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ABSTRACT- 

In  the  era  o f globaliza tion  competi tion of  one company wi th  o ther is tough numbers o f  sources 

applied  fo r the  development  o f sales. di gital  marketing in  one of  the  way to  enhance the  sales, 

b randing  o f the company in  coming fu ture ,  Digi tal marketing using avenues like  Search Engine 

Opti miza tion , Social Mass Media  Marketing, Email  Marketing, Contain  marketing, What ’s app 

marketing. Kat  so f t  is a Pune based company whi ch  on small scale working very successfull y on 

Di gi tal marketing plate  fo rm. This study is though done on small  scale  but  e f fecti ve  u tiliza tion  o f 

resource fo r the  bet te rment  of  Company also  played important  role  i n  the  understanding di gital 

marketing fo r new  comers     

        Key W ords- Digital M arket, Small skills, Search engine optimisation  

======================================================= 

 

Introduction 

 

THE DIGITALMARKETING? 

Defini tion : 

Di gi tal Marketing is advertising product  and servi ce by means o f digi tal knowledge, th rough the 

in ternet . I t  is helps to  provide  branding and promotion  to  various business and as well  including 

mobiles, show  promoti on  and any added di gi tal method.  

     Digi tal Marketing networks are system founded on the  in ternet  tha t  can genera te , accelera te 

and communi ca te  product  value  af te r p roducer to the te rminal customer by digi tal ne tw ork.    

 

        Types o f Digi tal Marketing  

 Search Engine Opti miza tion [SEO] 
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 Social Mass Media Marketing[SMM] 

Or Google AD Sense 

 Email Marketing(message) 

 Content(satisfied)Marketing 

 Video (audio  visual) Marketing  

 Mobile Marketing  

 What ’s app Marketing  

 Affiliate  Marketing 

Need of the study: 

Di gi tal Marketing is advertising product  and servi ce  by means o f  digi tal knowledge, th rough the 

in ternet . I t  is hel ps to  provide  branding and promotion  to  vari ous business and as well including 

mobiles, show  promoti on  and any added di gi tal method.  

Di gi tal marketing is help to main tain a  customer relationship  via di gi tal way. 

Easy to  product  marketing. 

Improving product b randing. 

Easy to  awareness about  the  whole product . 

Di gi tal marketing easil y i mproves in  business. 

COM PANY HISTORY: 

 

          Company i n  Pune, India . Wi th  our experienced team we are  dedica ted to  content  and 

exceed our customer hopes by provi ding hi gh  quali ty p roducts and solu tions on time every t ime. 

          Karyotype is a  Sof tware  development  (IT) company taking all  underneath  one inst ruction  to 

genera te  a master piece  every separa te  requi res a good plan  and design in  mi nd to  make and gi ve 

a name to  i t . We have a master plan and a  design to work organized and get  on  to  a  brilliant  stage 

in  Sof tware and Web development , Web Hosting, Animation , Training and Pro ject  Development 

and addi tional IT associated Facilities toward  the  so f tware  industry. 
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Objective: 

 

 Study of a Digital M arketing through social media.  

 

 

 To study the impact of Digital M arketing on social media  

 

 

   To study of significance of Digital M arketing on new (Small & M edium) business 

development  

 

 

Research M ethodology 

 

M eaning of Research: 

 

Research in  basic te rms alludes to  look fo r data . I t  is a  coherent  and orderl y quest  fo r da ta  on a 

parti cula r poin t  o r issue. I t  is also  know n as the  art  of  l ogi cal  investi gation  few  social  researchers 

have unmistakable  research in  vari ous ways. 

In  the  reference book o f  soci ologies, x. Slesinger and y. Stephenson [1930]  characteri zed inqui re 

about as the control  o f things thoughts or images to  sum up to spread ri gh t  o r confi rm data 

w hether tha t  in fo rmati on  helps in  the  st ructure  o f hypothesis or in  the  act of  a workmanship . 

As per Redman and wed [1923] , i nqui re  about  is a  systematized vi tali ty to  increase new 

in formation . I t is a  scholastic movement  and subsequentl y the  te rm ought to be u tilized in a 

specialized ra tionale. as per Cli ffo rd  woody [Kothari , 1988] , l ook i n to  contains characteri zing and 

re thi nking issues figuri ng theories or else recommended arrangements gathering sorting out  fo r 

and assessing information  making reasoning and arri ving at  resolu tions lastl y cautiousl y testing 

the  ends to  decide i f they fi t  the  defined specula tions. 

In  this way, look in to  is a unique addi ng to  the  accessible information whi ch  adds to  i ts greater 

p rogression  it  is an  endeavour to  finish  t ru th  the  f rameworks o f  study perception  examination 

and testing. In  amount  investiga te  is the  quest  fo r data  u tilizing ob jecti ve  and precise st ra tegies 

to  discover answer fo r an issue. 

Research procedure  is an  approach to  deducti vel y take care  of  an  exami nation  issue. I t  might  be 

comprehended as a  study o f  figuring out  how  research is done actuall y. In  i t  we study the 

di ffe rent  stages tha t  a re  by and la rge recei ved by an explora tion  in  exami ning his examination 
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issue alongside the ra tionale behind them. I t  is fundamental  fo r the  explora tion  to know  the 

examination st ra tegies or p rocedures as well as the philosophy. 

 

 

Anal ysts addi tionall y need to  comprehend the  suspi cions basic dif fe rent  st ra tegies and they have 

to  know  the standards by whi ch  they can choose tha t  speci fic techniques and methods will  be 

appropria te  to  speci fi c issues then o thers won' t . This i mplies i t  is requi red  fo r the  specialist  to 

plan  his technique fo r his concern as the equi valen t  may change f rom issue to  issue. 

 

 

 

 

 

 

 

 

Data Collection 

Primary data:  

I t  is gathered by a  specialist  since di rect  sources, u tilizing f rameworks like overview , handy, 

meeting or tests. 

Secondary Data: 

Secondary data collection  are  the  data that  devour al ready stood collected  fo r purposes 

addi tional than the  research problem by hand. 

 

Parti cula r 

 

No. o f  user 

 

Facebook  

 

50% 

 

Twi t te r 

 

20% 

 

Instagram  

 

10% 

 

YouTube  

 

20% 
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 1)Social media platform helps your business? 

 

 

 

Interpretation: 

                             From the above table  i t  can be concl uded that  Customer are  said  tha t  50%, 20%, 

10%. & 20% user is increase in  a  business tha t  pla t fo rm is Face book, Twit te r, Instagram, and you 

tube.      

 

1) How  you think that social media help in growing business? 

 

 

Particular  

 

No. of user  

 

      YES       60% 

      NO       40% 

 

22%

19%
3%

7%

49%

Audience growth by social 

media channels

facebook

instagram

tw it ter

Facebook 

50%

Twitter

20%

Instagra

m

[PERCENT

AGE]
You tube

[PERCENT

AGE]
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Interpretation: 

From the above table  i t can be concluded tha t Social media helps in growing business 60% user 

are  said tha t  YES and 40% user are  said tha t  No. 

2) Can social media marketing really help my business? 

 

 

     Parameter        No. o f  users 

         YES             70% 

         NO             30% 

 

 

 

60%
40%

users 

YES

NO

30%

70

NO.OF Users

YES

NO
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Interpretation: 

From the above table  it  can be concluded that  Social media to  helps in  business are  70% users are 

said that  YES and 30% users are  said tha t  NO. 

 

3) W hich social media platform increases your business? 

 

          Parameter             Users 

Facebook 40% 

Twi t te r 30% 

Instagram 20% 

YouTube  10% 

 

 

 

 

Interpretation: 

 From the above table i t  can be concluded tha t Whi ch  social media plat fo rm are  Facebook is 40%, 

Twi t te r 30%, Instagram 20%, you tube 10% This plat fo rm is improved in businesses. 

 

 

 

 

 

40%

30%

20%

10%

users

Facebook

Twit ters

Instagram

Youtube
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4) W hat are the profits of social media marketing for your company? 

 

           Parameter      Users 

               YES 65% 

                NO   35% 

 

 

 

 

Interpretation: 

        From the above table i t  can be concluded tha t Social media marketing is benefi t fo r the 

business is 65% user are  said tha t  YES and 35% users said tha t  NO. 

 

 

5) You should be using the social media for marketing for lead 

generation? 

 

       Parameter       Users  

      Facebook        40% 

      Google  ads         40% 

      Twit te r         15% 

      Instagram           5% 

 

65%

35%
0%0%

users 

yes 

no
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Interpretation: 

         From the above table  i t can be concluded that  Social media are  genera ting the lead fo r social 

media plat fo rm Facebook are  40%, Google  ads 40%, Twi t te r 15%, and Instagram 5% this plat fo rm 

are  generate  the  lead.  

 

6) Do you think that social media helps in growing the business? 

 

     Parameter    Users 

        YES        90% 

        NO        10% 

 

 

 

 

Interpretation: 

                 From the above table i t  can be concl uded tha t  Social media  plat fo rm is used to  growing 

business 90% users is said tha t  YES and 10% users are said tha t NO.   

40%

40%

15%
5%

users

facebook

google ads

twit ters

Instagram

users 

Yes No
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7) You are using the cold calling for marketing? 

 

   Parameter      Response 

          YES          70% 

           NO          30% 

 

 

 

 

Interpretation: 

             From the above table  it  can be concluded that  Cold  calling is used and response in  70% are 

YES and 30% NO to  helps in a  business.  

 

8) How many people are interested in an online trading? 

 

     Parameter   Response 

 Online people    50% 

 Of fline people     40% 

 Others  10% 

 

 

 

 

 

70%

30%

0%0%

response

Yes

No

4th Qtr

50%
40%

10%

response

online people 

of f line people

others
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Interpretation: 

        From the above table  it  can be concluded tha t  The people  are  in terested i n  a  online  t rading 

50% online  people  are  in terested and 40% of fline people is in te rested and o ther 10%. 

 

9) How many people are call response in an online trading? 

 

 

   Parameter   Response 

  In terested people     60%  

  Call re jected      20% 

Onl y curious      20% 

 

 

 

 

Interpretation: 

        From the above table i t  can be concluded tha t The people are  responses in  online  t rading 

60% i n terested people  and 20% call re jected then 20% onl y curious.    

10) How many people are using the social media? 

 

 

      Parameter    Users  

60%20%

20%

response

interested people

call rejected

only curious
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  Twi t te rs    30% 

  Instagram     20% 

  YouTube     10% 

   Facebook      40% 

 

 

 

 

Interpretation: 

         From the above table  i t  can be concluded tha t  The people  are  using i n  social  media  30% 

Twi t te r, 20% Instagram, you tube 10%, and face book 40% this people are  using the social media .  

 

 

11) How much time should social media marketing take each week? 

 

Parameter   Days 

Dail y 60% 

Weekl y  30% 

Monthl y 10% 

 

 

30%

20%10%

40%

users

Twit ters

Instagram

youtube

Facebook
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Interpretation: 

    From the above table i t  can be concluded tha t Whi ch People spent  time 60% dail y uses, 30% 

w eekl y, and monthl y 10% users are  spent  time in  social media pla tfo rm.  

 

12) W hich should be social media marketing for effective? 

 

Parameter Users 

Instagram 20% 

Twi t te rs  30% 

Facebook 50% 

 

 

 

 

Interpretation: 

      From the above table  i t  can be concluded tha t  Ef fecti ve  social media  pla tfo rm 20% Instagram, 

30% Twi t te r, and 50% face book. 

60%
30%

10%
daily

weekly

monthly

20%

30%

50%

instagram 

Twit ters

Facebook 



THINK INDIA (Quarterly Journal) 
ISSN:0971-1260 

Vol-22-Issue-4-October-December-2019 

 

 

 

P a g e  |  8621  Copyright ⓒ 2019Authors 

 

 

 

13) W hich are the most popular social media platform?  

Parameter Users 

Twi t te rs 40% 

Facebook 60% 

 

 

 

 

Interpretation: 

     From the above table  i t can be concluded that  Most  popular social media pla tfo rm is 40% 

Twi t te r and 60% Face book there  is two pla tfo rm popular. 

 

14) W hich platform better for marketing? 

 

Parameter Demand 

Tradi tion  marketing  40% 

Di gi tal marketing  60% 

 

 

 

 

 

40%

60%

twit ters

Facebook

40%

60%

t radit ion market ing 

digital market ing 
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Interpretation:   

     From the above table  i t  can be concluded that  Di gital  marketing plat fo rm is 60% and 

t radi tional  marketing are  40% is be t te r fo r marketing.  

 

FINDINGS 

 

1. Search engine optimi zati on  is most  help ful  in  increasing web page rank. 

2. In  di gi tal marketing pla t fo rm like  Facebook, you tube, Instagram, Twit te r e tc. 

Are  most  useful . 

3. 70% are  customer say yes that  social media reall y helps and 30% customer say 

NO 

4. 40% fakebook are  increase i n business and 30% twi t te rs are  increase and 

20%&10% are  increase in  business th rough Instagram and you tube 

5. Social media benefi t  65% are  say that  Yes and 35% customers are  NO 

6. How  many peoples are  say tha t  40%, 40%, 15%, 5% users are  Facebook, Google 

ads, Instagram, Twit te rs to  genera te the leads.  

7. 90%people are  saying tha t  YES to  helps the  business growing and 10% people 

are  said is NO 

8. 70% users say tha t to using the  cold  calling and 30% are  NO 

9. 50%, are  users is in te rested in an online t rading and 40% are  o f fline t rading 

and o ther users are  10% 

10. 60% users are  re jecting the  call and 20% users are  in terested and 20% users 

are  onl y curious  

11. 30% users are  used in twi t te rs and Instagram is 20%, YouTube use in  10%, 

Facebook 40 users are use 

12. Users are  spending in social media ti me 60% dail y, 30%weekl y and 10% 

monthl y  

13. Effecti ve  social media marketing 20% Instagram, 30% Twit te rs, 50% Facebook. 

14. Most  popular social media pla tfo rm 40% Twi t te rs, 60% Facebook. 

15. Batter pla t fo rm for marketing 40% t radi tion , 60% Di gital  marketing. 
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 SUGGETIONS 

 

 To suggest  Identi fy unique keyword and contented fo r search engines optimi za tion . 

 Identify unique keyw ord  and contented fo r search engines opti miza tion . 

 Creating net  w orking valued relevant  consisten t  content  at t ract  and acqui re a  clearl y 

de fini te specta tors or viewers. 

 

CONCLUSION 

 

 I t  benefi ts the  business to  have gl obal reach. 

 As related to  t radi tional  marketing, i t  is economi c in  na ture . 

 I t  helps to  t rack and quanti ty the reached fo r your product  o r servi ces. 

 I t  helps you to sponsor in  a personalized manner. 

 I t  helps your business to  ge t invol ved wi th  the  potential customer. 
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