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e The majority of teens use YouTube and
TikTok every day, and many report using
these sites almost constantly.

e More than half of teens say it would be
difficult for them to give up social media.

e This means most of the information
average teenagers consume comes from
social media.

e Teenagers need to understand that
companies understand this and will
market directly towards them through
social media.

Roughly one-in-five teens are almost constantly on

YouTube; only 2% say the same for Facebook

% of U.S. teens who say they visit or use each of the following sites or apps ...
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Note: Teens refer to those ages 13 to 17. Those who did not give an answer are not shown.
Figures may not add up to the NET values due to rounding.

Source: Survey conducted April 14-May 4, 2022,
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Impact on purchasing decisions

Social media has made Modern Customer Journey

product research more
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According to the Deloitte report, 29% of social media users are more likely to make a purchase
on the same day of using social media. That means that once they see a product, they simply
click on the link and buy it: there’s no need to wait before they go shopping. Moreover, the
same report states that consumers who are influenced by social media are four times more
likely to spend more on purchases.


https://www.salesforce.com/form/pdf/state-of-the-connected-customer-2nd-edition/
https://awario.com/blog/online-reputation-management-the-ultimate-guide/?utm_source=searchenginewatch&utm_medium=buying-decisions&utm_campaign=searchenginewatch

Brand engangement and
loyalty  “Trust

A strong brand identity establishes trust and

credibility in the minds of consumers. When
individuals encounter a familiar and well-

comfortable and confident in their purchase

Branding has the power to influence the decisions. Trust is a crucial factor, especially Eeiive el mees ey el
perception of a product’s quality and value. When consumers are faced with multiple attributes; it taps into emotions.
Consumers may be willing to pay a choices or when dealing with unfamiliar Consumers often develop a strong

. emotional connection with certain brands,
premium for products associated with a PrElLEs. s epliiElole lorEriel Com prove & which influences their buying behaviour.

reputable brand due to the perceived >€N-€ of security, reducing the perceived risk  whether it’s nostalgia, happiness, or a
higher quality. Additionally, a well- associated with a purchase. sense of belonging, these emotions can
become key drivers in consumer decision-
making. Loyal customers tend to stick with
impression of value for money, making their favoured brands, even in the face of

consumers feel that they are getting more LOyal to Wh at?"." competition or higher prices, further

han i he phvsical g . reinforcing the impact of branding on
than just the physical product or service. consumer loyalty.

established brand can create an



derstanding your audience

45% of Gen Z respondents named TikTok and Instagram as )*
the top platforms influencing their purchasing decisions,
followed by YouTube (38%), Facebook (24%), Snapchat

(17%), Twitter (14%) and Reddit (7%).
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I | / social media use among children and teens are

Many of studies have shown that higher levels of

In other yrovide some linked to adverse effects which include depression,

POSitive D te ell. You’re able anxiety, inadequate sleep, low self esteem, poor
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WNO share the same  pody image, eating disorder behaviors, and online
Interests as you. A harassment. This could be even worse for those

majority of people at social media helps \yhq struggle with mental health issues already.
them feel more accepted and feel as tho they

have people who support them
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There are so many ways for brands to use social media to promote
their brands. The top two most used ways are using paid advertising
and using micro influencers. With paid advertising it is a way to
promote your brand toward its targeted audience as they are scrolling
on social media. The audience is able to get a sample of your brand and
get to see a snipit of what you are selling or have to offer. Using micro
influencers is a bit different . The influencers have a change to promote
your brand for you. Their followers can align itself with your targeted
audience. These influencers may have thousands versus millions of
followers who may be more than likely to buy your product.



Do teens judge
themselves off
of others?

In some cases, teens may see images online and try to
replicate them. These false images may cause teens to
judge themselves in unhealthy ways because many

things online are not accurate representations of what

happens in real life. For example, people are able to use
misleading tactics by cropping things out of a

background, posing with props, or editing their
appearance.
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