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Introduction 
This report presents the study of people's views of influencers and how they think influencers increase business sales. Influencers are people who may use social media to sell products by advocating them. They can do this by using the products or by writing reviews (2). I've chosen this topic for closer examination since I think there are many conflicting views on influencers and their success therefore, I am interested to find out more Unstructured interviews will be used as the method of data collection because I think that by asking only one key question, I would be able to learn as much as possible. Three people will participate in my interviews, which will allow me to get accurate results for my report. I'll use a thematic method to analyse my data, identifying, analysing, and interpreting patterns in my qualitative research.  

Overview of influencers within business
Influential people on social media help businesses grow their sales by promoting their products. They have credibility in a certain field. The paradigm of influencers is that if companies do not invest a lot into them then they won't bring them much success. They have access to enormous audiences, which helps firms draw in a wide range of customers (3). They notify their followers about any new products that have already been produced or will soon be, influencers are crucial to today's culture. They may share breaking news or any new business advances instead of just promoting things (4). When conducting qualitative research, I believe it's crucial to comprehend an influencer's function in order to assure the accuracy of my analysis.
It is found that in 2020, the industry that was worth $1.7 billion in 2016 will be worth $9.7 billion. It increased to $13.8 billion in only 2021, and by 2022, it is expected to reach $15 billion (5). This demonstrates that the influencer market is expanding significantly every year, which nearly suggests that consumers and businesses find them to be appealing. 

Procedure
I conducted unstructured interviews to gather the data for my report, which required much planning and the creation of the necessary questions. Finding the ideal people to interview first required a lot of thought because there were a few factors that needed to be taken into account. For instance, ask them if they'd like to discuss influencers and whether they believe they boost sales for companies. In order to make an analysis of my findings, I required as much information as I could get, therefore I had to think about whether they would answer my questions in-depth. It would be time consuming if I interviewed individuals who I didn’t know and had no idea how they felt about talking in interviews. 

Data collection method 
The interviews I created after that included both my main question and my prompt questions. I believed that having a few prepared prompt questions would be necessary to guarantee that the interview went smoothly and without any unneeded pauses. 
I then constructed an agreement form which is for participants to complete which gives consent to take part in an interview. Agreement forms are used to make sure that all legal requirements are met, which is essential to prevent commitments from being broken. The interviews cannot begin until the agreement paperwork is completed so that I have a backup plan in case there are any objections.
The next thing I did was choose the appropriate interview location. I went with a table and chairs, which might sound extremely official, but the environment was pleasant and relaxed, so nobody felt awkward. I also made sure that the environment was quiet, so we were able to communicate easily without any noise disruptions. 
After the interviews were over, I copied the information that my participants said and any other talks that occurred onto word documents. This will make it easier for me to use quotes from real people when writing my qualitative research report. Without my notes, it would have been difficult for me to write my scripts for the finished interviews with each person.
 
Data Presentation and Findings

	Codes 
	Interpretations
	Themes 

	‘I believe if my business was doing well financially then yes’ P2

‘Depending on the size of the business due to the amount of cost’ P1

‘Yes, I would, as I believe they boost sales for businesses’ P3

	These answers were given in response to the query of whether influencers would be present in their business. All three responses hinted that they might invest in them if they were financially stable because they would have nothing to lose. This senses that influencers are believed to be a great asset to business and help them boost sales massively. 
	Effective influencers. 

	‘They definitely increase business sales because people are influenced by influencers in today's modern world.’ P2

‘Yeah, they do because influencers tend to have more following than actual businesses and have more pull’ P1

‘I think influencers are a good method of marketing and advertising in today's society because everything is based on social media.’ P3

	These were answers to my main question, "What are your views of influencers, and do you think influencers increase business sales and why?" All three respondents agreed that influencers do boost sales for businesses, and they gave the same justification: Because influencers are well-known people, they attract a lot of people's attention. Influencers tend to have a high following on social media which I why I believe they are a success to business due to the large crowds which they reach. 

	Influencers boosting sales.

	‘No absolutely not, I wouldn’t.’ P2
‘No because I don’t just buy something because someone is promoting it.’ P1
‘Yes, I have bought many beauty products due to watching influencers advertisement on social media simply because they show some results which makes me want to try them out for myself.’ P3
	It was discovered that the two male participants agreed on the answer to the question, "Have influencers persuaded you to purchase a product?" On the other side, Caitlin has previously been persuaded by an influencer to purchase a beauty product through social media. Given that most influencers on sites like Instagram are women, this suggests that maybe men are less interested in online influencers than women are. Social media I believe is where influencers are most successful and reach large audiences.  
	Do influencers influence?



How themes were constructed
I conducted a thematic analysis of the information I collected from my interviews. Thematic analysis was the best method for me because my data was quantitative, and I needed to create an interview transcript while searching for patterns and themes throughout the entire set of data.
I identified three distinct themes from the interviews, which are displayed in the table above. First, all three participants agreed that, if they were in a position to do so financially, they would definitely invest in influencers if they owned their own businesses. This shows that influencers are a credit to a business and do have a positive effect on enhancing business sales. I found that ‘While branded posts can certainly be effective, 60% of marketers believe influencer-generated content performed better’. This shows that influencers have proven that they are a credit to the majority of business if they are able to invest in them properly. 
The second theme which I came across was regarding the main interview question which was ‘What are your views of influencers, and do you think influencers increase business sales and why?’ The fact that all three survey participants concurred that influencers actually increase business sales suggests that many individuals believe influencers to be quite successful at producing sales. No participant expressed the opinion that influencers don't help businesses, which demonstrates to me unequivocally that they are helpful and significantly increase business sales.
The final pattern I discovered was that, while the female participant had been influenced by beauty goods on social media, the two male participants believed that they had never been persuaded to buy a product by influencers. This suggests that there are a lot more female social media influencers advertising beauty item. According to research, 60% of respondents say they have interacted with a sponsored post, and 62% of social media users trust influencers more than celebrities. This suggests that people have become aware of the fact that celebrities frequently promote goods they don't truly use. Yet, it appears that trustworthy influencers who are not global celebrities are the ones that increase business sales since people trust them more.
Overall, the information I gathered from my interviews has convinced me that influencers are a valuable asset to businesses in the modern day and continue to increase sales through product demonstrations and thorough product descriptions.

Conclusion/Reflection
Overall, I believe that all of the interviews went pretty well and provided the information I was looking for. The interview was successful since all three participants provided complete responses to the questions. There were a lot of encouraging findings on influencers, and every finding indicated that influencers could boost business sales. My survey results were reliable as I posted a link on my social media and let anyone fill them out. I was not bias as anyone could fill the survey out and no one was discriminated. By posing more probing questions in the future, I hope to lengthen the sessions. 
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Introduction
This report looks at the situation of online shopping in the business world and how successful it currently is. I chose this research topic because I wanted to find out what other people think because I personally think that online shopping is starting to get more and more popular every year. The data collection method which I used was an online survey which was a fast way to collect my results ready for me to analyse. Cross tabulations, also known as contingency tables or crosstabs, group variables together and let researchers see how the various variables are related to one another (2). This was the method which I went for to analyse my findings easily. 

Procedure 
For my report I will be using a quantitative research method which involves the procedure for gathering and analysing numbers. It can be used to identify trends and averages, formulate hypotheses, examine causality, and extrapolate findings to larger populations (3). I firstly, had to think of 10 survey questions which were straightforward to answer yet, gave me the accurate results I needed. I created my survey using Microsoft Forms and it was ready to publish on my social media. I pasted the survey link into Facebook and waited till I had about 40 responses, which was great. Once I obtained these results, I quickly skimmed through them before I began to truly analyse them. I next transferred my data to my SPSS form, where I was getting ready to utilise the cross-tabulation tool to analyse my data by looking at each variable separately. 
In order to determine how many people, purchase online and how much time they spend doing so each day, I mostly used gender and age groups. I was able to examine each question in context, determine if it was answered by a woman or a man, and determine the age range of the respondent. For data management, advanced analytics, multivariate analysis, corporate intelligence, and criminal investigation, IBM created the statistical software suite SPSS Statistics (4). This was the data collection method which I used to analyse my quantitative research. 
 
Data Presentation and Findings
I carried out my research and now I have gone onto looking at my data and findings and interpreting them into graphs, tables or charts.
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The percentage of men who responded to the survey—17.95% of the total respondents—is represented in this pie chart. While 0.1795% of these male applicants indicated they do not purchase online and go to stores instead, 1.077% of them confirmed that they do so. Only one male responder indicated they did not purchase online, which indicates to me that the majority of guys do rather than going to stores.
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This bar graph suggests that 82.05% of the people who responded to my survey were women. The bulk of the female respondents (81.25%) indicated that they undertake online shopping rather than going to stores. Just 3.125% of these female respondents indicated that they do not shop online more, while 12.5% indicated that they "maybe" do so. This demonstrates to me that the majority of women shop online.
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[bookmark: _Int_TcAIP2BL]17.95% of the people that responded to my survey were men. Male respondents ranged in age from 18 to 24 and from 35 to 44; the other male respondents were aged 25 to 34, 45 to 54, and 55 to 64. This demonstrates to me that younger men participated in my poll at a higher rate than older males. Due to the fact that six out of seven male respondents agreed with this statement, it also suggests that younger men prefer to purchase online than go to stores.
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This bar graph illustrates the proportion of both men and women that shop online. With a total of 61.5% of the vote, "Convenience" was the most chosen response. The remaining 10.22% of applicants were male, making up 51.28% of the results. This suggests that people find it convenient and simple to shop online. 15.4% of respondents said they buy things online because they think there is a wider selection of these, 10.256% were women and 5.128% were men. 12.82% of respondents said they purchase online because it's quick and simple to check out, with 10.256% of women and 2.564% of men, suggesting that women find the procedure to be quicker. Finally, 10.26 percent of respondents felt there are more coupons online. Since 4 of these respondents were women, less men obviously feel this way.
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92% of all respondents said they would recommend online shopping to other individuals. Out of those 92% respondents 19% were male and the rest were female. 3 female respondents said ‘No’ they wouldn’t recommend online shopping and 5% said they ‘maybe’ would recommend online shopping these were also female respondents. These results clearly show that the majority of individuals both genders would recommend online shopping to others. 
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Men's monthly online shopping spending is depicted on the left graph. Out of the available alternatives, 2 male respondents claimed they spend between £60 and £100, while 5 male respondents stated they only spend between £10 and £50. For the female respondents, 11 said they spend between £10 and £50 per month, 13 said they spend between £60 and £100, 5 said they spend between £110 and £150 per month, and the final 3 said they spend between £160 and £200 per month. This clearly shows that women spend much more than men do while buying online and that they are more likely to do so.
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What all respondents use online shopping for is depicted in this graph. With 69% of the votes, "Clothing" was the top response. The fact that 58% of respondents were female and 11% male suggests that many women use the internet only to buy apparel. In the "electronics" category, 8% of respondents were men while just 3% were women, suggesting that although electronics weren't as popular with both sexes, men were more likely to buy them. In the "other" category, 15% of respondents were female and only 3% were male. Last but not least, only one female respondent indicated that she mostly shops online for "beauty" items; this indicates that the majority of people buy apparel or electronics.
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According to this bar graph, which respondents believe online shopping has a "positive" or "bad" impact on businesses and whether they spend "minutes" or "hours" doing so. Twenty respondents claimed that they spend minutes each day online buying and believed that internet shopping has a good impact on business. Ten respondents claimed that they regularly spent hours buying online and believed it had a beneficial impact on business. According to 12 respondents, online shopping has a bad impact on businesses, and they spend minutes every day doing it. Five more respondents, who spend hours online buying, believed that online shopping also has a detrimental impact on businesses. These findings thus demonstrate that regardless of whether respondents believed that the businesses benefited or not
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When asked how confident they were that their information would be kept private when purchasing online, 38% of respondents indicated they were "very confidence," while 44% said they were "somewhat confident." This suggests that the majority of respondents felt confident, then. The remaining 5% of respondents and the remaining 13% of respondents both reported feeling "very unconfident," indicating that some respondents still didn't feel as comfortable shopping online. Yet, the majority of respondents do feel confidence while purchasing online. No male respondents felt not confident about confidentiality whilst online shopping. It was females who felt less confident which was interesting. 

Link to ethics form for survey
Ethical Form.docx 
This ethics form outlines what my research was about, and it helped me to ensure that all guidelines were followed throughout my surveys. 

Conclusion
My data's strengths indicate that many people, both males and females, of various ages purchase online, but younger generations tend to do so much more frequently. It also demonstrates some drawbacks that people are still doing their shopping online while thinking it is bad for some firms. It was clear that both genders mostly shop online for clothing which may imply why some individuals felt businesses may suffer due to this. Because I had a lot of female respondents when it would have been great to have some more male respondents, if I conduct another survey, I need to make sure that I have an equal or close enough proportion of both genders. Overall, based on my statistics, I think that the business sector is experiencing increasing success with online buying.
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