International Journal of Research Publication and Reviews, Vol (6), Issue (6), June (2025), Page — 8901-8903

International Journal of Research Publication and Reviews

Journal homepage: www.ijrpr.com ISSN 2582-7421

WWW.IJRPR.COM

Impact of Digital Marketing on Consumer Behaviour

Souvik Dey

Galgotias University

1. Introduction

The advent of digital marketing has fundamentally reshaped the interaction between businesses and consumers in the modern marketplace. From
traditional advertisements to data-driven campaigns, the marketing landscape has evolved to cater to increasingly informed and tech-savvy consumers.
With greater access to online platforms, consumers now actively engage in product research, influencer reviews, and real-time digital experiences before
making purchasing decisions.

This shift necessitates a deeper understanding of digital marketing’s influence on consumer behavior, especially in high-involvement purchases like
automobiles. The report investigates how emerging digital tools—such as Al, social media, and influencer marketing—have influenced consumer trust,
decision-making, and brand loyalty.

2. Problem Statement and Objectives
2.1 Key Challenges

®  Consumer Trust Issues: Consumers often hesitate to make high-value purchases like cars online due to a lack of physical experience and
emotional reassurance.
Saturated Digital Space: With rising competition across platforms, capturing consumer attention requires constant innovation.
Attribution Difficulties: Linking digital campaigns to real-world purchases remains challenging.
Technological Integration Gaps: Many firms struggle to adopt advanced tools like AR/VR or Al due to infrastructure and training limitations.

2.2 Research Objectives

Examine the shift from traditional to digital marketing.

Analyze consumer digital behavior and its influence on purchasing.
Study the impact of SEO, social media, and PPC on lead generation.
Evaluate Al-driven personalization, influencer marketing, and ROL

Recommend digital optimization strategies for enhanced consumer engagement.

3. Scope and Methodology
3.1 Scope

The study focuses on:
®  Key digital channels: SEO, social media, email, influencer marketing.
®  Technological tools: Al, AR/VR, big data analytics.
®  Consumer behavior stages: Pre-purchase, purchase, post-purchase.
®  Geographical comparison: Developed vs. emerging markets.

3.2 Research Methodology

This is a secondary research-based study utilizing:
®  Industry reports (e.g., McKinsey, Statista)
®  Academic models (AIDA, Consumer Decision-Making Process)
®  (Case studies (Tesla, Hyundai)
®  Web analytics tools (Google Analytics, sentiment analysis platforms)
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4. Literature Review Highlights
4.1 Evolution of Digital Marketing

®  Transitioned from static websites to interactive, personalized, and real-time engagement tools.
®  Social media, Al chatbots, and video marketing dominate current strategies.

4.2 Traditional vs. Digital Marketing

Aspect Traditional Digital
Reach Mass Targeted
Engagement One-way Interactive
Measurability Low High

Cost High Cost-efficient

4.3 Consumer Behaviour in the Digital Age

®  Consumers rely on peer reviews, influencer content, and transparent digital experiences.
®  Buying journeys start and progress largely online before entering physical showrooms.

4.4 Role of Technology
® Al enables predictive recommendations and behavior-based personalization.

®  AR/VR enhances emotional engagement and pre-purchase immersion.
®  Chatbots deliver 24/7 assistance and reduce friction in decision-making.

5. Implementation and Case Studies

5.1 Digital Strategies
®  Social Media Marketing: Engages Gen Z and Millennials via reels, polls, and storytelling.
®  SEO & PPC: Ensures visibility during research and decision phases.
®  Influencer Marketing: Builds credibility through trusted voices.
®  Content Marketing: Educates consumers with blogs, comparison tools, and buyer guides.

5.2 Case Studies

®  Tesla: Fully digital sales model, high online engagement, influencer-driven buzz, zero traditional advertising.
®  Hyundai: #TheDriveWithin campaign used storytelling and regional influencers to shift brand perception among young buyers.

5.3 AI and Big Data Integration
®  Tracks behavior across platforms

®  Enables dynamic pricing and personalized campaigns
®  Improves customer experience through faster support and predictive insights

6. Results and Discussions
6.1 Brand Awareness and Perception

®  Enhanced visibility and credibility via SEO, YouTube reviews, and influencer tie-ups.
®  Regional penetration boosted through geo-targeted digital ads and local content.

6.2 Influence on Buying Decisions
®  Digital research accounts for 60—70% of the buyer journey.

®  Social proof (e.g., reviews) influences over 80% of consumers.

®  Personalized ads and influencer endorsements prompt quicker conversions.
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6.3 ROI and Metrics

®  Higher ROI than traditional media, with optimized targeting and real-time performance tracking.
®  SEO and content marketing yield long-term results; PPC supports short-term boosts.
®  Attribution remains a challenge; CRM systems and first-party data are increasingly important.

7. Conclusion and Recommendations

Digital marketing has redefined the consumer-brand dynamic. No longer passive recipients, modern consumers expect personalized, informed, and
transparent experiences across channels. The digital-first approach—strengthened by Al, AR/VR, and influencer trust—has not only improved ROI but

also elevated consumer satisfaction and retention.
Strategic Recommendations
Omnichannel Integration: Align digital and physical touchpoints seamlessly.

Educational Content: Focus on value-added content to inform and engage.
Authentic Engagement: Prioritize transparency, customer service, and honest reviews.

Tech Adoption: Invest in Al, data analytics, and CRM for personalized marketing at scale.
Future Outlook

Emerging trends like voice search, blockchain security, and sustainability messaging will define the next phase of marketing. Brands that blend
technology with empathy will lead in building trust and achieving long-term consumer loyalty.



