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At the present time social media is part of our daily life. A vast majority of the customers or users are actively involved in social media. Some people are busy in Facebook; some others are busy in YouTube, Pinterest, Twitter or other similar social media sites. In this social sites, people are sharing their feelings, knowledge, some motivational speech, photos, videos and many more to other customers or users. In this report I wanted to examine the scope and nature of activities the customers are engaged in social media in Bangladesh. 
I also intended to present brief historical background of the major social media sites. Which sites were launched first, which is the most popular site in the first time and also now at this time which is favorite to every class of people. 
After a literature review, I have developed the instruments for the purpose of measuring customers’ attitudes towards certain activities in social media. On the basis of the instruments identified, a questionnaire was developing containing questions related to the various activities in social media: information processing and sharing, entertainment, social connection, and overall usefulness of social media. After analyzing the data form the completed 50 questionnaires, I interpreted the findings with due statistical underpinnings. 
Sample characteristics are profiled in terms of Gender, Education, Profession and average monthly income. Then I tried to measure reliability of the constructs used, examine the relationship among the construct, impact of the profession, education and income on the various constructs. 
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Urges to have communication in retail watching embrace several useful and hedonistic dimension. Company to customer e-commerce transferred via the device of web-shopping grants associate in treating dilated opening for firms to create a cognitively also esthetically made about pricing in systems in which no without stop imitable in the non-electronic looking world. While this study Associate in the healing attitudinal standard is explained and by test and fault tested combination constructs of technology receipt report and constructs obtained from information of internet protocol. Effects of pair offices from pair different colors of the interactive searching surroundings help each differential importance from immersive, hedonistic points of the distinct factors besides because of some extra ancient practical urges. In computing, travel, service, and more the part of the automatic surroundings to in-person testing stock were determined to be major predictors of online viewing poses. Events are considered in times of penetrations for the world of the network the web looking netting air through the simplistic style from interactive retail viewing circumstances.

[bookmark: _Toc533321810]Foundation

That interactive world of the web and we give some chances to increase the power of online searching performance by after the amount of outcome data, allowing linear multi-attribute connections, and diminishing customer search costs. While nearly a portion of has obtained written concerning these a number of useful features of that online, the evolution of that online while an assistant in healing game means has only recently grown in force. Certainly, clients are exploitation the web for qualified entertainment use, but, a significant type of entertainment events have added recently become granted. Clients will currently practice the online the web to sketch and view films online also play in their product.
These new media design an unbelievable opportunity for marketers also developers of electric business, but, there are certain technology-based differences within standard local ways and these new ways that ought to be read so as to maximize their production as both enter the unmapped area. Knowing the number of the media increases even greater sense given that hope that automatic business can improve price fight and scale end merchandiser corner power for a cut in vendee quest rewards. By the middle of the shift on interactive online forms of seeing could be a collection of global, interconnected systems like the network and including the World Wide Network.
At the core of this group on interactive online ways of seeing could obtain a position of global, interconnected systems like that network plus also that World Wide Web. While there do a class of things that produce an effect on that profession of the net scanning, the point of this study is to practice in very unique technology based articles of the new mechanisms.
Further especially, this study attempts to examine many determinants like interactive classes of viewing by combination business features of buyer action with a summary from one input methods region. The frame of the study is being followed. This following section rump introduce thoughts drawn of study on each user receipt of information technology. Following aforementioned, features of these new communications that do require to order of buyers via their users act according to be considered contemporaneously with this specific proposal for a way both compare to customer use about interactive looking. Several antecedents are working to continue to elaborate against followed with a talk of the parts close this consumer’s attitude toward hunting via those media. Following that review do the conclusions of couple rooms meant to hold the fundamental forecasts of that form.
[bookmark: _Toc533321811]Buyer motives and user recognition of current technology

Hirschman and Holbrook (1982) define purchasers as both “puzzle solvers” or in times of purchasers inquiring “interesting, vision, arousal, sensory stimulation, and entertainment.” That kind must be diagrammatic inside the retail circumstances by the names of hunting as the practical read, customers are concerned with preparing merchandise partner in healing practical and appropriate way to recognize their aims with a spark of stress. In particular, together client wrote, “I like trying throughout and believing that finally, I’d also have some money to buy for. Searching is planting in the healing mission. Here “adventure” shows shopping’s inherent detour and also some fun to assure of entertainment and activity arising of that expertise versus the fulfillment of a prespecified end object.
That double characterization about motives moves according to upon our prospect on this selection about interactive searching performance being a brand latest model of technology power-assisted searching. Being a newcomer on our knowledge of these fresh media we have a leaning to draw simultaneous a technology acceptance model (TAM) of the data systems research begun to take geographic locality selection of modern technology. Top postulates several conceptually freelance determinants from one person’s view via victimization job-related modern technology.
The prime determinant implies a perceived “advantage” of this technology plus relates to this point to the victimization this method or technology can enhance this user’s display inside the geographic location. Cap conjointly assumes a secondary determinant, this support of technology usage. Whereas state assigns to this result about this searching expertise, “facility of control” relates over the order ending in that final consequence.
Inside the tablet skeleton, nature of that interactive media implies conceived of as thoughtful the extra instrumental features of hunting, whereas luxury embraces the hedonistic face of hunting. Whereas unusual purchasers are extra hunting essentially for effective ideas, another is further essentially holding these interactive communications, and since each circumstance will finally have an impact on their attitude to victimization interactive kids of searching. Aforementioned events in the following set about forecasts:
H1: Since the value of this unique interactive means raises, view toward those tools will become more positive.

H2: Since the facility regarding the use of this new interactive tools increases, view toward those devices will become also original.

H3: Because of the fun of the novel interactive tools increments, view toward these media will become more positive.

TAM, within its practical evaluation, should be confirmed with Davis (1989) and also true by several replications including statements. This results about those subjects show that property is that special main determinant from behavioral purpose to apply a technology inside this geographic circumstance, among simple use and hobby acting since proximate determinants. So, the meaning is further essential to alter the effect of several forerunners of technology choosing opposite backgrounds.
To replicate that, we produce a trend to study considerably entirely another totally separate environments to train understand this dynamics from hunting goals beyond various interactive hunting situations. During one circumstance, buyers considered a number of internet hunting places that incontestable type of further hedonistic form features. In contrast, the next inquiry adopted a particularly extra effective environment inside the circumstances of each web market system and distribution method. This latter is further thoughtful of the display adjustment of one geographic location setting also hence, we become a trend to presume the status of that technology to execute a substantial role within divining choice inside that online market environment. During particular, the extended environment about the further repose current web-based surroundings ought to drive to a larger capacity for using as a predictor of web-shopping selection behavior. That results into the after forecasts:
H4: Application of some different interactive tools will last a solid predictor of opinion toward certain tools in a further useful buying place.

H5: Using of the modern interactive tools will hold a powerful predictor regarding the attitude to these tools in any extra hedonic buying atmosphere.

[bookmark: _Toc533321812]Antecedents of interactive media use

[bookmark: _Toc533321813]Navigation

During these online circumstances, sailing involves the way of “examining” this interactive context in alternative ways to drive out acted relevant data. While a case, the client could handle a browser so either watch for supermarket stuff that remains low into sugar. Hence independent actions through the statements carry by them likely search costs that resolution become an impact toward their usability. During an extremely physical terminal connection, clients navigate to wanted stock by detecting the reflection images of this store’s design and with following the philosophy accustomed to adjusting, to divisions, and to order stock. Clients perform this through understanding, however, properties are grouped by their general properties or into adjustment aids, similar aisle markers, register maps or by questioning later group. Former analysis possesses incontestable that this direction occupation of people against natural stores move increased with simplified level plans and since the behavior about a “grid-type” pathway arrangement. Utilization of those ideas is facilitated by the related standardization of building plans, still across rivals, including by this steadiness of one physical property layouts above time. Through comparison, this power to operate a retail environment becomes even further essential formerly, one recognizes the progressive universe of this online. For instance: while a variation to a crack with that sound and obvious visual design, websites usually follow “physical schemas” that doesn't look to be famous a priori with the purchaser.
Thus, every website serves a unique control expertise that's forever being renewed moreover reconfigured when this powerful automatic frame. Accordingly, together including a need toward larger area freedom should yield a larger threshold for the disorder, as a buyer is usually navigating into the unmapped area.  It’s consequently expected that characters World Health Organization control this larger demand for selection into alternative sorts from navigation can follow the method of hunting or the gain of exploitation those interactive media essentially additional favorable, driving to hypothesis 6:
H6: Because the versatility in navigation within interactive tools increases, studies of the ease regarding the use of these tools will improve.
During the addition, the system of self-sufficient navigation within this interactive surroundings ought to additionally provide to connect degree use of the hunting expertise. Once personalities must associate level exaggerated knowledge within interactivity to move completed their surroundings, it's assumed that their possession of exploitation that new media order increase following while hypothesis 7:
H7: Since flexibility in travel through interactive tools increases, the pleasure of using those new tools will boost.
That service in interactive looking will increase hunt potency within the versatility to buy greeting, by killing such failures as fighting exchange and searching as an auto parking place, and withdrawing long checkout lanes, whereas additionally delivering single “stop” watching that eliminates tour and from one range regarding stocks. So, convenience holds each the climate of once any client will hunt and wherever a client order quest. Those end the prophecies contained in theory 8-10:
H8: While the perceptions like the advantage of interactive media addition, perceptions of some use of the tools will improve.
H9: While the judgments of the convenience of interactive tools progress, the attention of the rest of us about the factors will improve.
H10: While the understandings of the means of interactive tools optimization, the benefit of using the different tools will boost.
The effect of tangible info collectively surface of personal expertise is shown by the conclusion that buyers about a supermarket that were tainted on the branch and invited to examine a snack part were additional likely to abide through also possible to obtain the thing that people that weren’t affected. In extension, Peck and Child recommend that for striking tactual qualities the requirement upon in-person review merchandise through little is especially important. What’s additional, others report that once some barrier to primary expertise to the ability was a bonus, during this crisis purchasing a sweater above the online, buyers were less persuaded in their stock attitudes. By some view, the new parts might become to reach up via audible insufficiencies, though, while today’s interactive individual atmosphere some lack of bound distinct parts, is apparently going to dissuade characters from participating in online searching habits. Therefore, it's assumed that those characters, United Nations bureau don't deserving or a least of utilizing those sensory characters of the regular retail carriers, can see this new media essentially a fitting substitute for straight examining a commodity in personality. Aforementioned lead to the condition
H11: Since the substitutability regarding the individual analysis of product knowledge obtained through interactive tools increases, the attention of the application of the tools will improve.
Moreover, if shoppers think that the tangible info given via some interactive media exists sufficient, they necessity be extra probably to enjoy victimization the current media following in theory 12:

H12: Since the substitutability about the personal search of product knowledge obtained through interactive tools increases, the benefit from using the tools will boost.
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[bookmark: _Toc533321815]Abstract
The purpose of this research is to investigate however totally different online choice making methods employed by buyers influence the character of their online hunting practices. During a web experiment, questions were requested to perform some hunting task toward a website providing product advice. Vital differences were discovered within subjects’ choice making methods and their online hunting behavior. Civilians United Nations agency didn't ask a product suggestion had any considerably less difficult online hunting behavior than civilians United Nations agency advised the commodity reference. Additionally, differences held conjointly located between each web hunting behavior about subjects United Nations agency advised, however, didn't match the commodity reference and governs United Nations agency negotiated and supported the commodity reference. Cultural control and logical implications of these results signify provided.

[bookmark: _Toc533321816]Introduction

The purpose of this article is to study though totally separate online choice making methods employed through buyers to create a commodity alternative power the complexness of their online looking style. Earlier two-faced including a product selection, customers are suggested to make an indoor hunt and if wanted, associate point external hunt. The following might include activities similar to gathering a group of info regarding brands and asking support from appropriate others. Therefore, different completely, totally another, totally different buyer’s strength use another call-making plan to create a diffusion judgment. Whichever is also, customers watching online force modify either adjustment the centers both explore approaching info to ask support about sure the distinctive features of the network. For example, this presence about the latest info origins like counseled ways, intelligent-agent-based rules, and fewer easily accessible references offline might adjust the averages, through which shoppers give their obvious info hunt. During this article, I examine the influence of various choice making methods on buyers’ looking styles whereas operating an internet goal-directed action, i.e. the variety of a commodity.
If applied before the net, the effect of varied choice making methods on buyers’ looking action results in interesting questions. For example, do customers World Health Organization advise and support a web produce support have a few advanced looking styles than shoppers World Health Organization don't discuss or World Health Organization do discuss though don't follow a recommendation? Responses to such inquiries have an important social authority and theoretical suggestions. Head, they'd promote marketers maximize some effectiveness and application regarding their websites. As for an instance, if it were common that when people consult a network product reference, buyers seldom go back goods detail surfaces, hyperlinks of the commodity support surface to those attendants would promote buyers navigation also consequently, their choice making process. Second, Peterson and Ovis flow also Cowles, Kiecker, including tiny prop that the net serves a sufficiently totally different local setting where ideas like customer data search response ought to be visited. Thus, via investigation some result of customers’ choice making method toward their online looking ways, this paper provides to a higher note, however, shoppers see for data also create their options online.
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If a commodity reference from an assistant in treating info stock is out where to buyers, people will either choose to not discuss it, debate and serve it, or debate and not understand it. If people choose to not discuss the commodity reference, customers would deposit singly on their preceding information about expertise also on various info concerning that product to create a choice. Against these circumstances, buyers don't base their choices on an assistant in a nursing careful analysis of characteristics and/or options, however sooner on their prior expertise.
If buyers commit to discuss and grasp the commodity support, they'd adopt another essentially based choice making system. Once buyers don't become a most famous possibility either the ability or the urge to system info, they'll greet another based choice making methods. Solomon verbs that buyers might use agents to act upon their behalf during info search, the study of elections and/or also hold out buying. In another based choice making means, the final complete call arises from a reference supply.
If buyers conceive to discuss the commodity reference, however, do not understand it, it force represent assistant level maintained based or composite choice making method posting on the size of the method of the knowledge in their choice making process. Buyers' United Nations bureau choose own-based choice making means will be affected by proposals, nevertheless, don't depend upon them simply to create options. For example, a buyer might ask an in-depth fellow concerning which characteristics are important to think concerning for a returned product, however, may assume equal info of alternative info causes like promoting, market visit, and sellers so while to act out the relevant product credits to think regarding. However, if that advice sounds a bigger part within the system it might last deemed about a combination choice making process. In those things, buyers use the word a lot from extensively into their choice making process.
Hence, overall the hunting behavior of buyers United Nations bureau consult, though, don't serve a product suggestion ought to act additionally difficult than these that don't discuss a product suggestion since the premature base their appeal on a spark of yet individual more discussion of information, such as that the reference. Additionally, the hunting habits of buyers United Nations bureau consult, though, doesn't support a product suggestion ought to mean further intensive and complicated than those that do discuss and follow a commodity reference since there's a few between the information and including the numerous well-liked variant, that finishes up in extra consideration.
The study has explained that the class of product influences the kind of records hunt and ultimately the choice making process buyers use to select a merchandise. The whole admiral recommends that commodity is often labeled as holding either research or expertise characters. Quest qualities are characters who “the buyer will test by checking before marketing” and expertise and education and skill features are people that “do not determined ere acquisition” King associate degreed Balasubramanian discovered that customers evaluating a hunting merchandise are a group of apparently to practice own-based choice making methods than consumers evaluating an accomplished product, which buyers evaluating associate division expertise produce trust a lot about on other-based including hybrid choice making methods than shoppers imposing a hunting commodity. Thus, by changing the buyers’ choice making system, the kind regarding commodity ought to conjointly determine their hunting action.

[bookmark: _Toc533321819]Online Shopping Behavior and Clickstream Analysis

Clickstream may hold planned because the way a customer takes within one or further websites. It resolution embrace within position info as the sides visited, the time consumed on every sheet and between section info similar the websites attended. Consequently, researchers have examined client actions over websites and between a particular website. In the latter period, some investigations centered on individual calls to a particular website, on various visits, or on a specific form of interviews.
Within the website, a study has focused on clickstream about website-related variables that aid making a claim for the purpose pursued by buyers WHO hit a website, why buyers continue scanning on any website, including that customers are apparently to make an allowance. For instance, Moe and Fader obtained that confirmed the clickstream of buyers WHO attended a store also a CD market, client interviews may be categorized as either: 1) Delivered purchase, 2) Exploration/deliberation, 3) Permissive browsing, 4) Education building. They decided that customers in regulated purchase visits display a further centered online hunting behavior by observing less product category pages, viewing supplementary product specification pages between a classes, expense longer on each page, return visits to commodity pages. Therefore far, no research has examined the various buyers’ choice making processes between one specific mixtures of visit, individually regulated purchase vacations.

[bookmark: _Toc533321820]Hypotheses

As discussed, buyers World Health Organization advise though don't follow the information (CNF) ought to should an extra complex-looking behavior than buyers World Health Organization don't discuss a web goods direction (NC) as a sequence of they require additional info over the design. CNF ought to also have an additional difficult looking style than buyers World Health Organization discuss and follow a commodity charge (CF) as a consequence of the guidance afforded doesn't balance their most famous different. An aforementioned match will improve the choice difficulty. Online, CNF ought to attend and pass supplementary sites, as strong as product feature pages, before North Carolina including CF formerly looking online during a commodity. This difficult navigation model can commence CNF to determine a navigation model that's less straight than North Carolina including CF. By encouraging and returning additional sheets, CNF ought to obey a larger scale of all the suggested links on one website. Hence, their flying pattern ought to equal be further densely related. By sensing and returning extra pages, CNF ought to waste longer building their note than North Carolina and CF. Eventually, CNF ought to spend longer on some online pages people visit because their call difficulty is higher than for North Carolina including CF. The succeeding theories are declared to reflect the different looking forms within North Carolina and CNF and among CF and CNF.
H1: Old North State can a less complex on-line looking action than CNF.
H1a: Old North State can a limited densely attached shipping original than CNF. 
H1b: Old North State can own a lot of straight travel model than CNF.
H1c: Old North State can sense fewer servants than CNF.
H1d: Old North State can get back a lesser dimension of the full range of layers they sense than CNF. 
H1e: Old North State can sense fewer commodity detail sheets than CNF.
H1f: Old North State can desire less time to form a choice than CNF.
H1g: Old North State can pay less time per sheet than CNF.

H2: CF can become a less complex on-line looking form than CNF.
H2a: CF can become a small densely related navigation model than CNF. 
H2b: CF can become a number of linear exploration pattern than CNF.
H2c: CF can sense fewer sheets than CNF.
H2d: CF can take back a tinier proportion of this whole range of sheets they visit than CNF.
H2e: CF can sense fewer commodity detail sheets than CNF.
H2f: CF can require smaller time to make an option than CNF.
H2g: CF can spend less time through sheet than CNF.
Based on this problem to rule expertise commodity before buying, we suggest that buyers regarding online during expertise output can have some special looking style than those viewing online for some look commodity. The increased issue to find and so contrast expertise goods can cause some lot of places being visited and, consequently, over a less narrow looking performance for expertise commodity than for hunt product. Therefore, the following hypothesis is suggested.
H3: Already buying expertise commodity buyers can have some lot of forwarding on-line looking action than already obtaining search commodities.
H3a: Buyers buying a fishing product can hold a lot of direct shipping pattern than these buying assistant degree expertise commodity.
H3b: Buyers buying some hunting goods can go following a smaller dimension of the overall area of pages both visit than these buying assistant degree expertise commodity.
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[bookmark: _Toc533321822]Abstract

A characteristic central over the progress regarding e-commerce internet situations is that these form of a great interface to gift commodity data. However, the characteristic of this rife information formats in helping various on-line looking duties isn't important. Victimization the emotional feature work hypothesis because the analytical structure, we have some trend to increase a look design to study the work within data arrangement looking duties and investigate its impact on buyers online scanning performance and attitudes of viewing expertise. Each competition for study hypothesis from each promoting discussion and including the scanpath hypothesis from fantasy analysis was utilized to help the investigations. An associate analysis was directed to look for the results of two methods of data arrangements within the connection of couple forms of viewing responsibilities. The effects explain that once there's a competition between the information format and including the looking assignment, buyers’ will hunt the information the knowledge the information house further with performance and have a greater recall of outcome data. Precisely, the program format longer supports scanning tasks, and including the matrix, form facilitates seeing out tasks. Nevertheless, a rivalry between the information format moreover also some looking business has no effect on mental feature resolution or angle near victimization this net website.
A possible determinant of buyer’s online viewing action is that particular data form, that points to despite data is presented and prepared. It must be built in antique data methods summary that the information the intelligence the data arrangement will become a major event on users' learning acquisition, processing, also decoding accomplishment. Including a large number of outcome data toward the business online, users’ fairly often consider new commodity through the network, whosesoever the interface method of this net sites presents a significant part. Per Lohse and Spiller: "Now quite ever, the promise of electronic commerce and on-line looking rely to an excellent extent upon the interface and the way folks act with the computer". Additional significantly, this ensures being decided whether or not the results of information construction at online looking action disagree for buyers’ with totally separate looking duties.
In usual, there's an understanding that there remain two important classes about online viewing tasks: viewing out duties and browsing jobs. In watching out jobs, buyers have particular, known, and special goals; whereas while browsing jobs, buyers’ solely have common goals. Situations are typically arranged in totally separate indifferent in many data arrangements beyond different places or maybe between the indistinguishable data processor. For example, every eBay and Yahoo continuously upgrade the list data setup, where there's solely one’s outcome on every lane. Because the selection on the process to organize output data is individual that every e-commerce data processor handles, there's one attraction for investigation to work escape whether conversely not data arrangement makes a perfection to buyers with entirely different viewing tasks, including if so, this data arrangement is healthier at nursing which genus of looking job, including particular system command buyers' online looking action.
In that article, victimization some affective trait work system because the logical framework, suggest a look design to explain through the work among data arrangements looking duties might affect buyers' online booking form. The fight for recognition method and including the scanpath method also is related supports the general studies.
Definitely, we have a trend to study through the job among data forms and two looking jobs will impact buyers' data hunt time, recall concerning commodity education, touching feature job, including angle via victimization the exclusive website.
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[bookmark: _Toc533321824]Cognitive Fit Theory

The psychical characteristic match method was formed to assist relevant perceive through the match among the display format and including the deciding jobs will influence people’ downside finding execution. It actually discusses that the execution of downside conclusion depends on individually the matter design and including the quality of the job. The psychical characteristic match theory recommends that once every data the information the data setup and including the task feature the identical methods of information also manners, a psychical characteristic match can happen, that creates a similar description for downside judgment, and eventually ends up into faster and a group of accurate performance in determining. However, already there's a combination between the information format and including the job, the psychical characteristic match won't happen. Downside solvers rump then ought to change an amount of the design, causation additional effort and managing to approximately lower production than earlier there is a psychical characteristic match.

[bookmark: _Toc533321825]Shopping Tasks: Searching versus Browsing

Buyers explore online with completely different plans. Whereas remarkable shoppers have individually a general idea of what they're analyzing to get, others possess a number of particular aims. Prior research on e-commerce becomes known two important sorts of hunting jobs that buyers conduct online: watching at jobs and browsing jobs.
While watching and browsing occur considered to be clear actions on this online, researchers additionally understood that they serve two ends of a future preferably of a stern categorization. Early analysis suggested that buyers can act differently after people have totally separate tasks in the subconscious, and consequently, completely different information technologies, similar exploration aids, ought to do provided.

[bookmark: _Toc533321826]Information Format: List versus Matrix

The data format is drafted because of the display and creation of data concerning the out where options and their characteristics. Approaching e-commerce internet sections, there remain two conventional formats to manage various commodity info about an internet surface. The initial setup is to explain only one commodity in each line that we manage to select the list arrangement. The following setup is to explain actually one commodity in every line that we manage to question because of that matrix arrangement.

[bookmark: _Toc533321827]Competition for Attention Theory

This competition-for-attention approach is often conventional give United States of America including a harmony of though the model and list arrangements differ with relevancy fight for recognition. Human consciousness is often made of as a limited process capacity that may do allotted in various amounts to completely different areas within the optical view. Allocation regarding recognition depends on particular the saliency about the object within the optical view also its length from the range of focal awareness. It’s generally believed that the solid saliency of things, like scope and interest, is a significant determinant of concentration in composed media. As an instance, the bigger the order of a banner the greater the likelihood that it'll catch buyers' consideration. The study in personal vision and plan additionally recommends that the break of an intention from the area of focal observation will confirm the figure of application it gets.


[bookmark: _Toc533321828]Local and Global Scanpaths

The scanpath approach was designed by Noton and Stark to parade the models of eye changes whereas observing and identifying something. Scanpaths question the series of obsessions. The concept proposes that discussions can support committed scan paths once observing and understanding the alike stimulation. Brace descriptions of scanpaths are supported and by test and failure valid. The initial kind is called natural scan paths, anywhere fixations catch one extra in approaching the scene physical sequence. In local scanpaths, eye inclinations are directed by temporary fixations advanced external data when a bottom-up model. External data inside the sight sense can thus confirm the obsessions and original scanpaths. The other kind is called world scanpaths that replicate sharing of obsessions over an expansive timeframe no focus the direct physical sequence. In society scanpaths, obsessions are seldom distributed up the visual view and introduced extra loosely with individual another. In perfection to local scanpaths, society scanpaths are conducted by unusual top-down methods like search methods or irrational feature purposes.

[bookmark: _Toc533321829]Summary

Based on this earlier analysis, the psychical characteristic match hypothesis proposes that the information setup ought to harmonize the buyers' online hunting tasks to establish higher display and additional actual hunting expertise. Nevertheless, whereas the psychical characteristic match approach provides the structure to our investigation design, it cannot represent the United States that information setup can match fit with that hunting business. Therefore as to understand the methods involved, we manage to change to the competition-for-attention hypothesis and consequently the scanpath hypothesis to fine-tune the design. Injury these two hypotheses to grasp despite human consideration is abused by completely separate the various information arrangements and the style eye movements serve to mirror several higher cognitive method modes, our interpretation proposes that these list format competitions browsing jobs as a consequence of they all feature native scanpaths, and hence the model setup matches seeing out jobs as a consequence of they every maintain world scanpaths.
[bookmark: _Toc533321830]Research Model

According to an earlier investigation in merchandising and e-commerce, buyers look online to every goal-oriented also experiential ideas. Consequently, couple forms of devices may be included once winning out buyers' online searching habits. The first sort is execution devices, as well as hunting power and informative effectiveness. The next sort is related to hunting expertise, like buyers' attention of psychical feature energy in completing the hunting tasks including their angle to abuse the net network site. Sustained the previous technical experience, we have a trend to aim that once there's a match within the hunting tasks (searching versus browsing), this two forms of models can produce. We own an aim to currently address each of the secondary variables including also the joined hypotheses.
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Name_____________________________________________ (Optional) Age___________
Gender____________________ Place of living___________________________________

Please provide the answer that you feel the most true for you. There is no right or wrong answer. 

1. What categories of product do you mostly prefer to buy from online?
(1) Electronics, (2) Dresses (3) Foods (4) Cosmetics (5) Others ________________

2. How often do you acquire relevant information from social media like facebook about the product you are planning to buy?
(1) Almost always, (2) Very often, (3) Sometimes (4) Never. 

3. How often do you look for promotional offers before going to buy any expensive product? 
(1) Almost always, (2) Very often, (3) Sometimes (4) Never

4. Do you think that buying product from online store reduce cost?
(1) Almost always, (2) Very often, (3) Sometimes (4) Never

5. Do you think that online stores provide the same product which they show online?
(1) Almost always, (2) Very often, (3) Sometimes (4) Never

6. How often do you felt that the delivery system is efficient if someone buys from the online store? 
(1) Almost always, (2) Very often, (3) Sometimes (4) Never

Please express your position to the following statements. 

	Statements
	Strongly Agree
	Agree
	Neutral
	Disagree
	Strongly disagree

	7. In social media I can acquire the current news of any product if I want
	[_]
	[_]
	[_]
	[_]
	[_]

	8. Personal information is not secured if I purchase from online. 
	[_]
	[_]
	[_]
	[_]
	[_]

	9. Giving true review about the product makes me feel powerful customer. 
	[_]
	[_]
	[_]
	[_]
	[_]

	10. Buying products from online makes me feel smart.
	[_]
	[_]
	[_]
	[_]
	[_]

	11. Buying product from online saves time.
	[_]
	[_]
	[_]
	[_]
	[_]

	12. Buying product from online is hassle-free.
	[_]
	[_]
	[_]
	[_]
	[_]




Thank you for giving the time.
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	Age

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	20
	1
	1
	1
	1

	
	21
	10
	10
	10
	11

	
	22
	24
	24
	24
	35

	
	23
	33
	33
	33
	68

	
	24
	21
	21
	21
	89

	
	25
	7
	7
	7
	96

	
	26
	3
	3
	3
	99

	
	28
	1
	1
	1
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	Gender

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Female
	52
	52
	52
	52

	
	Male
	48
	48
	48
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	What categories of product do you mostly prefer to buy from online

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Electronics
	1
	1
	1
	1

	
	Dresses
	1
	1
	1
	2

	
	Food
	88
	88
	88
	90

	
	Cosmetics
	9
	9
	9
	99

	
	Others
	1
	1
	1
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	How often do you acquire relevant information from social media like facebook about the product you are planning to buy

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Aways
	93
	93
	93
	93

	
	Very often
	6
	6
	6
	99

	
	Sometimes
	1
	1
	1
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	How often do you look for promotional offers before going to buy any expensive product?

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Aways
	35
	35
	35
	35

	
	Very often
	61
	61
	61
	96

	
	Sometimes
	3
	3
	3
	99

	
	Never
	1
	1
	1
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	Do you think that buying product from online store reduce cost?

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Aways
	9
	9
	9
	9

	
	Very often
	45
	45
	45
	54

	
	Sometimes
	35
	35
	35
	89

	
	Never
	11
	11
	11
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	Do you think that online stores provide the same product which they show online?

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Aways
	96
	96
	96
	96

	
	Very often
	4
	4
	4
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	How often do you felt that the delivery system is efficient if someone buys from the online store? 

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Aways
	87
	87
	87
	87

	
	Very often
	13
	13
	13
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	In social media I can acquire the current news of any product if I want

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Strongly Agree
	39
	39
	39
	39

	
	Agree
	59
	59
	59
	98

	
	Neutral
	2
	2
	2
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	Personal information is not secured if I purchase from online. 

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Neutral
	3
	3
	3
	3

	
	Disagree
	29
	29
	29
	32

	
	Strongly Agree
	68
	68
	68
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	Giving true review about the product makes me feel powerful customer. 

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Strongly Agree
	96
	96
	96
	96

	
	Agree
	4
	4
	4
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	Buying products from online makes me feel smart.

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Strongly Agree
	14
	14
	14
	14

	
	Agree
	65
	65
	65
	79

	
	Neutral
	21
	21
	21
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	Buying product from online saves time.

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Strongly Agree
	97
	97
	97
	97

	
	Agree
	3
	3
	3
	100

	
	Total
	100
	100
	100
	

	
	
	
	
	
	

	Buying product from online is hassle-free.

	
	
	Frequency
	Percent
	Valid Percent
	Cumulative Percent

	Valid
	Strongly Agree
	83
	83
	83
	83

	
	Agree
	16
	16
	16
	99

	
	Neutral
	1
	1
	1
	100

	
	Total
	100
	100
	100
	





Here we surveyed 100 peoples. 52% of them are women & 48% of them are man.

Q1: What categories of product do you mostly prefer to buy from online?

1% peoples prefer to buy electronics item. 1% peoples prefer to buy dresses. 88% peoples prefer to buy food item. 9% peoples prefer to buy cosmetics item & 1% peoples prefer other item.

Q2: How often do you acquire relevant information from social media like Facebook about the product you are planning to buy?

93% peoples always acquire relevant information from social media. 6% peoples very often acquire relevant information from social media. 1% peoples sometimes acquire relevant information from social media.

Q3: How often do you look for promotional offers before going to buy any expensive product?

35% peoples always look for promotional offers before going to buy any expensive product. 61% peoples very often look for promotional offers before going to buy any expensive product. 3% peoples sometimes look for promotional offers before going to buy any expensive product. 1% peoples never look for promotional offers before going to buy any expensive product.

Q4: Do you think that buying product from online store reduce cost?

9% peoples always think that buying product from online store reduce cost. 45% peoples very often think that buying product from online store reduce cost. 35% peoples think that buying product from online store sometimes reduces cost. 11% peoples think that buying product from online store never reduces cost.

Q5: Do you think that online stores provide the same product which they show online?	

96% peoples think that online stores always provide the same product which they show online. 4% peoples think that online stores provide the same product very often which they show online.

Q6: How often do you felt that the delivery system is efficient if someone buys from the online store?

87% peoples felt that the delivery system is always efficient. 13% peoples felt that the delivery system is very often efficient.


Q7: In social media I can acquire the current news of any product if I want.

39% peoples are strongly agreed that they acquire the current news. 59% peoples are agreed that they acquire the current news. 2% peoples are neutral.

Q8: Personal information is not secured if I purchase from online.

3% peoples are neutral against that statement. 29% peoples are disagreeing with that statement. 68% peoples are strongly disagreeing with that statement.

Q9: Giving true review about the product makes me feel powerful customer.

96% peoples say they are strongly agreed with that. 4% peoples say that they are agreeing with the following statement.

Q10: Buying products from online makes me feel smart.

14% peoples are strongly agreed with that statement. 65% peoples are agreed that buying products from online feel smart. 21% peoples are neutral with that statement.

Q11: Buying product from online saves time.

97% peoples are strongly agreed that buying product from online saves time. 3% peoples are agreeing with the statement.

Q12: Buying product from online is hassle-free.

83% peoples are strongly agreed that buying product from online is hassle-free. 16% peoples are agreeing with the statement. 1% peoples are neutral with that statement.



[bookmark: _Toc533321832]Conclusion 

In the whole of the world around 70 percent of the internet users are active on social networking sites. Customers spend minimum 1 hour a day on the various popular sites. We have to assume that relational associations have transformed into a sort of reality in which people pass on, convey, and plainly trust. We moreover should realize that over 60% of those customers get to relational associations by methods for mobile phones, with strong markers that this percent will just addition later on years.  
The main target of the social media is how people can easily fulfillment their sufficient needs. In the world there are lots of social sites, but among of these sites which is popular to every customers, and that types of site customers are mainly busy to spend their leisure times. In Bangladesh every class of people or customers are busy in Facebook. Around 70 to 80% people are busy in that site. The Facebook is much more helpful because customers can easily communicate with their known people. Now a days people can create business where they don't need any marketplace cost, and there has no limitation of the marketplace. So it is the good option to create a business. This is only benefit of the one social sites, others sites has also a benefit things which is Morales same as like Facebook. In YouTube customers can create a motivational video, which is helpful to every class of people. In Bangladesh video uploaded in YouTube is also can the medium of earning money. On YouTube peoples target is not only earning money, they can also famous to every persons. In Pinterest people can create content, blogs which is also helpful to the customers. In this report we had create a survey questionnaire where we find out the customers responses in the social sites, and the result of this survey is positive. People are using the social media for the 3 sectors. They using social media for collect the information, for entertainment, for social connections. 
  "In conclusion, social media is, and will continue to be, harmful, unless something is done about it. The power it has over people is dangerous and often goes unnoticed. People should care because if not addressed, or taken care, of social media could cause national and international problems. Social media stunts interpersonal growth and increases narcissism in many internet users. Even if the user is not psychologically affected by social media, they are still in danger. Nobody is immune to the harmful side effects social media including identity theft, stalkers, or hackers. Social networking allows hoaxes and false information to cause widespread chaos. “The dark side of social media is that, within seconds, anything can be blown out of proportion and taken out of context. And it is very difficult not to get swept up in it all. If there are no regulations or limitations on social media, the repercussions will accumulate. People need to change the destructive patterns of social media use before it destroys society. The fast, easy access to information that is supposed to be beneficial to society is actually detrimental to society". (SOCIAL MEDIA'S IMPACT ON AMERICA)
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