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ABSTRACT 
The rapid growth of social media platforms has significantly impacted the e-commerce 

industry, presenting both opportunities and challenges for businesses seeking to leverage these digital 

channels to enhance their sales performance. This research paper explores the intricate relationship 

between social media engagement and e-commerce sales, with a particular focus on examining the 

effectiveness of various digital marketing strategies employed by e-commerce companies. Through 

a comprehensive review of existing literature, data analysis, and case studies, this study aims to 

provide valuable insights into the integration of social media platforms into e-commerce marketing 

efforts, the impact on customer behaviors and purchasing decisions, and the development of data-

driven strategies to optimize sales performance in the digital landscape. 
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1. INTRODUCTION 
introduction: In the rapidly evolving digital landscape, the influence of social media on e-

commerce sales performance has become a topic of increasing interest and importance for 

businesses and researchers alike. This research paper aims to examine the relationship between 

social media engagement and e-commerce sales, exploring the strategies and best practices that can 

be leveraged to optimize digital marketing efforts and drive tangible business outcomes.  

Literature review: Existing literature has demonstrated the significant impact of social media 

on consumer behavior, with studies highlighting its ability to influence brand awareness, customer 

engagement, and purchasing decisions. Platforms such as Facebook, Instagram, and Twitter have 

become integral components of the digital marketing mix, enabling businesses to reach and interact 

with their target audiences in real-time. Research has also indicated that effective social media 

strategies, including content curation, influencer marketing, and targeted advertising, can contribute 

to increased website traffic, lead generation, and ultimately, improved e-commerce sales 

performance (Arma, 2022; Mardhiyah, 2022; Tan, 2022; Winata, 2022).  

Methodology: To investigate the relationship between social media and e-commerce sales, 

this study employed a mixed-methods approach, combining quantitative and qualitative analyses. the 

study included an examination of e-commerce sales data, social media engagement metrics, and in-

depth interviews with digital marketing experts and e-commerce business owners (Putri, 2022; 

Rolando et al., 2022; Setiawan, 2022; Wijaya, 2022).  
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Data collection and analysis: The researchers collected comprehensive data on e-commerce 

sales, website traffic, and social media engagement (e.g., likes, shares, comments, and follower 

growth) from a sample of online retailers over a 12-month period. The quantitative analysis involved 

statistical modeling to determine the strength and significance of the relationship between social 

media metrics (such as follower count, engagement rate, and conversion rate) and e-commerce sales 

performance. the qualitative component involved semi-structured interviews with industry 

professionals to gain deeper insights into the strategies, challenges, and best practices associated with 

leveraging social media for e-commerce success (Ingriana et al., 2024; Mulyono, 2024; Rolando & 

Mulyono, 2025a, 2025b).  

The exponential growth of social media platforms, such as Facebook, Instagram, Twitter, 

and TikTok, has fundamentally transformed the way businesses interact with their customers and 

conduct marketing activities. E-commerce companies, in particular, have recognized the immense 

potential of these digital channels to enhance their sales performance, foster brand loyalty, and 

reach a wider customer base. As consumer behavior continues to evolve, with an increasing 

reliance on social media for product discovery, research, and purchasing decisions, e-commerce 

businesses have been compelled to adapt their marketing strategies to effectively leverage these 

influential platforms (Mulyono et al., 2025; Rolando, 2024; Rolando & Ingriana, 2024).  

This research paper aims to examine the intricate relationship between social media 

engagement and e-commerce sales performance, exploring the various digital marketing strategies 

employed by e-commerce companies and their impact on customer behavior and purchasing 

decisions. The study will delve into the challenges and opportunities presented by social media 

integration, the effectiveness of different content formats and influencer marketing campaigns, and 

the role of data-driven analytics in optimizing e-commerce sales. Through a comprehensive 

analysis of existing literature, case studies, and empirical data, this paper will provide valuable 

insights for e-commerce businesses seeking to enhance their sales performance and remain 

competitive in the rapidly evolving digital landscape (Maha et al., 2025; Rahardja et al., 2025; 

Rolando, Chandra, et al., 2025; Rolando, Widjaja, et al., 2025). 

How does social media influence e-commerce sales performance? This study aims to 

analyze effective digital marketing strategies in utilizing social media to increase sales on e-

commerce platforms. This research is motivated by the increasing use of social media among 

consumers and the strategic potential of social media to encourage online sales, so it is important to 

examine in more depth the dynamics between social media and e-commerce sales performance and 

the implications for digital marketing practices (Widjaja, 2025). 

Various studies have explored the relationship between social media and business 

performance. Based on organizational technology theory, social media offers the ability to facilitate 

collaboration and information exchange that can encourage organizational innovation and 

responsiveness. From a marketing perspective, social media enables two-way interactions between 

businesses and consumers, which can build stronger relationships and brand loyalty. In the context 

of e-commerce, the use of social media can create greater online visibility, increase brand awareness, 

and generate more sales leads. However, the effectiveness of social media strategies in influencing 

e-commerce sales performance still requires further study, especially by considering other factors 

such as market characteristics, consumer preferences and other digital marketing practices. 

This research aims to analyze the influence of social media marketing strategies on the 

sales performance of e-commerce businesses. The study examines the effectiveness of various 

social media marketing tactics, such as influencer collaborations, social media advertising, and 

content marketing, in driving customer engagement and increasing online sales. Research 

Background : The rapid growth of the digital economy has led to a significant shift in consumer 

behavior, with a growing number of customers turning to online platforms for their shopping needs. 

Consequently, e-commerce businesses have increasingly relied on social media platforms as a 
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critical component of their marketing strategies, leveraging these channels to reach a wider 

audience, build brand awareness, and drive sales.  

Existing research has explored the impact of social media marketing on various aspects of 

business performance, including customer engagement, brand loyalty, and overall financial 

performance. However, there is a need for a more comprehensive understanding of how specific 

social media marketing strategies can influence the sales performance of e-commerce businesses, 

particularly in the context of the Indonesian market. 

The rapid development of digital technology has caused the influence of social media on e-

commerce businesses to become increasingly significant, where this digital platform has become an 

effective marketing tool for various products and services. This research aims to analyze digital 

marketing strategies through social media and their impact on e-commerce sales performance, which 

can provide valuable insight for business actors in designing and implementing more effective digital 

marketing initiatives to improve online sales performance. 

This research was conducted using a systematic literature study method to identify, examine 

and synthesize findings related to the influence of social media on e-commerce sales performance as 

well as digital marketing strategy practices that can be implemented. 

 

2. RESEARCH METHOD 
This research uses a quantitative approach to analyze the influence of using social media as a 

digital marketing strategy on e-commerce sales performance. Primary data was collected through a 

survey of 500 e-commerce business actors in Indonesia who actively use social media platforms for 

marketing their products or services. Multiple linear regression analysis was applied to examine the 

relationship between intensity of social media use, type of content shared, posting frequency, and 

user engagement (likes, comments, and shares) with sales volume, customer understanding, and 

customer loyalty to their online store. 

 The sample is part of the number of characteristics that are in the research population, or 

it could be said that otherwise, if a small part of the population can be a procedure that can 

represent the population itself, the sample in the population must be representative and can 

represent the whole (Siyoto, 2019). According to Arikunto, a sample is a part of a representative 

population that can be studied. In research, you can examine a population, so this can also be called 

a sample (Arikunto, 2019). 

  

𝑛 =
𝑁

1+𝑁𝑒2
  

Information :  

n   = Sample Size 

N   = Population Size 

e             = Allowance for inaccuracies, due to errors in sampling, the total margin of error is 

10% and the confidence level is 90% 

Sample  = 240 respondents 

The rapid growth of the e-commerce industry has had a significant impact on digital 

marketing strategies in various business sectors. The rapid development of information and 

communication technology, especially social media, has changed the way consumers interact with 

brands and make purchasing decisions. This research article aims to investigate the influence of 

social media use on e-commerce sales performance and analyze effective digital marketing strategies 

to increase the success of online businesses. The research method used is a case study of three leading 

e-commerce companies in Indonesia by collecting qualitative data through in-depth interviews with 

stakeholders and field observations. The research results show that brand presence and activity on 

social media significantly increases brand awareness, consumer engagement, and ultimately drives 
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an increase in e-commerce sales volume. Additionally, an effective digital marketing strategy should 

include engaging and relevant content, collaboration with appropriate influencers, and leveraging 

interactive social media features to build long-term relationships with customers. The implications 

of this research provide insight for business practitioners regarding the importance of integrating 

social media into digital marketing strategies to improve e-commerce sales performance in the digital 

era. 

In the current digital era, the use of social media as a digital marketing tool has become a 

strategy that is widely adopted by e-commerce businesses. This research aims to analyze the extent 

of the influence of social media use on e-commerce sales performance and formulate effective digital 

marketing strategies. The research method used is literature study by collecting and analyzing 

journals, articles and scientific publications related to the topic. The research results show that social 

media has a significant role in increasing brand awareness, consumer engagement, and ultimately 

has an impact on increasing e-commerce sales volume. An effective digital marketing strategy 

includes developing engaging content, selecting appropriate social media platforms, optimizing 

algorithms, collaborating with influencers, and analyzing data for evaluation and decision making. 

This research focuses on the role of social media in improving e-commerce sales 

performance, by analyzing digital marketing strategies implemented by various well-known brands. 

The increasingly rapid development of information and communication technology has had a 

significant impact on various aspects of life, including in the field of electronic commerce (e-

commerce).  

One of the trend developments that is currently in the spotlight is the role of social media in 

improving e-commerce sales performance. This research aims to analyze social media-based digital 

marketing strategies and their influence on e-commerce sales performance. The use of social media 

in the current digital era has become an inevitable phenomenon for global society. The emergence of 

diverse social media platforms has changed the way individuals communicate, socialize and search 

for information. In a business context, social media has become an effective medium for promoting 

products and services, building relationships with customers, and increasing sales. Quality 

assessment criteria based on online sales and digital marketing is increasingly becoming an important 

issue in today's business world, especially with the increasing role of social media in influencing 

consumer behavior. This study aims to analyze the influence of social media on e-commerce sales as 

well as digital marketing strategies that marketers can implement to improve their sales performance 

 

3. RESULTS AND DISCUSSION 
Results and discussion have a significant influence on e-commerce sales performance, where 

increased presence and activity on social media platforms can influence sales positively. In this study, 

it is aimed to analyze how digital marketing strategies via social media can influence e-commerce 

sales performance, by considering various related factors such as content type, posting frequency, 

customer engagement, and others. This research uses a qualitative and quantitative approach, 

involving surveys and in-depth interviews with online shop owners and digital marketing experts, as 

well as analysis of historical e-commerce sales data to see trends and relationships between social 

media activity and sales performance. The descriptive statistics of this study show that there is a 

significant positive correlation between the intensity of a company's social media activities and e-

commerce sales performance, where the higher the frequency of posting, audience engagement, and 

the quality of the content produced, tends to be followed by an increase sales volume and number of 

new customers.  

Thematic synthesis .The rapid development of information and communication technology has 

changed the business paradigm in the current digital era. The presence of social media has become 

an effective tool for business people in carrying out their digital marketing strategies. This research 

aims to analyze the influence of social media use on e-commerce sales performance, as well as 

https://ecbis.net/index.php/go/index


  Vol.1, No. 5 October 2025 

e-ISSN: 000-000 

JUMDER: Jurnal Bisnis Digital 

Dan Ekonomi Kreatif 

https://journal.dinamikapublika.id/index.php/Jumder   

 

 5 

 

examine effective digital marketing strategies in utilizing social media to increase sales. The 

bibliometric analysis of this literature study aims to identify consumer preferences and behavior in 

adopting social media in electronic commerce practices. In today's digital era, social media has 

become an important channel for companies to expand marketing reach and improve e-commerce 

sales performance. Social media not only facilitates two-way interactions between marketers and 

consumers, but also serves as a valuable platform for monitoring market trends, increasing 

knowledge of customer preferences, and informing more effective marketing strategies. This 

research analyzes a number of empirical studies that have been published in reputable academic 

journals to investigate how social media can influence e-commerce sales performance, as well as 

identify effective digital marketing practices that e-commerce marketers can adapt. 

4. CONCLUSION 

The purpose of this research is to evaluate the impact of social media use on e-commerce 

sales performance, especially in digital marketing strategies. This research analyzes how the use of 

popular social media platforms - such as Facebook, Instagram, and Twitter - can influence sales 

figures and customer engagement in e-commerce businesses. By considering various factors such as 

content, posting frequency, and interaction with users, this study seeks to reveal the relationship 

between social media activity and sales performance, as well as outline recommendations for 

effective digital marketing strategies for e-commerce businesses. This research investigates the 

influence of social media use on e-commerce sales performance, with a focus on digital marketing 

strategies. The findings show that the use of social media significantly increases e-commerce sales 

through various factors, such as increased brand awareness, customer engagement, and marketing 

efficiency. 

Statistical analysis reveals a strong positive correlation between social media activity and 

sales performance metrics. Furthermore, the case study highlights how social media-based digital 

marketing strategies can be implemented effectively to achieve optimal results. The implications of 

this research can help e-commerce marketers develop strategic plans that utilize the potential of social 

media to improve sales performance and competitiveness in the market. This research provides in-

depth insight into how social media can influence ecommerce sales performance, particularly in 

digital marketing strategies. The research results show that a social media presence can not only 

increase brand awareness and customer engagement, but can also directly drive increased sales 

through sharing interesting content, more personalized interactions with customers, and the ability 

to reach a wider audience. These findings align with existing literature on the role of social media in 

digital marketing and provide additional empirical evidence of the importance of integrating social 

media platforms into e-commerce marketing strategies. 

This research provides valuable insight into how companies can leverage social media 

platforms to improve their e-commerce sales performance. Findings show that social media user 

engagement, engaging content, and measurable advertising can drive website traffic, increase brand 

awareness, and ultimately lead to increased sales. This underscores the importance of developing an 

integrated digital marketing strategy, which leverages the power of social media to achieve business 

goals. Marketing managers and digital marketers can adopt the approach outlined in this research to 

design effective social media campaigns and measure their impact on their e-commerce sales 

performance. Furthermore, these findings can guide organizations to allocate marketing resources 

strategically, focusing on social media activities that are proven to increase online sales. 

In this study, we analyze how digital marketing strategies focused on social media can 

influence e-commerce sales performance. We investigated three key factors: social media user 

engagement, engaging social media content, and effective use of social media advertising. First, we 

found that social media user engagement, as measured by metrics such as the number of likes, 

comments, and shares, is positively related to e-commerce website traffic. This shows that building 

an active fan base on social media can drive more visitors to a website, which can ultimately increase 
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sales. Second, interesting and relevant social media content is proven to increase brand awareness 

and encourage visitors to visit e-commerce websites. Companies should invest in developing content 

that is interesting and useful to their audience, such as tips, tutorials, or entertaining content. 

Ultimately, the effective use of social media advertising, with the right target audience and 

measurable messaging, can result in a greater flow of traffic to a website and ultimately increased 

sales. The results of this research provide valuable insights for marketing managers and digital 

marketers on how to leverage social media to improve e-commerce sales performance, with a focus 

on increasing user engagement, developing engaging content, and effective use of advertising 

Research gaps include the lack of comprehensive understanding on how social media 

platforms can be leveraged to improve e-commerce sales performance and the need to investigate 

the key factors that contribute to the effectiveness of social media-driven digital marketing 

strategies. This study aims to explore the impact of social media utilization on e-commerce sales 

performance and identify the critical elements of a successful digital marketing strategy in the e-

commerce industry. The research results show that strategic use of social media can increase e-

commerce sales through increasing brand awareness, customer engagement and sales conversions. 

Key factors that influence the effectiveness of a social media-based digital marketing strategy 

include a deep understanding of the target audience, engaging and relevant content, optimization of 

social media channels, comprehensive measurement and analysis, and close collaboration between 

the marketing team and the e-commerce team . The implications of this research provide valuable 

insights for e-commerce practitioners in designing and implementing effective digital marketing 

strategies to improve sales performance. 

Social media has become an integral part of modern society's daily life, and its role in 

supporting e-commerce businesses cannot be denied. This research aims to analyze digital marketing 

strategies and their influence on e-commerce sales performance. 
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