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mtcreSth in product only by counting the number of clicks on the advertisements. Also, with use
0fmodem software anyone can easily analyze the data and behavior patterns. Further, number of
pouncers can also be recorded and other techniques can be implemented to bring them on
platform 0O 3. Low cost of transportation: The features that needs to be put up at strategic
|ocations needs to be transported from the head branches to the target location. Due to bad roads
ond distant placements of rural villages it results in a very high cost of transportations. In case of
digital marketing this cost is cut down substantially. All the features can be projected on
respective media through digital means which means no travelling involved.
More lucrative options

Digital marketing methods are not limited space or time. Marketers can deploy lucrative
means such as videos, audios, teasers, real-time analysis, etc. to capture the attention of the
consumers in the segment. Compared to on-ground marketing where only few options are
available, these methods have significantly more number of options to expand customers. Digital
marketing is not limited to identify needs only, but also is a useful tool to identify the innate
needs of the consumers. It can be an offective tool to implement push marketing for the market
expansion of any product. At the same time, marketers must realize that the scope of the product
that should be pushed into rural segment is limited. Any product which has physical form should
be examined before being promoted in the rural segment. The cost of physically delivering the

product must be realized prior to promotion to avoid any waste of money and effort. The few

types of product that could find digital marketing helpful:

1. Social Networking: Increasing craze of connecting to friends and staying in touch 24*7 have

given these networks an immense market already waiting for them. With digital marketing

they can easily penetrate into the new market and gain a lion’s share.

s: These products have a high scope of market expansion in rural

ate and realization towards importance of education in the

promoting these networks,
2. Online educational course

segment, With the increasing literacy r

youth, these apps can easily build promising consumer base.

3. Ticket booking systems: Ticket booking websites and agents dealing in booking of railway

tickets, parcels, airline tickets, hotel booking etc. can find a substantial number of customers

their bookings. Thus, these products can also have a positive

looking for easy means to et

response from digital marketing in rural areas.
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