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ABSTRACT 

Paytm jj-- jjwhich jjstands jjfor jjPay jjthrough jjMobile jj-- jjis jjIndia’s jjlargest jjmobile jjcommerce jjplatform.  

jjPaytm jjWallet jjhas jjalways jjbeen jjthe jjpivot  jjon jjwhich jjPaytm jjbuilt jjfirst  jjits jjrecharges jjand jjpayments 

jjbusiness, jjfollowed jjby jjits jjfull-fledged jjmarketplace, jjall jjwithin jjtwo jjyears. jjPaytm jjWallet jjenables 

jjpeople jjto jjuse jjtheir jjphones jjto jjpay jjfor jjtheir jjshopping jjor jjservices jjnot jjjust jjat jjPaytm,  jjbut jjat 

jjthousands jjof jjdestinations jjoutside jjPaytm. jjIt jjis jjslowly jjbecoming jja jjway jjof jjlife. 

With jjthis jjnew jjcampaign, jjPaytm jjused jjexternal jjmedia, jjas jjwell jjas jjthe jjPaytm jjplatform jjitself jjto 

jjreach jjmillions jjof jjcustomers jjcoming jjeach jjday jjsince jjit jjis jja jjgreat jjmedium jjfor jjadvertising.  

jjBecause jjof jjthe jjcampaign, jjthere jjhas jjbeen jja jjdirect jjpositive jjimpact jjon jjthe jjbrand, jjincluding jjnew 

jjcustomer jjacquisition jjthrough jjtraditional jjmedia jjand jjonline jjmedia. jj 

Paytm jjis jjan jjIndian jjmobile jjapp jjand jjonline jjservice jjwhich jjis jjused jjto jjmake jjpayments jjusing jje 

jjwallet jjand jje-money.  jjPaytm jjwas jjformed jjin jj2010 jjand jjits jjparent  jjcompany jjis jjOne97. jjVijay 

jjShekhar jjSharma jjis jjthe jjCEO jjof jjthe jjcompany. jjPaytm jjhas jjreceived jjseveral jjrounds jjof jjfunding 

jjfrom jjwell-known jjinvestors jjlike jjAlibaba jjGroup, jjRatan jjTata, jjand jjMountain jjCapital jjetc. jjPaytm 

jjgot jja jjhuge jjboost  jjin jjbusiness jjmomentum jjbecause jjof jjthe jjnation-wide jjdemonetization jjof jjcurrency 

jjnotes jjof jj500 jj& jj1000 jjin jjIndia jjin jjNovember jj2016. jjThis jjpropelled jjmany jjpeople jjto jjuse jjPaytm jjas  

jjthe jjgovernment  jjfocused jjon jjcashless jjtransactions. jjPaytm jjis jjheadquartered jjin jjNoida, jjNCR, jjclose 

jjto jjIndia's jjcapital jjNew jjDelhi. 
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CHAPTER jj1 

INTRODUCTION 

Strategic janalysis jis jdesigned jto jaddress jthe jfirst jstrategic jquestion, j"Where jare jwe jnow?"  

jTraditional jmarket jresearch jis jless juseful jfor jstrategic jmarketing jbecause jthe janalyst jis jnot jseeking 

jinsights jabout jcustomer jattitudes jand jpreferences.  jInstead jstrategic janalysts jare jseeking jinsights 

jabout jthe jfirm's joperating jenvironment  jwith ja jview jto jidentifying jpossible jfuture jscenarios, 

jopportunities jand jthreats. 

Strategic jplanning jfocuses jon jthe jthree j3C’s, jnamely: jCustomer, jCorporation jand jCompetitors. 

A jdetailed janalysis jof jeach jfactor jis jkey jto jthe jsuccess jof jstrategy jformulation. jThe j'competitors' 

jelement  jrefers jto jan janalysis jof jthe jstrengths jof jthe jbusiness jrelative jto jclose jrivals, jand ja 

jconsideration jof jcompetitive jthreats jthat jmight jimpinge jon jthe jbusiness' jability jto jmove jin jcertain 

jdirections. j jThe j'customer' jelement jrefers jto jan janalysis jof jany jpossible jchanges jin jcustomer  

jpreferences jthat jpotentially jgive jrise jto jnew jbusiness jopportunities. jThe j'corporation' jelement  jrefers 

jto ja jdetailed janalysis jof jthe jcompany's jinternal jcapabilities jand jits jreadiness jto jleverage jmarket-

based jopportunities jor jits jvulnerability jto jexternal jthreats. j j 

Mintzberg jsuggests jthat jthe jtop jplanners jspend jmost jof jtheir jtime jengaged jin janalysis jand jare 

jconcerned jwith jindustry jor jcompetitive janalyses jas jwell jas jinternal jstudies, jincluding jthe juse jof 

jcomputer jmodels jto janalyze jtrends jin jthe jorganization. jStrategic jplanners juse ja jvariety jof jresearch 

jtools jand janalytical jtechniques, jdepending jon jthe jenvironment  jcomplexity jand jthe jfirm's jgoals. 

jFleitcher jand jBensoussan, jfor jinstance, jhave jidentified jsome j200 jqualitative jand jquantitative 

janalytical jtechniques jregularly jused jby jstrategic janalysts jwhile ja jrecent  jpublication jsuggests jthat j72 

jtechniques jare jessential.  jNo joptimal jtechnique jcan jbe jidentified jas juseful jacross jall jsituations jor 

jproblems. jDetermining jwhich jtechnique jto juse jin jany jgiven jsituation jrests jwith jthe jskill jof jthe 

janalyst. jThe jchoice jof jtool jdepends jon ja jvariety jof jfactors jincluding: jdata javailability; jthe jnature jof 

jthe jmarketing jproblem; jthe jobjective jor jpurpose, jthe janalyst’s jskill jlevel jas jwell jas jother jconstraints 

jsuch jas jtime jor jmotivation. 

 

 

https://en.wikipedia.org/wiki/Market_research
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Marketing jStrategy jis: 

"The jmarketing jstrategy jlays jout jtarget  jmarkets jand jthe jvalue jproposition jthat jwill jbe joffered 

jbased jon jan janalysis jof jthe jbest jmarket jopportunities." j(Philip jKotler j& jKevin jKeller,  

jMarketing jManagement, jPearson, j14th jEdition) 

“An jover-riding jdirectional jconcept jthat jsets jout jthe jplanned jpath.” j(David jAaker jand 

jMichael jK. jMills, jStrategic jMarket jManagement, j2001, jp. j11) 

"Essentially ja jformula jfor jhow ja jbusiness jis jgoing jto jcompete, jwhat jits jgoals jshould jbe jand 

jwhat jpolicies jwill jbe jneeded jto jcarry jout jthese jgoals." j(Michael jPorter, jCompetitive 

jStrategy: jTechniques jfor jAnalyzing jIndustries jand jCompetitors j, jNY, jFree jPress, j1980) 

"The jpattern jof jmajor  jobjectives, jpurposes jand jgoals jand jessential jpolicies jand jplans jfor 

jachieving jthose jgoals, jstated jin jsuch ja jway jas jto jdefine jwhat jbusiness jthe jcompany jis jin jor jis 

jto jbe jin. j(S. jJain, jMarketing jPlanning jand jStrategy, j1993) 

"An jexplicit  jguide jto jfuture jbehaviour.” j(Henry jMintzberg, j“ jCrafting jStrategy,” jHarvard  

jBusiness jReview, jJuly–August, j1987 jpp. j66–74) 

"reserved jfor jactions jaimed jdirectly jat jaltering jthe jstrengths jof jthe jenterprise jrelative jto jthat 

jof jits jcompetitors... jPerfect jstrategies jare jnot jcalled jfor. jWhat jcounts jis... jperformance 

jrelative jto jcompetitors.” j(Kenichi jOhmae, jThe jMind jof jthe jStrategist, j1982, jp. j37) 

 

The jdistinction jbetween j“strategic” jand j“managerial” jmarketing jis jused jto jdistinguish j"two jphases 

jhaving jdifferent  jgoals jand jbased jon jdifferent  jconceptual jtools. jStrategic jmarketing jconcerns jthe 

jchoice jof jpolicies jaiming jat jimproving jthe jcompetitive jposition jof jthe jfirm, jtaking jaccount jof 

jchallenges jand jopportunities jproposed jby jthe jcompetitive jenvironment. jOn jthe jother jhand,  

jmanagerial jmarketing jis jfocused jon jthe jimplementation jof jspecific jtargets." jMarketing jstrategy jis 

jabout j"lofty jvisions jtranslated jinto jless jlofty jand jpractical jgoals j[while jmarketing jmanagement] jis 

jwhere jwe jstart jto jget jour jhands jdirty jand jmake jplans jfor jthings jto jhappen." jMarketing jstrategy jis 

jsometimes jcalled jhigher jorder jplanning jbecause jit jsets jout jthe jbroad jdirection jand jprovides 

jguidance jand jstructure jfor jthe jmarketing jprogram. 

Marketing jstrategy jis ja jlong-term, jforward-looking japproach jto jplanning jwith jthe jfundamental 

jgoal jachieving ja jsustainable jcompetitive jadvantage. jtrategic jplanning jinvolves jan janalysis jof jthe 

jcompany's jstrategic jinitial jsituation jprior jto jthe jformulation, jevaluation jand jselection jof jmarket-

https://en.wikipedia.org/wiki/Competitive_advantage
https://en.wikipedia.org/wiki/Market-oriented


 
 

9 
 

oriented jcompetitive jposition jthat jcontributes jto jthe jcompany's jgoals jand jmarketing jobjectives.  

jtrategic jmarketing, jas ja jdisinct  jfield jof jstudy jemerged jin jthe j1970s, jand jbuilt jon jstrategic 

jmanagement  jthat jpreceded jit. jMarketing jstrategy jhighlights jthe jrole jof jmarketing jas ja jlink jbetween 

jthe jorganisation jand jits jcustomers. 

At jits jmost jbasic jlevel, jstrategic jmarketing jaddresses jthree jdeceptively jsimple jquestions: j(1) jWhere 

jare jwe jnow? j(2) jWhere jare jwe jgoing? jand j(3) jHow jare jwe jgoing jto jget jthere? jIn jattempting jto 

janswer jthese jquestions, jstrategic jplanners jrequire jsophisticated jskills jin jboth jresearch jand janalysis. 

Scholars jcontinue jto jdebate jthe jprecise jmeaning jof jmarketing jstrategy. jConsequently,  jthe jliterature 

joffers jmany jdifferent  jdefinitions. jOn jclose jexamination, jhowever, jthese jdefinitions jappear jto jcentre 

jaround jthe jnotion jthat jstrategy jrefers jto ja jbroad jstatement  jof jwhat jis jto jbe jachieved. 

Marketing jstrategy jinvolves jmapping jout jthe jcompany's jdirection jfor jthe jforthcoming jplanning 

jperiod, jwhether jthat jbe jthree, jfive jor jten jyears. jIt jinvolves jundertaking ja j360° jreview jof jthe jfirm jand 

jits joperating jenvironment jwith ja jview jto jidentifying jnew jbusiness jopportunities jthat jthe jfirm jcould 

jpotentially jleverage jfor jcompetitive jadvantage. jStrategic jplanning jmay jalso jreveal jmarket jthreats 

jthat jthe jfirm jmay jneed jto jconsider jfor jlong-term jsustainability.[9]
 jStrategic jplanning jmakes jno 

jassumptions jabout  jthe jfirm jcontinuing jto joffer jthe jsame jproducts jto jthe jsame jcustomers jinto jthe 

jfuture. jInstead, jit jis jconcerned jwith jidentifying jthe jbusiness jopportunities jthat jare jlikely jto jbe 

jsuccessful jand jevaluates jthe jfirm's jcapacity jto jleverage jsuch jopportunities. jIt jseeks jto jidentify jthe 

jstrategic jgap; jthat jis jthe jdifference jbetween jwhere ja jfirm jis jcurrently jsituated j(the jstrategic jreality 

jor jinadvertent jstrategy) jand jwhere jit jshould jbe jsituated jfor jsustainable, jlong-term jgrowth j(the 

jstrategic jintent jor jdeliberate jstrategy).[10] 

Strategic jplanning jseeks jto jaddress jthree jdeceptively jsimple jquestions, jspecifically:[11] 

* jWhere jare jwe jnow? j(Situation janalysis) 

* jWhat jbusiness jshould jwe jbe jin? j(Vision jand jmission) 

* jHow jshould jwe jget jthere? j(Strategies, jplans, jgoals jand jobjectives) 

A jfourth jquestion jmay jbe jadded jto jthe jlist, jnamely j'How jdo jwe jknow jwhen jwe jgot 

jthere?' jDue jto jincreasing  jneed jfor jaccountability, jmany jmarketing jorganisations juse ja 

jvariety jof jmarketing jmetrics jto jtrack jstrategic jperformance, jallowing jfor jcorrective 

jaction jto jbe jtaken jas jrequired. jOn jthe jsurface, jstrategic jplanning jseeks jto jaddress jthree 

https://en.wikipedia.org/wiki/Market-oriented
https://en.wikipedia.org/wiki/Marketing_strategy#cite_note-9
https://en.wikipedia.org/wiki/Marketing_strategy#cite_note-10
https://en.wikipedia.org/wiki/Marketing_strategy#cite_note-11
https://en.wikipedia.org/wiki/Marketing_performance_measurement
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jsimple jquestions, jhowever, jthe jresearch jand janalysis jinvolved jin jstrategic jplanning jis 

jvery jsophisticated jand jrequires ja jgreat jdeal jof jskill jand jjudgement. 

A jmarketing jstrategy jis ja jbusiness' joverall jgame jplan jfor jreaching jpeople jand jturning jthem jinto 

jcustomers jof jthe jproduct jor jservice jthat jthe jbusiness jprovides. jThe jmarketing jstrategy jof ja jcompany 

jcontains jthe jcompany’s jvalue jproposition, jkey jmarketing jmessages, jinformation jon jthe jtarget 

jcustomer jand jother jhigh-level jelements. 

The jmarketing jstrategy jinforms jthe jmarketing jplan, jwhich jis ja jdocument  jthat jlays jout jthe jtypes jand 

jtiming jof jmarketing jactivities. jA jcompany’s jmarketing jstrategy jshould jhave ja jlonger jlifespan jthan 

jany jindividual jmarketing jplan jas jthe jstrategy jis jwhere jthe jvalue jproposition jand jthe jkey jelements jof 

ja jcompany’s jbrand jreside. jThese jthings jideally jdo jnot jshift jvery jmuch jover jtime. 

DIGITAL jWALLET 

 

A jdigital jwallet jrefers jto jan jelectronic jdevice jthat jallows jan jindividual jto jmake jelectronic  

jtransactions. jIt jis jalso jreferred jby jother jnames jlike jmobile jmoney, jmobile jmoney jtransfer, jand 

jmobile jpayment  jgenerally jrepresents ja jpayment  jservices joperated junder jfinancial jregulation jand 

jare jperformed jfrom jor jvia ja jmobile jdevice. jThis  jcan jinclude jpurchasing jitems jon-line jwith ja 

jcomputer jor jusing ja jsmartphone jto jpurchase jsomething jat ja jstore. jAn jindividual&#39;s jbank 

jaccount jcan jalso jbe jlinked jto jthe jdigital jwallet. jIn jother jwords, jmobile jmoney jtransfer jrefers jto jany 

jmethod jof jmonetary jexchange jthat jutilizes jthe jfacility jof ja jmobile jdevice jwith jauthorized jsupport 

jfacility jand jconformance jto jdefined jand jexplained jlegal jpolicy. 

 

PayTm, jas jits jabbreviation jstates, jPay jthrough jMobile jwas jlaunched jin j2010 jby jOne97 

jcommunications jas ja jprepaid jmobile jand jDTH jrecharge jcompany. jGradually, jit jmade jits jway jinto 

jthe je-commerce jmarket jin jthe jyear j2014 jand jfurther jadded jbus jticketing jto jits jkitty jin j2015. jPayTm 

jnow joffers jmultiple jproducts jranging jfrom jprimary jmobile jrecharges jto jbuying japparels jor 

jelectronics jenabling jcustomers jto jget jeverything jat jone jplace. jThus, jover ja jperiod jof jtime, jit jhas 

jbecome jboth ja jpayment  jplatform jas jwell jas jthe jmarketplace. 

 

https://www.investopedia.com/terms/v/valueproposition.asp
https://www.investopedia.com/terms/m/marketing-plan.asp
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This jstrategy jnot jonly jenables jPayTm jto jserve jmultiple jneeds jof jthe jcustomers, jgiving jthem ja 

jholistic jexperience jby jsaving jtheir  jtime jand jefforts jbut jis jalso jexpected jto jbe jhelpful jin jcross-selling 

jand jup-selling jand jthus jincreasing jthe joverall jprofitability jof jthe jorganization. jIt jhas jeven jobtained 

jthe jlicense jfrom jReserve jBank jof jIndia jto jrun ja jPayments jBank. jAs ja jresult, jPayTm jis jamongst  jthe 

jtop j7 je-commerce jcompanies jin jIndia jto jhave jbillion-dollar jvaluation jand jtransformed jthe jbusiness 

jmodel jof jPayTm jfrom ja jrecharge jweb jsite jto ja jpayment jcum je-commerce jmarketplace. jIt jhas j100 

jmillion jPayTm jWallet jusers jthat jcarry jout jover j75 jmillion jtransactions jevery jmonth. jChina’s 

jAlibaba jGroup jwith jits jaffiliate jAnt jFinancial jinvested j$680 jmillion jin jPayTm jin jSeptember j2015 jto 

jraise jtheir  jstake jto j40%, jtaking jits jvaluation jat jsomewhere jaround j$4 jbillion. jOn jaccount jof jhigher  

jvaluation, jPayTm jhad jresources jto jstitch jRs.203 jCrores jworth jof jdeal jwith jBoard jof jControl jfor 

jCricket jin jIndia jfor j84 jmatches. jConsidering jthe jquantum jof jfollowing jthat jcricket jhas jin jIndia, jthis 

jassociation jwith jBCCI jfor jprimary jsponsorship jrights jis jsure jto jget ja jlot jof jvisibility jto jPayTm jbrand 

jand jlikely jto jcatapult jit jas ja jnational jbrand jwith jsignificantly jhigh jbrand jrecall jamongst  jall jsections 

jof jsociety. 

We jall jare jwell jaware jof jthe jterm j‘Demonetisation’. jHave jexperienced jits jwrath. 

jOn j2016 jwith jthe jannouncement jof jdemonetisation jof j500 jand j1000 jrupee jnotes 

jby jIndian jGovernment jit jgot jtough jfor jthe jmasses jto jcope jup jeith jdaily jmoney 

jproblems. jBanks jand jATM’s jtoo jwere jexhausted jleaving jpeople jclueless jto jdeal 

jwith jmoney jproblems. 

Paytm jwas jlaunched jinto jmarket jlong jback jbut jits jdigital jwallet jcame jto jmuch 

juse jduring jthe jdemonetisation jperiod. jIt jwas jnot jthat jthere jwas jno jother japp jthat 

jsolved jthe jpurpose jbut jPaytm jwith jits jhuge jad jcampaigns jattracted jmore 

jaudiences. 

Between jthe jperiod jof jNovember j10 jand jDecember j20 jPayTm jadded 

jalmost j20 jmillion jnew  jusers. jThey jhad jover 

seven jmillion jtransactions jeach jday jwhich jwas jmore jthan jcombined jdaily 

jusageof jdebit jand jcreditcards. 

This jdefinitely jwas jnot jpossible jin ja jjiffy jwith jother jcompetitors jin jmarket jbut 

jthis jwas jthe jresult jof ja jgreat jmarketing jstrategy japplied jby jPaytm jteam. 
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The jPerfect jStrategy jOf jMarketing 
Marketing jis jnot ja jrocket jscience. jPartnership jwith jperfect jbrands, jcampaigns 

jand jadvertisements jcan jwork jwonders. jAs jit jis jsaid jstrike jthe jIron jwhen jits jhot, 

jPayTm jfollowed jthe jsimple jrule jbooks jof jmarketing jto jgrab jattention jand jgain 

jusers. 

PayTm jKaro jis jnow jviral jand jnow jeveryone jis jupto jsaying jlet jme jPayTm jyou! jIt 

jbecame jactive jin jsocial jmedia jand jalso jpartnered jwith jUber jand jNDTV jfor jtheir 

jcampaigning. jCreating jawareness jcamp jand jgoing jfacebook jlive jto jmake 

jpeople jaware jof jtheir jdigital jwallet jhelped jthem ja jlot jin jbusiness. 

 

 

Competitors- 

 

 Oxigen jWallet

 Mobikwik

 FreeCharge

 Vodafone jM-pesa

 Airtel jMoney

 Google jPay

 Amazon jPay

 Phone jPay
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CHAPTER j– j2 

MARKETING jSTRATEGY jOF jPAYTM 

Pay jThrough jMobile jis jsimply jreferred jas jPaytm jand jit jis jassociated jwith je-commerce jindustry.  

jIt jis jof jIndian jorigins jand jwas jfounded jin jthe jyear j2010 jby jits jfounder jVijay jShekhar jSharma.  

jPaytm jis ja jsubsidiary jof jits jowner jcompany jOne97 jCommunications jbut ja jmajor jpart jof jits jshare 

jis jalso jowned jby jAlibaba jGroup jfrom jneighbouring jcountry jChina. jPaytm jhas jtargeted jeach jand 

jevery jperson jirrespective jof jage, jincome, jgender  jor jstatus jas jits jtarget jcustomer  jbecause jit jwants 

jto jpenetrate jin jevery jnook jand jcorner jof jIndia. j 

Product jin jthe jMarketing jMix jOf jPaytm j: 

Paytm jis jactually ja jpayment  jsystem jvia jthe jelectronic-commerce jmedium. jIt jstarted jits 

joperationsas ja jB2B jorganisation jbut jrealised jthe jimportance jof jcustomer jparticipation jand 

jopened jB2C joption jalso. jPaytm joffered jmobile jrecharging jand jlater jadded jbill jpayment  jlike  

jpayment jof jDTH, jelectricity jand jbroadband jalong jwith je-commerce jto jits jportfolio. 

In jthe jyear j2015, jit jventured jtowards jnew jhorizons jand jadded jtravel jbooking jfor jbusses jand jin jthe 

jyear j2016 jfor jmovies jin jpartnership jwith jCinepolis. jIt jacts jas ja jportal jto jshop jfor jmultiple 

jproductsfrom japparel jto jelectronic jitems. jPaytm jhas jincreased jits joperations jto jinclude jservices jlike 

jbooking jair jtickets, jtaxis jand jpayment jat jpetrol jpumps. 

The jgovernment  jis jpropagating jcashless jeconomy jsystem jand jthis jendeavour jwill jbe ja jstep jin jright 

jdirection. jPayments jbank jwill jbe jopened jand jit jwill jattain ja jseparate jentity jwith jthe jfounder jof 

jPaytm jVijay jShekhar jSharma, jOne96 jCommunication jand jits jsubsidiaries jholding j51%, j30% jand 

j10% jrespectively. jPaytm jhas jgained japproval jfrom jBharat jBill jPayment  jSystem jand jusers jcan 

jeasily jpay jbills jthrough jthis jmedium jfrom jnow jonwards. 

https://www.marketing91.com/e-commerce-segmentation/
https://www.marketing91.com/swot-analysis-alibaba/
https://www.marketing91.com/china-fastest-growing-economy/
https://www.marketing91.com/swot-analysis-target/
https://www.marketing91.com/needs-wants-and-demands/
https://www.marketing91.com/operational-decisions/
https://www.marketing91.com/business-to-business-marketing/
https://www.marketing91.com/product-portfolio/
https://www.marketing91.com/types-of-products/
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Place jin jthe jMarketing jMix jOf jPaytm j: 

Paytm jhas ja jPan-India jpresence jand jhas jset jup jits jheadquarters jbase jat jNoida jin jUttar jPradesh. jIt jis 

jactually ja jplatform jthat jcan jbe jused jeasily jby janybody jand jeverybody jat jhis/her jconvenience. jPaytm 

jlaunched ja jtoll-free jnumber jwhich jis jfirst jof jits jkind jand jwas jat jthat jpoint jof jtime junheard jof. j1800-

1800-1234 jwas ja jsimple jnumber jthat jwas jused jfor jrecharges. jPaytm jwas jlaunched jas ja jrecharge 

jwebsite jvia ja jmobile japplication. jIt jcan jbe jaccessed jvia jbrowser jand jits japp jis jalso jon jiOS, jWindows 

jand jAndroid joperating jsystems. jPaytm jWallet jwas jlaunched jin jthe jyear j2014 jand jit jbecame jlargest  

jservice jportal jfor jmobile jpayment  jin jIndia. jBy jthe jend jof jNovember j2016, j150 jmillion jand j75 

jmillion jwallets jand jAndroid-based japps jwere jdownloaded jrespectively. jIt jhas jsigned ja jdeal jwith 

jInMobi, jone jof jthe jlargest jportals jin jonline jindustry jto jincrease jits juser jbase. 

Price jin jthe jMarketing jMix jOf jPaytm j: 

Paytm jis ja jmedium jwhich jhelps jto jpay jbills jin jan jeasy jmanner jwithout  jgoing jto jthat jrelated joffice jand 

jstanding jin jthe jqueue jfor jpayments. jIt jhas jbecome jone jof jthe jmost jsuccessful jventures jrelated jto 

jonline jpayment. j jIn jthe jyear  j2015 jReserve jBank jof jIndia jgranted jit ja jlicense jto jstart jfirst jpayment  

jbank jin jIndia. jThe jintention jof jthe jbank jis jto juse jexisting juser-base jof jPaytm jto joffer jdiversified jnew  

jservices jlike jonline jtransfer, jsavings jaccount, jonline jbanking jand jdebit jcards. jPaytm jhas jbecome  

jeasy-to-use jand jinnovative jinterface jand jthis jhas jbeen jpossible jbecause jof jits jfeatures jas jwell jas jits 

jpricing jpolicy. jThe jcompany jwas jthe jfirst jto jstart ja jtrend jof jcashback jand jinstead jof jdiscounts jthey 

joffered ja jmoney jback jin jwallets. 

https://www.marketing91.com/marketing-mix-android/
https://www.marketing91.com/swot-analysis-bank-india/
https://www.marketing91.com/swot-analysis-of-banking-industry/
https://www.marketing91.com/pricing-strategies/
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Promotions jin jthe jMarketing jMix jOf jPaytm j: 

 

Paytm jhas jadopted jan jaggressive jand junique jmarketing jpolicy jto jcreate jbetter jbrand jvisibility. jThey 

jinitiated jnet jbanking jand jlaunched jseveral jschemes jand joffers jas jpart jof jtheir jpromotions. j jAd 

jcampaigns jwere jshown jvia jmultiple jchannels jon jradio, jtelevision, jnewspapers, jmagazines jand  

jbillboards. jIt jalso jrelied jheavily jon jmouth jpublicity. jDemonetization jof jcurrency jnotes jworked 

jheavily jin jits jfavour jand jgarnered jhuge jpublicity jand jan jincrease jin jactive jusers. jPaytm jis jthe jtitle 

jsponsor jfor jevery jcricket jseries jin jIndia jhosted jby jBCCI jfor jfour jyears jsince jthe jyear j2015. jIt jis jthe 

jrecipient  jof jseveral jaccolades jand jawards jlike jDisruptive jDigital jInnovator jAward jin jthe jyear j2015 

jand jThe jMost jInnovative jCompany jof jthe jyear j2014. 

Product: 

Paytm jis ja jleading jonline jpayment  jcompany jand jan jecommerce jportal jbased jout jof jIndia. jPaytm 

joffers jvarious jproducts j& jservices jin jits jmarketing jmix jlike jewallet, jonline jshopping jetc. jThe jname 

jPaytm jis ja jshort  jform jfor jpay jthrough jmobile. jCustomers jcan jaccess jthe jportal jon jcomputers jand 

japps jon jtheir  jsmartphones jfor jmaking jonline jpayments jlike jmobile jrecharge, jbills, jshopping jetc. 

jPaytm jwallet jenables jcustomers jto jpay jbills jlike jelectricity, jrecharge jtheir jmobile jnumbers, jpay jfor 

jDTH jservices, jpay jat jrestaurants, jbook jair jtickets, jmovie jtickets jetc. jPaytm jbasically jempowers jthe 

jcustomers jto jmake jpayments jinstead jof jusing jcash jor jdebit j/ jcredit jcards. jPayments jbank jfrom 

https://www.marketing91.com/what-is-a-brand/
https://www.marketing91.com/promotions-in-marketing/
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jPaytm jenable jcustomers jto jhave jbank jaccounts jlike jany jother jbank jand jhave jaccess jto jservices jlike 

jdebit jcard, jsavings jaccount jetc. 

 

Image: jway2offer 

 

Price: 

Paytm jis ja jfree jto juse jservice jas jit jis ja jmedium jthrough jwhich jcustomers jcan jmake jpayments jfor jthe 

jother jservices jwhich jthey javail. jThe jfoundation jof jpayment  jwas jbecause jof jseries jof jinvestments 

jthey jreceived. jIndian jbusiness jtycoon jhad jinvested jin jPaytm jas ja jpersonal jinvestment  jin jthe jbrand.  

jAfter jthis, ja jfunding jof j$575 jmillion jwas jreceived jby jPaytm jfrom jChina's jleading jbusiness jgroup 

jAlibaba. jPaytm jalso jreceived jfunding jfrom jTaiwan jbased jMountain jCapital. jThese jhuge jfundings  

jenables jthe jcompany jto jget jnew jcustomers jon jboard jand jgive jthem jfree jservice. jPaytm jis jalso 

jparallely jgiving jdiscounts jand joffers jto jpromote jits jonline jshopping jecommerce jportal. jThis jgives  

jan jinsight jin jthe jpricing jstrategy jin jits jmarketing jmix. jThere jare jmany jother japps jand jtech 

jcompanies jsimilar jto jPaytm jbut jnone jof jits jcompetitors jhave ja jmarket jshare jas jstrong jas jit jhas.  

jPaytm jearns jits jrevenue jfrom jcommission jwhich jhappen jon jthe jtransactions. jAlso, jmoney jdeposited 

jand jstored jin jthe jewallets jare jalso jused jto jgenerate jincome jthrough jinterest. 
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Place: 

Paytm, jlike jany jother japp jor jwebsite, jis jaccessible jeverywhere jthrough ja jsmartphone jor jlaptop 

jhaving jinternet jconnectivity. jThe jPaytm joffice jis jheadquartered jin jNoida, jIndia. jThe jservice jis 

jcurrently jserving jthe jIndian jconsumers jand jis javailable jthroughout  jthe jcountry jfor jmaking 

jpayments jand jshopping. jPaytm jis jwidely jaccepted jas ja jmode jof jpayment  jacross jvarious jindustries,  

jsectors jand jgeographies. jSeveral jrestaurants, jgroceries, jsupermarkets, jhotels jetc jall jaccept jPaytm jas 

ja jpart jof jpayment. jTicketing jhouses jand jtour joperators juse jPaytm's jservice jfor jrail, jplane, jbus  

jticketing. jAll jthese jshow jthe jextensive jreach jof jthe jservice, jwhich jis jwidely jaccepted jby jvendors 

jand jcustomers jalike. jPaytm jhas jalso jlaunched jservices jin jCanada. 

 

Promotion: 

Paytm jhas jbeen jaggressively jadvertising jitself jas ja jpart jof jits jmarketing jmix. jAd jcampaigns jof 

jPaytm jare jbeen jshowcased jthrough jTV jcommercials, jonline jad jbanners, jbillboards, jprint jmedia jlike 

jnewspapers, jmagazines jetc. jThese jhave jenabled jPaytm jto jbecome ja jhousehold jname, jwith ja jcatchy 

jphrase jof j"Paytm jkaro". jApart jfrom jthis, jthe jcompany jhas jalso jbeen jactively jinvolved jin 

jsponsorship jof jseveral jevents, jcompetitions jetc jwhich jhave jgiven jthe jbrand jtremendous jvisibility.  

jPaytm jhas jalso jbeen jroped jin jas jthe jofficial jsponsor jand jpartner jof jthe jIndian jcricket jteam, jwhich 

jwould jgive jhuge jpublicity jand jvisibility jto jthe jbrand jacross jthe jworld. jRetailers, jgrocery jstores jand 

jsupermarkets jaccepting jPaytm jas ja jmode jof jpayment jalso jdisplay jwall jhangings jand jposters, jwhich 

jgive jthe jbrand ja jstrong jvisibility. 

 

Since jthis jis ja jservice jmarketing jbrand, jhere jare jthe jother jthree jPs jto jmake jit jthe j7Ps jmarketing jmix 

jof jPaytm. 
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People: 

Paytm, jbeing ja jservice jbrand, jgives jimportance jto jits jpeople jie jits jcustomers jas jwell jas jits 

jemployees. jMore jthan j13000 jpeople jare jemployed jwith jPaytm jas ja jpart jof jits jstrong jpeople jstrategy 

jin jits jmarketing jmix. jApart jfrom jemployees, jmore jthan j3 jmillion jmerchants jaccept jPaytm jas ja jmode 

jof jpayment. jThe jcompany jhas jgrown jin jleaps jand jbounces jas jit jhas jin jexcess jof j75 jmillion japp 

jdownloads. jAlso, jmore jthan j150 jmillion jpeople jactively juse jPaytm jwallets jfor jmaking jonline 

jtransactions. 

 

Process: 

Paytm jhas jseveral jbusiness jinterface jand jcustomer jfriendly jprocesses jfor jthe jease jof jdoing 

jtransactions. jThe jbasic jprocess jof jusing jPaytm jis jas jfollows. jOnce ja juser jhas jregistered jwith jPaytm,  

jthey jhave jto jtransfer jsome jmoney jusing jnetbanking, jcredit/ jdebit jcards, jIMPS jor jother jways  

jmentioned jfrom jtheir jbank. jOnce jthe jmoney jis jthe jPaytm jwallet, jcodes jand jnumbers jof jvendors jare 

jused jto jtransfer je-money jfrom jcustomer jto jvendor. jAs jthe jbrand jis jnew jand jis jgrowing jrapidly, jit jhad 

jalso jfocused jon jcustomer jservice jprocesses. 

 

Physical jEvidence: 

Paytm's jphysical jevidence jis jthe jpresence jof jthe jbrand jwith jcustomers jand jmerchants. jThe japp 

jinstalled jin jsmartphones jis jthe jbiggest jphysical jevidence jfor jPaytm jas jthe japp jinterface jis jthe jmost 

jcritical jmoment  jof jtruth jfor jthe jcustomer jfor jmaking jpayments jand jvendor jfor jreceiving jthe 

jpayments. jApart jfrom jthis, jthe jblue jlogo jwith jPaytm jwritten jis jeasily jrecognisable. jThe jpresence jof 

jstickers, jhanging jplacards, jposters jetc jof jPaytm jat joutlets jgive jthe jphysical jpresence jof jthe jbrand.  

jHence, jall jthis jsummarises jthe jPaytm jmarketing jmix. 
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Marketing jIdeas jto jRetain jExisting jCustomers 

1. jSafety jFlowchart 

No jmatter jhow jmuch jmodern jpeople jhave jgrown jday jby jday jbut jtransferring jand jpaying jmoney 

jonline jcreates ja jbit jof jconfusing jthoughts jamong jusers jthat jwould jit jbe jsafe jor jnot. jBut jPaytm jmade 

ja jflowchart  jdepicting jhow jusing jtheir  jdigital jwallet jis jas jsafe jas jcompared jto jcredit jand jdebit  jcards.  

jAs jdigital jwallet jis jnot jconnected jto jbank jaccount jso jits jamount jis jlimited jand jalso jif jany jcase jof 

jhacking joccurs jor jfraud jones jbank jaccount  jremains juntouched! 

Infographics 

 

 

2. jBank jAccount jProtection 

Just jbefore jyou jclick jon jpurchase joption jin jany je-commerce jsite jpops jup ja jspartan jwarrior jwith jhis 

jshield jgiving jthe jmessage jthat  jPayTm jguards jusers jbank jaccounts. 
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3. jFacebook jLive 

It’s jvery jimportant  jto jmake jpeople jbelieve jand junderstand jof jhow jtheir jaccount jis jprotected jand jfree 

jof jhacking jwith jPaytm jdigital jWallet. jwhat jcould jhave jbeen ja jbetter jway jrather jthan jusing jFacebook 

jLive! 

4. jSoldier jMobile jGame 

Perfect  jcampaign jfor jtech-savvy jpeople jand jgame jlovers. jUsers jcould jdownload ja jsoldier jgame 

jfrom jPaytm japp. jThe jgame jis jabout jSpartan jPayTm jsoldiers jfighting jagainst jan jarmy jof jfrauds.  

jBasically jto jmake jpeople jaware jof jhow jPaytm jprotects jones jaccount! 

5. jAutomatic jStart  jOf jThe jMonth jSMS 

With jthe jstart jof jthe jmonth jPaytm jstarted jsending jreminder jpayment  jmessages jto jusers jandsayingit  

jcan jbe jdone jstress jfreely jby jusing jPaytm jdigital jwallet. 

Guiding jAll jWay 

 

6. jWorkshops 

Parenting jcamp jwere jintroduced jwhere jthe jtrainers jspoke jhow jteenagers jnowadays jtend jto jbad 

jhabits jdue jto juse jof jfree jpocket  jmoney.  jThis jcan jbe jused jby jlimiting jtheir jaccount jand jpayments jby 

jusing jPaytm. 
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7. jMumbai jDabbawallas 

They jtied jup jwith jMumbai jdabbawallas, jrather jwith jthe jlunch jservices jto jaccept jPaytm jcash jonly jfor 

jmore jusage jof japp. 

8. jMBA jContest 

A jfree jvideo jcontest  jfor jMBA jfirst jyear jstudents jwere jconducted. jA jteam jof jfour jwere jasked jto 

jcreate ja jvideo jabout jhow jPaytm jcan jbe jused jand jthe jvideo jthat jwould jget jmaximum jlikes jwould jwin.  

jThis jbecame jviral jand jgave jmore juser jretention jto jPaytm. 

 

Gaining jNew jUsers jMarketing jStrategies 

1. jPocket jDance 

This jwas jthe jbest jof jthe jad jcampaigns. jIt jwas jknown jas jPocket jdance. jThe jmiseries jof jtaking jout 

jwallet ja jto jpay jand jchecking jfor jmoney jon jvarious jpockets jof ja juser. jIt jcan jbe jmade jeasy jby jjust 

jpulling jout jones jmobile jand jPaytm-ing jthe jamount. jIt jended jwith jthe jmessage- jWhy jdo jthe jpocket 

jdance jevery jtime jlooking jfor jmoney? jPaytm jkaro! 

2. jCelebrity jEndorsements 

Famous jdancing jstars jlike jShiamak jDavar jand jRemo jD’Souza jwere jseen jdoin jpocket jdance jin 

jtelevision. jIn jinternet  jcartoons jand jGIF’s jwere jmade jon jfamous jpeople jdoing jpocket jdance jthat 

jwent jviral. 
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Remo jAnd jShamak 

 

3. jInteractive jFun jApp 

Do jyou jlike jTalking jTom jor jChip jMunks? jThey jmade jsomething jsimilar, jan japp jwhere jfamous  

jpeople jin jtheir janimated javatarwould jteach jyou jthe jpocketdance. jThe jinstructions jcame jlike j– jRight 

jbottom jpocket, jLeft jbottom jpocket jand jBack jpocket. jOne jcan jadjust jthe jspeed jand jchoose jsongs jtoo. 

Talking jTom 
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4. jGabbar jSingh jviral jvideo 

Humour jwas jadded jaby jusing jdialogues jof jfamous jcharacter jGabbar jthat jwent jviral. jThe jvideo 

jopened jup jby jGabbar jasking jhis jdacoits jto jgo jand jloot  jthe jvillage jpeople. jhe jdacoits jreturn jempty 

jhanded. jWhen jGabbar jenquired j‘Khali jHatth jkyu jAya jHai? jthe jdacoits jreplied,’ jKisike jpaas jpaisa 

jnhi jhai, jsab jPaytm jkar jrahe!’ 

These jmarketing jstrategies jhas jbeen jgreat jby jPaytm jto jattract jaudience jand jthey jhave jbeen 

jsuccessful. jLet jus jwatch jout jon jhow jthey jfurther jbuild jup ja jstrong jnetwork jin jmarketing. 
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CHAPTER j– j3 

OBJECTIVES jOF jMARKETING jSTRATEGY 

 

To jbetter junderstand jhow jto jcraft ja jmarketing jplan, jyou jshould jknow jits jelements. jA jmarketing jplan 

jconsists jof jseveral jkey jpieces jof jinformation, jwhich jcan jbe jdivided jinto jsections jbased jon jyour 

jpreference. jIf jyou’re jnot jsure jwhere jto jbegin, jtake ja jlook jat jthese jsample jmarketing jplans. jAs jyou 

jstart jyours, jkeep jin jmind jthat jthat jyou jshould jinclude jthe jfollowing jpoints: 

 A jsituational janalysis. jA j‘situational janalysis’ jis jsimply ja jsnapshot  jof jyour jcompany’s jcurrent  

jsituation. jList jyour jcompany’s jstrengths, jweaknesses, jopportunities jand jthreats. jWhen jtrying 

jto jdetermine jyour jstrengths, jthink jwhat jis jyour jcompany’s jcompetitive jadvantage. jIn jwhat 

jways jis jyour jproduct jnotable, jor jsuperior jto jother jproducts? jDo jyou jhave jaccess jto ja jmore jor 

jless juntapped jmarket? jAre jyour jcustomers jparticularly jloyal? jIs jyour jcustomer jservice 

jexemplary? jUse ja jsimilar jprocess jto janalyze jyour jweaknesses, jand jbe jhonest jwith jyourself.  

jOpportunities jare jself-evident; jwhat jpotentials jcan jyou jpositively jexploit jin jthe jfuture? j 

 Your jtarget jaudience. jIt’s jabsolutely jkey jthat jyou jidentify jyour jtarget jaudience. jIf jyou jdon’t 

jknow jyour jtarget jaudience, jyou jmay jas jwell jnot jbe jin jbusiness! jFiguring jout jyour jtarget 

jaudience jtakes ja jbit jof jguessing jand jsome jpresumptions. jStart  jby jdetermining jtheir  jgeneral 

jinterest: jrock-climbing, jgaming, jcooking? j jYou jshould jthen jdescribe jyour jtarget jaudience jin 

jterms jof jdemographics, jsuch jas jage, jsex, jearnings, jreligion, jor jfamily jcomposition, jor jby 

jlifestyle j(healthy,  jactive, jsedentary, jetc.) j jThen jtry jto jdetermine jtheir jthinking jhabits. jAre jthey 

jconservative, jmodern? jIntroverted, jextroverted? jHow joften jdo jthey jpurchase jyour jproduct, 

jand jin jwhat jquantity? jOnce jyou jdetermine jyour jtarget jaudience jyou jcan jfigure jout jthe jbest 

jchannels jto jmarket jyour jbusiness jto jthem jon jsocial jmedia. 

 Outline jyour jmarketing jstrategies. jWhich jmethods jand joutlets jwill jyou juse jto jpush jyour 

jproduct? jAre jyou jgoing jto jbe jusing jsocial jmedia jnetworks? jIf jso, jwhich jones? jIf jyou’re jusing  

jFacebook jor jTwitter, jwill jyou jalso jbe jusing jpaid jadvertisements? jConsider jother jforms jof 

jmarketing jyou jmay jnot  jhave jconsidered: jbillboards, jprint jadvertising, jpromotion jvia 

jinfluencers jand jbloggers, jetc j.For jmore jexamples jof jmarketing jstrategies jfor jsmall jbusinesses, 

jcheck jout jour jprevious jpost. 

https://thrivehive.com/sample-marketing-plans
https://thrivehive.com/building-customer-loyalty
https://thrivehive.com/how-to-market-yourself-to-customers
https://thrivehive.com/facebook-twitter-linkedin-pinterest
https://thrivehive.com/facebook-twitter-linkedin-pinterest
https://thrivehive.com/examples-of-marketing-strategies-for-small-businesses
https://thrivehive.com/how-to-connect-with-bloggers-and-influencers-in-your-niche
https://thrivehive.com/how-to-connect-with-bloggers-and-influencers-in-your-niche
https://thrivehive.com/examples-of-marketing-strategies-for-small-businesses
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 Set ja jbudget. jEvery jsuccessful jbusiness jhas jto jhave ja jmarketing jbudget. jYou jshould jdedicate ja 

jpercentage jof jyour jprojected jgross jsales jto jyour jmonthly jor jannual jmarketing jbudget. jIf jyou’re 

ja jsmall jbusiness jor jjust jstarting jout, jthis jmay jmean jpaying jout jof jpocket jor jborrowing jat jfirst, 

jbut jit’s jwell jworth jit. jRemember: jmarketing jis jabsolutely jessential jto jthe jsuccess jof jyour 

jbusiness. jDon’t jthink jthat  jmarketing jis jout jof jyour jbudget—with jso jmany jdifferent  jmarketing 

jtactics javailable, jincluding jdigital jmedia, jyou jcan jfind ja jmix jof jstrategies jto jappease jeven jthe 

jtightest jbudget. 

 

Significance jof jMarketing jStrategy j 

Because jone jaspect jof ja jmarketing jplan jaffects jall jof jthe jothers, jcoordinating jyour jactivities jis 

jcritical jto jeliminating jinterference jand jmaximizing jyour jprofits. jA jmarketing jstrategy jlooks jat jall jof 

jthe jareas jof jyour jselling jactivities jand jhelps jeach jone jsupport jthe jnext, jmaking jsure jall jof jyour  

jdepartments jare jaware jof jwhat jeach jis jdoing. jUnderstanding  jhow jto jcreate jan jintegrated jmarketing 

jstrategy jwill jhelp jyou jmake jbetter jindividual jdecisions jregarding jspecific jmarketing jtactics. 

treamlines jProduct jDevelopment 

A jmarketing jstrategy jhelps jyou jcreate jproducts jand jservices jwith jthe jbest jchances jfor jmaking ja 

jprofit. jThis jis jbecause jmarketing jstrategy jstarts jwith jmarketplace jresearch, jtaking jinto 

jconsideration jyour joptimal jtarget  jcustomer, jwhat jyour jcompetition jis jdoing jand jwhat jtrends jmight 

jbe jon jthe jhorizon. jUsing jthis jinformation, jyou jdetermine jthe jbenefit  jcustomers jand jclients jwant, 

jwhat jthey’re jwilling jto jpay jand jhow jyou jcan jdifferentiate jyour jproduct jor jservice jfrom jthe 

jcompetition. 

Helps jDetermine jOptimal jPrices 

Part  jof ja jmarketing jstrategy jis jsetting jthe jright jprice jfor jyour jproduct jor jservice jbased jon jwhat jyou 

jlearned jin jyour jmarket jresearch. jIf jyou jlearned jthat jcustomers jwant ja jhigh-end jproduct jin jyour  

jcategory, jyour jpricing jstrategy jmight jrequire jyou jto jsell jat jprices jthat jcreate ja jhigh-end jperceived 

jvalue. jIf jyour jtarget  jcustomer jis jbargain jconscious jand jis jwilling jto jaccept jfewer jbells jand jwhistles 

jon jyour jproduct jin jexchange jfor jpaying jless, jyour jpricing jstrategy jwill jrequire jyou jto jsell jat jor jbelow 

jthe jcompetition’s jprice. 

https://thrivehive.com/marketing-without-a-budget
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Establishes jEffective jDistribution 

Once jyou jknow jwhat jproduct jfeatures jyou’ll joffer, jwho jyour jtarget jcustomer jis jand jwhat jyour jprice 

jpoints jwill jbe, jyou jcan jselect  jwhere jyou jwant jto jsell jto jmaximize jyour jmarketing jeffectiveness.  

jYounger jcustomers jwill jbe jmore jlikely jto jshop jusing ja jsmartphone jor jon ja jwebsite, jpaying jwith 

jPayPal jor ja jcredit jcard. jOlder jcustomers jmight jprefer jto jshop jat jretail joutlets. jIf jyour jmarket 

jresearch jshows jyou jneed jto jbe jin jretail jstores jbut jyou jdon’t jhave ja jsales jforce, jyou jcan juse ja 

jwholesaler jor jdistributor. 

Assists jwith jMarketing jCommunications 

Your jmarket jresearch jwill jhelp jyou jcreate jyour jbrand, jor jimage jyou jwant jto jestablish jabout jyour 

jbusiness. jWithout jmarketplace jresearch jand ja jstrategic jmarketing jplan, jyou jmight jrespond jto 

jsolicitations jfrom jadvertising  jsalespeople jon jan jindividual,  jreactionary jbasis, jsending jmessages 

jthat jdon’t jfit jin jwith jthe jbrand jidentity jyou’ve jcreated jbased jon jyour jproduct jdevelopment  jefforts. jA 

jmarketing jstrategy jlets jyou jdetermine jif ja jparticular jmagazine, jradio jstation jor jwebsite jfits jinto jyour 

jselling jplans. 

Organizational jImpact 

When jyou jhave ja jmarketing jstrategy, jyour jdepartments jcan jbetter jwork jwith jeach jother, jbecause 

jthey jare jall jworking jfrom jthe jsame jplan. jFor jexample, jyour jadvertising jpeople jwill jtalk jwith jyour 

jproduct jdevelopment  jpeople jto jdetermine jwhat jmessage jyou jshould jsend jabout  jyour jbenefit. jYour 

jsales jpeople jwill jtalk jwith jthe jpeople jresponsible jfor jmanaging jyour jimage jto jdetermine jif jthey jcan 

joffer jdiscounts, jcoupons jor jrebates jwithout  jdamaging jyour jbrand. 

 Marketing jstrategy jprovides jan jorganization jan jedge jover jit’s jcompetitors. 

 Strategy jhelps jin jdeveloping jgoods jand jservices jwith jbest jprofit  jmaking jpotential. 

 Marketing jstrategy jhelps jin jdiscovering jthe jareas jaffected jby jorganizational jgrowth jand 

jthereby jhelps jin jcreating jan jorganizational jplan jto jcater jto jthe jcustomer jneeds. 

 It jhelps jin jfixing jthe jright  jprice jfor jorganization’s jgoods jand jservices jbased jon jinformation 

jcollected jby jmarket jresearch. 

 Strategy jensures jeffective jdepartmental jco-ordination. 

 It jhelps jan jorganization jto jmake joptimum jutilization jof jits jresources jso jas jto jprovide ja jsales 

jmessage jto jit’s jtarget  jmarket. 
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 A jmarketing jstrategy jhelps jto jfix jthe jadvertising jbudget jin jadvance, jand jit jalso jdevelops ja 

jmethod jwhich jdetermines jthe jscope jof jthe jplan, ji.e., jit jdetermines jthe jrevenue jgenerated jby 

jthe jadvertising jplan. 

Scope j 

The jmarketing jplan jis ja jdetailed jroadmap jthat joutlines jall jyour jmarketing jstrategies, jtactics, 

jactivities, jcosts jand jprojected jresults jover ja jperiod jof jtime. jThe jplan jkeeps jyour jentire jteam jfocused 

jon jspecific jgoals j- jit's ja jcritical jresource jfor jyour jentire jcompany. 

It jtakes jtime jto jdevelop ja jmarketing jplan j- jfrom ja jfew jdays jto ja jfew jweeks, jdepending jon jyour 

jexperience jand jthe jdepth jof jthe jplan j- jso jit's ja jgood jidea jto jdefine jthe jscope jbeforehand jto jmanage 

jcontent  jexpectations jand jdeadlines. 

 

Marketing jplans jcan jrange jfrom jsomething jas jsimple jas ja j1-page jsummary jdocument  jto ja j50+ jpage 

jdocument  jcovering jmultiple jproduct jlines jand jdistribution jchannels. j"Traditional" jmarketing jplan 

jtemplates jcan jbe jintimidating jfor ja jbusiness jperson jwithout  jan jMBA jor ja jmarketing jdegree, jas jthey 

jcontain ja jlot jof jtheory jthat jbusiness jpeople jcan't jalways jtie jto jtangible jresults jlike jmarket jshare 

jgoals, jprofit jand jloss jresults jand jmonthly jsales jand jmarketing jactivities. 

There's jnothing jwrong jwith jcreating ja jvery jdetailed jplan; jhowever, jit's jbest jto jcreate ja jplan jthat 

jdelivers jwhat jyou jneed jbased jon jyour jcompany jsituation. jEach jcompany jis jdifferent, jdepending jon 

jcompany jage, jrevenue, jresources javailable jand jmarketing jand jsales jexpertise. 

Feel jfree jto jmodify jthe jprocess jand jthe jlevel jof jdetail,  jbased jon jyour jneeds jand jyour javailable jtime.  

jFor jexample, jif jyou jneed jto jprepare ja jplan jvery jquickly,  jyou jmay jnot jchoose jto jgo jthrough jall jof jthe 

jexercises jin jthe jsupporting jsubjects. jInstead, jjust jrespond jto jthe jquestions jin jthe jexercise jand jdo 

jyour jbest. jYou jcan jalways jcome jback jand jrevise jyour jplan jif jnecessary. 

 

 

 

SIGNIFICANCE, jOBJECTIVES j& jSCOPE jOF jSTRATEGY jMARKETING jOF jPAYTM 

Objective 

Paytm’s jobjective jhas jbeen jto jincrease jthe jmarket jshare jof jthe jWallet, jcapturing jthe jmarket. 
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To jachieve jthis, jit jhad jto jovercome jseveral jhurdles, jthe jbiggest jof jwhich jis jthat jthe jadoption jof jthe 

jWallet jas ja jway jof jkeeping jmoney jonline jand jtransacting jusing jmobile jphones jis ja jchallenge jfor 

jmany jpeople jin jIndia. jThe jbrand jalso jhad jto jfigure jout jhow jto jincrease jthe jnumber jof jPaytm jWallets, 

jsince jsuccess jdepends jon jvolumes. 

Paytm’s jtarget jmarket jis jall jof jIndia’s jinternet  jusers jand jsmart jphone jusers. jThe jPaytm jmobile japp jis 

javailable jon jall jpossible jplatforms jincluding jAndroid, jIOS jand jWindows. 

The jpublicity jstrategy jwas juniform jand jaimed jat jmass jaudiences jacross jall jcities. jTo jtruly jreach 

jeveryone, jincluding jthose jin jregional jmarkets, jthe jbrand jeven jbegan jusing jlocal jvernacular  jwith jits 

jpress jads, jin jan jattempt  jto jreach jout jto jregional jmarkets. 

The jnumber jof jmobile jphone jconnections jin jIndia jis jincreasing. jThe jmobile jphone jis jseen jto jbe ja 

jvery jconvenient  jmeans jof jcashless jtransactions. jAlso jthe jtrust jfactor jthat jPaytm jhas jestablished 

jthrough jits jrecharge jand jbill jpayments jservices jhad jalready jbeen jincreasing jits jdaily jtransaction 

jvolumes jgoing jinto jthe jcampaign. jMore jimportantly, jits jrepeat juser jbase jwas jexpanding jand jso 

jPaytm jwas jsitting jon jan jopportunity. 

The jcreative jacross joffline jand jonline jmedia jwas jbased jon jthe jvariety jof jproducts jPaytm joffers jits 

jcustomers, jsuch jas jrecharge, jwallet, jpayments jand jonline jshopping. jThis jencouraged jnew 

jcustomers jto jsign jup jfor jthe jPaytm jWallet, jand jfor jexisting jcustomers jto juse jit jagain. 

The joffline jchannels jof jcommunication jwere jtelevision, jout-of-home, jnewspapers jand jtransit  

jmedia. jHaving jtasted jsuccess jwith jits jTV jcampaign jduring jthe jWorld jCup, jPaytm jreleased jits jnew 

jTV jcommercial jduring jthe jIndian jPremier  jLeague jSeason j8 jand jmajor jcricketing jevents. jIt jwas jalso 

jlaunched jacross jother jmedia jlike jdigital, jprint jand jradio. jPaytm jwas jan jassociate jsponsor jof jIPL jand 

jgot j120 jseconds jof jairtime jduring jeach jof jthe j60 jmatches jof jthe jtournament  j& jsponsor jof jBCCI. 

This jwas jplanned jwith jPaytm’s jtarget jmarket jin jmind, jsince jthe jbrand jneeded jto jreach ja jmass 

jaudience. jThe jstrategy jwas jto jestablish jthe jbrand jimage jthrough joffline jand jpush jthe jpromotions 

jthrough jonline. jPaytm’s jonline jadvertising jstrategy jis jsimple j– jbring jvisibility jto jPaytm 

jeverywhere, jand jmotivate jpeople jto jtry jthe joffers jthe jbrand jruns. 
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Paytm jallocated ja jbudget jof jRs j500 jcrore jsolely jfor jmarketing jin jthe jyear j2015. jThe jmoney jwas jused 

jto jfinance jmarketing jcampaigns jvia jonline jand jmobile jas jwell jas joffline jchannels. jOut jof jthe jbudget, 

j70 jpercent jof jorders jon jPaytm jcome jfrom jmobile. jThough jPaytm jhas jwebsites jfor jits jservices,  

jshopping jusing jPaytm jis ja jmobile jfirst jexperience jfor jsure. 

The jPaytm jcampaign’s jmobile jcomponent  jincluded: jmobile jbanner jadvertising, japp-install jpushes,  

japp jnotifications, jSEM jadvertising jand jmore jpromotion jon jPaytm jproperties jas jwell jas jthird jparty 

jsites. 

Paytm jCare jworks jon jthe jbrief jof jresolving jissues jat jlightning jspeed. jThe jway jit jcommunicates jis 

jalso jin jsync jwith jthe jPaytm jpersonality. jEvery jemail jcarries ja jname jand jaspires jto jbring ja jresolution 

jas jquickly jand jas jwell jas jpossible. 

Where jother jmarketing jchannels jmiss jout jis jin jprompting japp-installs. jIn jkeeping jwith jits j“storming 

jthe jmarket” jstrategy, jPaytm jhas jalso jbeen jexploring jco-branding jopportunities. jSuch jstrategic 

jpartnerships jwith jUber jCabs, jMeru jCabs jand jmany jmore jbrands jbrought jthe jbrand ja jsignificant  

jamount  jof jnew jcustomers jin jcities jand jcontinuous jloyalty jto jthe jPaytm jWallet. 

Scope 

Founded jin j2010, jPaytm jstarted jas ja jprepaid jmobile jrecharge jwebsite. jCurrently jits jbusiness jis jnot 

jonly jlimited jto jrecharge jbut jhas jexpanded jas jonline jpayment  jplatform jincluding jmobile jrecharges,  

jutility jbill jpayment, jwallet jpayment  jand jwallet jto jwallet jand jwallet jto jbank jtransfers jfor jmany 

jleading jinternet  jbased jcompanies jlike jBookmyshow, jMakemytrip, jFoodPanda, jIRCTC jand jmany 

jothers. 

It jwas jfounded junder jthe jimplemented jidea jof jVijay jShekhar jSharma jand jhas jgot jthe jfirst jmover  

jadvantage jin jthe jmobile jindustry. jThe jcompany jhas jbeen jbacked jup jby jAlibaba jgroup jand jRatan 

jTata. jThe jfirm jraised j$575 jmillion jfrom jAlibaba jgroup jfor ja jshare jof j25% jin jthe jcompany. 

Paytm jis jgrowing jfaster jand jthey jhave jover j20 jmillion jregistered jusers jas jper jtheir jcurrent jdata. jTheir  

jwebsite jand jmobile japp jhas jbeen jtransformed jinto ja jfully-fledged je-commerce jmarketplace joffering 
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jcategories jfrom jelectronics, jmobile jphones, jsports j& jhealth, jhome j& jkitchen, jbooks, jbaby j& jtoys 

jand jmany jmore jcategories. 

The japp jdownloaded jon jvarious jplatforms jhas jtouched jthe jmark jof j7 jmillion. jThe jadditional jfeatures 

jadded jlike jBargain jpower jwhich jis jnot jcurrently javailable jat jany jother jmarketplace jand junified 

jdashboard jhas jmade jthe jselling jand jbuying jmore jinteresting. jMonthly jorder jof jover j15 jmillion jis 

jcompleted jover jhere. 

Significance 

With jover j100 jmillion jusers ja jyear jago, jPayTM jwas jalready jahead jof jits jdigital jpayment  jcompetitors 

jbefore jthe jNov. j2016 jdemonetization jof jhigh jvalue jcurrency jnotes jin jIndia. jOn jthe jback jof jthe jpush 

jfor j#CashlessIndia jconsequent  jto j#CurrencySwitch, jthe jAlibaba-backed jmobile jwallet jhas 

jincreased jits jlead jover jits jother jmobile jwallets j(e.g. jMobiKwik, jPayZapp) jand jaccount-to-account 

jmoney jtransfer japps j(e.g. jUPI). jToday, jPayTM jboasts j150M jusers j(Source: jWikipedia). 

Based jon jmy jpersonal jexperience jand janecdotal jevidence, jI jadvance jfive jreasons jto jexplain jwhy 

jPayTM jis jmiles jahead jof jits jrivals. 

#1. jEase jof jOnboarding jMerchants 

Merchants jcan jsign jup jfor jPayTM jwithout  ja jbank jaccount. jThey jcan jreceive jmoney jinto jtheir  

jPayTM jwallets jwithout ja jbank jaccount. jThey jcan jeven jspend jtheir jwallet jbalance jby jshopping jat 

jother jmerchants jthat jaccept jPayTM jpayments. jIt's jonly jwhen jthey jwant jto jcash jout jtheir jmoney jfrom 

jtheir jPayTM jaccount jthat jthey jneed ja jbank jaccount. 

As ja jresult, jPayTM jwas j/ jis jable jto jsign jup jhundreds jof jthousands jof jmerchants jthat jdon't jhave jbank 

jaccounts. jThese jmerchants jcould jsign jup jfor jPayTM jas jsoon jas jthey jhad ja jcompelling jneed jto jaccept 

jcashless jpayments ji.e. jimmediately jafter jthe jdemonetization jannouncement, jstart jaccepting 

jpayments jand jvisit jbanks jlater jto jopen jtheir jaccounts jafter jtheir jPayTM jaccount jbalances jstarted 

jgrowing. 

https://twitter.com/search?q=%23cashlessIndia
http://qwt.io/s_ketharaman/aiQk
https://en.wikipedia.org/wiki/Paytm
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Contrast  jthis jwith jcompeting  je-wallets, jwhich jinsist jthat jmerchants jlink jtheir jbank jaccounts j(or 

jdebit jcards jor jcredit jcards) jto jtheir japps jright  jat jthe jtime jof jinstalling jthem. jAs ja jresult, jfinancially-

excluded jmerchants jcouldn't jsign jup jfor jthem jwhen jthey jhad ja jcompelling jneed. jPayTM's jrivals jlost 

jthis jmarket jto jPayTM. 

#2. jViral jDistribution 

When jPayPal jlaunched jin jthe jlate j1990s, jit jincented jexisting jusers jto jsend jmoney jto jnon jusers. jWhen 

jusers jsent jmoney jto jtheir jfriends jand jfamily jmembers j(that  jwere jnot jon jPayPal), jPayPal jsent jthem jan 

jemail jsaying j“Collect j$$ jby jsigning jup jfor jPayPal". jThis jgive jnon-users ja jfar jmore jcompelling 

jreason jto jjoin jPayPal jthan jany jdirect jadvertising jor jPR jefforts jcould jhave jand jgenerated ja jmassive 

jamount  jof jviral jdistribution jfor jPayPal. 

PayTM jhas jcopied jthis japproach. jAnd jhas jprobably jreaped jthe jrich jrewards jà jla jPayPal. 

Surprisingly, jPayTM’s jcompetitors jhaven't jfollowed jthis japproach. jThey jinsist jthat jpayments jcan 

jbe jmade jonly jto jpeople jthat jhave jalready jsigned jup jto jtheir je-wallets. jThey jprobably jthink jsending  

jmoney jto ja jnon-user jwould jbe jtantamount  jto jputting jthe jcart jbefore jthe jhorse. jIndeed, jit jwould. jBut, 

jas jI’ve jsaid jtime jand jagain, jPutting jCart jBefore jHorse jDoes jWork j(hyperlink jremoved jto jcomply 

jwith jFinextra jCommunity jRules jbut jthis jpost jwill jappear jon jtop jof jGoogle jSearch jresults jwhen 

jsearched jby jthe jtitle). jPayTM jand jPayPal jget jit. jTheir jcompetitors jdon't. jInstead, jthey jput jtheir  

jprospective jusers jat jthe jmercy jof jtheir jrespective jbanks jto jgain jsignups. 

To jtake jUPI jas jan jexample, jto jreceive jpayments, jyou jneed jto jhave ja jVirtual jPayment  jAddress j(VPA)  

jfrom jyour jbank. jAssuming jthat  jyou're jthorougly jsold jon jUPI jand jdecide jto jcreate jyour jVPN, jyou'll 

jneed jto jcontend jwith jyour jbank's jsystems jto jactually jgenerate jone. jThis jadds ja jbig jmoving jpart, 

jwhich jdoesn't jalways jwork. jJust jtoday, jI jgot jan jSMS jfrom jmy jbank jsaying jthey jcan't jissue jnew 

jMMIDs j- jan jintegral jpart jof jIMPS, jthe jpayment  jrails jon jwhich jUPI jworks j- jfor jthe jnext jfive jdays.  

jThere's jno jguarantee jthat jyou'd jstill jbe jinterested jin jUPI jfive jdays jlater. 

#3. jFeet jOn jStreet jApproach 
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In jthe jweeks jfollowing j#CurrencySwitch, jPayTM jsalespersons jmade jdaily jrounds jin jretail jhotspots 

jasking jstorekeepers jif jthey jwanted jPayTM. 

I’ve jseen jthis jpersonally jin jmy jbuilding jstorefront  jthat’s jdotted jwith jtea jshops, jfruit  jstores, jcigarette 

jsellers jand jother jmicromerchants. 

I've jalso jheard jmore jabout jPayTM's jaggressive jmerchant  jacquisition jdrive jfrom ja jcouple jof jUber  

jdrivers. j jAccording jto jthis jcabbie jwho jaccepts jPayTM jon jhis jpersonal jname j– jPayTM jis jalso jUber’s 

jofficial jdigital jpayments jpartner j- jPayTM jsales jreps jride jon jtheir jmotorbikes jup jand jdown ja jstreet 

jnear jPune jAirport  jwhere jhundreds jof jUber jand jOla jtaxis jare jparked, jasking jdrivers jif jthey jwant jto 

jsign jup jfor jPayTM. jWhen ja jdriver jsays jyes, jthe jrep jconnects jthe jdriver’s jsmartphone jon jhis jown j4G 

jnetwork jusing jtethered jWiFi jhotspot, jdownloads jthe japp, jinstalls jand jonboards jthe jdriver jon 

jPayTM. jAll jthis jin j5-10 jminutes. jWithout  jbeing jjudgmental jabout jwhether jthe jdriver jis jtech jsavvy 

jor jnot. jAnd jat jno jdata jcharges jto jthe jcabbie. jThis jUber jdriver jis jso jconversant  jwith jPayTM’s 

jmerchant  jacquisition jprogram jthat jhe jactually jknows jthe jPayTM jrep's jsales jquota j(10 jmerchants ja 

jday)! 

In jsharp jcontrast, jmost jcompetitors jof jPayTM jhaven't  jharnessed jthe jpower jof jfeet-on-street jto 

jrecruit  jmerchants. jInstead, jthey jseem jto jexpect jmerchants jto jsign jup jin jself-service jmode. jAn 

jinvestor jin jone jof jthese jPayTM jcompetitors jactually jsaid jthis jin ja jMEDIUM jarticle: 

"Merchants jshould jbe jable jto jgo jto jan jAmazon jor jFlipkart  jsite jor ja jCroma jstore jand jjust jbuy ja 

jterminal jat jtheir jown jcost jand jlink jtheir jbank jaccount jand jstart jaccepting jpayments." 

Well jtried. jEven jif jthey’re jtech-savvy, jcrazy jbusy jmerchants jsimply jdon’t jhave jthe jtime jto jshop jfor 

jterminals jand jlearn jhow jto jmake jthem jwork j- jespecially jwhen jthey’re jgetting jpampered jby jthe 

jnation's j#1 jmobile jwallet jcompany! 

As ja jresult, jmost jmicromerchants jI’ve jquizzed jare jnot jeven jaware jof jUPI, jBHIM jand jother 

jcompeting je-wallets. 

 

#4. jFrictionless jPayments 

https://medium.com/@TheSwamy/merchant-payment-acceptance-in-india-how-do-we-fast-track-it-5db67e11e457#.w7u8luvxx
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By jdesign jor jdefault, jthe jSign jOut jlink jin jPayTM’s jmobile japp jis jburied jdeep jinside jthe japp. jAs ja 

jresult, jmany jusers jhave jnever jseen jit jand jstay jlogged jinto jtheir japp jall jthe jtime. jThis jmeans jthey're 

jable jto jmake ja jpayment  jwithout  ja jpassword jor jPIN. 

This jcreates ja jsignificant  jsecurity jvulnerability jin jPayTM. jBut jit jalso jmakes jPayTM's jCX jthat jmuch 

jmore jfrictionless, jwhich jmakes ja jlot jof jdifference jwhen jpeople juse jit jmany jtimes ja jday. 

Security jis ja jhygiene jfactor. jConvenience jtrumps jsecurity. jEverytime. jEven jin jIndia. 

PayTM jhas junderstood jand jcapitalized jon jthis jelement  jof jconsumer jbehavior. jIts jcompetitors jhave 

jtotally jmissed jit. 

#5. jMiscellaneous 

PayTM jis jvery jwell jfunded jand jis jable jto jspend jbig jbucks jon jadvertising jas jalso jabsorb jlosses jon 

jvirtually jevery jtransaction. 

PayTM jmakes jevery jeffort jto jenhance jUX. jFor jexample, jas jI’d jhighlighted jin jHiding jYour jSecret  

jSauce, jPayTM jpreloads jits jwallet jon jthe jfly jwithout juser jintervention. jAs ja jresult, jusers jwary jof 

jhaving jto jtopup jprepaid jmobile jwallets jbefore jinitiating jpayments jfind jthe jPayTM jexperience 

jsuperior jto jthat jof jother jmobile jwallets, jwhich jbump jthem joff jwith ja jmessage jasking jthem jto jload 

jenough jmoney jinto jtheir jwallets jfirst jand jthen jreattempt  jthe jpayment. 

 

 

 

 

 

 

 

 

https://www.finextra.com/blogs/fullblog.aspx?blogid=11874
https://www.finextra.com/blogs/fullblog.aspx?blogid=11874
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CHAPTER jj- j4 

REVIEW jjOF jjLITERATURE 

 Rajesh jKrishna jBalan, jNarayan jRamasubbu, jGiri jKumar jTayi jstudied jin jtheir  jpaper



“Digital jWallet: jRequirements jand jChallenges” j(2006) jthat jthe jrequirements jand 

jchallenges jof jdeploying ja jnationwide jdigital jwallet jsolution jin jSingapore. jFurther jthey 

jdiscussed jwhy jSingapore jis jready jfor ja jdigital jwallet jand jidentify jthe jkey jchallenges jin 

jbuilding jand jdeploying ja jdigital jwallet. jThen jdiscussed jone jof jthe jkey jchallenges,  

jsupporting jpeer j-to-peer jcash jtransactions jbetween jindividuals jusing ja jdigital jwallet, jin 

jmore jdetail jand jend jthe jpaper jwith jtheir jproposed jsolution. 



 Prof jTrilok jNath jShukla jin jhis jpaper j“Mobile jWallet: jPresent jand jthe jFuture” j(June 

j2016) jhas jdiscussed jabout jmobile jwallet, jworking, jtypes jand jits jadvantages jand 

jdisadvantages. jHis janalysis jincluded jperception jof jconsumers jand jretailers jabout jmobile  

jwallets. jHe jconcluded jthat jmobile jwallets jwill jbe jused jto jengage jwith jthe jcustomer jby jthe 

jmarketers jand jdigital jbusinesses. jIrrespective jof jthe jmarket jstatus jof jthese jmobile jwallets, 

jmarketers jshould jtake jadvantage jof jthe jemerging jopportunities.



 Dr. jPoonam jPainuly, jShalu jRathi jin jtheir jpaper j“Mobile jWallet: jAn jupcoming jmode jof 

jbusiness jtransactions” j(May j2016) jhas jexplained jabout jmobile jwallet, jtypes jand jtrends. 

jThen jdiscussed jabout  jRole jof jmobile jwallet jin jvarious jsectors jlike jBanks, jRetail jand 

jHospitality.  jThe jpaper jexplains jthe jimportance jof jmobile jwallet jfor jBanks, jCustomers jand 

jCompanies. jIn jfuture jscope jit jtalks jof jmobile jwallets jbecoming ja jlatest jmarketing jchannel jin 

jnear jfuture. jAnd jcontribute jhighly jin ja jseamless jshopping jexperience jfor jthe jcustomers jthat 

jincrease jtheir jtendency jfor jfrequent  jand jmore jrepurchases jwith jdelightful jexperiences. jTo 

jconclude jthey jspeak jthe jimportance jand jgrowth jof jmobile jmoney jin jbusiness, jsocial jand  

jeconomic jprospective. jThe jpresence jof jmobile jwallet jspreading jfrom jurban jto jrural jareas jon 

ja jlarge jscale. jHence, jwallet jmoney jsees ja jhigh jbright  jfuture jin jnear jtime.
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

 ThaeMin jLee jin jhis jpaper j“The jimpact jof jperceptions jof jinteractivity jon j 

jcustomer jtrust jand jtransaction jintentions jin jmobile jcommerce” j(2005) jinvestigated jthe 

jimpact jof jperceptions jof jinteractivity jon jconsumer jtrust  jand jtransactions jin jmobile  

jcommerce jand jconcluded jthat jtrust jdoes jin jfact jplay ja jsignificant  jrole jin jdetermining 

jconsumer jtransaction jintentions. jHsin-Hui jLin jand jYi-Shun jWang jin jtheir jpaper j“An 

jexamination jof jthe jdeterminants jof jcustomer jloyalty jin jmobile jcommerce jcontexts”


(2005) jexamined jthe jfactors jthat jcontributed jto jcustomer  jloyalty jin jmobile jcommerce; 

jperceived jvalue jand jtrust jwere jfound jto jbe jdirectly jrelated jto jcustomer jsatisfaction jand  

jcustomer jloyalty; jcustomer jsatisfaction jwas jalso jsuggested jto jpositively jaffect jcustomer  

jloyalty; jand jhabit jwas jproposed jto jdetermine jcustomer jloyalty. jThey jalso jfound jthat 

jcustomer jloyalty jwas jdirectly jaffected jby jperceived jvalue, jtrust, jhabit, jand jcustomer  

jsatisfaction. jCustomer jloyalty jwas jevaluated jto jbe ja jstrong jdetermining jfactor jin jacceptance 

jof jmobile jcommerce. 



 Key jPousttchi jand jDietmar  jG. jWiedemann jin jtheir jpaper j“What jInfluences jConsumers’ 

jIntention jto jUse jMobile jPayments?” j(2008) jstudied jthe jadoption jof jmobile jpayments jand jevaluated 

jwhat jkey jinfluences jaffected jconsumers jto juse jmobile jpayments jand jfound jthat jsubjective jsecurity 

jwas jnot ja jprimary jdriver jof jmobile jpayment jacceptance. jThey jfound jthat jperceived jconfidentiality 

jof jpayment  jdetails jand jperceived jtrustworthiness jwere jstrongly jcorrelated. jFour jkey jvariables jwere 

jfound jto jdirectly jimpacting jconsumer jintention jand jusage jbehavior: jperformance jexpectancy,  

jeffort  jexpectancy, jsocial jinfluence, jand jfacilitating jconditions

 

The jStrategic jmarketing jis jto jidentifying jcompetitor jis jbased jon jthe jdifferences jin jfirms jstrategic jfor 

jcompeting jin jan jindustry. jThis jstudy jshows jcompany jshould jnot jtake jonly jcompetitive jmarketing 

jstrategy jto jsurvive jin jdownturn jeconomic jcondition jbut jfirms jalso jaware jabout jthe jshrinkage jof jthe 

jcompany jwhich jreduces jthe jliquidity, jso jthey jcan jmake jprofit jin jthe jrecession jeconomy. jNow jthe 

jquestion jis jhow jfirm jutilizing jtheir  jcompetitive jmarketing jstrategy jto jincrease jthe jprofit  jin jrecession 

jeconomy jand jhow jdo jfirm jstop jtheir jshrinkage jto jachieve jthe jgoal. 

How jdo jcompetitors jreact jto jeach jother.s jprice-promotion jand jadvertising jattacks? jWhat jare jthe 

jreasons jfor jthe jobserved jreaction jbehavior? jSteenkamp jet jal. j(2003) janswer jthese jquestions jby 
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jperforming ja jlarge-scale jempirical jstudy jon jthe jshort-run jand jlong-run jreactions jto jpromotion jand 

jadvertising jattacks jin jover j400 jconsumer jproduct  jcategories, jover ja jfour-year jtime jspan. 

The jmain jfinding jof jthe jstudy jis jthat jcompetitive jreaction jis jpredominantly jpassive. jWhen jit jis 

jpresent, jit jis jusually jretaliatory jin jthe jsame jinstrument, ji.e., jpromotion jattacks jare jcountered jwith 

jpromotions, jand jadvertising jattacks jare jcountered jwith jadvertising. jThere jare jvery jfew jlong-run 

jconsequences jof jany jtype jof jreaction jbehavior. jThe jauthors jare jable jto jdraw jthese jinferences 

jbecause jtheir  jmodels jexamine jthe j.chain jreaction. jof jconsumer jand jcompetitor jresponse jfollowing 

jthe jinitial jadvertising jor jpromotion jcampaign. 

The jstudy jalso jreports jon ja jnumber jof jmoderating jeffects, jsuch jas jpower jasymmetry, jpromotional 

jintensity jand jperishability jof jthe jproduct jcategory, jthat jsupport jthe jpresence jof ja jcertain jamount  jof 

jrationality jin jcompetitive jreaction jbehavior. jFinally,  jby jlinking jreaction jbehavior jto jboth jcross jand 

jown jmarketing jeffectiveness, jthey jdemonstrate jthat jpassive jbehavior jis joften ja jsound jstrategy.  jOn 

jthe jother jhand, jfirms jthat jopt  jto jretaliate joften juse jineffective jinstruments, jresulting jin j.spoiled 

jarms.. jAccommodating jbehavior jis jobserved jin jonly ja jminority jof jcases, jand joften jresults jin ja 

jmissed jsales jopportunity jwhen jpromotional jsupport jis jreduced. 

The jauthors. joverall jconclusion jis jthat jthe jultimate jimpact jof jmost jpromotion jand jadvertising  

jcampaigns jdepends jprimarily jon jthe jnature jof jconsumer jresponse, jnot jthe jvigilance jof jcompetitors. 

jIn jorder jwords, jthe jstrong jlink jin jthe jchain jreaction jis jthe jconsumer. jThis jis jan jimportant  jfinding jfor 

jmarketing jstrategy, jespecially jas jit jcounters ja jprevailing jbelief jin jthe jmanagement  jstrategy 

jliterature jthat jthe jultimate jeffectiveness jof jan jaction jdepends jlargely jon jthe jdefenders jresponse.  

jWhile jmarketing jscientists jare junderstandably jfocused jon jconsumer jand jcompetitor jresponse jto 

jmarketing jactions, jit jis jequally jimportant jto jstudy jhow jthese jactions jinfluence jinvestor jbehavior. jIn 

jparticular, jdo jinvestors jplace ja jpremium jvalue jon jfirms jthat jadvertise jheavily? jDo jthey jvalue jnew-

product  jactivity jand/or jpromotional jcampaigns? jThe jfinance jdiscipline jhas jlong jestablished jthat 

jstock jprices jfollow jrandom jwalks, ji.e. jnew jinformation jthat jis jprofit  jrelevant  jis jincorporated 

jimmediately jand jfully jin jvaluation. jAs ja jresult, jstock jprices jare jalways jevolving, jand jpersistence 

jmodels jmay jbe jused jto juncover jhow jmarketing jactions jinfluence jthat jevolution, jabove jand jbeyond  

jtheir jsales- jand jprofit jimpact. jThis jprinciple jhas jbeen jused jin jtwo jcontexts jto jdate. jFirst, jPauwels,  

jSilva-Risso, jSrinivasan jand janssens j(2004) jcontrasted jinvestor jreactions jto jauto jcompanies. jnew-
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product  jintroductions jvs.  jrice jpromotions jover ja jfive-year jperiod. jThey jfound jthat jnew-product 

jintroductions jhave ja jgradually jincreasing jinfluence jon jstock jprice. 

Competitive jMarketing jStrategy: jPorter j(1985) jexamined jthat jlow jcost, jdifferentiation jand jfocuses 

jthese jthree jtype jcompetitive jstrategies. jLow jcost jstrategy, ja jfirm jset jout jto jbecome jthe jlow jcost 

jplayer jin jthe jindustry. jIt jcan jachieve jby jpursuing jof jeconomic jscale, jpreferential jaccessing jto jraw 

jmaterials, jproprietary jtechnology jand jother jfactor. jFirm jtry jto jprovide junique jproducts jor jservice  

jthat jcall jdifferentiation jstrategy. jBy jusing jthis jstrategy jfirm jcan jable jto jset jpremium jprice jfor jtheir  

junique jproduct jand jservice. jCost jfocus jand jdifferentiation jfocus jcomes junder jfocus jstrategy jthat 

jfirm jcan jset jtheir jtarget jsegment. jIn jrecession jeconomy jrequires jto jchange jthe jmarketing jstrategy 

jand jaction jby jmarketing jmanager jwhich jcan jbe jprofitable jand jresponsive jfrom jthe jcustomer. jShama 

j(1978) jdescribed jthat jcustomer jchange jtheir jbuying jpatterns junder jeconomic jhardship jand jstress. j 

This jstudy jpurpose jis jto jidentify jhow jcompetitive jmarketing jstrategies jcan jhelp jfirms jto jsucceed jin 

jthe jmarket jand jalso jto janalyze jthe jscope jand jimportance jof jmarketing jstrategies jfor jsuccessful 

jfirms. jThe jStrategic jmarketing jis jto jidentifying jcompetitor jis jbased jon jthe jdifferences jin jfirms 

jstrategic jfor jcompeting jin jan jindustry. jLike jthe jbusiness jdefinition japproach, jthe jconcept jis  

jintuitively jappealing jand junderstandable. jHowever, jacademics jare junderstandably jsurprised jat 

jreported jempirical jresults jthat  j85% jof jall jpromotions jare jlosing jmoney jto jthe jpromoters, jand jthat 

jonly jhalf jof jthe jadvertising jexpenditures jgenerate jeconomic jbenefits jto jthe jadvertisers j(Abraham 

jand jLodish j1990). jEconomic jdownturn jis jthe jmost jimportant  jfact jfor jthe jpresent jworld. jRealizing 

jthis, jit jis jnecessary jto jextract  jthe jfact jin jthis jpresent jsituation. jThis jpaper jseeks jto jinvestigate jthe 

jcurrent  jdebate jregarding jthe jthreats jand jvulnerabilities jof jthe jrecession jeconomic jcondition jand jto 

jstudy jsome jpossible jremedial jaction jto jdefend jthe jthreats jof jeconomic jsituation. jThis jresearch 

jrevealed ja jlot jof jrisk jand jway jto jsave jthe jcompany jin jthis jrecession jeconomy.  jIn jeconomic jcrisis 

jfirm jneed jto jchange jtheir jmarketing jpolicy jto jmakes jthe jprofit. jMarketing jmix jstrategy, jproduct  

jstrategy, jpricing jstrategy, jpromotion jstrategy jand jdistribution jstrategy jcan jmake jsuccessful jin 

jeconomic jcrisis. jIn jmarketing jmix jstrategy jfirms jwithdraw jtheir jproduct  jand jservice jfrom jthe jweak 

jmarket. jAvoid jintroducing jnew jproduct  jin jproduct jstrategy. jPricing jstrategy jfirm jimprove jthe 

jproduct jor jservice jquality jand jpromotion jstrategy jthey jmaintain jtheir jadvertising jbudget jand jopen 

jnew jwholesale jcenters junder jdistribution jstrategy. jBy jchanging jtheir jmarketing jstrategy jfirm jcan jbe 

jsuccessful jin jthe jrecession jeconomy. jThis jresearch jalso jshowed jhow jcompany jcan jsurvive jby jusing 
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jcompetitive jmarketing jstrategy jand jalso jby jcontrolling jthe jshrinkage jin jthe jrecession jeconomy.  jFor 

jexample, ja jhypothetical jindustry jmay jbe jcomposed jof jthree jstrategic jgroups: 

A jset jof jlarge jfirms jpursuing ja jstrategy jof jlow-cost jproduction jof ja jfull jline jof jstandardized jproducts 

jthrough jmass-market joutlets 

Another jset jof jfirms jwhose jstrategy jemphasized jhigh-quality, jdifferentiated jand jproducts jsold 

jthrough jspeciality jshops 

A jgroup jof jsmaller jfirms jwhich jhave jgained jstrategic jadvantage jby jspecializing jin jserving jeither  

jspecific jcustomer jgroup jor jproducing ja jvery jnarrow jrange jof jproducts. 
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CHAPTER jj- j5 

RESEARCH jjMETHODOLOGY 

OBJECTIVES jjOF jjTHE jjSTUDY 

 To jjknow jjabout jjthe jjmarketing jjstrategy jjadopted jjby jjPaytm 

 To jstudy jthe jgrowth jand jstrategy jfor jgrowth jof jPaytm.  j 

 To jstudy jthe jrole jof jPaytm jin jDigital jPayment jrevolution jin jIndia. 

 To jknow jthe jstrength, jweakness, jopportunities, jthreats jof jPaytm jin jpresent  jscenario. 

 To jstudy jthe jsatisfaction jlevel jof jPayTm jusers jbased jon jdifferent  jparameters. 

SCOPE jjOF jjTHE jjSTUDY 

Completion jjof jjthe jjproject jjcould jjhelp jjmarketing jjteam jjto jJknow jabout jthe jmarketing jstrategies 

jchange jof jpaytm jjas jjper jjthe jjmarket jjcondition jjand jjdemand. jjAlso jjit jjwill jjhelp jjto jjunderstand jjthe 

jjcurrent  jjmarket jjscenario jjand jjessence jjof jjmarketing jjin jjstiff jjcompetition jjand jjthis jjpresent  

jjscenario jjof jjcustomer jsatisfactiont. jjBeing jja jjstudent jjof jjmanagement  jjwe jjwill jjdraw jjthe jjrelevant  

jjconclusions jjfrom jjthe jjmarket jjsurvey jjand jjgive jjthe jjappropriate jjsuggestion jjto jjthe jjorganization. 

 

METHODOLOGY 

Survey jjMethod jjof jjresearch jjwas jjadopted. jjThe jjrequired jjdata jjwas jjcollected jjfrom jjthe jjprimary jjand 

jjsecondary jjsources. jjA jjstructured jjquestionnaire jjwas jjused jjto jjcollect jjthe jjdata jjfrom jjconsumers.  jjThe 

jjsecondary jjsources jjof jjdata jjlike, jjinternet, jjcompany’s jjpublished jjdata, jjmagazines, jjjournals jjwere 

jjreferred. 

A jjresearch jjdesign jjis jjthe jjarrangement  jjof jjcondition jjfor jjcollection jjand jjanalysis jjof jjdata jjin jja jjmanner 

jjwhich jjmay jjresult  jjin jjan jjeconomy jjin jjprocedure. jjIt jjstands jjfor jjadvance jjplanning jjfor jjcollection jjof 

jjthe jjrelevant  jjdata jjand jjthe jjtechniques jjto jjbe jjused jjin jjanalysis,  jjkeeping jjin jjview jjthe jjobjective jjof jjthe 

jjresearch jjavailability jjof jjtime. jj  

There jjare jjthree jjtypes jjof jjresearch jjdesigns. jjThey jjare, jj 

 Exploratory jjresearch jjdesign. jj 
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 Conclusive jjresearch jjdesign. jj 

1. Descriptive jjresearch jjdesign. jj 

2. Causal jjresearch jjdesign. jj 

  jjPerformance jjmonitoring jjresearch. jj 

The jjResearch jjdesign jjused jjin jjthis jjstudy jjwas jjdescriptive jjresearch jjdesign. jjIt jjincludes jjsurveys jjand 

jjfact-finding jjenquiries jjof jjdifferent  jjkinds. jjThe jjmain jjcharacteristic jjof jjthis jjmethod jjis jjthat jjthe 

jjresearcher jjhas jjno jjcontrol jjover jjthe jjvariables; jjhe jjcan jjreport jjonly jjwhat jjhas jjhappened jjor jjwhat jjis 

jjhappening. jj 

 

DATA jjCOLLECTION jjMETHORD: jj 

The jjdata jjcollection jjmethod jjfor jjthe jjstudy jjthe jjresearcher jjshould jjkeep jjin jjthe jjmind jjthe jjtwo jjsources 

jjof jjdata. 

• jjPrimary jjdata jj jj 

• jjSecondary jjdata. jj 

Primary jjdata jjcollection: jj 

Source jjof jjprimary jjdata: jj 

1. jjExperimentation jj 

2. jjObservation jj 

3. jjQuestionnaire jjschedule jj 

Primary jjdata jjhas jjbeen jjcollected jjthrough jjstructured jjquestioner. jjThe jjquestionnaire jjconsisted jjof jja 

jjvariety jjof jjquestions jjthat jjlay jjconsistent  jjwith jjthe jjobjective jjof jjthe jjresearch. 
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 Questionnaire 

The jjquestionnaire jjwas jjprepared jjkeeping jjin jjview jjthe jjobjectives jjof jjstudy. jjDifferent  jjquestions 

jjwere jjso jjarranged jjto jjknow jjsatisfaction jjlevel jjof jjcustomers jjtowards jjservices jjprovided jjby 

jjcompany. jjThe jjquestionnaire jjnot jjonly jjfocused jjgathering jjinformation jjon jjthe jjabove-mentioned 

jjareas jjbut jjalso jjabout jjthe jjservice jjsuggestions jjto jjbe jjenvisaged jjunder jjsupport, jjupdate jjand jjengage. 

 

 

STUDY jjCONDUCTED 

The jjprimary jjdata jjwas jjgathered jjthrough jjpersonal jjinteraction. jjThe jjinformation jjwas jjgathered jjfrom 

jjthe jjstructured jjquestionnaire. 

Secondary jjdata: jj 

Secondary jjdata jjhas jjbeen jjcollected jjfrom jjthe jjCompany jjWebsite, jjInternet  jjetc. jj 

 jjSimplex jjpercentage jjanalysis: 

Percentage jjanalysis jjis jjthe jjmethod jjto jjrepresent  jjraw jjstreams jjof jjdata jjas jja jjpercentage jj(a jjpart jjin100‐  

jjpercent) jjfor jjbetter jjunderstanding jjof jjcollected jjdata. 

Graphs: 

Graphical jjrepresentations jjare jjused jjto jjshow jjthe jjresults jjin jjsimple jjform. jjThe jjgraphs jjare jjprepared 

jjon jjthe jjbasis jjof jjdata jjthat jjis jjreceived jjfrom jjthe jjpercentage jjanalysis 

Simple jjrandom jjsampling jj 

Simple jjrandom jjsampling jjwas jjused jjin jjselecting jjrespondents jjfrom jjthe jjsample jjframe. jjThe 

jjresearcher jjused jjthis jjtechnique jjto jjensure jjthat jjeach jjmembers jjof jjthe jjtarget jjpopulation jjhas jjan jjequal 

jjand jjindependent  jjchance jjof jjbeing jjincluded jjin jjthe jjsample jjof jjthis jjstudy. 

 

Data jjpresentation jj 

Data jjwas jjpresented jjusing jjtables, jjfrequency jjtable jjand jjpercentages jjthese jjpresentations jjhelped jjin 

jjthe jjinterpretation jjto jjcome jjup jjwith jjinterpretation jjbasing jjon jjthe jjtable. 
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Sample jjsize 

151 j 

 

Hypothesis jof jstudy: 

H1: jThere jis jsignificant  jimpact jof jvarious jmarketing strategy str jon jdecision jof jconsumer. 

H2: jThere jis jno jsignificant  jimpact jof jvarious jmarketing startegy jon jdecision jof 

jconsumer. 

H3: jThere jis jno jsignificant  jrelationship jbetween jmarketing jstrategy jand jdemographic 

jvariables. 

 

 

 

 

 

LIMITATION jjOF jjTHE jjSTUDY: 

1. The jjstudy jjis jjconfined jjto jjonly jjlimit jjarea jjso jjthat jjthe jjresults jjcannot jjbe jjgeneralized. 

2. Respondents jjmay jjgive jjbiased jjanswer jjto jjthe jjQuestions. 

3. The jjstudy jjwas jjconducted jjin jjfew jjspan jjof jjtime. 

4. This jjstudy jjis jjrestricted jjto jjcustomers jjonly. 

5. Quality jjof jjinformation jjis jjbased jjon jjthe jjdegree jjof jjbrand jjawareness jjamong jjcustomer 
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CHAPTER- j6 

DATA jjANALYSIS jjAND jjINTERPRETATION 

The jresearch jwas jconducted jto janalyze jthe jusage jof jPayTm jby jusers jand jto jstudy jthe jsatisfaction 

jlevel jof jPayTm jusers jbased jon jdifferent jparameters. 

The janalysis jof jthe jcollected jdata jis jdone jbased jupon jthe jparameters jas jshown jbelow 

j[Sample jsize j= j151] 

 

 Age


 

Majority jof jthe jsample jpopulation ji.e. j124 jrespondents jwere jfrom jthe jage jgroup jof j18 j– j25 jand 

jcontributed j82% jof jthe jtotal jsample jsize. j16% jof jthe jpopulation jwas jbetween jthe jage jgroup jof j25-35 

jand j2% jof jpopulation ji.e. j3 jrespondents jwere jabove jthe jage jgroup jof j35. 

 

 

 

 

 

 

 

 

 

 

 Frequency jof jPayTm jusage


 

Out jof jtotal j151 jrespondents, j30 jrespondents j(20%) juse jPayTm jdaily jfor jvarious jreasons jsuch jas 

jrecharge, jbill jpayment  jand jshopping jwhile j68 j(45%) juse jweekly jand j53 j(35%) juse jmonthly jor 

jrarely. 
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 Purpose jof jusing jPayTm


 

Majority jof jthe jrespondents j(nearly j80%) juse jPayTm jfor jrecharge jsince jit jis jvery jconvenient  jto 

jrecharge jyour jphone janytime janywhere jwithout  jbeing jdependent jon jthe jrecharge jshops. jNearly j50 

j% jof jthe jrespondents jpay jtheir jbills jthrough jPayTm jas jit jprevents jtime jand jalso jit jprevents jthe 

jrespondents jfrom jstanding jin jlong jqueues. jMainly jpeople juse jPayTm jfor jRecharge, jTicket jbooking,  

jBill jpayment jand jShopping. 

 

 

 Devices jon jwhich jPayTm jis jused


 

Since jthe jworld jis jshifting jtowards jmobile japplications jbecause jeverything jcan jbe jdone jjust jusing ja 

jclick jand jalso jpeople jwant jservices jto jbe javailable jin jall jthe jconditions jand jat jall jtimes jso jalmost jall 

jof jthe jrespondants juse jPayTm jmobile japp. 

 

 

 

 

 

 

 

 

 

 

 Average jmonthly jSpending jon jPayTm


 

Since jpeople jare jusing jPayTm jfor jvarious jpurpose jsuch jas jRecharge, jTicket jbooking jand jPayment  

jof jbills jso jmajority jof jrespondents j(around j87.5%) jspend jan jamount  jabove j100 jon jPayTm jmonthly.  

j35.8 j% jpeople jspend jan jamount  jbetween j500 jto j1000 jmonthly jand j12.6 j% jpeople jspend jan jamount  

jgreater jthan j1000. 
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 Failure jin jPayTm jtransaction


  

 

 

Around j51% jpeople jclaimed jthat jthey jfaced jsome jproblem jduring jtheir jPayTm jtransaction. jThis 

jfailure jcould jbe jdue jto jvarious jreasons jsuch jas jPayment  jgateway jfailure, jProblem jwith jacceptance 

jof jDebit/Credit  jcard, jFailure jof jPayTm jApp, jetc. 
 

 

 

 

 

 

 

 

 

 

 

Major jproblems jfaced jduring jPayTm jtransactions 

Out jof j77 jrespondents jwho jface jproblem jduring jPayTm jtransaction, jnearly j69% ji.e. jmajority jof 

jrespondents jfaced jproblem jdue jto jthe jPayment  jgateway jfailure. jAnd jaround j30% jrespondents jfaced 

jproblem jdue jto jdelay jin jconfirmation jof jorder. 

 

 

Some jother jproblems jwhich jwere jseen jare- 

 PayTm jwas jnot  jaccepting jDebit jcards jfrom jsome jof jthe jbanks j(State jBank jof jIndia) 

jfor jsome jdays.
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 Average jratings jbased jon jdifferent jparameters


 

Looking jat jthe javerage jratings jgiven jby jrespondents jit jcan jbe jclaimed jthat jpeople jare jstrongly 

jsatisfied jwith jthe jprivacy jwhich jPayTm jgives jto jits jusers jbecause jthe jcustomer jdata jis jnot jshared 

jwith jother jfirms. jPeople jare jsatisfied jthe jmost jby jthe jApp juser jinterface jbecause jof jthe juser jfriendly 

jPayTm jApp. jAround j13% jrespondents jare jdissatisfied jby jthe jtransaction jtime jtaken jby jPayTm jand 

jbelieve jthat ja jlot jof jtime jis jwasted jduring jthe jtransactions jwhich jcould jbe jreduced. 
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 Overall jrating


 

Around j50% jof jrespondents jare jsatisfied jwith jthe joverall jservice jof jPayTm jbut jclaim jthat jthere jis 

jsome jroom jfor jimprovement  jin jthe jcustomer jservice jand jinnovation. j18% jrespondents jare jstrongly 

jsatisfied jwith jcurrent  jservices jby jPayTm. jStill jsome jpeople jare jdissatisfied jwith jthe jPayTm jservice 

jdue jto jfailure jat jvarious jpoints jduring, jbefore jor jafter jthe jtransaction.  jSome jof jthese jproblems jare 

jPayment  jgateway jfailure, jCustomer jcare jservice jfailure, jlack jof jdiscounts jand joffers, jlengthy 

jtransaction jtime, jetc. 
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CHAPTER-7 

SWOT jANALYSIS 

SWOT janalysis jof jPaytm janalyses jthe jbrand/company jwith jits jstrengths, jweaknesses, jopportunities 

j& jthreats. jIn jPaytm jSWOT jAnalysis, jthe jstrengths jand jweaknesses jare jthe jinternal jfactors jwhereas 

jopportunities jand jthreats jare jthe jexternal jfactors. 

SWOT jAnalysis jis ja jproven jmanagement  jframework jwhich jenables ja jbrand jlike jPaytm jto 

jbenchmark jits jbusiness j& jperformance jas jcompared jto jthe jcompetitors jand jindustry. jAs jof j2020, 

jPaytm jis jone jof jthe jleading jbrands jin jthe jIT j& jTechnology jsector. 

 

The jtable jbelow jlists jthe jSWOT j(Strengths, jWeaknesses, jOpportunities, jThreats), jtop jPaytm 

jcompetitors jand jincludes jPaytm jtarget jmarket, jsegmentation, jpositioning j& jUnique jSelling 

jProposition j(USP). 
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Paytm jSWOT jAnalysis 

Paytm 

jStrengths 

Below jare jthe jStrengths jin jthe jSWOT jAnalysis jof jPaytm: 

1. jPaytm jhas jgot jextremely jhigh jbrand jawareness jacross jIndia 

2. jPaytm jwas jable jto jscale jup jits jbusiness jquickly jafter jdemonetization 

3. jOffers jmultiple jcashback joptions jto jcustomers 

4. jPaytm jis jlargely jaccepted jby jmerchants jacross jIndia, jwhich jhas jhelped jthe jbrand jgrow 

5. jStrong jmarketing jcampaigns jhave jhelped jspread jbrand jawareness 

6. jWord jof jmouth jof jcashless jtransactions jand jease jof juse jhas jbeen jaccepted jwell jby jthe 

jpeople 

7. jStrong jinvestments jfrom jRatan jTata, jAlibaba jgroup jetc jhave jstrengthened  jPaytm's 

jposition 

Paytm 

jWeaknesses 

Here jare jthe jweaknesses jin jthe jPaytm jSWOT jAnalysis: 

1. jAudience jin jIndia jis jless jthe jsavvy jas jmajority jconsider jcash jas jprimary jcurrency 

2. jPaytm jhas jdiversified jtoo jmuch 

 

Paytm 

jOpportunities 

Following jare jthe jOpportunities jin jPaytm jSWOT jAnalysis: 

1. jPaytm jcan jcater jto ja jlarger jaudience jwith jsome joffline jpresence jas jwell 

2. jPaytm jcan jeducated jcustomers jon jaccepting jcashless jtransactions jand jonline jpayments 

jwhich jwould jin jturn jboost jtheir jcustomer jbase 

3. jOffer jmore jbanking jservices jalong jwith jonline jpayment  joptions. 

4. jCapture jmore jUPI jmarket jshare. 

Paytm jThreats 
The jthreats jin jthe jSWOT jAnalysis jof jPaytm jare jas jmentioned: 

1. jBanks joffering jewallets jon jtheir jsaving jaccounts 

2. jSecurity jand jprivacy jof juser jis ja jconcern jfor jPaytm 

Paytm jCompetition 

Competitors 

Below jare jthe jtop j4 jPaytm jcompetitors: 

1. jGoogle jPay 

2. jMobikwik 

3. jPhonePay 

4. jJioMoney 
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CHAPTER-8 j-8 

FINDINGS, jjSUGGESTIONS jjAND jjCONCLUSION 

Findings: 

 Paytm jis jstill jthe jleading jmarket jshare jin jtotal jmobile jpayment jusage. 

 With jthe jincrease jusage jof jUPI, jthere jis ja jdecline jin jthe jthe jmarket jshare jof jpaytm. 

 Paytm jis jthe jmain jfactor jbehind jthe jdigital jpayment jrevolution jin jIndia. 

 The jmarketing jstrategies jof jpaytm jhas jbeen jhighly jsuccessful jin jgaining jconsumer. 

 Being jthe jfirst jdigital jpayment  jplatform jin jIndia jhas jbeen jthe jmajor jsuccess jfactor jfor 

jpaytm. 

 The joverall jcustomer jsatisfaction jis jvery jhigh. 

 Has high market penetration in India. 

 

Suggestions: 

1. jUser jjExperience jj- jjInformation jjArchitecture jjneeds jjimprovement  jj 

Paytm jjtries jjto jjhelp jjus jjwith jjmany jjoptions jjand jjfeatures, jjyou jjname jjany jjpayment  jjor jjreservations, 

jjPAYTM jjhas jjit. jjBecause jjof jjtoo jjmany jjdistinct  jjoptions, jjinformation jjoverloaded jjon jjthe jjlanding 

jjpage, jjand jjit jjis jjchallenging jjto jjfind jjwhen jjwe jjlook jjfor jjsomething. jjThere jjis jja jjsignificant  

jjopportunity jjto jjimprove jjthe jjInformation jjArchitecture; jjIt jjshould jjbe jjeasy jjto jjuse jjfor jja jjreturning 

jjcustomer jjand jja jjnew jjcustomer. 

2. jInhance jand jpromote jUPI jpayment 

One jtap jUPI jgateway jon japp. jAs jmore jpeople jare jmoving jtoward jUPI jtransaction jnowdays jand jwith 

jGoogle jPay jand jother jcompetitor jin jthe jmarket. 

3. jCustomer jResponse 

Increase jtheir jcustomer jreponse jtime jand jtransaction jefficiency. 
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4. jOrder jjInfo jj– jjUse jjPULL jjsystem jjinstead jjof jjPUSH jjmethod 

 jjAfter jjsuccessful jjcompletion jjof jjany jjtransactions jj– jjticket  jjbooking jjor jjshopping, jjwhere jjto jjfind jjthe 

jjorder jjinfo jjonce jjI jjbooked jjbus jjtickets jjno jjclue jjwhere jjto jjfind jjtickets, jjand jjI jjhad jjto jjsearch jjonline jjto 

jjcheck jjwhere jjto jjfind jjorder jjinfo, jjbut jjI jjrealized jjwithin jjseconds 

When jjthere jjis jjno jjcustomer jjcare jjphone jjnumber jjwhich jjis jjhandy jjfor jja jjuser jjto jjring, jjthen jjthere 

jjshould jjbe jjother jjoptions jjto jjretrieve jjthe jjinformation jjwhat jjthe jjuser jjneeds. 

If jjyou jjare jjunable jjto jjpush jjto jjcustomer jjmobile jjand jjpreload, jjthen jjgive jjan jjoption jjto jjsearch jjand 

jjdownload jjwhat jjcustomer jjneeds jj- jjPULL jjsystem 

5. jPaytm jjMall jj- jjBetter jjSearch jjIndexing jjis jjrequired 

 jjPaytm jjmall jjis jjnot jjlooking jjfor jjprofitability jjas jjcustomer jjservice jjis jjthe jjmotive. jjThere jjis jjplenty jjof 

jjproduct jjlines jjadded jjand jjtried jjto jjdisplay jjright jjon jjthe jjlanding jjpage jjitself.  jjAre jjyou jjserving jjthe 

jjcustomer jjneed? jjor jjtrying jjto jjpush jjas jjmany jjas jjproducts jjto jjthe jjcustomer. jjIf jjit jjwas jjjust jj"Shopping 

jjMall" jjthen jjit jjwas jjokay jjto jjadd jjall jjproducts jjinformation jjright jjin jjfront  jjof jjthe jjapp. jjWhen jjthe jjuser  

jjfilters, jjit jjdoes jjnot jjhappen jjthe jjway jjwe jjexpect. jjPrice jjis jjbeing jjjust jjpar jjwith jjAmazon jjor jjFlipkart  jjor 

jjmore. 

 

 

 

 

 

 

It jjdoes jjnot jjneed jjto jjlist jjout jjall jjthe jjproducts jjin jjthe jjfront jjuser jjinterface jjitself, jjit jjcan jjhave 

jjplaceholders jjfor jjeach jjfeature. 
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Conclusion: 

“E-commerce jjhas jjbeen jja jjmajor jjgame-changer jjin jjthe jjIndian jjeconomy jjand jjits jjevolution jjseems 

jjinfinite jjas jjnewer jjtechnologies jjsprout. jjDue jjto jjthis, jjvarious jjbasic jjelements jjof jjbusiness jjhave 

jjevolved jjover jjthe jjyears jjand jjPaytm jjseems jjto jjbe jjthe jjone, jjwhich jjhas jjan jjauthentic jjblend jjof jjthe 

jjconventional jjbusiness jjvalues jjwith jjmodern jjtechniques. jjPaytm jjhas jjbeen jjleading jjthe jjtorch jjof 

jjinnovation jjby jjintroducing jjnew jjmethods jjand jjfunctions jjfor jjpayment  jjand jjshopping jjin jjthis 

jjadvancing jjIndian jjeconomy. jjThe jjmotive jjof jjthe jjcompany jjwas jjto jjserve jjas jjan jjalternative jjduring 

jjcash jjcrunch jjin jjthe jjeconomy.” jjThe jjanalysis jjconducted jjin jjthis jjreport  jjindicates jjthat jjthe jjcompany 

jjtreats jjits jjemployee’s jjlike jjfamily jjbecause jjof jjwhich jjpeople jjat jjPaytm jjwork jjselflessly jjbecause jjthey 

jjfeel jjit’s jjtheir jjorganization. jj“Besides jjthe jjcompany’s jjstrategic jjmoves jjand jjinnovative jjHR jjpolicies,  

jjPaytm jjis jjalso jja jjwonderful jjmarketer jjtheir jjmarketing jjstrategies jjare jjinnovative, jjcreative jjand jjhave  

jjcaptured jjthe jjhighest jjmarket jjshare jjin jjthe jjE-wallet jjsegment.” jjPaytm jjhas jjplayed jjan jjinstrumental 

jjrole, jjwhile jjthe jjeconomy jjwas jjfacing jjissues jjwith jjhard jjcrunch jjand jjhas jjsuccessfully jjcreated jjits 

jjstand jjin jjthe jjmarket. jj“Today jjthe jjmakers jjof jjIndia’s jjbiggest jje-commerce jjplayer jjcontinue jjto 

jjinnovate jjand jjprovide jjan jjenriching jjexperience jjto jjits jjusers. jjPaytm jjbrought  jjwith jjitself jja 

jjrevolution jja jj“start-up jjrevolution” jjand jjnow jjit jjcontinues jjits jjjourney jjtowards jjgoing jjglobal. 

PayTm jsupports jtheir jcustomers jto jtransfer jtheir jpayments jwith jthe jusage jof jtheir jmobile  

jphones jin jthe jeasiest jway. jPayTm jis ja jgood japp jto jdownload jdue jto jits jwide jnetwork jof  

jpartners jwhich jmakes jit jconvenient jwhether jyou're jtaking ja jcab jride jwith jUber, j jordering ja  

jmeal jvia jSwiggy jor jZomato, jpaying jbills, jrecharging jphone jor jdth, jor jjust jto jbuy jproduct jon 

jpaytm jmall. 

PayTm jhas jto jwork jupon jthe jPayment jgateway jto jimprove jthe jtransaction jefficiency jas j70% 

jpeople jfaced jproblem jwith jpayment jgateway. jOnly j5% jpeople jclaim jto jhave jgot jassistance 

jevery jtime jthey jhad ja jfailure jso jthe jservice jcould jbe jimproved jto jcater jthe jneeds jof jmaximum 

jcustomers. jPayTm jis jcurrently jperforming jwell jin jterms jof jprivacy jbut jit jhas jto jwork jupon  

jdiscounts/offers, jtransaction jtime jand jbring jabout jinnovation jto jincrease jcustomer 

jsatisfaction jand jfocus jmore jon jtheir jUPI jtransaction. 

Paytm jjis jjthe jjbest jjcase jjof jjan jjorganization jjwhich jjused jjonline jjbusiness jjadvertises jjbetter. 
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