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ITHIHT TE STAER W 9T HITSAT o THTE T 37299
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T4 ST o AT STHIHT TS SHTER o THUN TH-qLeh! T AR HITSHT o THTE T TeTeHe 3T
for T 1 e SrezE g T oY wefter AT € fon o - forse o ardafee AR et i smyfes diere
wHifea Td sHe SFaEEl 3 ST € A, Y-3ucted Ue T S H Heed 901 FTe fa 1 1 36 fawa
3TER S FHTIOT A & 1T A1gfeeseh fafer grr 200 SferTfidt 1 =i o s st fafer gro
3T T TR AT AT 2 | T TROTTHT 3 TR R 7 fog 21 5 @ fof St e swerem 1 |
wHifear 7 939 T wwTfra fora 2 wd 78 WA SR online 372ra ARt Hifeam & wieart 1 SwH
HTE ST 2

A =3 Online, w%ﬁ?m@ﬁ'q'w, Amazon, Flipkart, Social media

TEATIAT
STIHT G STER § AT ST ST ST o STl ITHIHT o 36 gshior &  frah agwam
I8 3G T ITAMIQT, IThT TUTaT, T IehT shiwret o STeR R e afafda s war 21 giten
SUMIHT T FEAT 6 JT SRATH GrEehIvT AT WTeN (&1 § W ST o 39 SR H dohe AT &
35 I IUHICHT o SHIRTN &0 hl Ieq ST FohaT 21 AT I hT SuaAfoerai o Sfarid 3ete w
Hireret e 1 S U 95 9S8 o7 @ e @ e i O AfieR I (Global Village) AT T 21
$eTe U T HifAT i ST 3 g ve gl o Ennet S wHH o 21 3t e o for o ot
oft b T 3 Safeh T el o W el shl QLT ST Wl 8 36 3Tffieh @rerer wfifean 4 s afgy
a1 dd € Tl gfgenror o uftafda s o st el sftrent 7 21 o1 39 e o sidrid gt
Hifea T ITAAT Tl AR o e U ohl queH % YA 3R 1T §| 36k ITetar g oft S
ST fopa T @ foh wrerer A gro wrdieart & aratish AR et & T T STWIHT shl 9 ST
foramat & fohaam uftard = o1 2

TETTT ILIT (Objectives)
TH A T TG Ie ST TS ATRR L ATt HITSHT 6 JHTe T ST AT 2

T YT
IUHIHT WiiE STEER UL 1Tl HITSAT 3 THIE o1 L2 T 2

Tegq Elﬁlﬁ‘( Methodology)
9 ST o IFld AR ATHS! F WV o] T wATaf ffer v et g & e oTw AiwSl
T Hiftemeht fafer wel fersmomrenens farfer g eqw feram e R

< (Variable)
T ST o ST IUMIHT TS SRR T AT HITSHT oh THTe ohi = o &9 H T fohar T e |

Heifira ATfEea T STareAtehT
e AT S =TEd =T (2020), CV GEFAR (2016), =11 3, die fie, Sfgwiss @ 1ieh e
(2020), 5T FHR I, G ST T Th3T STST (2020), 3. F0M 07 T AT, he(2020),
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gfaest 1 o=@ (Selection of Sample)
W%W%Xiaomimmaﬁwmé“ﬁ(ﬁﬁ)w
T I AT I o A Argfess fafd g 200 Aismsd
SUIRBTSAT T == R T R)

STTRE! hT HIFUT (Data Collection)

ArtereRT 1: SfawTir o1 = afieRtor

http://www.marketingjournal.net

HiwE! % WU o] Xiaomi Ufeuft (fwelt) % R W wlieer &g
A At fafie strgent < 200 sl (5 120 729 @& 80
HigeTsTl ) 1 ATg e &9 & T foram o arfereer- 1 & wefsta feram
T R $HR A 120 TR ST TE 80 Afear st A
fewa w=at & fewar forem &7 wfonfit 6t s Afés e 10
aft, 12 off oI TR/ TR R 6 SATET T SHATT: 110, 50 T 40 off
THe 3T o Sfaria 40 Sfawrft 18 & 20 a9 1 37 6 T 21§ 30
a7 shT TR 2 90 WIATITET 31 & 40 o Hear 311 &t ok 70 Wfcrirat
7 fewa foram

-1 ATIH ATAR THEGIH 3 AT Tereh JUh ATETH T 52

oy afge
S frereu-
120 80 N
StfereR T (Qualifications) 1. et
0 d T 110 2. %M
12t ds® 50
TR/ ETdehIT 40 % -
3T (Age) rwea gt
1892099 40 On-line 78%
2183099 90 Off-line 22%
31840 a9 70
a0%
8%
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20%
o -
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On-line Off-line

AT 1: UM Trlle AT 21 afieror Sfaerd

T2 TIITE WHEAT UR AT AT FohaT OHT et ed & 2
fererea

ATfeTeRTt 3: SfawTRET g averer Hifea o Iuwi et sefiertor

au AT taera

1 1-2 Hours 1828 45%
2. 2-3 Hours 2¥3ES 27%
3. 3-4 Hours 3U49 16%
4. Above 5 Hours 5 7 3T 370 U doh 12%
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ATECTERT 4: ITHITHT TS T TITCA HTSE STHIT T TR

vTer HifeaT |1ee IUARTRATIT T TS

forerea- Amazon 35%
1. Amazon Flipkart 34%
2.  Flipkart Paytm 17%
3. Paytm, MI store 12%
4.  MI store, Other sites 2%
5. Other Sites

40%
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TSR 3: ITHIH T T

TH-4 FIT YR T & foh 3uehl Tler avrer #ifgar o
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ATTTERT 5: ITHIHT EHIE TR T HISTeT HIFSAT & THTer oAt S fiehtor

forepew Tt

- ool end 93%
1. ol wedd g 0
2. ot srEma AifRTeh G 3%
3. i3 weHd e — 2%
4. SAifITE oTEHq

100% 93%

90%

80%

70%

60%

50%

0%

30%

20%

10% 2% 3% 2%

0% —
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FATERIT 4: ITHIH BT HET T HIRTA HITSAT o THTE T FHTehor

TTeRSY ST fISLWUT ( Data Analysis) FIfid T FTed TfTirt s gfawra 27 Sred T 16% W@ gfaamft

TTRT 2 3 SR Tt SR 9 7T et 3 forhedt g 7 e
T & foF T 78 wiaea Sl Elieert aq drte Hiftear w=t
S amazon, flipkart, paytm 371§ % T T AT HEed od §
STaIfeR T 22 % on-line BIE o T T T ST | ST @lig
AT IRIH A 2| ATferert -3 H it STiehs HiTer Hifear #ar
i R ST Aol THY STt i WeRia e § 3 45 gl
gt va & S faifia &9 8 19 2 5 dieret difea s v e §
S - EE, 2, YouTube AT STelfeh Widfed 2 & 3 = @

T S T 3 4 He wfafeT S Hifsam o w=e a8 38w
srfafes At Hifsar W waiftes awe 5 s 31eEr 5 9 Al w0
T SFdld A el T 12 g gfawmft € | arferer -4 &
SRSl ¥ g Tue 1 YaTE forar e ® T 38 otz o wftafaa
200 SfawIiRET § & 35% T Amazon W @lE i TrefHehdar a4 &
Sfeifeh 34% Flipkart & SO T STfHehdT <0 8 39 31ET 12%
TG wfarft & St MI Store & @HiE &1 30 AMA &) ATHI-5
JTehe! g1 I8 frg Brar 2 for SuvichT T saee i dwre Wifgar
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T 36 ITEFE] T AT 93% TMTfad fham ® Sefeh dmeET 2%
TR 3 59 forsr oX SregHfd ol as T R |

W(Conclusion)

HUT fosRy R TS RT WTH SRS 1 SATIR A E I8 FET S
gehaT g b et difear 3 a1 hadt SUMRET Tie SFgER Hl A
srTfor forarm & sifosh et wee Sfiem Sieft 1 oft ot de & wiafaa
L HT HW HAT ) STREISTT g1 31 ATg @lig i e o3
S ¥ ISR % 3T Rl A Hifgar | e vg s A
sfgfgar =1 forshra g1 21 7% stz off gelt o oy gfy e @ fon
vt Hifear & Aream | SUMIRRIST U AT ofigT ©liE & & A
SR TR ST 8| TR ST T1E TS hi 37t Srerfirerar
T Tigd ¥ & wohe wid 8 S 39 o1ea g W ST °
BEEIRIRRIE
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