The Impact of Consumer Generated Content and Firm Generated

Content on Over the Counter Pharmaceuticals Purchasing Decision
Prepared by

Hanady Nabeel Ahamed Abu Nimeh
Superviser:
Dr. Ghaith Mustafa Al-Abdallah

Abstract

This research studies the impact of consumer-generated content and firm
generated content on over the counter pharmaceuticals purchasing decision.
The study adopted the descriptive analytical approach and gquantitative
method, using three main hypothesis and eight sub hypotheses were based
on the literature review, the research instrument that used were self-
administrated questionnaire based on literature review. The questionnaire
was designed and distributed for consumer of over the counter
pharmaceutical. The total number of questionnaires have been distributed
were (545) questionnaires, while (465) questionnaires were analyzed. This
equals a total response rate of (85, 8%) which was a positive outcome. In
this study descriptive analysis, multiple regression, ANOVA-test and
Scheffe test were used to describe and analytical the collected data.

The study also concludes that there is a statistical significant impact of firm
generated content OTC pharmaceutical purchasing, and there is a statistical
significant impact of consumer generated content OTC pharmaceutical
purchasing, but the impact of firm generated content more than consumer-
generated content on OTC pharmaceutical purchasing decision. There is
significant statistical impact of normative social influence on the relationship
between consumer generated content and OTC pharmaceutical purchasing
decision, and there is significant statistical impact of normative social
influence on the relationship between firm generated content and OTC
pharmaceutical purchasing decision. The result indicate that there are no
significant differences in the OTC pharmaceutical purchasing decision
according to age, gender, education level, but there is significant difference
according to income level. Based on the result, the study recommended the
following: Since Social media sites have significant effect on consumers’
lives and their purchasing decision; firms must improve and update their.
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firms’ pages on social media sites and concern their firm generated content. Thus,
pharmaceutical firms must build good relations with its customers to promote and convince
them for their OTC pharmaceutical purchasing decision. For future research conducting the
same research on other sectors using other variables with more details for the different types
of OTC pharmaceutical in the pharmacies.
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