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Abstract

The increasing demand for having an attractive smile becomes one of the life essentials. Oral hygiene
maintenance plays a key role in maintaining oral health (healthy teeth and gum) and as a result, having
an attractive smile. Thus, using routine dental cleansing through brushing, flossing and mouth rinsesis
mandatory.

This study aims to evaluate the role played by social media on consumers’ behaviour to use dental products
manufactured essentially from herbal products rather than the well- known chemical formula. The analyzed
data were collected by using a face-to-face approach (unstructured interviews). At first, dentists and
pharmacists were asked about their opinion regarding using herbal products and their response to social
media campaigns. Then,a random sample of the audience was interviewed.

Results showed that most of the Iraqi peoples are familiar with herbal products (68.6%) of them indicated
social media has an impact on individuals.

The awareness of the importance of using toothpaste and mouth rinses made from herbal products can
be increased through introducing their effectiveness, reduced side effect and their importance as green
substrates...etc. This can be done by organized campaigns by a pharmaceutical company or nonprofit

organization.

Keywords: Herbal, dental products, social media, behaviour, influencers.

Introduction

Potent therapeutic agents may be developed from
medicinal plants through its active substances'"). Ancient
civilizations have used plants to cure a variety of human
ailments®. Nowadays, over 50% of the modern drugs
industry focuses on natural products which play an
important role in drug development*:

Many of these plants have dental care properties like
Azadirachta indica (Neem), Melaleuca alternifolia (Tea
Tree Oil), Grita Kumari (Aloe Vera)... etc>®
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Historically, herbal products have been used as an
oral hygiene maintenance routine. The chewing stick
(Miswak or Siwak) is a tradition inherited from prophetic
medicine (.

Furthermore, in Asia, Africa, the Middle East, and
the Americas, for thousands of years, chewing sticks
prepared from twigs, stems or roots of a variety of plant
species have been practiced despite the widespread use
of toothbrushes and toothpaste®

As the side effect of allopathic medicines has
increased, studying medicinal plants is also increased
in different parts of the globe. Health professionals
are often challenged to explore relevant information to
advise their patients about using these over-the-counter
products safely. The use of herbal extracts in various
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forms is entirely consistent with the primary health-
care principles because these ingredients work more in
harmony with the body instead of fighting against it as
seen in other conventional versions of the same herbal
products ).

Consumer behavior defined as asequence of physical,
mental and emotional activitiesdone by humansduring
selecting, purchasing, using, deciding and disposing of
goods and services to satisfy their needs ('¥ Marketing
campaigns can be considered as leading factors affecting
consumer behavior which helps companies and nonprofit
organizationsto predict consumer personal preferences
and purchasing power(!D.

Social media nowadays play an essential role
in improving consumers’ satisfaction starting with
the initial stages of information search, alternative
evaluation, purchase decisions and ending with
changing consumers’ opinions and interest (!?. Thus,
understanding the impact of social media inclarifying
the benefit of herbal dental products over the chemical
formula will help in increasing awareness of the people
about the importance of using these products. This
knowledge may end with reducing side effects that came
from chemical products and substantially saving more
money.

28
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Methodology

Study Design: This study based on individuals’
opinions obtained from face to face interviews with a
random sample of dentists,pharmacists, and consumers
to draw an image oft heir opinion about herbal dental
products and to identify the role played by the advertising
campaigns on social media to affect their purchasing
behavior.

20 questions with ‘yes’ or ‘no’ closed-ended
responses were designed and asked three hundred
peoples; these questions were build based on literature
review.

Study Samples: Face to face interview was
conducted from February 2019 to May 2019 in Baghdad/
Iraq at two stages; the first stage included 100 dentists
and 100 pharmacists. While the second stage was with
100 consumers asking them about their opinion about
herbal dental products.

Results

Descriptive statistics were used to analyze the
results of this study using Version 21, SPSS software.

The chemical dental products show the highest rate
of' use among dentists (38.3%), while the herbal products
used more by the other customers (58%) (Fig.1).

54
536

Customers

Herbal products

Figure 1: Types of used dental products

In (Fig. 2 and 3), reasons behind preferring herbal
products over the chemical product and vice versa. Safety
(47.6%) was the major reason behind using herbal dental

care by the dentists. Whereas manufacturer reputation
(brand) (63.3%) reported being the reason behind using
chemical dental care products.
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Dentists _ Pharmacists o
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Figure 2: Reasons behind preferring herbal dental products
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Customers
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Figure 3: Reasons behind preferring chemical dental products
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The majority of the sample were females (57%). The age of the majority of the sample was between 18-30 years

old (28.6%) (Fig. 4).

I Female I Less than 18
I Male I 18-30
B 31-50

I More than 50

16:3% 21.5%

Gender Age

Figure 4: Gender and age of the study sample
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Results reported that social messages via social
media have played an essential role in changing the
consumers’ thoughts to use the herbal products by
(68.6%) mostly via Facebook (31.6%) Where Twitter

I Facebook
I Instagram
I Twitter
I Youtube
[ Snapchat

14.3%

The most viewed social sites

Indian Journal of Public Health Research & Development, January 2020, Vol. 11, No. 01

reported to be the least social media visited by people
in Baghdad-Iraq (8.6%). These social sites were viewed
daily by the majority of the study sample (58.6%) (Fig.5
and 6).

I Every hour
I Daily

I Weekly
I Monthly

Frequency of using social media

Figure 5: Most vied social media and the frequency of usage

I Yes
I No

Figure 6: Social sites role in changing the consumers’ thoughts to use herbal dental products

Discussion

As stated in the literature, medicinal herbs are a
potential source of therapeutics aids in health systems all
over the world in the diseased condition or as potential
material for maintaining proper health. Therefore, the
herbal product’s popularity has increased®®.

This research focused on understanding the general
orientation of people in Baghdad-Iraq toward herbal
dental products and the reasons behind these beliefs.
The collected data from dentists, pharmacists, and other
consumers reported that herbal dental products are

used frequently mainly because of its safety, low price
and finally as a substitute to the chemical products as
there is an idea that chemical compounds may be cause
sensitivity. Furthermore, the data reveals a percentage
of people that use both chemical and herbal products.
While some peoples use the chemical formula as a result
of the manufacturer’s reputation. (Fig. 1,2 and 3)

Generally, women are more interested in their
appearance then men, that is why most of the study
sample were females between 18-30 years old(Fig. 4).

The second aspect of this study deals with the impact
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of social media on consumers’ behavior toward herbal
dental products; therefore, the frequency of using social
media and which media is most visited is important.
Data regarding these questions revealed the majority
of the study sample used social mediaon a daily basis.
Facebook and Instagram reported being the most visited
social sites (Fig. 5 and 6).

Recent studies mentioned social media as a vital
tool for people between 18 to 40, as they enter young
adulthood,focus on the future and aware of how others
see them. They feel more pressure to be “the best”, are
more worried about what others think about them, and
are more concerned about what making their family
and friends proud, as known up to 91%of social media
account are in this age group with the most social media
connections. These groups are the most affected by
social media’s on their lives!?),

Conclusions

1. Herbal dental products used widely by peoples
regardless of their levels of education.

2. Social media can direct the audience toward a
specific product when used correctly towards the
targeted audience via the proper social site.

Acknowledgment: The authors would like to thank
Mustansiriyah University (www.uomustansiriyah.edu.
iq) Baghdad- Iraq for its support in the present work.

Conflict of Interests: The authors declare that there
is no conflict of interests regarding the publication of
this paper.

Funding Source: The authors have no funding to
report.

Ethical Clearance: Not required

References

1. Abhishek K, Ashutos M, Sinha BN. Herbal drugs-
present status and efforts to promote and regulate
cultivation.The Pharma Review. 2006; 6:73-77.

2. Al-Mamoori F, Al-Samydai A, Aburjai T. The

10.

11.

12.

13.

1759

Prevention and Management of Nephrolithiasis: A
Review. IJSTR. 2019;8(11):2700-2705.

Al-Samydai A, Al-Mamoori F, abdelnabi H,
Aburjai T.An updated Review on Anticancer
Activity of Capsaicin, IJSTR. 2019; 8(12): 2626-
2631.

Lashkari PD, Patel RK, Mody V, Antimicrobial
activity of herbal mouthwash- Arowash liquid.IntJ
ChemTech Res. 2010; 2(1): 99-101.

Elumalai M, Bhuminathan S, Tamizhesai B. Herbs
Used in Dentistry, Biomed & Pharmal.2014; 7(1):
213-214.

Pathak K, Das RJ. Herbal Medicine- A Rational
Approach in Health Care System, Int J HerbMed.
2013; 1(3): 86-88.

Sandhya R. Herbal Products as Mouthwash — A
Review.1JSR. 2017; 6(7): 1334-1337.

Rasingam L, Jeeva S, Kannan D. Dental care of
Andaman and Nicobar folks: medicinal plants use
as tooth stick.Asian Pac J Trop Biomed. 2012; 2(2);
S1013-S1016.

Gambhir RS, Singh J, Bhardwaj A, Kaur A,
Dhaliwal JS. Herbal formulations: The next
level in oral care,Int J Green Pharm. 2016;10(3):
S114-S119.

Al-Samydai MJ, Al-Kholaifeh A, Al-Samydai
AM.The Impact of Social Media in Improving
Patient’s Mental Image Towards Healthcare
Provided by Private Hospitals’ in Amman/Jordan.
Indian J Public Health Res Dev. 2019;10(2): 491-
49.

Voramontri D, Klieb L. Impact of social media on
consumer behaviour. IJIDS. 2018; 462: 1-24.

Alsamydai MJ, Yousif RO. Factors Influencing
Woman Behavior to Visit Dental Clinic to Improve
their Smile.Indian J Public Health Res Dev.
2019;10(2): 504-409.

TaylorNA.VIACOMCBS Global Insight [Internet],
VIACOM Inc.; 2019. Available at: https://insights.
viacom.com/post/age-has-a-big-influence-on-
social-media-behavior.


https://www.researchgate.net/publication/340066086

