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Abstract 

The present research report delves into assessing the influence of online advertising on consumer buying 

behavior, particularly how it enhances consumer intentions toward products and their purchasing behaviors. 

The study highlights that consumer purchasing behavior is significantly affected by the image of the product 

portrayed by advertisers. 

Conducted in March 2024 in Gautam Budha Nagar, Uttar Pradesh, the research gathered primary data 

through questionnaires, while secondary data were obtained from the internet. The sample consisted of 50 

respondents, comprising individuals from various backgrounds  Random sampling method was employed 

for selecting the participants. 

As technology advances, marketers increasingly utilize online platforms like websites, blogs, and advertising 

campaigns to enhance brand visibility. In India, online advertising grows by 25–30% annually, fueled by the 

country's status as home to the world's largest Facebook population. Rapid digitization has expanded the use 

of online marketing through various online channels and networking methods, allowing businesses to 

connect with audiences effectively. 

India also has the World’s largest Facebook population. The use of online marketing has widened as a result 

of quick digitization, through websites, networking methods, etc. Internet usage is commonplace. 

The findings of the research emphasize that online advertising consistently exerts a substantial impact on 

consumer purchasing trends and behaviors. Additionally, the report underscores the significance of return on 

investment (ROI) and product quality in influencing consumer buying behavior. Furthermore, the study 

acknowledges that online celebrity endorsements also play a role, albeit to a lesser extent, in shaping 

purchasing behavior. 
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Introduction 

The study aims to delve into the intricate realm of consumer buying behavior, which is influenced by a 

myriad of internal and external factors. Consumer behavior, as defined by Solomon (1995), encompasses the 

multifaceted processes individuals or groups undergo when selecting, purchasing, using, or disposing of 

products, services, ideas, or experiences to fulfill their needs and desires. 

At the heart of consumer behavior lies advertising, a powerful form of communication employed to persuade 

specific target audiences to undertake new actions. Recognized as a cornerstone in the economic growth of 

businesses and industries, advertising serves as a vital promotional tool utilized across various mediums 

including traditional channels such as television, radio, print, outdoor displays, and modern platforms like 

blogs, websites, and text messages. 

As technological advancements continue to reshape the advertising landscape, its impact grows ever stronger 

and pervasive. Early advertisers believed in the potency of advertising to effectively transmit intended 

messages to audiences, akin to the metaphorical "bullet" or "hypodermic needle" modes of communication. 

This understanding gave rise to the exploration of communication effects, pondering questions such as "Who 

communicates what to whom through what medium with what effect." 

Throughout history, advertising has evolved in tandem with societal developments and technological 

progress the emergence of radio ads, and the subsequent rise of video marketing, the advertising landscape 

has continuously adapted to changing mediums and consumer preferences. In the late 1990s, the advent of 

private television networks introduced the trend of commercial advertising slots. However, online marketing 

emerged as the preeminent force in the global marketplace, captivating both consumers and marketers alike. 

 

Overview of the Internet Advertising Area 

 
The online advertising industry, also known as online advertising or internet marketing, has burgeoned into 

a dynamic and integral component of the broader marketing landscape. This sector encompasses a multitude 

of strategies, platforms, and technologies utilized by businesses to promote their products, services, or brands 

to targeted audiences via the internet. From small startups to multinational corporations, organizations across 

diverse industries leverage online advertising to enhance brand visibility, drive customer engagement, and 

ultimately, achieve their marketing objectives. The Indian advertising industry is expected to experience 

significant growth, with a projected Compound Annual Growth Rate (CAGR) of 9.86%. According to 

findings from a report by Dentsu India, this growth is anticipated to increase the industry's value from Rs 

93,166 crore in 2023 to Rs 1,12,453 crore by 2025. 
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The report highlights the potential for substantial expansion in online media, forecasting a CAGR of 23.49%. 

Online media spending is expected to rise from Rs 40,685 crore in 2023 to Rs 62,045 crore by 2025, 

indicating a substantial increase in digital advertising expenditure during this period. 

The advent of the internet and the proliferation of online technologies have revolutionized the way businesses 

connect with consumers. Unlike traditional advertising channels such as print, television, or radio, online 

advertising offers unparalleled reach, targeting capabilities, and measurability. This shift towards online 

platforms has democratized advertising, allowing businesses of all sizes to compete on a level playing field 

and reach potential customers worldwide. 

One of the defining features of the online advertising industry is its diverse array of formats and channels. 

Display advertising, comprising banner ads, rich media, and video ads, is prominent across websites, social 

media platforms, and mobile apps. Search engine advertising, including pay-per-click (PPC) campaigns on 

platforms like Google Ads and Bing Ads, enables businesses to capture consumers actively searching for 

products or services. Social media advertising, through platforms such as Facebook, Instagram, Twitter, and 

LinkedIn, offers sophisticated targeting options based on demographics, interests, and behaviors. 

Moreover, the rise of programmatic advertising has revolutionized the buying and selling of ad inventory, 

enabling automated, data-driven ad placements in real-time auctions. Programmatic technology optimizes 

ad targeting and delivery, improving efficiency and ROI for advertisers while maximizing revenue for 

publishers. 

The online advertising industry is also characterized by constant innovation and evolution. Emerging trends 

such as native advertising, influencer marketing, and immersive experiences (e.g., augmented reality ads) 

continue to reshape the online advertising landscape, providing new opportunities for brands to engage with 

consumers in meaningful ways. 

The Core Concept of Online Advertising 

The core concept of online advertising revolves around leveraging the internet and online platforms to 

promote products, services, or brands to a targeted audience. Unlike traditional forms of advertising such as 

print or television, online advertising offers unique advantages including precise targeting, real-time 

tracking, and interactive engagement. Here are some key elements of online advertising: 

 

➢ Targeting: Online advertising allows advertisers to target specific demographics, interests, 

behaviors, and geographic locations. This targeted approach ensures that ads are shown to individuals 

who are more likely to be interested in the product or service being promoted, increasing the chances 

of conversion. 

 
➢ Measurement and Analytics: One of the major advantages of online advertising is the ability to 

track and measure the performance of campaigns in real time. Advertisers can monitor metrics such 

as impressions, clicks, conversions, and return on investment (ROI), allowing them to optimize 

campaigns for better results. 
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➢ Ad Formats: Online advertising offers a variety of ad formats including display ads, search ads, 

video ads, social media ads, native ads, and more. Each format has its advantages and can be used to 

achieve different advertising objectives such as brand awareness, lead generation, or sales. 

 
➢ Bidding and Pricing Models: Online advertising platforms typically operate on bidding and pricing 

models such as cost-per-click (CPC), cost-per-thousand-impressions (CPM), cost-per-acquisition 

(CPA), and pay-per-click (PPC). Advertisers bid for ad placements based on their desired targeting 

criteria and budget. 

 
➢ Ad Placement: Online ads can be placed on various online platforms including search engines (e.g., 

Google Ads), social media platforms (e.g., Facebook Ads, Instagram Ads), websites (through display 

advertising networks), mobile apps, and more. Advertisers can choose where their ads appear based 

on their target audience and advertising goals. 

 
➢ Personalization and Retargeting: Online advertising allows for personalized messaging and 

retargeting strategies, where ads can be tailored to individual users based on their past interactions 

with a brand or website. This helps to increase relevance and engagement, leading to higher 

conversion rates. 

 
➢ Ad Creative: Compelling ad creative plays a crucial role in the success of online advertising 

campaigns. Effective ads should be visually appealing, concise, and compelling, with a clear call-to-

action (CTA) that prompts users to take the desired action. 

Type of online advertising 
 

Online advertising encompasses a variety of types and formats, each tailored to different goals, target 

audiences, and platforms. Here are some common types of online advertising: 

 

➢ Search Engine Advertising: This type of advertising involves placing text ads within search engine 

results pages (SERPs). Ads are typically triggered by specific keywords related to the advertiser's 

product or service. Google Ads (formerly known as Google AdWords) is the most popular platform 

for search engine advertising. 

 
➢ Display Advertising: Display ads are visual advertisements that appear on websites, apps, or social 

media platforms. These ads can take various formats including banners, images, videos, or interactive 

media. Display advertising is often used for brand awareness and reaching a broad audience. 

Advertisers can utilize ad networks like Google Display Network or social media platforms like 

Facebook and Instagram for display advertising. 

➢ Social Media Advertising: Social media platforms offer robust advertising options for reaching 

highly targeted audiences based on demographics, interests, and behaviors. Advertisers can create 

sponsored posts or display ads on platforms like Facebook, Instagram, Twitter, LinkedIn, Pinterest, 

and Snapchat. 

 
➢ Video Advertising: Video ads are a powerful format for engaging audiences and delivering 

compelling messages. These ads can appear before, during, or after online video content (pre-roll, 

mid-roll, post-roll), as well as within streaming services and social media platforms. YouTube is the 
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most popular platform for video advertising, but other platforms like Facebook and Instagram also 

offer video ad placements. 

 
➢ Remarketing/Retargeting: Remarketing or retargeting involves targeting users who have 

previously visited a website or interacted with a brand but did not complete a desired action (e.g., 

make a purchase). Ads are displayed to these users across various websites or platforms they visit 

afterward, encouraging them to return and complete the action. 

 
These are just a few examples of the types of online advertising available to advertisers. The choice of 

advertising type depends on factors such as advertising goals, target audience, budget, and the platform's 

suitability for reaching the desired audience. 

 

Impact on Consumers 

In the contemporary business landscape, online advertising has emerged as an indispensable tool, particularly 

for enterprises with a global reach. Unlike traditional mediums such as radio, television, print, and 

magazines, the Internet serves consumers not only for entertainment and information but also as a 

comprehensive resource for various aspects of daily life. This dynamic presents unparalleled opportunities 

for businesses to disseminate targeted advertising messages to relevant audiences. 

The advantages of Internet advertising for consumers are manifold: 

➢ Broader Reach at Reduced Costs: Internet advertising affords businesses the ability to connect 

with significantly larger audiences compared to traditional media channels, often at a fraction of the 

expense. This is especially advantageous for entities with expansive national or international target 

markets and robust distribution infrastructures. The scalability of Internet advertising renders it 

increasingly cost-effective as audience size expands. 

➢ Informed Consumer Choice: Advertising serves as a source of information and education for 

consumers, helping them understand what they need and where to find it. By promoting new 

products and services, advertising enhances consumer convenience, comfort, and satisfaction. 

➢ Empowered Consumer Decision-Making: Advertising serves as a conduit for information and 

education, empowering consumers to make informed choices regarding their preferences and 

purchasing decisions. By spotlighting new products and services, advertising enhances consumer 

convenience, satisfaction, and overall market literacy. 

➢ Stimulated Production and Cost Efficiency: Advertising acts as a catalyst for production 

stimulation and economies of scale, leading to reduced unit costs. These cost efficiencies are 

frequently passed on to consumers through competitive pricing structures, resulting in accessible 

goods of commendable quality. 

Online advertising challenges for india 

The landscape of online advertising in India presents several challenges that marketers and businesses must 

navigate to effectively reach and engage their target audience. These challenges include: 
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1. Diverse Audience Segmentation: India is a culturally diverse country with multiple languages, cultures, 

and socioeconomic backgrounds. Targeting and segmenting the diverse audience accurately can be 

challenging for advertisers, as preferences and behaviors vary across different regions and demographic 

groups. 

2. Low Internet Penetration: Despite significant growth, internet penetration in India remains relatively 

low compared to developed countries. Limited access to high-speed internet and digital devices in rural areas 

restricts the reach of online advertising campaigns, particularly in targeting rural consumers. 

3. Digital Illiteracy: A substantial portion of the Indian population lacks digital literacy skills, hindering 

their ability to engage with online content and advertisements. Educating users about digital platforms and 

online advertising may be necessary to increase their receptiveness to online advertisements. 

4. Ad Blocking and Banner Blindness: With the increasing prevalence of ad-blocking software and banner 

blindness, online advertisements face the challenge of reaching and engaging users effectively. Marketers 

must create compelling and relevant content to capture users' attention and encourage interaction with their 

advertisements. 

5. Fraudulent Activities: Online advertising in India is susceptible to fraudulent activities such as click 

fraud, fake impressions, and bot traffic. Advertisers may face challenges in ensuring the validity and 

effectiveness of their online advertising campaigns amidst the prevalence of fraudulent practices. 

Objective of the study 

➢ To understand about Online Advertising in Greater Noida, UP. 

➢ To find out the factor influencing consumer’s buying decisions. 

➢ To study the impact of online advertisement on Consumer Behaviour. 

➢ To explore the product effects of online advertising. 

➢ To analyze the satisfaction of customers by online advertising. 

Research Methodology 

The objective of the research methodology is to elucidate the procedural framework of the study, 

encompassing the overarching design, sampling methodology, data collection techniques, and analysis 

procedures. Clear articulation of methods is crucial, given the technical nature of this aspect. The study relied 

on both primary and secondary data sources for comprehensive analysis. Regarding data collection, the 

acquired information can be categorized into two distinct types. The methodology adopted for this study was 

descriptive research. Descriptive research entails the collection of data that delineates events, followed by 

the organization, tabulation, depiction, and interpretation of the collected data  
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Sample size: A sample of about 50 people selected from the target population. This research was conducted 

within the geographical boundaries of Gautam Buddha Nagar U.P. 

 

Primary Data: 

Original information collected for a specific purpose constitutes primary data, which was the main focus of 

this project. The primary data collection process involved the preparation of a meticulously structured 

questionnaire to solicit responses from participants. 

 

Secondary Data: 

Secondary data refers to pre-existing information sourced from various literature such as books, journals, 

research papers, articles, and online resources. For this study, secondary data were gathered from diverse 

sources to complement and enrich the primary data findings. 

 

Tools for Data Collection To collect the primary data, the following methods are used:  

 

1. Questionnaire   

2. Survey  

 

To collect the secondary data, the following methods are used:  

  

1. Books  

2. Journals  

4. Websites (internet) 

 

Data Analysis Procedure The data shown in the report consists of both primary and secondary data. The 

primary data consists of the responses from various respondents which are derived through the use of 

questionnaires. The secondary data is derived from various journals, magazines, and research papers. 

Primary data is uploaded on MS EXCEL & Google Forms to formulate it properly and so that proper graphs 

and charts can be presented and decrease the paperwork in the report. 

 

Research Hypothesis 

 

 H0 There is no significant relationship between the impact of online advertisements on 

buying behavior of consumers. 

 

 H1 There is a significant relationship between the impact of online advertisements on buying 

behavior of consumers. 
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Data Representation & Interpretation 
Primary Data Analysis: 

 

1. 

The 

Gender of the respondent that participated in the research was according to this graph above. The information 

shows that 74% are Female and 26% Male. 

 

 

2 

 
 

The research encompassed a diverse range of age groups, facilitating a broad spectrum of perspectives and 

insights. Predominantly, 78% of participants fell within the 21-25 age bracket, indicating a significant 

representation of young adults. Additionally, 8% of respondents were aged 26-30, reflecting a notable 

contribution from adolescents. Furthermore, 8% of participants were between the ages of Below 20, while 

6% comprised individuals above 40 or within the 31-35 range. This demographic diversity ensured a rich 

tapestry of ideas and viewpoints, enhancing the depth and breadth of the research findings. 

http://www.ijsrem.com/


          International Journal of Scientific Research in Engineering and Management (IJSREM) 

                        Volume: 08 Issue: 04 | April - 2024                                SJIF Rating: 8.448                     ISSN: 2582-3930                                                                                                                                               

 

© 2024, IJSREM      | www.ijsrem.com                           DOI: 10.55041/IJSREM31912                           |        Page 9 

3.  

The Education of the respondent that participated in the research was according to this graph above. The 

information shows that 72% are Postgraduate, 22% are Undergraduate and 6% Phd. 

 

 

4. 

 
 

 

The pie chart illustrates the attitudes toward online advertisements. Among respondents, 86% expressed a 

preference for online ads, while 14% indicated they do not favor them. Interestingly, This breakdown offers 

insights into the varied perspectives on online advertising among the surveyed population. 
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5.    

 

The chart reflects people's habits regarding daily online advertisement viewing. It shows that 12% of 

individuals do not watch online ads daily, while 68% do. Additionally, 20% are uncertain, indicating a 

possibility that they may watch them occasionally. This breakdown offers a glimpse into the diverse range 

of behaviors when it comes to consuming online ads. 

 

 

 

6. 

 
 

 

The majority, constituting 90% of respondents, consider online platforms as the most effective media for 

advertising. Meanwhile, 6% of participants favor television advertisements, followed by 2% who prefer 

newspapers. Additionally, while 2% believe that radio advertising is the most effective. This breakdown 

reveals the varying preferences among individuals regarding the most impactful advertising platforms. 

http://www.ijsrem.com/


          International Journal of Scientific Research in Engineering and Management (IJSREM) 

                        Volume: 08 Issue: 04 | April - 2024                                SJIF Rating: 8.448                     ISSN: 2582-3930                                                                                                                                               

 

© 2024, IJSREM      | www.ijsrem.com                           DOI: 10.55041/IJSREM31912                           |        Page 11 

7.  

The graph illustrates that the majority, comprising 84% of respondents, consider online platforms as highly 

influential for advertising. Meanwhile, 12% of participants believe in the effectiveness of television 

advertisements, followed by 2% who find newspapers impactful. The remaining 2% perceive Radio 

advertisement as effective. This breakdown highlights the varying degrees of influence attributed to different 

advertising channels according to the surveyed individuals. 

 

 
8.  

 

 

The graph shows 52% people have medium influence where as 40% are highly influenced & 8% are not sure 

that how online advertisement influence their buying behavior. 
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9.   

In the first bar graph, it's evident that 23 people agree that they purchased being influenced by online 

advertisements, and the purchased item fulfilled their needs. Among them, 18 individuals strongly agree with 

this statement. Additionally, 7 people provided a neutral response, while only 1 disagreed with the statement, 

and 1 strongly disagreed. 

In the second bar graph, 18 people agree that they bought an item after being influenced by other advertising 

platforms, and the item met their needs. Among them, 8 strongly agree. Moreover, 21 people gave a neutral 

response, while 2 disagreed, and 1 strongly disagreed with the statement. 

 

10.  

 

The pie chart shows 26% of people buy products because it was a familiar product or brand 

whereas 26% make purchase depending on how advertisement was interesting, 10% said, they 

was already planning on the purchase of that particular product & 12% and 26% people make 
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purchase decision depending upon the price discount they offered & they are curious about 

the product. 

 

11. 

 
 

The Pie chart depicts 74% of people recently change their mind after seeing an online advertisement & they 

have decided that they should buy it where as 24% think they not change their mind after seeing any online 

advertisement. The rest 2% always change their mindset. 

12.  

The Pie chart shows around 30% of people purchase clothing items by influenced online advertisements 

where as 36% purchase electronics products, 16% & 18% make a purchase other household items & grocery 

products. 
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13.  

In this bar graph depicting satisfaction levels regarding purchases made after seeing online advertisements, 

the majority, 32%, rated their satisfaction at 3 stars. Additionally, 30% rated their satisfaction at 4 stars, while 

8% gave a 2-star rating. Interestingly, 20% of respondents expressed extreme satisfaction or dissatisfaction, 

evenly split between 1 and 5 stars. 

 
 

The pie chart shows 80% peoples think advertisement is an effective decisive factor for online shopping 

where as 12% & 8% maybe & not think that advertisement is effective way for online shopping. 
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1. Case Processing Summary 

 

                                       Cases 

Valid Missing Total 

N Percent N Percent N Percent 

Level of satisfication regarding 

the purchase of any product by 

seeing online advertisement?* 

If you have even bought an 

item after being    influenced by 

online advertisement and that 

item has met your need (by 

online advertising) 

50 100.0% 0 0.0% 50 100.0% 

 

 

 

Level of satisfication regarding the purchase of any product by seeing online advertisement?* 

Ifyouhaveevenboughtanitemafterbeinginfluencedbyonline 

2. Crosstabulation 

 

 

Ifyouhaveevenboughtanitemafterbeinginfluencedbyonline 

Total Agree Disagree Neutral 

Strongly 

Agree 

Strongly 

Disagree 

Level of 

satisfaction 

regarding the 

purchase of any 

product by seeing 

online 

advertisement?* 

1 1 1 1 1 1 5 

2 2 0 1 1 0 4 

3 9 0 3 4 0 16 

4 10 0 2 3 0 15 

5 1 0 0 9 0 10 

Total 23 1 7 18 1 50 
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3. Chi-Square Tests 

 

 Value df 

Asymptotic 

Significance (2-

sided) 

Pearson Chi-Square 35.656a 16 .003 

Likelihood Ratio 27.443 16 .037 

N of Valid Cases 50   

a. 21 cells (84.0%) have expected count less than 5. The minimum 

expected count is .08. 

 

This is what the chi square test produced for us. The sample size and missing values are displayed in the first 

table. As we can see, the sample size is 50, meaning that for N=50, there are no missing cases, and N=0 is 

the missing column.  The contingency table, which is the second cross-tabulation table, includes five 

categories with ratings ranging from 1 to 5 stars. Each row in the contingency table represents a category for 

a single nominal variable, i.e., the degree of pleasure with the product purchase based on online 

advertisements is represented by major rows. Similar column majors another nominal variable, which is the 

belief that consumers purchased a product after being persuaded by internet advertisements and that the 

product fulfilled their demands; so, there are five categories. 

The first column indicates that respondents strongly agree that they bought the item after being persuaded by 

an online advertisement and that it satisfied their needs. The second, third, fourth, and fifth columns indicate 

that respondents agree, disagree, and strongly disagree with the aforementioned statement.  

The Chi-Square Statistics are displayed in the final table. In this case, the Pearson Chi-Square is 35.656 and 

the corresponding significance level, or "P" value, is 0.003. Now that the "P" value is less than 0.05, the null 

hypothesis is rejected.  

H ≠ x̄ 

Finding 

Influencing Factors on Consumer Buying Decisions 

 

In our analysis, we explored various factors influencing consumer buying decisions, drawing insights from 

the responses of our survey participants. Key findings indicate that: 

 

Brand Familiarity: Approximately 26% of respondents cited brand familiarity as a significant factor 

influencing their purchase decisions. This suggests that established brands hold sway over consumer 

preferences. 

 

Advertisement Appeal: Nearly 26% of participants found advertisements to be compelling, indicating that 

the content and presentation of advertisements play a crucial role in capturing consumer attention and driving 

purchases. 
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Pre-existing Intentions: A notable 10% of respondents reported that they were already planning to purchase 

the specific product before encountering the advertisement. This underscores the importance of aligning 

marketing efforts with consumer needs and preferences. 

 

Price Discounts: Roughly 12% of respondents indicated that price discounts influenced their purchasing 

decisions. This highlights the impact of promotional offers and discounts in stimulating consumer demand. 

 

Product Curiosity: 26% of respondents expressed curiosity as a motivating factor in their purchasing 

decisions. This suggests that novelty and curiosity about products can influence consumer behavior. 

 

Prize Schemes: Around 12% of respondents believed that prize schemes had a moderate impact on product 

sales. This indicates that promotional incentives such as contests or rewards can influence consumer behavior 

to some extent. 

 

Impact of Online Advertisement on Consumer Behavior 

 

Analysis of responses regarding the impact of online advertisements on consumer behavior revealed the 

following insights: 

 

Purchase Influence: Approximately 23 respondents acknowledged purchasing items after being influenced 

by online advertisements, with an additional 18 respondents strongly agreeing with this statement. This 

indicates a significant impact of online advertisements on consumer purchasing decisions. 

 

Satisfaction Levels: Chart No. 13 depicts the level of satisfaction regarding purchases made through online 

advertisements. The majority of respondents (32%) rated their satisfaction at 3 stars, followed by 30% at 4 

stars. The respondant (20%) rated their satisfaction at 5 stars, The respondant (10%) rated their satisfaction 

at 1 stars, The respondant (8%) rated their satisfaction at 2 stars, indicating a polarized distribution of 

satisfaction levels among consumers. 

Conclusion 

In summary, our study highlights the significant advantages offered by Online advertising, including 

heightened company visibility, streamlined information dissemination, sophisticated consumer targeting 

capabilities, and direct communication channels with consumers. Online advertisements provide sellers with 

a direct avenue to engage with their target audience effectively. 

 

However, it’s crucial to recognize that online advertisements should not intrude or distract consumers. 

Instead, they should be designed to captivate and engage audiences while respecting their online experience. 

Innovative approaches to advertising are essential for attracting and retaining customers in a competitive 

digital landscape. 

 

As Internet usage continues to grow and evolve, the World Wide Web is increasingly becoming the go-to 

platform for advertising. To harness the full potential of this medium, it is imperative for businesses to 

thoroughly understand their target consumers and tailor their advertising strategies accordingly. By doing so, 

they can maximize the effectiveness of online advertisements and achieve their marketing objectives. 

 

In conclusion, the key to success in online advertising lies in strategic planning, creativity, and a deep 

understanding of consumer behaviour. With the right approach, businesses can leverage the power of the 
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Internet to enhance brand visibility, engage with their target audience, and drive business growth in today’s 

digital age. 

 

Firstly, brand familiarity, advertisement appeal, pre-existing intentions, price discounts, and product curiosity 

were identified as significant factors influencing consumer buying decisions. These findings underscore the 

multifaceted nature of consumer behaviour and highlight the importance of targeted marketing strategies that 

cater to diverse consumer preferences and motivations. 

 

Recommendations 

Invest in Targeted Advertising Strategies: Businesses should allocate resources towards developing 

targeted advertising strategies that cater to the specific preferences and needs of their target audience. 

Utilizing data analytics and consumer insights can help in creating personalized and relevant advertisements 

that resonate with consumers, leading to higher engagement and conversion rates. 

 

Prioritize Non-Invasive Advertising Practices: It is essential for advertisers to prioritize non-invasive and 

non-distractive advertising practices to enhance the user experience and foster positive consumer 

perceptions. Advertisements should seamlessly integrate into online platforms without disrupting the 

browsing or purchasing process, thereby maintaining consumer trust and loyalty. 

 

Embrace Innovation in Advertising: In an increasingly competitive online landscape, businesses should 

continuously innovate their advertising approaches to stand out from the crowd and capture consumer 

attention. This may involve exploring new formats such as interactive ads, augmented reality experiences, 

or influencer collaborations to create memorable and engaging advertising campaigns. 

 

Optimize Mobile Advertising: With the proliferation of mobile devices, optimizing advertising strategies 

for mobile platforms is essential. Businesses should ensure that their advertisements are mobile-friendly, 

responsive, and optimized for various screen sizes and devices to reach consumers effectively across 

different channels and touchpoints. 
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