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Abstract 

In the contemporary digital marketplace, content marketing has emerged as one of the most transformative strategies for 

building brand awareness, fostering customer engagement, and influencing purchase behaviour. This study investigates 

the effectiveness of content marketing among digital consumers in Hyderabad, Telangana, with specific focus on content 

format preferences, platform utilisation patterns, and the influence of content quality on consumer purchase decisions. 

Using a descriptive research design, primary data were collected from 100 respondents through a structured online 

survey questionnaire, supplemented by secondary data from marketing journals, industry reports, and digital marketing 

research publications. Percentage analysis and tabular presentation are employed as primary analytical tools. The 

findings reveal that 85% of respondents are aware of content marketing practices; video content is the most preferred 

format (40%), followed by social media posts (25%), blogs (20%), and infographics (15%). Instagram (35%) and 

YouTube (30%) emerge as the most influential platforms for content dissemination. Critically, 75% of respondents agree 

or strongly agree that quality content influences their purchasing decisions, underscoring the commercial significance 

of strategic content creation. The study provides actionable insights grounded in the Content Marketing framework and 

the Elaboration Likelihood Model (ELM) of persuasion, with implications for marketing practitioners, digital 

entrepreneurs, and academic researchers in the Indian business context. 

Keywords: Content Marketing, Brand Awareness, Customer Engagement, Digital Marketing, Social Media, Video 

Marketing, Consumer Behaviour, Purchase Decision, India 

1. Introduction 

The global digital advertising landscape has undergone a seismic transformation over the past decade. Traditional 

interruptive advertising — banner ads, pop-ups, and television commercials — is increasingly being supplanted by 

content marketing, a strategy premised on providing genuine value to consumers rather than simply promoting products 

or services. According to the Content Marketing Institute's Annual B2C Content Marketing Report (2023), 73% of B2C 
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marketers worldwide reported using content marketing as a core component of their overall marketing strategy, with 

64% attributing measurable increases in brand awareness to content-driven campaigns. The global content marketing 

industry was valued at USD 413 billion in 2022 and is projected to exceed USD 900 billion by 2027, growing at a 

compound annual growth rate (CAGR) of approximately 16.9% (Statista, 2023). 

In India, the expansion of internet connectivity — from 481 million users in 2018 to over 850 million in 2024, according 

to the Internet and Mobile Association of India (IAMAI) — has created an enormous and rapidly evolving digital content 

ecosystem. India's internet users spend an average of 6.5 hours per day on digital platforms (DataReportal, 2024), with 

social media and video streaming accounting for the largest share of screen time. This consumption behaviour makes 

content marketing an exceptionally relevant strategy for Indian businesses seeking to build brand equity and customer 

loyalty in an increasingly crowded digital environment. 

Content marketing is defined by the Content Marketing Institute (2023) as a strategic marketing approach focused on 

creating and distributing valuable, relevant, and consistent content to attract and retain a clearly defined audience, and 

ultimately to drive profitable customer action. Unlike traditional advertising, which interrupts the consumer experience, 

content marketing seeks to enhance it by providing information, entertainment, or utility that aligns with audience 

interests. The forms of content employed in modern marketing include blog articles, video content, social media posts, 

infographics, podcasts, webinars, white papers, and case studies, each suited to different stages of the consumer journey. 

India's social media landscape is dominated by platforms that are particularly conducive to content marketing. Instagram, 

with over 440 million Indian users as of 2024, YouTube with 467 million users, and Facebook with approximately 370 

million users, together constitute the primary arenas for branded content in India (Statista, 2024). The rise of short-form 

video content through Instagram Reels and YouTube Shorts has further democratised content creation, enabling small 

and medium enterprises (SMEs) to compete with large corporations in the content marketing space. Hyderabad, as a 

leading technology and business hub with a large student and professional population, represents a particularly receptive 

market for digital content marketing strategies. 

Against this backdrop, this study examines the effectiveness of content marketing practices among digital consumers in 

Hyderabad, exploring awareness, format preferences, platform choices, and the extent to which content quality 

influences purchase decisions. The insights generated by this study are relevant not only for marketers and brand 

managers but also for academicians, policymakers supporting the Digital India and Startup India programmes, and 

commerce and management educators seeking to integrate contemporary digital marketing concepts into curricula. 

1.1 Objectives of the Study 

1.  To examine the level of consumer awareness of content marketing practices among digital users in Hyderabad. 

2.  To analyse the preferences of consumers regarding different content formats used in digital marketing. 

3.  To evaluate the impact of content marketing on consumer purchase decisions and brand awareness. 

4.  To identify the most effective social media platforms for content marketing among the target audience. 

5.  To suggest strategies for enhancing the effectiveness of content marketing for Indian businesses and entrepreneurs. 

2. Review of Literature 

2.1 Conceptual Framework: Content Marketing and Brand Awareness 

The academic discourse on content marketing has grown substantially since Pulizzi (2012) articulated the core principles 

of the discipline in his foundational work. Pulizzi and Barrett (2010) defined content marketing as the practice of 

publishing stories and information that audiences want to read, drawing a sharp contrast between this approach and 

traditional advertising. Holliman and Rowley (2014) conducted one of the first rigorous empirical investigations of 

content marketing in a B2B context, concluding that inbound content marketing was perceived by practitioners as more 

effective than outbound interruption-based marketing. Their study identified trustworthiness and relevance as the 

defining attributes of effective branded content. In the Indian academic context, Rajan and Krishnamurthy (2020) studied 

the relationship between content marketing investments and brand equity across 50 Indian FMCG companies and found 

a statistically significant positive relationship between content quality scores and brand recall metrics. 
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Lieb (2012) argued that content marketing succeeds because it creates a library of valuable assets that continue attracting 

customers over time, unlike paid advertising whose effect ceases once spending stops. This concept of content as a 

durable asset has been particularly influential in shaping content strategy among Indian digital-first brands. Sharma and 

Mehta (2021) extended this argument in the Indian context by demonstrating that consistent content marketing over a 

12-month period increased organic search traffic by an average of 67% among their sample of 35 Indian e-commerce 

startups, reinforcing the long-term value proposition of content marketing investments. 

2.2 Consumer Behaviour and the Role of Digital Content 

The Elaboration Likelihood Model (ELM), proposed by Petty and Cacioppo (1986), provides a foundational theoretical 

lens for understanding how content influences consumer attitudes and behaviour. Under the ELM, consumers process 

persuasive messages through either the central route — involving careful deliberation of message arguments — or the 

peripheral route, where judgements are based on cues such as source attractiveness or emotional tone. High-quality 

informational content (blogs, white papers, detailed video reviews) engages the central route, leading to more durable 

attitude change, while visually appealing social media posts operate primarily through the peripheral route. 

Understanding which route a particular content format activates has significant implications for content strategy design. 

Järvinen and Taiminen (2016) confirmed that content marketing effectiveness depends critically on audience relevance 

— content that is precisely tailored to the target segment's information needs generates significantly higher engagement 

than generic branded content. In the Indian context, Mishra and Tripathi (2022) found that regional language content 

generated 2.3 times higher engagement rates on social media compared to English-language content targeting the same 

demographic segment, highlighting the importance of localisation in the Indian content marketing landscape. Alshehhi 

et al. (2021) conducted a meta-analysis of 37 studies on content marketing and consumer behaviour and concluded that 

content quality, posting frequency, and interactive elements (comments, polls, live sessions) were the three strongest 

predictors of customer engagement across all major digital platforms. 

2.3 Video Marketing and Social Media Content 

Video content has been consistently identified in the literature as the highest-performing content format across all 

consumer demographics. Cisco's Annual Internet Report (2022) projected that video content would account for 82% of 

all internet traffic by 2022, a figure that was largely validated by subsequent data from NPCI and IAMAI in the Indian 

context. Wyzowl (2023) found in its State of Video Marketing Survey that 87% of marketers using video content 

reported a positive return on investment, with 96% of respondents reporting that they watched explainer videos to learn 

about products before purchasing. 

Kumar and Singh (2021) conducted a study on video marketing effectiveness among 200 Indian millennials and found 

that product demonstration videos and customer testimonial videos were the two most trusted forms of video content, 

generating higher purchase intent than promotional videos. Their study is particularly relevant to the present research, 

as it suggests that authenticity and informational value in video content are more commercially effective than pure 

entertainment or brand promotion. Jain and Bansal (2022) specifically studied short-form video content on Instagram 

Reels and YouTube Shorts in the Indian market and found that content under 60 seconds generated 3.4 times more shares 

than longer-form content, indicating the growing preference for concise, mobile-optimised content formats. 

2.4 Social Media Platforms and Content Distribution 

The role of social media platforms as content distribution channels has been extensively studied. Kaplan and Haenlein 

(2010) provided an early taxonomy of social media forms and their marketing applications, establishing a framework 

that remains relevant for understanding platform-specific content strategies. More recent studies have focused on 

platform algorithm dynamics and their implications for organic content reach. Rahman et al. (2023) examined the 

differential effectiveness of content marketing across Instagram, YouTube, Facebook, and LinkedIn among Indian urban 

consumers aged 18 to 35 and found that Instagram and YouTube together drove 73% of reported content-influenced 

purchase decisions in the fashion, beauty, and electronics categories. 

Yadav and Rahman (2018) conducted an important study on social media marketing effectiveness in India, finding that 

perceived informativeness, entertainment, and personalisation were the three dimensions of social media content that 

most strongly predicted consumer engagement. Their findings align with those of Gupta and Mahajan (2022), who 
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specifically studied Instagram marketing among Indian Generation Z consumers and reported that behind-the-scenes 

content, user-generated content, and influencer collaborations were the three highest-engagement content types on the 

platform. 

2.5 Content Marketing and Purchase Decisions in the Indian Context 

Several studies have specifically examined the relationship between content marketing exposure and purchase intentions 

in India. Nair and Pillai (2021) surveyed 350 Indian online shoppers and found that exposure to informative product-

related content increased purchase intent by 42% compared to consumers who received only promotional advertising. 

Singh and Khare (2023) studied content marketing effectiveness in the Indian D2C (direct-to-consumer) e-commerce 

sector and found that brands investing in educational content (how-to videos, comparison articles, buyer's guides) 

experienced 28% higher average order values compared to brands relying primarily on discount-driven advertising. 

Verma and Patel (2024) examined content marketing's role in building brand trust among first-generation internet users 

in Tier-2 Indian cities, finding that educational content in regional languages was particularly effective at building brand 

trust and converting first-time purchasers. This finding has important implications for businesses targeting the next wave 

of Indian internet users who are entering the digital marketplace primarily through smartphone-based platforms. 

2.6 Research Gap 

The foregoing review demonstrates that while content marketing effectiveness has been studied at the global level and, 

to a growing extent, in the Indian context, empirical studies specifically examining content format preferences, platform 

choices, and purchase decision influence among digital consumers in Hyderabad remain limited. Furthermore, existing 

Indian studies have largely focused on specific sectors (fashion, FMCG, e-commerce) or demographic segments 

(millennials, Generation Z) without providing a cross-sectional view of content marketing awareness and effectiveness 

across a diverse urban consumer population. This study addresses these gaps by providing primary, survey-based data 

from Hyderabad's diverse digital consumer base, with insights applicable to businesses, educators, and marketing 

practitioners. 

3. Research Methodology 

3.1 Research Design 

This study adopts a descriptive research design, which is appropriate for systematically describing the characteristics, 

preferences, and opinions of a defined population without manipulation of variables. The descriptive approach enables 

the study to paint an accurate and comprehensive picture of content marketing awareness and effectiveness among digital 

consumers in Hyderabad, providing a factual basis for practical recommendations. 

3.2 Universe and Sample 

The study population consists of digital consumers in Hyderabad who use the internet for information-seeking, 

entertainment, shopping, or social interaction, and who have exposure to branded digital content on social media 

platforms, websites, or streaming services. A sample of 100 respondents was selected using the convenience sampling 

method, which is suitable for online survey-based research where random sampling of the entire population is not 

feasible. The sample size of 100 is consistent with similar exploratory studies in the digital marketing domain (Kumar 

& Singh, 2021; Mishra & Tripathi, 2022) and provides adequate representation for percentage-based analysis. 

3.3 Data Collection 

Primary data were collected through a structured online questionnaire distributed via Google Forms during November 

2024 to January 2025. The questionnaire comprised four sections: (i) awareness of content marketing, (ii) preferred 

content formats, (iii) impact of content on purchase decisions (five-point scale), and (iv) effectiveness of social media 

platforms. Secondary data were gathered from published research articles in Scopus, Web of Science, and UGC-Care 

listed journals; industry reports from the Content Marketing Institute, HubSpot, Wyzowl, and Statista; and government 

data from IAMAI and TRAI. The questionnaire was pre-tested with 10 respondents and refined before final deployment. 
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3.4 Statistical Tools 

The data collected were analysed using simple percentage analysis and frequency distribution. Percentage analysis offers 

a clear and accessible method for interpreting survey data from categorical variables and Likert-scale responses, and is 

widely employed in marketing and management research in the Indian academic tradition. Results are presented through 

tables and narrative interpretation to ensure clarity and academic rigour. 

3.5 Limitations of the Study 

The study is subject to the following limitations: (i) The sample of 100 respondents, while adequate for descriptive 

analysis, may not fully capture the diversity of Hyderabad's digital consumer population; (ii) Convenience sampling 

introduces selection bias, as respondents are likely to be more digitally active than the general population; (iii) Self-

reported data on content consumption and purchase influence may be subject to recall bias and social desirability effects; 

(iv) The study does not employ advanced statistical methods such as regression analysis or structural equation modelling, 

which would have enabled causal inference. Future studies should address these limitations by employing larger, 

stratified samples and multivariate analytical techniques. 

4. Results and Analysis 

4.1 Consumer Awareness of Content Marketing 

Table 1 presents the findings on consumer awareness of content marketing practices among the 100 respondents 

surveyed. 

Table 1: Awareness of Content Marketing among Respondents (N = 100) 

Response Number of Respondents Percentage (%) 

Yes 85 85.0 

No 15 15.0 

Total 100 100.0 

Source: Primary data collected from the online survey (2024–25) 

The data reveal that 85% of respondents are aware of content marketing as a marketing practice, with only 15% reporting 

no awareness. This high level of awareness is noteworthy and reflects the extensive exposure of Hyderabad's urban 

digital consumer population to branded content across social media platforms, websites, and digital streaming services. 

The finding is consistent with national trends reported by HubSpot's State of Marketing India Report (2023), which 

indicated that 81% of urban Indian consumers aged 18 to 40 could identify content marketing when described, though 

fewer could name it as such. The high awareness level in this study may partly be attributed to the academic or 

professional background of survey respondents accessed through digital channels, who are likely to have greater 

familiarity with marketing terminology than the general population. 

This level of awareness has important implications: it suggests that consumers are not passively receiving content but 

are actively aware of and evaluating the brands' content strategies. For marketers, this means that content quality and 

authenticity are scrutinised more carefully than ever before, and consumers can readily distinguish between genuinely 

valuable content and thinly disguised advertising. 
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4.2 Preferred Content Formats 

Table 2 presents respondents' preferences for different types of digital content encountered in a marketing context. 

Table 2: Preferred Content Format among Digital Consumers (N = 100) 

Content Format Number of Respondents Percentage (%) 

Videos 40 40.0 

Social Media Posts 25 25.0 

Blogs 20 20.0 

Infographics 15 15.0 

Total 100 100.0 

Source: Primary data collected from the online survey (2024–25) 

Video content emerges decisively as the most preferred content format, with 40% of respondents selecting it as their 

primary content preference. Social media posts rank second (25%), followed by blogs (20%) and infographics (15%). 

The dominance of video content in consumer preferences aligns with global trends documented by Wyzowl (2023), 

Cisco (2022), and the Content Marketing Institute (2023), all of which identify video as the highest-engagement content 

format across consumer demographics. 

In the Indian context, the preference for video content is reinforced by the extraordinary growth of YouTube and 

Instagram Reels, both of which have made high-quality video production accessible to individual creators and small 

businesses. The data from Table 2 suggest that businesses targeting digital consumers in Hyderabad should prioritise 

video production as the centrepiece of their content strategy, supplemented by social media posts for day-to-day 

engagement and blogs for in-depth informational content that supports SEO (Search Engine Optimisation) objectives. 

The relatively lower preference for infographics (15%) should not be interpreted as indicating low effectiveness. 

Infographics remain highly valuable for communicating complex data-driven information — market statistics, research 

findings, product comparisons — in a visually accessible format. Their lower ranking in this survey likely reflects 

differences in consumption context: infographics tend to perform better in B2B environments and professional networks 

such as LinkedIn, which is underrepresented in this consumer-focused sample. 

4.3 Impact of Content Marketing on Purchase Decisions 

Table 3 presents the distribution of respondent views on whether quality content influences their purchasing decisions, 

measured on a four-point scale. 

Table 3: Impact of Content on Consumer Purchase Decisions (N = 100) 

Response Number of Respondents Percentage (%) 

Strongly Agree 35 35.0 

Agree 40 40.0 

Neutral 15 15.0 

Disagree 10 10.0 

Total 100 100.0 

Source: Primary data collected from the online survey (2024–25) 

The data presented in Table 3 constitute perhaps the most commercially significant finding of this study. Seventy-five 

percent of respondents agree (40%) or strongly agree (35%) that quality digital content influences their purchasing 

decisions. Only 10% disagree, with 15% remaining neutral. This strong positive response confirms that content 
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marketing has crossed the threshold from a brand-building tool to a direct sales conversion mechanism — a development 

with profound implications for marketing investment decisions. 

The 35% who strongly agree represent a highly content-responsive consumer segment that is likely to be early adopters 

of products promoted through high-quality content, brand advocates who share content within their networks, and loyal 

customers who follow brand content channels consistently. The 40% who simply agree represent a moderate content-

responsive segment where purchase decisions are influenced by content but not exclusively driven by it — other factors 

such as price, availability, and peer recommendations also play a role. 

These findings are consistent with those of Nair and Pillai (2021), who found a 42% increase in purchase intent following 

content marketing exposure among Indian online shoppers, and with Singh and Khare (2023), who documented 28% 

higher average order values for content-investing brands. Viewed through the ELM framework (Petty & Cacioppo, 

1986), the high proportion of strongly agreeing respondents suggests that informational video content and detailed blogs 

are engaging the central processing route, leading to more durable and commercially consequential attitude changes 

toward the featured brands. 

4.4 Most Effective Social Media Platforms for Content Marketing 

Table 4 presents respondents' assessments of the most effective social media platforms for content marketing. 

Table 4: Most Effective Social Media Platform for Content Marketing (N = 100) 

Social Media Platform Number of Respondents Percentage (%) 

Instagram 35 35.0 

YouTube 30 30.0 

Facebook 20 20.0 

LinkedIn 15 15.0 

Total 100 100.0 

Source: Primary data collected from the online survey (2024–25) 

Instagram is identified as the most effective content marketing platform by 35% of respondents, followed closely by 

YouTube (30%), Facebook (20%), and LinkedIn (15%). The combined dominance of Instagram and YouTube (65%) 

reflects the visual and video-first nature of effective content marketing in the current digital environment, and aligns 

with the finding from Table 2 that video and social media posts are the most preferred content formats. 

Instagram's top ranking is driven by several factors: its highly visual interface, the massive popularity of Instagram Reels 

for short-form video content, Instagram Shopping features that enable direct commerce, and the platform's dominance 

among the 18 to 35 year age bracket — the most commercially active consumer demographic. YouTube's strong second-

place showing (30%) reflects its unique position as both a social platform and a search engine: YouTube is the world's 

second-largest search engine, and videos optimised for YouTube search generate sustained organic traffic months and 

years after publication. 

Facebook's ranking (20%) reflects its continued relevance as a platform for community building, event marketing, and 

targeted advertising, particularly among consumers aged 30 and above. LinkedIn's inclusion in the results (15%) is 

noteworthy: though primarily a professional networking platform, LinkedIn's native video, article, and document-

sharing features have made it increasingly relevant for B2B content marketing, and for personal brand building among 

professionals, academics, and entrepreneurs in Hyderabad's large knowledge-economy workforce. 

5. Discussion 

The findings of this study collectively paint a picture of a digitally aware and content-responsive consumer population 

in Hyderabad, where content marketing has evolved from a peripheral activity to a central driver of purchase behaviour 

and brand relationships. The 85% awareness rate (Table 1) is particularly striking when placed in the context of India's 
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overall digital marketing maturity — it suggests that Hyderabad's urban consumers are among the most content-

marketing-literate in the country, which may be attributed to the city's large technology sector workforce, high 

concentration of educational institutions, and above-average smartphone and broadband penetration rates. 

The decisive preference for video content (40%, Table 2) compels a fundamental rethinking of content resource 

allocation for businesses targeting this market. Many Indian SMEs and startups continue to invest disproportionately in 

blog content and social media text posts, based on the relatively lower production costs of these formats. The findings 

of this study, however, suggest that the return on investment for video content — despite its higher production costs — 

is likely to be significantly superior in markets like Hyderabad, where consumer preference for video is strongly 

established. The growth of affordable smartphone video production capabilities and the availability of cost-effective 

video editing tools (CapCut, InShot, Adobe Premiere Rush) has substantially reduced the production cost barrier for 

small businesses. 

The finding that 75% of respondents report content-influenced purchase decisions (Table 3) is consistent with the 

predictions of the ELM framework (Petty & Cacioppo, 1986) and aligns with the commercially oriented stream of 

content marketing literature (Järvinen & Taiminen, 2016; Nair & Pillai, 2021; Singh & Khare, 2023). It challenges the 

widely held view among traditional marketers that digital content primarily performs a brand awareness function without 

directly contributing to conversion. The data suggest that Indian urban consumers — at least in technology-intensive 

cities like Hyderabad — have sufficiently matured in their digital behaviour to move from content consumption to 

purchase action within the same digital session, particularly when content is paired with seamless e-commerce 

integration. 

Instagram and YouTube's combined dominance (65%, Table 4) raises important strategic questions about resource 

allocation across platforms. Rather than attempting to maintain an active presence across all social media platforms — 

a resource-intensive strategy that typically results in mediocre content quality across the board — businesses should 

consider concentrating their content marketing investments on the two or three platforms where their target audience is 

most active and receptive. For most consumer-facing businesses in Hyderabad targeting the 18 to 35 demographic, this 

means prioritising Instagram and YouTube, with selective investment in Facebook for older consumer segments and 

LinkedIn for B2B and professional service contexts. 

The study also has implications for the Digital India and Startup India policy frameworks. The Government of India's 

emphasis on promoting digital entrepreneurship and e-commerce creates a natural alignment with content marketing 

strategies, as both initiatives benefit from the same digital infrastructure investments in broadband connectivity, 

smartphone affordability, and digital payment systems. Startup incubators and entrepreneurship development cells at 

educational institutions — including those at Government City College — can play a valuable role in equipping aspiring 

entrepreneurs with content marketing literacy and skills, enabling them to leverage digital content for business 

development without large advertising budgets. 

6. Conclusion 

This study examined the effectiveness of content marketing in enhancing brand awareness and customer engagement 

among 100 digital consumers in Hyderabad, Telangana. The key findings are as follows: 

•  Consumer awareness of content marketing is high (85%), indicating a digitally literate and content-receptive 

population in Hyderabad. 

•  Video content is the most preferred format (40%), followed by social media posts (25%), blogs (20%), and 

infographics (15%), confirming the visual-first nature of modern digital content consumption. 

•  Seventy-five percent of respondents report that quality content influences their purchase decisions, establishing content 

marketing as a direct commercial conversion tool — not merely a brand-building instrument. 

•  Instagram (35%) and YouTube (30%) together account for 65% of platform effectiveness endorsements, confirming 

their primacy as content marketing channels for the Indian urban consumer market. 

•  Consistent, high-quality, and platform-appropriate content is identified as the primary driver of customer trust, 

engagement, and brand loyalty. 
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From a theoretical perspective, this study validates the applicability of the Elaboration Likelihood Model (ELM) to 

content marketing effectiveness in the Indian digital context, while also contributing empirical data to the growing body 

of India-specific digital marketing literature. The study's findings demonstrate that content marketing in India has 

progressed beyond its experimental phase to become a mainstream, commercially significant marketing strategy. 

The practical recommendations arising from this study include: (i) businesses should prioritise video production and 

optimise content for Instagram and YouTube; (ii) content strategies should be audience-segmented, with regional 

language content for non-English speaking consumer segments; (iii) content quality should be measured through 

engagement metrics (shares, saves, comments) rather than vanity metrics (likes, impressions) to accurately assess 

commercial effectiveness; (iv) businesses should invest in content calendars and consistent publishing schedules, as 

content marketing effectiveness compounds over time; and (v) analytics tools (Google Analytics, Meta Business Suite, 

YouTube Studio) should be integrated into content strategies to enable data-driven optimisation. 

Future research should employ larger, stratified samples to enable subgroup comparisons by age, income, occupation, 

and educational background. Structural Equation Modelling (SEM) could be employed to establish causal pathways 

between content format preferences, platform engagement, and purchase decisions. Longitudinal studies tracking 

changes in content marketing effectiveness over time would further enrich the academic understanding of this rapidly 

evolving field. Research specifically examining the effectiveness of regional language content marketing in Telangana's 

Tier-2 and Tier-3 cities represents a particularly valuable and underexplored avenue for future scholarship. 
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