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ABSTRACT  

Advertisement  is the one of important element of promotion mix which plays very important 

role help in increasing the sale of any company through creating awareness about products 

and services.Now a day advertisement play a very important role in e-commerce company 

and result in significant growth in sale .these company buy advertisement place in 

newspapers, magazines, social media, or other a outlets to advertise there products and 

services and also give information about the offer and discount which attracts more and more 

customers to buy the product. Advertisements also result increasing the value of product 

creating brand image and reputation which helps and maintaining long lasting relationship 

with the customer. The present study focus on understanding the relationship between 

advertising and sale value of ecommerce  company and to analyse the trend of expenditure 

on advertising. This study based on secondary data. 
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Introduction  

Advertising is important to a business because it helps you identify and compets with other 

similar business, and it has the additional benefit of raising the image ,the reputation and 

identity of a company among the communities it serves. The main objectives of 

advertisement are: try to create  awareness among the customers to penetrate the market,to 

retain the potential customers and also the reinforcement of the customers Philip kotler 

(2005). 

Sales show the more success of your product. When customers are growing to purchase your 

product than you can say that your product is successful among the customers. More sales 
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representative growth in profit. So, it becomes obvious that advertising have positive impact 

on sales and hence increase sales David (1988). 

E-commerce advertising forms a crucial part of the digital advertising scenery. You will often 

find purchase decision being taken instaneously on e-commerce platform just as you'd see 

inside physical store. The aim of e-commerce advertising is to influence this purchase 

decision of a transacting consumer and guide him/her along the purchase funnel form 

awareness, to consideration and eventually ipurchase.  Thus while digital advertising is 

concerned with marketing a product or service to an identified target audience using digital 

medium , e-commerce advertising is targeted towards consumers transacting on an e-

commerce platform. The study also indicates Social Media is now a marketing tool used by 

marketers to engage with the target or potencial audience through online communities to 

generate exposure, opportunity and sales.E-ommerce companies are increasingly targeting 

consumers directly on Twitter and Facebook. 

Describe Ecommerce 

As the e-commerce definitions given by various sources differ significantly, it is important to 

adopt a clear and consistent definition of e-commerce.From a communication perspective, e-

commerce is the delivery of goods, services, information, or payments over computer 

networks or by any other  electronic means. 

 

Literature review  

Many researchers or scholars have done there  researches about impact of advertisement on 

sales of ecommerce company. Many of them have pointed positive impact of advertisement 

on sales of e-commerce sector.. (D.Bennett, 1995) Through advertising is used to establish a 

basic awareness of the product or service in the mind of the potential customer and to build 

up knowledge about it.Advertising does not inform the public that a product exists but 

promotes its benefits, it also persuades, induces people to like, prefer and buy a product to 

others (Young C.E., 2005) . Advertising has an effect on the rising sales of brand product 

categories and therefore increases the sales  of the product.Advertising have a positive 

relationship with demand of product or service. (Verdon, 1968). On other factors are remain 

control (company size, sales growth etc) a measurable relationship between advertising 
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expenditure and sales. (Kamber, 2002).Increase in advertisement will increase the sales 

performance and when sales are increased then profits are also increased. (Dr. Ahsan Jia, jan 

2015) Firm value, sales, profit, advertisement expenditure can all have feedback  effects on 

one another.Another study by Leong et al (1996) using cointegration technique found a 

strong positive relationship between advertising expenditure and sales. Similarly, Lee et al 

(1996) found that the variables of advertising and sales are not only integrated of same order 

but also cointegrated. The results explicated that causal relationship between advertising 

expenses  and sales works in both directions. Sundarsan (2007) evaluated the effectiveness of 

advertising on sales of small and large firms, and for multinational corporations. The results 

showed that advertising has influenced sales, though its relative effectiveness was not the 

same for all the categories of firms. 

Justification:- 

From explaining above literature it is found out that these are less number of research done 

on advertisement expenses and sales in e-commerce industry.  

        In recent era the amount of advertisement expenses is big in e-commerce. If we take the 

example of Flipkart, we found out these is rapid increase in their advertisement expenses. For 

Example the report of IAMAI are mentioned below. 

According to a joint report by the Internet and Mobile Association of India (IAMAI) and 

Indian Market Research Bureau (IMRB) Kantar, India’s digital advertising expenses will 

likely reach $1.5 Bn (INR 9,700 Cr) by the end of 2017. With businesses, especially in the 

ecommerce sector, relying heavily on ads to acquire customers, the segment is expected to 

grow at a compound annual growth rate (CAGR) of 33%. 

At present, digital advertising spend accounts for around 14% of overall advertising spend in 

the country. 

In December 2016, the total digital advertising expenses stood at $1.13 Bn (INR 7,300 Cr). 

As stated by the report, the growth has experienced a slight slump, from 40% in 2015 to the 

current 33%. 

Ecommerce presently tops the list with over $212 Mn (INR 1,361 Cr) in digital advertising 

expenses. Following closely behind are fast-moving consumer goods (FMCG), consumer 

durables, and banking, financial services and insurance (BFSI). 

The report stated, “However, a comparison of these verticals in terms of share of spends on 

traditional versus digital show that BFSI organisations incurred the highest share on digital 

advertising spends. Around 40% of their overall advertising spend was on digital followed by 

ecommerce, telecom and travel.” 

Last year, search ads made up nearly 28% of the total ad spending, with $319 Mn (INR 2,044 

Cr) going into that segment. Video ads, which constituted about 19% of the overall expenses, 
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saw the infusion of more than $216 Mn (INR 1,387 Cr). This was followed by mobile and 

social media, each of which stood at around 18% (or $205 Mn each). 

Objectives  

1.To analyse the relationship between advertising and sales in e-commerce. 

2.To analyse the trend of expenditure on advertisement of e-commerce sector. 

 To analyse the relationship between advertising and sales in e-commerce . 

Advertising is the paid, public, non-personal presentation of a persuasive message by an 

identified sponsor. It's the impersonal presentation or promotion by a firm of its products to 

its existing and potential customers. It can prompt your target to act to you and engage in a 

sale. 

The sales process is everything you do to close the sale and get a signed agreement or contact. 

The sales process consists of  interpersonal interaction.  

It's often accomplished in a one on one meeting or through cold calls and networking. It's 

anything that engage you and the prospect or customer on a personal level rather than at a 

distance  

The sales and advertising is very important role  play to the success of a business without  

advertising people are not aware in the  product’s and services or there benefit.  

 To analyse the trend of expenditure on advertisement of e-commerce sector 

The Indian e-commerce industry has slowed down over the last two years. It grew at 26.4% 

in 2017  in compared to 39 %  in 2016 and over 100% in the previous  two year according to 

the report. 
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Research Methodology 

Type of Research 
Descriptive  research is being used in the study. 
Sources of data 
Data is collected from various secondary sources-journals, books, articles, websites and newspaper, etc. 

 

 

Finding  

 After analysis of the study findings, the study concludes that the effectiveness of 

internet advertising on reach and creation of awareness was determined by the level of 

knowledge about the existing platforms of advertisements adopted by various  e-

commerce companies in india  and time spent on various media 

 Social Media is now a marketing tool used by marketers to engage with the target or 

potencial audience through online communities to generate exposure, opportunity and 

sales.E-ommerce companies are increasingly targeting consumers directly on Twitter 

and Facebook . 
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Conclusion 

The study found that the effectiveness of  advertising on reach and creation of  awareness was 

determined by the level of knowledge about the existing platforms of advertisements and 

time spent on these media. And also give information about the offer and discount which 

attracts more and more customers to buy the product.  Adverti sing increase the sale 

performance of the company and ultimately increase the profit . E-commerce advertising 

forms a crucial part of the digital advertising scenery. You will often find purchase decision 

being taken instaneously on e-commerce platform just as you'd see inside physical store. The 

aim of e-commerce advertising is to influence this purchase decision of a transacting 

consumer and guide him/her along the purchase funnel form awareness, to consideration and 

eventually purchase.  
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