EXECUTIVE SUMMARY

The I T Revolution has modified the trendy era. net is that the main reason for the
revolution. Nowadays net is apace ever-changing the approach folks accustomed do
things. Advertisers also are wedged by this net revolution. The revolutionary media,
Internet has tried to be because the most important advertising supply as

of geographics barriers aren't gift. ancient advertising has been challenged

by net ads. Advertisers are attempting to exploit internet to

advertise merchandise & thence attract shoppers. So, web has gained prime
importance, advertising parameters are systematically ever-changing. I'd wish

to study the however net has modified the face of advertising from

the shoppers also as marketers purpose of read.

Undoubtedly, that the expansion of net advertising is abandoning offline advertising.
Since most of the organizations have understood the important price in advertising
their merchandise and services on-line, they're investment in oline advertising rather
than offline advertising to stay in competition. As a result, the graph of net advertising
is progressively growing whereas the offline advertising mediums’ share has begun
to degrow.

#Internet advertising quality has outdated radio advertising in cash spent. As a
matter of truth out of doors advertising is additionally not growing at a pace as

was ascertained in past growth, it appears net advertising growth has now surpassed
it.

Traditional vertising medium like tv, news, hoardings and magasines, still are most
popular means that of advertising, however in future their market share will

certainly getting to to decrease step by step. it's foretold net advertising can have the
maximum amount as 20% of the worldwide ads market stake by 2019-20.

The Internet ads have matured because of numerous factors, additional advertisers
preferring on-line promotions and second net is in reach of the

many additional folks. the web being a younger medium in

comparison to ancient advertising mediums like magazines and television,
advertisers can discover its real potential in future.



Beginning 2018, therefore networking web site are so well-liked, that every individual
is hooked on them.

Advertisers each are affected Currently everybody with net will produce content and

post it. Currently even marketers can't manage how social media communicates
the advertizing and shopper. Cooperative, collective, shared info is order of the day.

Blogginghas created business on theweb terribly straightforward and obtainable to fo
Iks even with least technical data.

We can once and for all say,

Internet selling .... Has it reached the prime nevertheless?



INTRODUCTION

EVOLUTION OF MARKETING

Marketing
1. the act of shopping for or mercantilism in a very market

At the onset of this century, social life was principally native. It had been followed by
a amount during which mass production was practiced. Shopper operated on
mass selling principles and business primarily involved itself with the way to build the
simplest business department. Presently the most important driver of those changes is
technology. Technological modification has touched steady back specializing in the
individual. These changes form the chance and conduct of business. Selling Is tied to
communication and transportation revolution. Because the tools and reach of

selling increased, the task and responsibilities of marketers have evolved with them.

Philip Kotler formalized this evolution along with his book "Marketing Management™. His key
stages square measure production, sales and complete management. every of

those is powerfully actuated by technological opportunities, which allow new strategies and
new opportunities. A fourth stage, a spotlight on the individual shopper, is

additionally vital. because the new technology of the web develops, it reinforces the

new selling stress - that in many ways could be a come back to business at the flip of the

century.
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In times to come corporations that may exist solely within laptop networks. In fact,

a shopper may build the merchandise himself from a large array of elements provided by the
corporate. it's e-ecommerce that's dynamical in the manner merchandise and

services square measure factory-made, promoted, priced, distributed and sold-out. The
explanation behind that is it's inexpensive in comparison; it permits immense coverage and

helps in serving the client in best possible way.

ADVERTISING

Advertising is type of communication that is paid, though some varieties
of advertising, equivalent to public service announcements, use given house and time.

Second, not solely is that the message got, however the sponsor is known. Third, most

ads attempt to impact the patron to try to to one thing, though in some cases the purpose of

the message is solely to form shoppers tuned in to the merchandise or company

The message is sent through varied totally different forms of $mass media reaching an
outsized range of potential shoppers. Finally, as a result of advertising could be

a additionally non-personal type of communication.

A definition of advertising will be

Advertising is paid non-personal statement from a known promoter using general medium to

influence or encourage targeted audience.



Functions of Ads

Advertising is a crucial aid for any selling set up. such a lot in order that whenever we

expect selling or promoting we expect of advertising though it's only 1 of the marketing

tools. Until currently, solely corporations with a profit motive

favored advertising. However these days government bodies yet as non-governmental
organizations (NGOs) opt for position advertising campaigns. the aim here isn't to extend the

sales figure however to extend the attention of individuals relating to the vital topics.

Even though every ad or campaign tries to attain goals distinctive to its sponsor, advertising
performs 3 basic functions:

1. *Provide product complete information

The main perform of advertising is to supply data concerning merchandise & services . the
data specified will depend on the wants of the recepients. within the case of shopping for a
new ensemble, required data may merely embody worth and outlet site. For

#technical merchandise, the information is perhaps going to be terribly elaborate.
2. *Offer inducements to decide

The shoppers square measure typically not able to modification established

behavior. albeit they're somewhat discontent with this product or service.

3. *Provide reminders and reinforcement

It's superb what proportion advertising is directed at current customers. Shoppers forget why

they subscribed a specific refrigerator or washing machine. Ads acts as a reminder to
the client concerning the complete, its edges, its value, and so on. These same facilitate the

shoppers in deciding which product to buy.
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Types of Ads

Ad could be a type of mercantilism that attempts to form shoppers get merchandise or
services. Advertisers should remember of the aspects that impact people's shopping

for behavior then practice ads methods supported information. Ads are of following types as
described below:.

1. *Print A: News, Hoardings, Magasines, Brochures, etc.

The print media have always been a popular advertising medium. Advertising products via
newspapers or magazines is a common practice. In addition to this, the print media also
offers options like promotional brochures and fliers for advertising purposes.

2. Outdoor Ads: Billboards, Tradeshows and Events
Outdoor advertising is also a very popular form of advertising, which makes use of several
tools and techniques to attract the customers outdoors. The most common examples of
outdoor advertising are billboards, kiosks, and several events and tradeshows organized by
the company. The billboard advertising is very widespread however it has to be really
concise and eye catching in order to grip the attention of the passersby. The kiosks not only
provide an easy outlet for the company products but also make for an effective advertising
aid to promote the company’s products. Organizing several events or sponsoring them
makes for an brilliant opportunity of advertising. The company can organize trade fairs,
or even exhibitions for advertising their products. If not this, the company can organize
several events that are closely associated with their field.

3. *Transmission ads: tv, Radio and also the net

This is also a very popular advertising medium that constitutes of several branches like
television, radio or the Internet. Television advertisements have been very popular ever
since they have been introduced. The radio has lost its charm owing to the new age media
however the radio remains to be the choice of small-scale advertisers & rural areas..
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4. Covert Advertising: Advertising in Movies

Covert advertising is Associate in Nursing exclusive quite advertising during which a product
or a specific complete is incorporated in some diversion and media channels like movies,
television shows or maybe sports. there's no industrial within

the diversion however the complete or the merchandise is finely showcased within

the selected show.

5. 5. *Surrogate Advertising: Indirect Advertising

Surrogate advertising is usually seen in cases wherever advertising a specific product

is prohibited legally. advertising for merchandise like cigarettes or alcohol that square
measure injurious to heath square measure prohibited by law in several countries and
so these corporations got to return up with varied alternative merchandise that

may have an equivalent brand and indirectly prompt folks of the cigarettes or alcoholic
drinks of an equivalent complete. Common examples embody eight PM & blenders Pride
alcohol brands, that square measure usually seen to push their complete with the

assistance of substitute advertising.

6. Advertising for Society Benefits

Public service advertising is a technique that makes use of advertising as an effective
communication medium to convey socially relevant messaged about important matters and
social welfare causes like AIDS, energy conservation, political integrity, deforestation,
illiteracy, poverty and so on. Example Amitabh Bachan advertising for Pulse Polio
Program.

7. *Celebrity Advertising

Celebrities are used as brand ambasdors & are selected according to the image of the
brand. Even though the audience is getting smarter and smarter and the modern day
consumer getting immune to the exaggerated claims made in a majority of
advertisements, there exist a segment of advertisers that still bank upon celebrities and
their popularity for advertising their products. Using celebrities for advertising involves
signing up celebrities for advertising campaigns, which consist of all sorts of advertising

including, television ads or even print advertisements.
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8. *Internet Advertising|

Internet promotion is one of the novel kinds of advertising and might be achieved in

a various ways as represented below. Flash advertising refers to messages that jump onto
your display screen and infrequently move around. they'll be laborious to shut and square
measure annoying, however effective at gaining your attention. pop and scrolling ads square
measure alternative samples of these kinds of advertising. Pay per click advertising refers to

marketers paying to own their websites placed high on program results pages.



INTERNET MARKETING

The new era has brought United States of America on the brink of the |.T. Revolution. This
revolution has been assisted by the arrival of the net in an

exceedingly massive means. net is apace ever-changing the means folkswont to do things.
MNaturally, a similar would have a sway on the advertisers. the net has been accepted

as terribly robust media for advertising because of the absence of topographic barriers. The
acceptance of net advertising has challenged the standard varieties of advertising.
Advertisers are attempting to use the 'net' to advertise their product and thence 'net' their

customers. As net is changing into common advertising balance is ever-changing quick.

$Internet selling, conjointly remarked as net selling, on-line selling, or eMarketing, is that
the selling of product or services over the net. net selling includes style, development,
advertising, and sale that ties along artistic & technical facet of net.

The Internet has brought several distinctive advantages to selling as given below:

* distribution of data and media to a world audience at a lower value

*, the net selling being interactive in nature provides instant response. *Internet selling is

usually thought of to possess a broader scope.
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Seven P'S OF INTERNET MARKETING

The relationship between four P's - Product, Price, Place and Promotion have long
been related to selling, however things have modified on the net. Therefore along
side a modification within the nature of the four P's there are 3 new P's that are associated

to the net merchandiser are Presentation, Processes and Personalization.

1. *Product*

Product on the net sometimes changes kind on-line, and therefore the shopper feels it

technically, within the style of literature, pictures & transmission.

Physical product are sometimes represented within the style of an in depth net index that
the client will flick through. Consumer will just about bit and feel the merchandise on the net -
rotate it, focus or zoom out and even visualize the merchandise in several configurations and
combination. Content and software package are two avatars of digitized product which
will be even distributed over the net. On the net, E-marketing are based
mostly additional on the merchandise qualities instead of on the
worth. each company are ready to bring down worth of
its product and thence competition won't air price. it'll well be on the distinctiveness of the

merchandise.

2. *Price
Internet lets the client decide the worth. It permits customers to check costs of same

product oversubscribed by varied sellers. This ends up in absolute best deal for the client in

terms of rating that is strategic over the net.

3. *Place

Place encircles around putting in place of a selling channel to
achieve the client. net selling permits house for marketing that enables the producer to
achieve the client directly. The removal of the intermediate network reduces cost to

the client within the style of discounts.



4. *Promotion

Since there are quite one billion web contents, Promotion is very necessary to tempt
the client to its web site, promoting an internet site includes each on-line and
offline methods. on-line methods embrace program optimization, banner ads, multiple points
of entry, infectious agent selling, strategic partnership and affiliate selling. Presently,
the Internet is already chaotic|with thousands of websites most
likely marketing similar product. For the shoppers to understand of the Company’s existence

and to assemble info on the sort of product or services that the corporate is giving,

promotion needs to be dispensed. There may be listed links or banner advertisements for a
similar. conjointly the standard mediums of advertising like print, outside advertising and

tv may be wont to unfold responsiveness.
5. *Presentation

The presentation of the net business must have associate the simple to use navigation is a
very important a part of presentation. The design and therefore the feel of the

net website should have company logos and standards. regarding eightieth of

the folks scan solely 20% of the net page. So, the net page shouldn't be crammed up

with loads of information. Also, easy however commanding directional aids on all web

content like search engines build it straightforward for client to seek out their means around.
6. *Processes

The Processes of any reasonably client support ought to be friendly and wishes to be
integrated into the net information processing system. To more enhance sales & service,
customers should try to ascertain regarding their directive status once the sale has

been made.

7. *Personalization

The whole information processing system may be tailored for each single user, with
none extra prices. The mass customization permits the corporate to make web
content product and services thiat suit the necessity of the consumer.

A tallored website doesn't solely embrace the popular layout of

the client however conjointly a pre- choice of products the client is also fascinated by.
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UNDERSTANDING THE INTERNET CUSTOMERS

To achieve the predefined goals of any organization it is imperative to understand the
customers using the seven P’s. Customization will only be truly effective if we understand
our customers and their true needs.

The internet users can be classified into five categories depending upon their intention of using
the Internet. The five categories of users are:

Bargain Hunters: They are of two kinds: One who look for free items on the internet and
other who are seeking better deals, higher discounts etc.

Entertainment Seekers: They see the Web as an entertainment medium of vast breadth
and potential and want to explore the medium before the mass gets there.

Directed Buyers: They want to buy something - now. They are sure what they require
and just log on to the Web to purchase the item.
Directed Information Seekers: They require specific, timely and relevant information
about the products and services being offered.

Undirected Information Seekers: These users require something interesting and useful.
Something that can give them an edge, advantage, insight or even a pleasant surprise.

Internet Advertising Statistics (India)

Internet Users: 4.2 Billion
Penetration:53%

Broadband Internet connections: 15.05 M (as of Mar.31/17)
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BRAND BUILDING ON THE INTERNET

Web site is their most important complete building tool for the corporate on the net. The 7 P’s
of web promoting cited earlier not solely are required to be compelled to attempt

to create business triple-crown howeverconjointly do complete building within the method.
#Product and Service customization#

#The dynamical Value Intentions#

#The Budding Risk Contours#

#The Evolving provide Chain#

# FACTORS for Triumph IN Web MARKETING#

Having ascertained the sprouting changes of business within the web era, there square

measure 5 vital success factors that the net merchant should muse.

*Attracting the proper client

Isttracting the proper client is that the 1st necessary step. Increasing digital penetration
would mean that the amount of client visiting sites would inevitably increase. whereas page
views have thus far been handily used as a satisfactory live by most internet sites, it

might be unwise to cater to the entire spectrum of digital guests.

Content should be terribly target specific. The digital company should fastidiously choose its
target phase by sorting out that section of shopper's measure the foremost profitable in
terms of revenue transactions and Organizations measure the purchasers generate the
utmost range of referrals. Here once more it's necessary to notice that the majority on-

line customers don't seem to be seeking the bottom worth.

Rather they're seeking simple doing purchases on top of everything else. the

facility of client referrals has gained such a lot importance than ever before, since word of the



mouse spreads quicker than word of the mouth. E-Bay or Amazon attracts quite 1/2 its
customers through referrals. Not solely do referred customers square measure
economical to amass than those brought in by advertising or alternative promaoting tools,
they conjointly price less to support since they exploit their friends referred them

for recommendation instead of utilizing the companies’ own technical table |

*Distributing Content price

Distributing Content price to interact the user’s interest is

incredibly necessary in retentive shopper involvement. this is often as a result of content is a
*controlling individual. Content would come with Product enhancements (Software patches
for glitches), personalised interactions through customised navigation methods as seen

on the net sites of metric weight unit and Panasonic) and drawback determination. Integral to

the construct of delivering correct content price is novelty.

#Ensuring E-Loyalty#

For the achievement of any on-line endeavor E-Loyalty is incredibly necessary. this is
often as a result of getting customers on the net is valuable and unless those

customers create scores of repeat purchases over the years, profits won't be excellent.
Contrary to the final read that net customers square measure inconsistent, they after

all follow the recent rules of client loyalty. net customers trust some web sites and and with
time merge their procurements with one provider to the degree that purchasing from the
contractor’s site becomes a routine observe. The issues of privacy and security square
measure necessary to the problem of trust. corporations like

Flipkart, that command wonderful echelons of shopper range of coding paraphernalia and
easy high-principled selections like not acceptive cash from publishers for freelance book

reviews to sustain the trust of its customers.:
*E-Learning to enable personalised relations*

The biggest contribution of the net to the promoting strategists is E-

learning that allows personalised interactions with customers. Customers in ancient physical
market stores leave no record of their conduct unless they find one thing. within the digital
marketplace, but technology has created the

whole searching expertise a clear method. maybe, Such miniscule trailing of client behavior
has major implications for the planet of ad. By watching pages elite, click through,

replies made, and alternative pointers, the corporate would be able



to determine that elements of a doable operation would work, therefore reducing the
chance of a possible failure. this may create it doable for the corporate to switch its product
offerings abundant before usual within the PLC.

* Digital price to the developing shopper through his life cycle*

Thanks to customised interactions and developing business models, It's become doable to
can emerge or have emerged square measure the, the monetary services business, the
travel business, the relating phase and therefore the business enterprise phase. Digital price
guarantees customers ease, permitting the client to feel to possess a way of happiness that

crosses the physical boundaries.

BENEFITS - INTERNET MARKETING

Net selling has developed in style as a result of of the subsequent reasons :

1. Information: Customers has no dearth of comparative data concerning corporations,

products, competitors, and costs while not deed their workplace or home.

2. Convenience: Customers will order product in 24X7 format where they're. They
don’t have to be compelled to locomote serious traffic, and a automobile parking space,

and practice various retailers to seek out and examine product.

3. Less hassles: Consumers don’t have to be compelled to face salesperson skills or get
convinced by persuasion and emotional factors; they additionally don’t have to be compelled

to waste time in queues.



*Internet selling additionally provides several advantages to marketers*

1. Lower prices: On-line marketers area unit saved from the overhead expense of keeping a
store . They will manufacture digital catalogs that is economical than the value of printing

and mailing paper catalogs.

2. Fast changes to plug conditions: corporations will quickly add or delete product and

alter costs and descriptions as per their want.

3. Rapport building: On-line marketers will move with customers and learn from them.

4. Estimating size of Addressees: Marketers will come back to know| what
number individuals visited their internet site and the way many stopped at places on the
positioning. This data will facilitate in rising future offers and ads.

Clearly, on -line marketers area unit adding on-line channels to seek out, reach,
communicate, and sell. net selling has 5 nice advantages given below -

* each tiny and huge companies will afford it.

*there's no limit on advertising house, in distinction to print and broadcast media.
*information are often accessed and retrieved quick as compared to nightlong mail and even
fax.

* the positioning are often visited by anyone from anywhere within the world.

* searching are often tired non-public and quickly.
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INTERNET ADS

Marketing as time has passed has started getting used synonymously with vertising.
Currently with the unfold of the net; ads models are perpetually evolving..

The first internet advertising was placed on the recent Wired site in Oct 1994. AT&T, MCI,
Sprint, Volvo, Club Med, were the pioneers and therefore the web ads have return a

protracted manner later.

WHAT IS INTERNET VERTISING ?

Online ads may be a variety of promotional technique that uses the web and World

Wide internet for the aim of distributing whole communications to draw in buyers. samples

of on-line vertising embrace discourse ads on package, banner ads, Social network ad, on-

line ad, ad networks and e-mail promoting.

24



1.It is static

2.Space isn't a proscribing issue

3.The percentage of advertising to reporting
is high more than half.

4. Immediate action is not initiated.

5.Reply to the action isn't instantaneous

6.Advertisements square measure processed
in peripheral routes of persuasion.

7.Advertising doesn't forever target a
really centered audience

8.Advertisements square measure all over

9.Impossible to trace the precise variety of
individuals

10.Ads square measure graphic intensive and
avoid copy overload

11.The money spent to
reach international audience is
extremely high

1.1t is lively with auxiliary text and graphics
video sound all at once

2.Space may be a downside

3.Highwr editorial content upto 85%.

4.Encourages immediate action as clicking ad
is a must.

5.Instant first response as clicks by the
user once, the user is engaged
to different website with extra details.

6.The user has extra devotion level and
attentiveness.

7.This can be terribly centered

8.Advertisements influence users after
they square measure on the lookout for a
few factor..

9.This is quite doable with net advertisements

10.Both copy and graphics square
measure limited by the banner size
stipulations

11.There are not any such constraint



Objectives of Internet Advertising

Promote its brands: Promotional offers generate enthusiasm whereas at the same
time promoting your brands on-line.

*Build whole cognizance: Straight or indirect strategies may be employed on the websites to
create whole cognizance of the various products of an organization. this is
often wherever the web grooves ancient media and strategies.

*Stimulate impulsive action: guests to a business's site ought to come to be entangled with
the merchandise on the positioning. Treasured client info may also be seized and caterpillar-
tracked for future selling ingenuities.

#Structures of net Ad #

Advertising on the web has bound distinctive options that differentiate it
from alternative types of advertising. They are as follows:

*Online opinion polls: Opinion polls are conducted to get the responses from
users concerning the companys' merchandise and services besides as well as topics of
general interest.

*Member registration: Member registration is associate economical tool that's employed

by marketers to make their information available. Such a information could also be reguired
fo style promotional campaigns. permitting registered users to participate

in numerous events will follow systems of free registration.

*Newsletters: Regular newsletters are sent specially to registered users. These
contain info concerning current wpdation on the positioning and activities being performed
by the corporate

Content: The content of the advertisement may be frequently updated with

news conceming the activities of the corporate. A fact-based section showing

the producing processes of an organization may be enclosed. the utilization of multimedia
system tools will create this additional interactive.



Types of net Ads

* E-mail ads: E-mail selling is usually referred to as "opt-in e-mail advertising” to

differentiate it from unsolicited mail.

* Associate Marketing: Associate selling may be a kind of online vertising wherever vertisers
station crusades with a probably sizable amount of little and enormous producers,

whom are solely paid media fees once traffic to the publicizer is gathered, and

typically upon a selected quantifiable operation result. this is often sometimes accomplished

through acquiring with associate affiliate network..

« Conflextual vertising: several advertising networks show graphical or text-only ads that

correspond to the keywords of an online search or to the content of the page on that the ad

* Pay per Click: Search engines place your web site on top page and you pay on basis of
number of clicks.. Properly run, these campaigns will bring heaps of additional users to

your web site.

» Search Engine Optimization.
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* Patronages: web site support are of 2 types;
Regular support wherever the publicizer has associateallotted house to position the
emblem and desired message, and
content support wherever the publicizer has restricted management and upload their own
material to the positioning moreover as having a commercial on the page. These
patronages are going to be for fastened periods and want to air websites to

achieve proper client section.

* Behavioral targeting: on-line advertising may be targeted supported a user's previous click
history. parenthetically, if a user is thought to own recently visited several care searching /
comparison sites supported sequence of clicks trained by cookies hold on the operator's pc,
that user will then be exposed to private care merchandise ads once

they visit alternative, care merchandise sites.



» Unicast Ads: A unicast ad is same as a TV ad that runs within the browser
window. it's enriched audio/video content. The

ads will last anyplace from fifteen to thirty seconds. These ads have

similar stigmatisation power as a tvindusinal. However, a unicast ad offers one
thing further that TV ads cannot -- the flexibility to click on the ad for additional info. These

ads have gotten terribly effective, because the average click-through rate is seven-

membered.

* Interstitial Adverts: These ads typically mentioned as Bridge Ads, show up as you
progress through the pages on a website. you've got no alternative on whether or
not you read them or not, though you'll be able to shut them down any time.
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* Floating Ads: These advertisements show after you initial head to a webpage, and remain
visible for few seconds. whereas they're on the screen, they hinder your reading, and mouse

is also rendered ineffective. Floating ads area unit common for causes given below :

1.They catch the viewer's attention and can't be neglected a pair of. They are animated
2. They have audio/video content like TV ads

3.They can take up the whole screen, so from a stigmatization stance, they're far |

more powerful than a banner ad.
4 They have a high click-through rate of concerning four

5 However, several users get extremely irmtated thanks to these ads.



INTERNET ADS INCLINATIONS

At this rate of growth, net advertising has already overtaken radio
advertising. though outside advertising i1s additionally experiencing growth, it's not growing
as quick as net advertising, and net advertising has already surpassed it.

Undoubtedly the expansion of net advertising is gaining quality over offline advertising.

As additional and additionalfirms understand the important worth in vertising

their merchandise and services on-line, they're increasing expenditure on on-line vertising to
remuneration. Hence, the market stake of net vertising is frequently growing whereas the
market share of traditional vertising mediums drops.



MARKET RESEARCH

A study on the efficacy of web vertising

*PURPOSE AND SCOPE OF STUDY*

Advertisers are expected to pay Bs.27.000 million in web advertising within the year 2018
next solely to TV and Print ads, that is around 4847% over that within the year 2011,
compound share increase of 142% over the last five years. this can be the new age of

advertising.

It stays that individuals have started appreciating that web will act as 1 purpose for every
their necessities. it's going to be communication, amusement,

shopping, data search, web is an answer for all their necessities. As a result

of this, eightieth of the users are affixed to the web and use it on an

everyday basis. therefore this is a chance for advertisers to use this upheaval. But, will that

mean it's the stop of ancient ads?

work, however they will or might not notice the ads, banners etc. displayed on it webpage,

most imperative is what's their reminiscence or memory value.

e we've got trustworthy ancient advertising for last such a big number of years and it

proves to be an efficient medium, we will trust on.

Will we have a tendency to be ever ready to have an equivalent belief

for online vertising... 31



Can internet advertising gain the same trust...
RESEARCH OBJECTIVES

»  Traditional advertising Vs online advertising- Trust factor evaluation (from consumers
point of view)

» internet advertising Feectivenrss & Efficacy evaluation (reach and creation of
awareness)

> Internet advertising - Recall value evaluation (reliability).

RESEARCH METHODOLOGY

= Descriptive research has been adopted as it will clarify the effectiveness of online
advertising.

= Usefulness and dependability of online vertising compared to the older form of
vertising.

1. Primary Data: It includes Personal Interview and Interview with Marketing
Professional

2. Secondary Data: Reference of online reports related to ads world.

Basis of sampling:

50 internet users.

Sampling Technique:

A judgmental non- probability sample was used.
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FINDINGS AND ANALYSIS

SLICE |
Insolence towards Ads

Advertisements are a source of information and awareness for consumers..

Attitude towards Ads

M Informative

M Entertaining

m Creates awareness
Irritating

W Annoying

W Waste of Time

Advertisements were found to be to be exasperating, infuriating or wastage of time. Hence
one can infer a consumers view advertisements positively and hence for marketers and

advertisers can use it for promotions.
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Attitude Towards TV/ Radio Ads

H Informative

H Entertaining

u Creates awareness
Irritating

B Annoying

B Waste of Time

For TV ads, around seventy fifth of buyers had a optimistic acuity towards ads on TV.

Decision Making- Influenceers

Stimuli due to advertising result in the decision-making method of a probable client.
Stimuli may be advertisements, friends, relatives, alternative party or it may
be self intended additionally.

We can infer that friends and relatives square measure the foremost influencers
behind deciding.

INFLUENCERS

| Magazine & Nowspaper B Frionds & Rolatives m IV Commaercial

m Online Adve rntisemont m Socal Medis




Geert Hofstede Cultural Dimensions

* Indian culture is socialistic On the collectivist aspect, we discover societies in which
individuals from birth ahead are integrated into extended families which continue to

protect them in exchange for unguestioning loyalty.

* India is low on Uncertainty rejection Index (UA), i.e. the culture accept so
unstructured concepts and things. The population might have lesser rules
and laws with that to try management of each external and sudden event or state of affairs

The referrals from somebody else remains the foremost sure sources of
data once shoppers decide that product and services to shop for. And even if new media
technologies area unit enjoying a job in ‘internationalizing'

society, several buying selections area unit still supported firmly control ancient attitudes.

Since Indian shoppers tend to trust the foremost immediate cluster of individuals within

the decision-making method of shopping for thus they're hospitable new things, but advise,
suggestions and comments of friends and relatives hold additional price.



Older ways of ads impact them evidently because itthe oldest type ofpromotion .

Internet selling needs to do loads before it begins persuading the consumers to make buy
decisions.

CHART TITLE

| TV Commercial M Print Ads: Newspaper, Magazine

m OOH:Banners, Posters Online Ads:banners, Emails

We will simply infer that ancient variety of advertising has a bonus over net ads in relations
of client favorite style of ads. Ancient mode scored eighty three likings than that
of net ads that could be a large gap.

» The cause is cultural angle of customers on the way of traditional ads.

* Buyers would like to visualize out traditional components would like i.e. psychological

feature, search of knowledge and take their call in terms of shopping for a product.
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Consumers Trust on advertising

TRUST IN AD MEDIUM
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e Customers’ trust in medium of advertisements is shown higher than within the chart..
Recommendation and ancient promotional material are a leap earlier than on-
line mobile and BTL type of advertising. we are able to say that Indian preference
towards on-line advertising continues to be at the emergent stage which of mobile is

even less reliable.
Initial Conclusion |

» The ancient type of advertising continues to be a most well-liked mode among
the shoppers than on-line advertising.
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FRAGMENT II

On a mean, someone spends over four hours on the web throughout his free
time that is seventy fifth above TV and films and about 320% over that of traditional medium

of akashwani and copy medium.

Time Spent

TV, Movies
Newspaper, Magazines
Radio

Internet

= l |
]
w
=

Effectiveness of the medium is beneath doubt. One must calculate the impact of the

opposite standard conjointly.

» Reach
Reach refers to the full range of various folks or households exposed, to a

medium throughout a given amount of your time.
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Impression of TV Ads

* During initial time of “*Doordarshan”, shoppers were forced to look at the business ads in
between the programs. therefore it absolutely was an effective and economical medium of

promotion.

* Currently viewers have additional choices in terms of variety of TV channels & Radio
channels offered therefore will flip the channels on his will or fully ignore the ads..

*This research tells, about sixty eight of shoppers perceive the ad if they realize it to

be diverting, imaginative, droll or in how enticing and alluring.

« Effectively, seventy eight of viewers have an interest in viewing the advertising if the ad

is fascinating . So, TV continues to be a most popular mode of advertisements .

| Seek/Check Online Ads

0.00% 10.00% 20.00% 30.00% 40.00% 50.00% 60.00% 70.00% 80.00%
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Imprint of Internet Ads

| Change the Channels during Ads

It Depends
Often

Sometimes

0.00% 10.00% 20.00% 30.00% 40.00% 50.00% 60.00% 70.00%

In case of on-line advertising, around seventy eight percent of customers overlook it fully,

which of twenty-two percent see them if they realize it to be engaging.

» Out of that twenty second, 17 percent aforesaid that the connotation wasn't to

examine those ads, however they didn't have any possibility however to examine them as
they were opening Adverts, Pop — up ads or Floating ads. These ads either block the read of
the content, or seem right within the middle of the page, or keeps on floating (moving)

around that is taken into account to be terribly irritating for the customers.

« Since trust levels of on-line advertisements arenot very high, therefore one will infer

that it's not a really effective mode of communication.

Initial Conclusion Il
Ancient modes particularly TV commercials are a far better possibility as net , though having

highest reach than different modes , isn't able to produce awareness amongst

the customers.
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FRAGMENT III

Advertisement Recollection

The question that was asked within the survey was the newest ad that they keep in
mind within the specific medium. Keeping in mind their TV business « In this
case additionally, ancient kind of advertising scores over the web kind.

Advertisement

Ad Remembrance

v
Online -
0.00% 20.00% 40.00% 60.00% 80.00% 100.00%
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Advertisement Recollection & Reminiscence

This is for the last five ads that they had seen consciously or unconsciously. just in case of
TV ads, eighty two percent recalled their last 5 ads and of them eighty four percent

might recall them that may be a superb score in terms of making awareness.

In case of Online ads, solely fifty eight percent might bear in mind their
last 5 advertisements seen and of them solely eighty five percent might recall.

Chart Title

Online

v I

0 20 40 60 80 100 120 140 160 180

BRemembrance MRecall

Initial Conclusion III

One can easily make out the reliability of online and TV ads through the remembrance and

recall values. therefore it can be_inferred that TV advertisements are measure way
more reliable than on-line ads.
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CONCLUSION

Since the Indian culture is incredibly completely dissimilar from the western

world that practice lot of internet purchases, they found out net purchasing is more
dependable as compared to the opposite methods. So net vertising is extra practical in
western countries. Indians have a habit to favor to feel & see the merchandise that we tend
to get. Indians typically shopping in conjunction with family friends and relatives

as they're collective..

Practically it's been seen through the analysis that on-line advertising in India is

neither terribly practical nor dependable as compared to the
normal medium that is tv commercials and medium i.e. newspapers, hoardings and
magazines. Also, shoppers trust the normal medium quite that of on-line and there's an

enormous distinction in their conviction level.

Finally, I might prefer to say that albeit the web has unfolded a brand new path for reaching
the consumers; it's still a great deal in emergent stage in India. this can be true as there's no
strategy for promoting on the web. it's still a great deal & field wherever originality and
inventive thinking a great deal rule the foremost of it. Thus, online shopping in India is not

common, i.e. it's still an equivalent usual self....... unpredictable and a great deal needed.

RECOMMENDATION

Why choose solely on-line advertising................c.coeuee.

when there are alternative opportunities conjointly available ...........
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