Use analytics. 

It's important to use the data available, measure success, and study your audience and use both to make honest, 

responsible marketing decisions.  

4. Be aware and up to date!  

Keep abreast of trends, new features, and algorithm changes.  

5. Train your staff.  

When hiring staff for social media its best to train them how to create content and who deal with customers, and 

increase their knowledge of what each platform can do.  

6. Be honest and ethical.  

Be clear with any paid promotions, respect users privacy and be honest. It will help you build trust long term. 
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