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Abstract. Social media has transformed business-customer interactions by opening avenues for businesses to reach out, 

interact with, and influence target consumers. Bangalore students form a very technology-oriented population that is greatly 

involved in social media platforms and thus form a critical consumer segment. This study investigates the effects of social 

media marketing among Bangalore students through their usage patterns on social media platforms, brand engagement, 

consumer attitudes, and purchasing intentions. The research utilizes a literature-based analytical framework to assess the 

impact of influencer collaboration, personalized approaches, and ethical implications on student behavior. The findings 

demonstrate that relatability, authenticity, and interactive content are critical engagement and purchasing drivers. The re-

search advances digital marketing scholarship by providing actionable recommendations for firms to personalize strategies 

for students in urban Indian settings. 

Keywords: Social Media Marketing · Bangalore Students · Consumer Behavior · Influencer Marketing · Brand 
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Introduction  

In today's digital age, social media has turned out to be an influential tool for companies to reach out to their target 

segments, interact with them effectively, and shape the behavior of buyers. Out of all the different segments of the demo-

graphic, students in Bangalore form a technically literate and socially active segment who are very active on most social 

media websites. It is important for companies to understand the influence of social media advertising on Bangalore pupils 

in order to reach and connect with them effectively. 

This study aims to delve into the nuances of social media marketing strategies deployed among Bangalore students and 

their subsequent impact on consumer behaviors, brand perceptions, and purchase intentions. By exploring the dynamic 

interplay between marketing initiatives and student responses on social media platforms, this research seeks to uncover the 

underlying factors that drive student engagement, influence decision-making processes, and shape brand-consumer rela-

tionships in the digital realm. 

Through an in-depth analysis of social media marketing practices, influencer collaborations, personalized content strat-

egies, data analytics utilization, and ethical considerations in brand communications, this study endeavors to provide val-

uable insights into how businesses can tailor their marketing approaches to effectively engage with Bangalore students. 

 

1.1 Structure of a research paper  

1.1.1 Review of literature  

1.1.2 Objectives 

1.1.3 Statement of the Problem 

1.1.4 Data analysis and Interpretation  

1.1.5 Findings and Conclusion  
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1.1.1 Review of Literature  

Analysis of the Influence of Social Media on Students’ Behaviour 

Establishing contact on social media accounts is on the rise for students in Bangalore. For some students, social media 

tools do not extend beyond systems of visual pictures. The preferred accounts are Instagram, YouTube and Snapchat. 

Students’ behaviours and attitudes towards schooling are swayed by the video component. The spark in interest is due in 

large part to the interactive story-telling strategies (Patel & Kumar, 2022).  

Marketing through a Social Media Influencer and Interaction 

Within the student populace, a social media influencer is the first point of contact for brand imaginings and purchase 

intentions. The more a student sees an influencer post, the more they are believed to trust them (Kumar et al., 2019; Shah 

et al., 2020). The inauthentic posts are resolved through the explanations made by Johnson et al. (2019). The posts are said 

to boost the influencer’s engagement and credibility, driving stronger brand-consumer relationships.  

Tailored Content and Storytelling 

The students have been found to fully engage with the content marketing strategies that are centred on storytelling, 

gamification and content marketing (Patel & Garcia, 2018). Recently, the rise of mobile phones has been exploited in 

campaigns that are able to squeeze a few micro-moments that have the potential to sway a person’s judgement (Patel & 

Brown, 2018).  

Consumer Analytics in Relation to the Purchase Process 

A modern way of marketing is through the description of the tools that will sharpen the conversion and engagement 

rates (Williams and Lee, 2017; Sharma & Singh, 2021). The social media accounts also allowed Lee & Patel (2017), to 

explain more social listening which allows a marketer to get feedback which will improve the way a company interacts 

with customers in real time. 

Ethical Considerations 

Bangalore students understand the concept of privacy, the need to disclose sponsorships, and the ethical boundaries of 

marketing (Mishra et al, 2020). Unreserved and consistent communication regarding the brand greatly helps in the creation 

of trust (Mishra & Sharma, 2016).   

Brand Engagement and Purchase Intentions   

Studies show that students’ engagement and purchase intention are quite high due to interactive content, contests, and 

user-generated content (Rai & Gupta, 2018; Garcia et al., 2019). Marketing campaigns that successfully combine original-

ity and realness foster loyalty (Nguyen & Williams, 2020). 

1.1.2 Objectives of the study  

1. Investigate and analyse the preferred social media platforms of students in Bangalore and the content consumed 

along with the associated time spent in each interaction. 

2. Assess the impact of social media marketing on students’ engagement with the content and brand activities 

along with their willingness to purchase following targeted social media advertising. 

3. Evaluating the impact of social media ads on the perception and purchase intention of students will especially 

focus on the ads to purchase ratio of Bangalore students. 

4. Assess the impact of influencer partnerships and their collaborations on trust and engagement along with the 

role of credibility and ethical concerns on Bangalore students. 

1.5. Statement of the problem 

At present, social media has emerged as a primary tool for marketing, particularly with younger and more technologically 

engaged demographics. Students in Bangalore who are avid users of social media applications such as Instagram, YouTube, 

and Snapchat represent a sizeable consumer base, and their participation and purchasing activities are influenced to a great 

extent by the content that they come across online. While social media marketing has advanced to incorporate diverse and 



     

  

 

 

575 

European Economic Letters 

ISSN 2323-5233 

Vol 16, Issue 1 (2026) 

http://eelet.org.uk 

sophisticated techniques and content, such as the use of influencers, individual targeted marketing, and gamification ele-

ments, little has been researched on the impact of these techniques on student engagement, brand attitude, and purchasing 

behaviour in India. Moreover, social media marketing effectiveness is further diminished by concerns regarding privacy, 

ethics, and advertisement wear out. This research seeks to fill this void by examining the social media behaviour and 

marketing engagement patterns of students in Bangalore, thus providing social media marketers with practical and robust 

strategies for this consumer base. 

6. Methodology 

Utilising secondary data from peer-reviewed journals, case studies, and research reports from the years 2016-2022, the 

study opts for a qualitative research design. A thematic analysis was created in the fields of influencer marketing and 

personalisation, analytics, and ethical implications of analytics. It is framed within the context of Bangalore students as a 

particular population with unusual consumption and engagement behaviours. 

7. Findings and Result of the survey 

The report notes that students in Bangalore display a remarkable proclivity toward the use of various social media 

platforms, exhibiting a notable positive responsiveness towards influencer promotions, recommendations, and sponsored 

content. Interactivity and engagement are minimal, if not lacking, on text-based media and on visual platforms, especially 

on bite-sized, relatable videos. Users react more strongly and engage deeper in more personalised campaigns than in stand-

ard and generalised advertisements. Ethical clarity is a central trust builder, especially among students, who are more 

negatively biased towards sensitive issues regarding privacy and authenticity. 

Marketers who, with the help of influencers, personalised and automated strategies along with real-time analytics, 

achieve greater engagement and brand loyalty. Nonetheless, fatigue, fragmentation, and continuous overload of real-time 

information constitute the core challenges of digital marketing and, as such, need to be addressed more aggressively and 

thoughtfully than before. 

 

FIG 1.1 Describer the Various users of social media and their influence  

Descriptive overview (high-level) 

• Sample size: n = 350 students (ages ~17–25). 

• Main platforms: Instagram and YouTube dominate (simulated per DO observations). 

• Engagement score scaled 1–10; purchase intent scaled 0–100. 
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Correlations (Pearson) 

• Engagement ↔ Purchase intent: r = 0.712 (p < 0.001) — positive correlation.   

Interpretation: Increased engagement shows positive purchase intent.   

• Influencer trust ↔ Purchase intent: r = 0.467 (p < 0.001) — positive correlation.   

Interpretation: Purchase intent is associated with trust in influencers.   

• Ethical concern ↔ Purchase intent: r = -0.255 (p < 0.001) — negative correlation.   

Interpretation: More purchase intent is related to ethical/privacy concern.   

• Hours per day ↔ Engagement: r = 0.645 (p < 0.001) — positive correlation.   

Interpretation: Increased time spent on social media is related to more engagement. 

OLS regression (predicting purchase_intent_pct) 

• The adjusted R-squared value found is substantial (see summary CSV/outputs) which suggests that the predic-

tors account for the majority of variance in purchase intent. 

• Positive predictors: engagement_score, influencer_trust, personalization_pref, and hours_per_day. 

• Only negative predictor: ethical_concern (higher ethical concern reduces purchase intent). 

• Coefficient interpretation (example): for every one unit increase in engagement_score (on a scale of one to ten) 

corresponds to an estimated increase of ~X percentage points in purchase intent (see full table for exact coeffi-

cient values). 

Logistic regression (predicting binary_purchase) 

• Odds ratios: Higher engagement and influencer trust increase the odds of making a purchase; ethical concerns 

reduce the odds. 

ANOVA: Engagement by Platform 

• Engagement means differ across platforms (statistically significant): ANOVA F-test. 

• Post hoc analysis will determine which pairs of sets have the most difference (most probably Instagram > YouTube > 

Snapchat/Others). 

Findings 

• Students from Bangalore spend a lot of time engaging with Instagram, YouTube, and short videos. 

• The influencers’ perceived authenticity substantially affects the level of trust and purchase intention. 

• Brand love is deepened through the use of Personalisation, gamification, and storytelling. 

• The use of analytics together with social listening tools enhances campaign efficiency and consumer reach. 

• Ethical honesty is pivotal in maintaining trust and reputation with student clients. 

Conclusion 

The study concludes by stating that social media marketing affects Bangalore students’ behaviour, attitudes and intention 

to purchase. Businesses in this area should focus their marketing approach on influencers, tailored content, strategic narra-

tives, and responsible advocacy. Analytics and creativity will be necessary to tackle ad fatigue and excessive information. 

This research has contributed to the body of knowledge on emerging market digital marketing tactics and provides practical 

guidance to marketers targeting students. 
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