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ABSTRACT 

In today’s current technological time and market 

condition, the concept of E-marketing is a notable 

concept that is being utilized by every Indian 

corporatesector. E-marketing is a promotional tool 

for many of the firms that is being operating in the 

market and are sustaining their business within a 

tough competitive market. E-marketing takes place 

with the usage of technology and electronic gadgets 

such as mobile phones or computers. E-marketing 

includes all such marketing concepts that make 

usage of an electronic device or an internet 

connection. Corporates hold digital channels like 

social media, email, search engines, & different 

other web-pages to develop connect with existing 

as well as prospective buyers. The usage of E-

marketing assists corporates’ in attracting larger 

number of audience than the company can by 

traditional methods or targeting the market and 

customers who are convinced to purchase their 

goods or service. Furthermore, it is often highly 

cost effective in against to traditional marketing as 

well as enables companies to analyze their success 

score frequentlyand pivot as the company see fit. 

The present research focuses upon an analysis of an 

Indian company’s business growth through the use 

of E-marketing. For the effective conclusion on 

present research, the researchers have utilized 

secondary sources of data and information. The 

research concludes that there is a growth in 

corporates’ by Indian companies in terms of their 

profit margin, net revenue as well as assisted a lot 

in reducing their marketing cost. E-marketing on 

the other hand provided a greater reach to the 

customers which they were not able to target via 

the traditional method. 

Keywords: E-marketing, Traditional marketing, 

Customers, Indian Corporates’ 

 

I. INTRODUCTION 
Few times ago, the customers use to be 

worn at the mercy of different advertisers who use 

to spoon feed the marketing activities to the 

customers through a mode of limited available 

channels such as billboards, radio, print media or 

television. Such advertisers use to create a market 

by defining as well as reinforcing the stereotypes of 

customers. By the time 1950s the advertisement of 

products or services was the one way primarily 

interaction with an attractive customer. The 

advertisements through television was developed 

and attained maturity so was not able to attract 

more customers due to which there is an emergence 

of E-marketing by which corporates can cater 

audiences from across the world (Bueno, I., and et, 

al; 2022). With the high use of digital innovation in 

the market that includes far wide and inescapable 

adoption of computersor cell phones within 

theirfirms started to look for the different optionsin 

respect to new strategies of marketing. Along these 

concepts, digital advertisements were conceived. 

This adoption of E-marketing gives off an un-

doubtfulimpression in order to foster greater 

salesfor long time, as various companies are now-

a-days diverting their marketing resources from 

regular to special digitalizedtechniques. Taken in 

general, corporate’s must arrange as well as 

execute a feasible advanced marketing system. 

 E-marketingimplies to any marketing 

techniques that are highly directed through 

electronic devices. This involves web-based 

marketing techniques for the promotion of 

company’s offerings. During the time spent 

directing E-marketing, a companyhas an 

opportunity to use different internet sites, web 

indexes, web journals, video, online content, email 

& other comparative channels to approach prospect 

clients. In against to the concept of traditional or 

offline marketing which is stable& regularly directs 

to as "single direction" does not uniforms with that 

ofE-marketing is a consistently changing, 

significant cycle. Expressed any other way, the 

customerscould not collaborate with the companies 

through a board or offline advertisement, while E-
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marketing gives a road to bilateral correspondence 

amongthe company and its actual or planned 

customers (Bala, M., & Verma, D. 2018). From a 

general position, marketing is the demonstration of 

recognizing and satisfying client needs. This is a 

particularly critical task in the business setting, as 

powerful marketing tries can drive inbound leads 

and attract an immense client case. The standard 

marketing cycle incorporates an assessment of 

market course, thing mix and business 

environment. Regardless of the way that marketing 

has significant roots in business history and culture, 

E-marketing is a fairly new practice. While current 

E-marketing is a gigantic plan of channels to which 

marketing agents just should locally access their 

brands, marketing on the web is altogether more 

striking than the channels alone. To achieve the 

veritable ability of E-marketing, marketing agents 

need to jump significantly into the present gigantic 

and complex cross-channel world to observe 

systems that have an impact through responsible 

marketing (Waheed, A., & Jianhua, Y. 2018). 

Responsibility marketing is the procedure for 

outlining huge associations with potential and 

returning clients reliant upon the data the 

organization assemble long term. By associating 

with clients in a digital scene, the organization 

develop brand care, set itself as an industry thought 

pioneer, and spots its business at the bleeding edge 

when the client is ready to buy. By executing an 

Omnichannel E-marketing strategy, promoters can 

accumulate critical encounters into fundamental 

vested party rehearses while clearing the path for 

new techniques for client responsibility. Also, the 

corporate sector can expect to see an extension in 

the services offered by them. Concerning the 

possible destiny of E-marketing, we can expect to 

see the continued extension in the collection of 

digital technology open to purchasers. Forbes 

similarly assesses that electronic media will end up 

being logically conversational in the Business-to-

business space, video content will be refined for 

site improvement that is for SEO purposes, and 

email marketing will end up being impressively 

more modified. 

 

Different Types of E-Marketing 

Search Engine Marketing: The concept of 

“Search Engine Marketing” or SEO, is technically 

denoted as a marketing device rather than a type of 

marketing in itself. The Balance defines it as "the 

workmanship and science of making web pages 

attractive to search engines." The "craftsmanship 

and science" a piece of SEO is the thing that's 

generally significant. In present time, the main 

components to consider during theupgradation of 

company’s marketing is a web page that comprises 

of high-quality content, continuous customer 

engagement. The strategic application of such 

variables makes SEO a trending discipline in 

market; however, the volatility within 

marketassociated with it makes it a workmanship. 

Content Marketing: The SEO is the main 

consideration within the concept of content 

marketing, which is a strategy based on the 

appropriation forvaluable and the relevant content 

to target potential audience. As within the 

marketing strategy, the mainobjective of content 

marketing is to draw in leads that eventually 

converts viewers into customers. In any case, it acts 

differently in comparison conventional form of 

marketing. 

Social Media Marketing: The notion for social 

mediamarketing implies driving traffic and brand 

mindfulness by drawing in individuals in the 

discussion on the web. The most notable stages for 

online media marketing are LinkedIn, Twitter, 

Facebook, Instagram, YouTube, and many others 

which arenot quite far behind. Since social media 

marketing includes dynamic crowd revenue, it has 

turned into a well-known technique for certainly 

standing out. It's the most popular substance mode 

for Business-to-customers advertisers at 96 per 

cent, and it's gaining grounds in the Business-to-

Business circle moreover. According to the Content 

Marketing Institute, 61 per cents of Business-to-

Business content advertisers expanded their 

utilization of social media this year. The social 

media marketing offers worked in commitment 

measurements, which are very valuable in assisting 

the corporates’ with understanding how well their 

contacting their crowd. The companies areable to 

conclude which sorts of connections mean the most 

to the organization, whether that implies the 

number of offers, remarks, or full-scale snaps to 

their site (Thomkaew, J., and et, al; 2018). 

Pay-per-click Marketing: Pay-per-click, generally 

also referred to as PPC, which is posting an 

advancement on a phase and paying each time 

somebody clicks on it. When and how any 

individuals see their advertisements is a touch more 

confounded. Whenever a spot is free on a web 

index results page, generally called a “Search 

Engine Results Page”, the motor fills the spot with 

what is basically a second auction. A computation 

focuses on each accessible promotion in light of 

various factors, including Keyword significance, 

Ad quality, quality of a landing page and the bid 

total. Each PPC campaign has at least one core 

objective exercise that viewers are intended to 

finish in the wake of clicking a notice. These 

exercises are known as transformations, and they 



 

      

International Journal of Advances in Engineering and Management (IJAEM) 

Volume 4, Issue 5 May 2022,   pp: 380-386 www.ijaem.net    ISSN: 2395-5252 

 

 

 

 

DOI: 10.35629/5252-0405380386        Impact Factor value 7.429  | ISO 9001: 2008 Certified Journal   Page 382 

can be esteem based or non-esteem based. Making 

a buy is a transformation, nonetheless, so is a 

bulletin data trade or a call made to their 

workspace(Cardona, 2022). 

Affiliate Marketing: Affiliate or partner marketing 

allows somebody to bring in cash by propelling 

someone else's business. The corporate firm could 

be either the advertiser or the business that works 

with the advertiser; notwithstanding, the cycle is 

something similar regardless. It works by using an 

income sharing model. Accepting the member, the 

company gets a commission each time somebody 

buys the thing that the organization advances. 

Accepting their vendor, the business pays the 

member for each deal they assist the organization 

with making. Some offshoot advertisers decide to 

audit the after-effects of only one association, 

maybe on a blog or other outcast website or it 

could also lead to an association with more than 

one business(Brayer & Moran, 2021). 

E-mail Marketing: The idea of email marketing is 

a practice in which basically a business firm can 

send a special message and trust that their 

possibility taps on it. Notwithstanding, the 

execution is considerably more tangled. In 

particular, the corporates’ needs to ensure that its 

messages are needed. This implies having a pick in 

the rundown that incorporates individualizes the 

substance, both in the body and in the headline, 

states generally what kind of messages the 

supporter will get, offers a reasonable withdraw 

decision and Integrates both worth based and 

limited time messages. 

 

II. LITERATURE REVIEW 
Singhal, R. (2016): In the study of “E-marketing: 

Growth and challenges in Indian perspective” 

argued that the businesses have been involving 

electronic devices for some years, however the web 

and other data innovations made a surge of 

fascinating and creative ways of giving client 

esteem. E-marketing is the most youthful of the 

participation development gadgets & has developed 

colossally since common somewhat more than 

twenty years prior. Later on, purchaser control, 

further developed procedure coordination, refined 

measurements, increment remote systems 

administration, getting apparatus assembly and the 

semantic web will change the marketing scene. Her 

paper mentioned about the advancement as well as 

the difficulties within the consistently extending 

area of e marketing. She also mentioned that the 

field of E-marketing or E-marketing requires for a 

consistent learning. There is an essential 

requirement to stay up to date with the recent 

advancementsin the region of data innovation. 

BizhanovaKenzhegul, and et. al; (2019): In their 

paper titled “Impact of E-marketing development 

on entrepreneurship” quoted that the expectations 

of increasing powers of customers in theage of 

digitalization that is paving the way to the turn of 

the timewhich were reinforced by the appearance 

of the internet & afterward illuminated with social 

media. Alterations in customer conduct expect 

corporates to reconsider their marketing 

methodologies within the span of digital circle. 

This review utilizes the association's viewpoint to 

work with comprehension of E-marketing & the 

utilization of social media, just as its advantages 

and liability. Their research concluded that in order 

to enhance the connection with the application of 

E-marketing the companies are required to pay 

their high emphasis upon the development of 

relationship that acts as a base for the creation of 

customer interaction so that can have higher 

company’s sales as well as long term customer 

retention. 

Junusi El Rahman (2020): talked in his paper 

titled “E-marketing During the Pandemic Period; A 

Study of Islamic Perspective” that The Covid-19 

pandemic caused critical changes, particularly 

those identifying with advertising that prompted 

computerized utilization. The after effects of this 

investigation discovered that advances in data 

innovation assumed a part in the improvement of 

computerized showcasing, particularly during the 

Covid-19 Pandemic. The portrayal of advanced 

showcasing according to an Islamic point of view 

will provide new roads for comingchallenges&can 

make marketers more hypothetical. He further 

mentioned that the businessman’s or the marketing 

manager of a company should abide by the 

technological headways as E-advertising channels 

to build their promotions. 

Dastane O (2020): In his paper titled “Impact of E-

marketing on Online Purchase Intention: Mediation 

Effect of Customer Relationship Management” 

mentioned about the impact of E-marketing on the 

online buyingobjective of e-commerce customers 

in Malaysia. A measurableanalysis strategy was 

used by the researcher to gather experimental 

information from 202 internet-based customers 

chose by snowball testing method. Information 

were gathered through a self-regulated poll in the 

greater Klang Valley locality of Malaysia. The 

outcomes proposed that E-marketing 

fundamentally affected web-based buy expectation. 

In any case, the intervening impact of CRM was 

viewed as immaterial. The review added to the 

writing by giving a primary model of E-marketing 

and buy expectation to quantify the effect of E-

marketing on web-based buy aim with regards to 
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Malaysian web-based business. He further inferred 

that E-marketing is a key element that 

fundamentally affects buy expectation, with much 

help from past exploration discoveries. E-

marketing is thusly essential to create buy aims 

since buyers from varying backgrounds are 

innovatively cutting-edge and taught to utilize 

current gadgets, for example, cell phones, PCs, 

tablets, and digital gadgets, which have turned into 

a piece of their lives. 

Vapiwala, F. (2020): In the study titled “E-

marketing-A Savior for Businesses in Times of a 

Pandemic” analyzed that each onewill need to set 

up a company that is fit for enduring every one of 

the everyday hardships and particularly in the 

present situation, where it is typical for corporates 

to battle because of the economic hit from the 

effects of pandemic, companies could protect 

themselves by possessing a strong E-marketing 

plan &could forestall significant misfortunes. 

During the time of pandemic circumstance, it is the 

digitalization that won't allow corporate business 

houses to bite the dust and will end up being a 

conspicuous mode to arrive at buyer. There's 

dependably the chance of transforming a 

misfortune into an open door despite the fact that 

the repercussions of the COVID-19 pandemic 

might have long haul suggestions. As innovation is 

expanding and individuals are moving towards 

digital stages, E-marketing is assuming a urgent 

part for private ventures by giving chances to come 

back again on shore and enter the ocean of 

enormous extension which in any case was never 

anticipated utilizing customary marketing 

strategies. Businesses on digital stages have 

developed massively at a quick speed, creating 

loads of working open doors in books of a 

worldwide emergency. 

Rosokhata, A. S., and et., al; (2020): In their 

study of “Improving the Classification of E-

marketing Tools for the Industrial Goods 

Promotion in the Globalization Context” talked that 

within the present environment, the utilization of 

E-marketing devices is vital for home-grown 

makers, as it permits them to elevate their items to 

the world business sectors rapidly, with a 

somewhat little expense, to give main interest 

group impact, to frame and upgrade their own 

picture, just as the picture of their items, and so 

forth the steady refreshing of the E-marketing 

devices and the conflict among researchers with 

respect to the arrangement& grouping of the 

focusonto the E-environment need additional 

thought. The researchers proposed to decide the 

significance element of utilizing each electronic 

device to advance modern creation by the 

technique for pairwise examination. They proposed 

to consider the significance variable of utilizing a 

specific digital device while working out the 

expense adequacy of utilizing it. 

Singhal Rashi (2021): In her paper “Impact of 

Guerrilla Marketing on the Buying Behavior of 

Consumers” analyzed the concept of Guerrilla 

marketing and mentioned that the way of 

advertising company’s goods and services are now 

a days is done by this technique and Guerrilla 

marketing contrasts from offline marketing in that 

it is innovative & thinks about most critical 

turnover while encountering unimportant extent of 

cash since it could provideadvantages by 

imaginative strategies & phenomenal procedures. 

Guerrilla marketing deals with affiliations that is 

different from freedoms to help marketing 

projections using astonishing techniques. She 

further found that customer buying behavior can be 

improved with the rich customer faithfulness and 

inventive advancements and by making positive 

client direct through the help of strong marketing 

systems, for instance, guerrilla marketing. 

Customer reliably needs something different and 

something imaginative and this need is fulfilled by 

guerrilla marketing. 

Ilyas Gunawan B, and et. al; (2021): In their 

paper “The Influence Of E-marketing And 

Customer Perceived Value Through Customer 

Satisfaction On Customer Loyalty” talked about 

the perceived value which every customer gets 

through the use of E-marketing for which the 

researchers has utilized first hand survey through a 

questionnaire. Their main aim is to determine the 

particular group as well as individual’s behavior. 

The researchers have also adopted the Path analysis 

method for their better study through a sample of 

125 respondents. Their study concludes that the 

presence of E-marketing carries the lowest value 

among all the variables but the influence of the 

same is positive and significant upon the 

customers. They further said that the increased 

adoption of E-marketing would lead to the increase 

in the higher customer satisfaction. They further 

said that search engine optimization, social media 

marketing as well as the email marketing positively 

as well as significantly affect customer satisfaction. 
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III. BIBLIOMETRIC ANALYSIS 

 
Figure 1: Number of Articles by year 

 
Figure 2: Number of Articles by Country or Territory 

 

From the above analysis it can be seen 

thatfrom year 2010 to 2021 there is a huge number 

of articles which are available in the field of E-

marketing that is nearly 2675. After a through 

bibliometric analysis for the articles or manuscripts 

published in Scopus Journals it is clear that there is 

a continuous growth in publication or interest by 

researchers. While in year 2010 there was articles 

less than 100 but in just 21 years it reached to more 

than 600 articles alone in year 2021. Based on to 

the country the highest number of researchers or 

publications done by is United States followed by 

India. So, one can say that E-marketing is an 

emerging concept as well asexperiencing its 

necessity not only in corporate world but also in 

academic world. Researchers are understanding the 

need and importance of exploring the concept of E-

marketing which has a great opportunity in coming 

time.  

 

IV. RESEARCH METHODOLOGY 
In the current research, the researcher has 

utilized secondary data sources in relation to 

develop a successful study upon the topic “E-
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marketing as a tool for business success: A study 

on Indian Companies”. The information in present 

research has been gone through and gathered from 

the secondary research such as journals, previously 

published articles and government published 

sources. The present research is descriptive and is 

based upon the technique of literature review-based 

study. The researchers through this study has relied 

upon the information and facts of previously 

published material and statistics. Due to the nature 

of study the secondary based study is the best 

suitable for this study which was gathered more 

from companies’ websites and other sources of 

information after a thorough research and analysis 

for the superior results of this research. In order to 

look towards the different aspects of E-marketing 

in context to Indian Businesses the best tool that is 

suitable here is the secondary research which helps 

the researchers in context to determine the different 

trends of E-marketing. 

 

V. LIMITATION OF THE STUDY 
It is conceivable that a few or many 

individuals don't know about E-marketing as they 

might don't utilize android cell phone or admittance 

to the internet due to which Indian companies are 

not able to attract large customers. The current 

review was directed based on some secondary 

information which probably won't be adequate to 

create compelling end. The current report has a few 

restrictions, for example, the study depends on 

secondary data which can be additionally improved 

by utilization of primary information through direct 

review from companies or either from customers. 

In any case, the motive behind the study was to 

examine the success of Indian businesses through 

the application and reception of E-marketing 

instruments and procedures. 

 

VI. FINDINGS AND CONCLUSION 
The notion for E-marketing is an 

arrangement which assists the corporate house with 

the achievement of their explicit goalsbythrough 

study andselection of marketing channels, for 

instance, procured, paid and possessed media. 

Nonetheless, to be genuinely effective, digital 

strategies should be coordinated with customary 

media like print, TV, and regular postal mail as a 

feature of multichannel marketing 

correspondences. All the more significantly, 

presently like never before, you should have the 

option to exhibit the worth of your work. Indians 

utilize the web to do nearly everything nowadays. 

Internet picking up, posting via web-based media, 

watching Netflix, perusing digital books, playing 

computer games, covering bills, and the sky is the 

limit on the web, so how much time Indians spend 

online is expanding slowly. India is growing out of 

China as one of the main business sectors for web 

utilization. Little organizations will more often than 

not be parsimonious at their underlying stages 

because of the restricted assets they have. They 

can't have the option to manage the cost of 

enormous marketing financial plans and missions 

like greater organizations. However, so many 

internet promoting stages giving compelling 

devices paying little mind to your organization's 

size allows an opportunity to more modest 

organizations to stand up and make a name for 

themselves. E-marketing won't dial back yet speed 

up. By carrying out powerful methodologies, best 

works on, embracing the most recent innovations, 

you can extend your business and gain an upper 

hand. With Artificial Intelligence, Programmatic 

ad, Chatbots, Personalization and conversational 

marketing, Micro-minutes, the digital business 

continue on each day. 

 

VII. RECOMMENDATIONS 
 After having a thorough and deep study 

the researchers have analyzed that without any 

doubt the Indian Companies are doing great in the 

market but still there is a lack within the industry as 

well as in other markets of the country. So, in order 

to bridge the lack, there are some recommendations 

made by the researchers which are mentioned 

below: 

 There is a need to comprehend the 

fundamental ideas of E-marketing devices and 

innovations as for tasks and execution. This 

will help in settling on the right devices, 

advancements, programming, online media 

platforms, content and systems for executing 

E-marketing strategies. Business houses can 

use digital devices and platforms to target 

promoting, make leads, examine crusade 

adequacy, and make information upheld ideas 

about limits and other administration choices. 

In E-marketing, ROI is relying upon 

appropriate division of the purchasers/crowd. 

The customers need to feel a special 

interaction with store or marks and the E-

marketing instruments empowers the business 

houses to associate with their clients by 

recommending them to purchase items or 

administrations in view of their past perusing 

or purchasing conduct.  

 Another recommendation is to acquire the trust 

of the customers and to get by, production of 

brand is one of the main viewpoints without 

which the business turns out to be simply one 

more ordinary name in array of notices. To 
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foster India's digital economy, the government 

authority has taken on various drives and 

endeavors, going from explaining regulation to 

improving foundation. The approaches ought 

to be strong to support the independent 

company people groups and houses to utilize 

digital platforms. On similar time the digital 

foundation, laws and strategies ought to 

likewise shield the shoppers from fakes, 

cybercrimes and phony marketing. To procure 

the full advantages of digitization and 

changing India to a digital economy, the 

private ventures, business pioneers, little and 

medium retailers, government, and individual 

residents should assume particular parts and 

work together. 

 

REFERENCES 

[1]. Anurag, U., & Kaur, S. (2021). Systematic 

Literature Review on E-marketing in India: 

Present Scenario. Available at SSRN 

3993539. 

[2]. Bala, M., & Verma, D. (2018). A critical 

review of digital marketing. M. Bala, D. 

Verma (2018). A Critical Review of Digital 

Marketing. International Journal of 

Management, IT & Engineering, 8(10), 321-

339. 

[3]. Bizhanova, K., Mamyrbekov, A., Umarov, 

I., Orazymbetova, A., &Khairullaeva, A. 

(2019). Impact of E-marketing development 

on entrepreneurship. In E3S web of 

conferences (Vol. 135, p. 04023). EDP 

Sciences. 

[4]. Brayer, M., & Moran BrayerMoran is 

Outbrain's SEO Manager. He spends his 

days leveraging Outbrain's online assets to 

maximize search engine visibility. As an 

SEO. (2021, December 1). What is affiliate 

marketing - is it worth it? Outbrain. 

Retrieved February 10, 2022, from 

https://www.outbrain.com/blog/affiliate-

marketing/  

[5]. Bueno, I., and et, al; (2022). A business 

context aware decision-making approach for 

selecting the most appropriate sentiment 

analysis technique in e-marketing 

situations. Information Sciences, 589, 300-

320. 

[6]. Cardona, L. (2022, March 30). PPC or pay 

per click: How it works, advantages and 

examples. Cyberclick. Retrieved April 4, 

2022, from 

https://www.cyberclick.net/numericalblogen

/ppc-or-pay-per-click-how-it-works-

advantages-and-examples. 

[7]. Dastane, O. (2020). Impact of E-marketing 

on Online Purchase Intention: Mediation 

Effect of Customer Relationship 

Management. Journal of Asian Business 

Strategy, DOI, 10, 142-158. 

[8]. El Junusi, R. (2020). E-marketing during the 

pandemic period; A study of islamic 

perspective. Journal of E-marketing and 

Halal Industry, 2(1), 15-28. 

[9]. Ilyas, G. B., Munir, A. R., Tamsah, H., 

Mustafa, H., &Yusriadi, Y. (2021). The 

Influence Of E-marketing And Customer 

Perceived Value Through Customer 

Satisfaction On Customer Loyalty. Journal 

of Legal, Ethical and Regulatory Issues, 24, 

1-14. 

[10]. Rosokhata, A. S., and et., al; (2020). 

Improving the Classification of E-marketing 

Tools for the Industrial Goods Promotion in 

the Globalization Context. 

[11]. Singhal, R. (2016). E-marketing: Growth 

and challenges in Indian 

perspective. International Journal of 

Advanced Research Foundation. 

[12]. Singhal, R. (2021). Impact of Guerrilla 

Marketing on the Buying Behavior of 

Consumers. Journal of Emerging 

Technologies and Innovative Research 

(JETIR). 

[13]. Thomkaew, J., and et, al; (2018, September). 

Social media with e-marketing channels of 

new entrepreneurs. In AIP Conference 

Proceedings (Vol. 2016, No. 1, p. 020147). 

AIP Publishing LLC. 

[14]. Vapiwala, F. (2020). E-marketing-A Saviour 

for Businesses in Times of a Pandemic. 

International Journal of Research in 

Engineering, Science and Management, 

3(9), 159-161. 

[15]. Waheed, A., & Jianhua, Y. (2018). 

Achieving consumers’ attention through 

emerging technologies: The linkage between 

e-marketing and consumers’ exploratory 

buying behavior tendencies. Baltic journal of 

management. 

 

https://www.cyberclick.net/numericalblogen/ppc-or-pay-per-click-how-it-works-advantages-and-examples
https://www.cyberclick.net/numericalblogen/ppc-or-pay-per-click-how-it-works-advantages-and-examples
https://www.cyberclick.net/numericalblogen/ppc-or-pay-per-click-how-it-works-advantages-and-examples

