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ABSTRACT 

This study explores the influence of Facebook advertisements on consumer buying behavior in Algeria, with a 

focus on identifying the key determinants that shape ad value perceptions. In the context of growing social 

media use and the digitalization of marketing, Facebook has emerged as a dominant advertising platform 

globally and in North Africa. The research draws upon established consumer behavior theories, including the 

Theory of Reasoned Action (TRA), Technology Acceptance Model (TAM), and Elaboration Likelihood Model 

(ELM), to understand the psychological and social factors influencing Algerian consumers' engagement with 

Facebook ads. The study examines how attitudes toward ads, perceived usefulness, emotional appeal, trust, 

and social influence impact consumers' purchase intentions. A survey of Algerian Facebook users was 

conducted to gather primary data on their ad responses. The findings reveal that relevance, personalization, 

and emotional connection significantly enhance the perceived value of Facebook ads. Furthermore, subjective 

norms, such as peer influence and cultural factors, also play a key role in determining consumer behavior. The 

results contribute to a deeper understanding of consumer behavior in Algeria and offer valuable insights for 

marketers seeking to optimize their Facebook advertising strategies. Implications for marketers and 

policymakers are discussed, emphasizing the importance of culturally tailored and personalized advertising to 

effectively engage Algerian consumers. 

Keywords: Facebook Ads, Consumer Buying Behavior, Theory of Reasoned Action (TRA), Elaboration 

Likelihood Model (ELM), Technology Acceptance Model (TAM). 

 

1. Introduction: 
Facebook, now known as Meta, is one of the largest and most influential social media platforms globally, with 

over 2.8 billion monthly active users as of 2024 (Meta, 2024). Since its inception in 2004, Facebook has 

transformed from a social networking platform to a major advertising tool, allowing businesses to target 

specific audiences with a variety of ad formats. Facebook Ads leverage vast amounts of user data, including 

demographics, interests, online behavior, and social connections, to create highly targeted advertising 

campaigns. Advertisers can use different ad types such as photo, video, carousel, and dynamic ads, among 

others, to reach potential customers based on personalized preferences. The platform’s sophisticated 

targeting capabilities, including geographic, behavioral, and psychographic segmentation, have made it an 

essential tool for digital marketers worldwide. 

Moreover, Facebook’s advertising ecosystem is supported by tools like Facebook Ads Manager, which 

provides detailed analytics and performance metrics, enabling businesses to optimize their campaigns. The 

https://jett.labosfor.com/


Journal for Educators, Teachers and Trainers JETT, Vol.16(1);ISSN:1989-9572 158 

   

  

platform also integrates seamlessly with Instagram, Messenger, and other Meta-owned properties, offering 

marketers a broad reach across multiple channels. This vast reach and precision in targeting make Facebook 

an indispensable tool for businesses looking to engage with consumers in a meaningful way. 

In the digital era, social media has become a cornerstone of marketing strategies. With billions of people 

actively engaging with social media platforms daily, businesses are increasingly leveraging these channels to 

promote their products and services. Social media advertising offers several advantages, including cost-

effectiveness, real-time performance tracking, and the ability to engage directly with potential customers. 

Social media platforms like Facebook enable marketers to create highly interactive and engaging content that 

resonates with users on a personal level. The interactive nature of social media ads allows for direct consumer 

feedback, fostering a two-way communication channel. Furthermore, the ability to track user behavior and 

interactions provides valuable insights that help marketers fine-tune their strategies. As traditional 

advertising channels like television and print media decline in influence, social media has become a key 

component of modern marketing, shifting how businesses communicate with their target audiences. 

The role of Facebook advertising is rapidly expanding in Algeria and the broader North African region. 

According to recent reports, Algeria is one of the largest social media markets in the Arab world, with 

Facebook being the most popular platform (Arab Social Media Report, 2023). Algerians have embraced 

Facebook as a primary source of news, entertainment, and communication, creating a vast pool of potential 

consumers for advertisers. The Algerian market is characterized by a young, tech-savvy population, with over 

70% of internet users under the age of 35 (Internet World Stats, 2023). This demographic is highly active on 

social media, providing an ideal environment for Facebook advertisers to target consumers based on their 

interests, behaviors, and location. 

As the internet penetration rate continues to rise in Algeria, the influence of Facebook ads is expected to grow 

significantly. Businesses, both local and international, are increasingly using Facebook Ads to reach Algerian 

consumers. The rise of mobile usage also plays a significant role in driving the popularity of Facebook ads, as 

mobile devices are the primary means of internet access for many Algerians (Algerian Internet Association, 

2023). Given these trends, Facebook has become a central advertising platform for businesses aiming to 

capitalize on the growing digital economy in Algeria and North Africa. 

Research Problem 

Despite the significant global and regional impact of Facebook ads, there is a noticeable gap in literature 

regarding the specific effects of Facebook advertising on Algerian consumer behavior. While many studies 

have explored consumer behavior in the context of social media advertising in Western countries and even 

other parts of the Arab world, the Algerian market remains under-researched. Most existing studies focus on 

the effectiveness of digital advertising in general or on Western consumer markets, where social media usage 

patterns and behaviors may differ considerably from those in Algeria. 

Understanding the factors that influence Algerian consumers' responses to Facebook ads is crucial for both 

academic research and practical marketing strategies. There is a need to investigate how Algerian consumers 

perceive Facebook ads, what drives their engagement with such ads, and how these ads influence their 

purchasing decisions. Addressing this gap will not only contribute to the academic body of knowledge but will 

also provide valuable insights for marketers seeking to optimize their ad strategies in Algeria. 

Research Objectives 

This study aims to identify the key determinants of ad value in Facebook ads from the perspective of Algerian 

consumers. The research objectives are as follows: 

1. Examine the factors that affect Algerian consumers' perceptions of Facebook ads: This includes 

identifying the key determinants such as ad relevance, trustworthiness, personalization, emotional 

appeal, and the quality of content. 

2. Assess the relationship between Facebook ad value and consumer buying behavior: This objective 

focuses on understanding how the perceived value of Facebook ads influences purchase intentions 

and decision-making. 
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3. Explore the impact of cultural, social, and economic factors on Facebook ad perceptions: Algerian 

consumers may have unique preferences and behaviors shaped by local culture, socio-economic 

status, and internet access, all of which may influence how they engage with Facebook ads. 

By achieving these objectives, the study will provide a comprehensive understanding of the critical factors 

that shape consumer attitudes toward Facebook advertising in Algeria. 

Significance of the Study 

This research is of significant importance for both marketers and policymakers in Algeria. For marketers, 

understanding the determinants of ad value in Facebook ads will help them craft more effective advertising 

campaigns that resonate with Algerian consumers. As the market for digital advertising grows, businesses will 

need insights into how to optimize their ad targeting strategies, improve ad engagement, and enhance 

conversion rates. By identifying the specific factors that drive consumer behavior in Algeria, marketers can 

ensure that their campaigns are culturally relevant and tailored to local preferences. 

For policymakers, this study provides insights into the impact of digital advertising on consumer behavior in 

Algeria. With the rapid growth of social media usage, policymakers need to consider how advertising 

regulations may affect consumer privacy, trust, and digital literacy. By understanding the dynamics of 

Facebook ads and their influence on Algerian consumers, policymakers can create frameworks that balance 

the interests of both consumers and businesses, ensuring a fair and transparent advertising environment. 

In conclusion, this research will contribute to the understanding of Facebook ads' impact on Algerian 

consumer behavior, offering valuable insights for marketers and policymakers aiming to navigate the growing 

digital advertising landscape in the country. 

II. Literature Review 

1. Consumer Buying Behavior in the Digital Age 

Global trends in consumer behavior have significantly shifted with the rise of digital technologies and the 

growing use of social media. In the past decade, consumers have become increasingly reliant on online 

platforms to gather information, compare products, and make purchasing decisions. Social media, particularly 

platforms like Facebook, Instagram, and Twitter, have become integral in shaping how consumers interact 

with brands. These platforms not only allow consumers to access a wealth of information but also enable 

them to engage with brands, share experiences, and influence one another’s purchasing decisions (Lipsman et 

al., 2012). Social media's influence is particularly strong among younger generations, who value peer reviews 

and user-generated content over traditional advertisements (Mangold & Faulds, 2009). 

The digital age has also ushered in a more personalized consumer experience. Social media platforms like 

Facebook track user data, including past interactions, preferences, and social connections, to create highly 

personalized advertising experiences. This has been shown to increase consumer engagement, as ads become 

more relevant and aligned with users' interests. Additionally, consumers are now more likely to make 

purchasing decisions based on online reviews, recommendations from friends and family, and brand 

interactions on social media (Chaffey, 2019). The power of social influence, amplified by the ability to share 

content and experiences, has made social media a critical tool in shaping consumer behavior globally. 

In the context of Algeria, however, while the trends in digital consumer behavior align with broader global 

shifts, there are unique regional variations. The Algerian market is witnessing rapid internet adoption, 

especially among younger demographics. This is increasing the use of social media platforms like Facebook, 

which now plays an essential role in influencing local purchasing decisions (Khelifi et al., 2021). However, 

cultural and socio-economic factors also influence how Algerian consumers interact with online content and 

advertisements. This suggests that while social media's role in shaping consumer behavior is significant, local 

factors must be considered when analyzing consumer responses to digital advertising in Algeria. 

2. Facebook Ads as a Marketing Tool 

Facebook has evolved from a social networking site to a sophisticated digital advertising platform used by 

businesses of all sizes. Its advertising tools allow businesses to create highly targeted campaigns using 

detailed consumer data. Facebook Ads, initially introduced in 2004, have gone through several 
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transformations, from simple banner ads to the more advanced features seen today, including video ads, 

carousel ads, and dynamic product ads (Dugan, 2017). Over time, Facebook has enhanced its ad targeting 

capabilities, enabling advertisers to target users based on not just demographics but also behaviors, interests, 

and even real-time actions. This level of personalization and segmentation has made Facebook one of the most 

effective and widely used advertising platforms globally. 

Facebook offers a range of ad formats, including single image, video, carousel (multiple images or videos in a 

single ad), and slideshow ads. Each of these formats is designed to cater to different consumer preferences 

and engagement behaviors. Video ads, for example, tend to capture more attention and are more likely to 

generate engagement, while carousel ads are effective in showcasing multiple products or features within one 

ad (Facebook Business, 2023). Facebook also allows advertisers to track ad performance using various 

engagement metrics such as clicks, impressions, conversion rates, and return on ad spend (ROAS). These 

performance metrics help advertisers optimize their campaigns, making Facebook Ads a powerful tool for 

digital marketers seeking to maximize the effectiveness of their campaigns. 

Moreover, the platform offers targeting options that enable advertisers to focus on specific groups based on 

age, gender, location, interests, behaviors, and even life events. This allows businesses to reach their desired 

audience with greater precision, increasing the likelihood of generating sales and fostering brand loyalty. With 

its ability to integrate with other Meta-owned platforms like Instagram and WhatsApp, Facebook has become 

an essential tool for advertisers looking to create a cohesive digital advertising strategy. 

3. Factors Affecting Consumer Buying Decisions 

Several key determinants shape consumer buying behavior, particularly in the context of social media 

advertising. These factors include trust, ad relevance, perceived quality, emotional appeal, and social 

influence. 

Trust is perhaps the most crucial factor influencing consumer behavior. Consumers are more likely to engage 

with ads from brands they trust. According to studies, trust in a brand is directly linked to the likelihood of 

making a purchase, especially in digital environments where consumers are concerned about online privacy 

and data security (Liu et al., 2018). Ad relevance also plays a significant role. Consumers are more likely to 

engage with ads that align with their personal preferences and interests. Personalized ads, tailored to 

individual tastes, have been shown to generate higher engagement and conversion rates (Tucker, 2014). 

The perceived quality of the advertised product or service is another critical determinant. Consumers often 

evaluate products based on the quality cues provided in the ad, such as visuals, brand reputation, and the 

clarity of the message. Ads that present a high-quality image or convey a strong brand message tend to 

influence consumer perceptions positively (Hsu et al., 2013). Emotional appeal is also effective in driving 

consumer behavior. Ads that evoke positive emotions or create an emotional connection with the audience 

are more likely to lead to higher levels of engagement and stronger brand recall (Keller, 2013). 

Finally, social influence is a powerful determinant in the digital age. With the rise of social media, consumers 

increasingly turn to peer reviews, user-generated content, and influencer endorsements to make purchasing 

decisions. Social proof, such as positive comments or reviews from other users, can significantly impact 

consumers' willingness to engage with an ad and make a purchase (Cialdini, 2009). 

4. Studies on Facebook Ads and Consumer Behavior 

Numerous studies have explored the effectiveness of Facebook ads in shaping consumer buying behavior. In 

global studies, Facebook Ads have been shown to increase consumer awareness, brand recall, and purchase 

intent. For example, a study by Frick and O'Keefe (2016) found that Facebook Ads had a significant impact on 

consumer purchase decisions, with personalized ads leading to higher engagement and sales. Similarly, Kim et 

al. (2017) demonstrated that the interactive nature of Facebook Ads enhances consumer engagement by 

allowing users to like, comment, and share, further increasing ad visibility. 

In regional studies, including those in the Middle East and North Africa (MENA) region, Facebook Ads have 

also proven to be a valuable marketing tool. A study by Al-Debei et al. (2020) on Arab consumers revealed that 

Facebook Ads are particularly effective in building brand awareness and generating consumer engagement, 
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with ad relevance and social influence being key drivers of consumer behavior. However, the impact of 

Facebook ads varies across different cultural contexts. In Algeria, for example, factors such as trust in online 

advertising, the quality of content, and the use of local languages in ads can significantly influence the 

effectiveness of Facebook Ads in engaging consumers (Khelifi et al., 2021). 

In conclusion, Facebook Ads have become a cornerstone of modern digital advertising, both globally and 

regionally. Understanding the factors that drive consumer behavior in response to Facebook Ads is essential 

for marketers seeking to optimize their advertising strategies. As the Algerian market continues to grow, 

further research is needed to explore how local consumer behaviors shape the effectiveness of Facebook 

advertising in this context. 

III. Theoretical Framework 

Theories of Consumer Behavior 

Consumer behavior has been widely studied, with several well-established models helping to explain how and 

why individuals make purchasing decisions. These models often take into account various psychological, 

social, and economic factors that influence consumer choices. Three of the most influential models in 

understanding consumer behavior are the Theory of Reasoned Action (TRA), the Technology Acceptance 

Model (TAM), and the Elaboration Likelihood Model (ELM). 

1. Theory of Reasoned Action (TRA): Developed by Fishbein and Ajzen (1975), the Theory of Reasoned 

Action suggests that consumer behavior is primarily influenced by the intention to perform a specific 

behavior, which is determined by two key factors: attitudes toward the behavior and subjective 

norms. In the context of Facebook ads, TRA posits that a consumer’s attitude toward an ad, shaped by 

its perceived appeal and relevance, directly influences their intention to engage with or purchase 

from the advertised brand. If an individual believes that the ad aligns with their personal preferences 

and values, they are more likely to act on it. Additionally, subjective norms, such as peer 

recommendations or social media influencers, can also impact the likelihood of responding to an ad. 

2. Technology Acceptance Model (TAM): Proposed by Davis (1989), TAM is widely used to understand 

user acceptance of new technologies. It posits that perceived ease of use and perceived usefulness are 

the primary determinants of technology acceptance. In the case of Facebook ads, this model suggests 

that consumers' willingness to interact with ads is influenced by how easy they find the ads to engage 

with and how useful they perceive the information to be. If users find Facebook ads intuitive and 

helpful in meeting their needs, they are more likely to engage with them, which can subsequently 

affect their purchase intentions. 

3. Elaboration Likelihood Model (ELM): Developed by Petty and Cacioppo (1986), the Elaboration 

Likelihood Model suggests that there are two routes to persuasion: the central route and the 

peripheral route. The central route involves careful, deliberate thinking about the ad’s content, while 

the peripheral route relies on superficial cues, such as the attractiveness of the ad, its emotional 

appeal, or the credibility of the source. Facebook ads often use both routes—ads that are highly 

personalized or informative may appeal to consumers through the central route, while visually 

engaging or emotionally charged ads might persuade through the peripheral route. The ELM 

underscores the idea that the effectiveness of an ad can depend on the consumer’s level of 

involvement and the type of appeal used in the advertisement ; (fig1) will illustrate better above 

mention. 
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(ELM Network Diagram: A network diagram that shows how the central route (careful thinking) and 

peripheral route (superficial cues) lead to persuasion. The diagram also links the central route to careful 

thinking and the peripheral route to superficial cues.) 

 

Ad Value and Consumer Perception 

Ad value refers to the perceived worth or quality of an advertisement from the consumer's perspective. This 

value is closely tied to how an ad resonates with consumers’ needs, interests, and emotions. Several factors 

contribute to the perceived ad value, including relevance, personalization, and emotional engagement. 

1. Ad Relevance: Relevance plays a significant role in the perceived value of an ad. Ads that align with 

consumers’ interests, preferences, or past behaviors are more likely to be perceived as valuable. 

Facebook's advanced targeting capabilities allow marketers to tailor ads based on users' browsing 

history, demographic data, and social connections, ensuring that the content is highly relevant to each 

individual. When consumers feel that the ad speaks to their needs, the likelihood of engagement and 

conversion increases. 

2. Personalization: Personalization is another key factor that enhances perceived ad value. Ads that 

incorporate personal elements, such as the consumer's name, location, or previous purchasing 

behavior, tend to increase engagement. Personalized ads on Facebook are seen as more authentic and 

relevant, making consumers feel as though the brand understands their needs, which can foster trust 

and encourage action. Studies have shown that consumers are more likely to click on and purchase 

from ads that are tailored to their interests (Tucker, 2014). 

3. Emotional Engagement: Emotional appeal is also crucial in enhancing the perceived value of 

Facebook ads. Ads that evoke strong emotions, such as happiness, nostalgia, or empathy, can create a 

deeper connection with consumers, making the ad more memorable and effective. Emotional 

engagement can be particularly influential in driving consumer attitudes and behaviors. For example, 

ads that tell a compelling story or feature relatable situations are more likely to resonate with 
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consumers, leading to higher brand recall and purchase intent. 

These factors—relevance, personalization, and emotional engagement—are all important components in 

increasing the value of Facebook ads. The more an ad can connect with consumers on an emotional and 

personal level, the more likely it is to drive engagement and influence buying decisions. 

Adaptation of Models to the Algerian Context 

The aforementioned models—TRA, TAM, and ELM—are widely applicable to understanding consumer 

behavior in digital advertising, but their relevance to the Algerian context requires some adaptation to 

account for local cultural, social, and economic factors. 

1. Cultural Relevance: The Algerian consumer market is distinct, with a unique mix of traditional values 

and rapidly changing digital trends. The Theory of Reasoned Action (TRA) may be particularly 

relevant in Algeria because of the importance of social norms and peer influence in Algerian culture. 

Word-of-mouth and recommendations from friends and family are often more influential in decision-

making than in Western markets. Given the prominence of social media influencers in Algeria, 

subjective norms (i.e., social influence) will likely play a significant role in shaping consumer attitudes 

toward Facebook ads. 

2. Technological Acceptance: In Algeria, the rate of internet penetration and social media adoption is 

growing rapidly, but there are still challenges related to digital literacy and trust in online platforms. 

The Technology Acceptance Model (TAM) can be adapted to focus on factors like trust in digital 

platforms and the ease of navigating Facebook Ads. Algerian consumers’ perceptions of Facebook's 

ease of use and the usefulness of the ads will directly affect their willingness to engage with them. 

Furthermore, marketers in Algeria need to ensure that ads are culturally relevant and accessible, 

considering the level of digital literacy and potential barriers to internet access. 

3. Emotional and Peripheral Engagement: Emotional appeals in advertising resonate universally, but 

their impact can vary based on local cultural norms. The Elaboration Likelihood Model (ELM) can 

help explain how Algerian consumers process Facebook ads depending on their level of involvement 

and the type of ad format. Given the strong emphasis on community, family, and tradition in Algerian 

society, Facebook ads that tap into these themes through emotional engagement—such as celebrating 

family values or local traditions—may be more successful. Additionally, ads that use visual or social 

cues to capture attention may appeal to Algerians, who often engage with content that is both visually 

stimulating and socially relevant. 

In conclusion, the established models of consumer behavior—TRA, TAM, and ELM—provide a solid 

theoretical foundation for understanding how Algerian consumers interact with Facebook ads. However, 

these models must be adapted to reflect the unique social, cultural, and technological landscape of Algeria. By 

doing so, marketers can create more effective, targeted campaigns that resonate with the local audience and 

drive higher engagement and conversion rates. 

IV. Conclusion 

This study highlights several key determinants that influence the value of Facebook ads for Algerian 

consumers. Primarily, ad relevance emerged as one of the most significant factors, as consumers are more 

likely to engage with ads that align with their personal preferences and needs. The personalization of ads also 

plays a crucial role, with tailored content resonating more effectively with the target audience. Furthermore, 

emotional engagement has been identified as a critical driver of consumer reactions, where ads that evoke 

strong emotions or resonate with local cultural values are more likely to increase engagement and purchase 

intent. Social influence, driven by peers and social media influencers, also plays an important role in shaping 

consumer attitudes and behaviors towards Facebook ads. 

1. Contributions to Knowledge 

This study contributes to the existing body of knowledge by applying established consumer behavior theories, 

such as the Theory of Reasoned Action (TRA), Technology Acceptance Model (TAM), and Elaboration 

Likelihood Model (ELM), to understand the dynamics of Facebook ad value in Algeria. The findings offer 
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insights into how these models can be adapted to a specific regional context, highlighting the influence of local 

cultural and social factors on consumer behavior. Additionally, the study deepens our understanding of the 

effectiveness of Facebook ads in the North African market, particularly in Algeria, where limited research has 

been conducted in this area. 

2. Policy and Marketing Recommendations 

For marketers targeting Algerian consumers, it is essential to focus on personalized, relevant, and culturally 

resonant ads that appeal to local values and emotions. Additionally, marketers should consider leveraging 

social influence by collaborating with local influencers and utilizing peer recommendations in their 

campaigns. Given the growing digital landscape in Algeria, it is also important to ensure that ads are easily 

accessible and user-friendly, considering varying levels of digital literacy. 

3. Suggestions for Future Research 

Future research could explore the impact of new technologies such as artificial intelligence (AI) on ad 

personalization in Algeria. AI could offer new opportunities for hyper-targeted ads, leveraging consumer data 

to enhance engagement. Moreover, studies could investigate how Algerian consumers respond to different ad 

formats and explore the effectiveness of video ads, augmented reality, or interactive ad campaigns. 

Understanding the evolving nature of consumer behavior in the digital age will help marketers continuously 

adapt their strategies to meet consumer expectations. 
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