
1 
 

 

  

 

 

 

 

 

 

 

 

 

 

  

BIJU PATNAIK INSTITUTE OF INFORMATION TECHNOLOGY 
& MANAGEMENT STUDIES (BIITM), BHUBANESWAR 

 

Plot No. F/4, Chandaka Industrial Estate, Infocity, Patia, Bhubaneswar-24 

 

SUMMER INTERNSHIP PROJECT 

2023 
 

REPORT TITLE 
 

“Digital Marketing in the Era of Data Privacy” 

SUBMITTED BY 

 

Rajat Kumar Gayan 

MBA Batch: 2022-24 

University Regn. No: 2206258210 

 
Faculty Guide External Guide 

 

Mrs. Laxmipriya Nayak  

(HR Manager) 

PRsons Group, Bhubaneswar 
 

Mr. Prasant Kumar Rout 

Prof.(IT)  

BIITM, Bhubaneswar 
 



2 
 

 

 

CERTIFICATE OF INTERNAL GUIDE 

 

 

This is to certify that Mr. Rajat Kumar Gayan bearing university registration no 2206258210 

of  2022-24 batch, has completed his/her summer internship at PRsons Group from 01st Sept 

2023 to 31st Sept 2023 under the supervision of  Mrs. Laxmipriya Nayak (corporate guide) 

and has submitted this project report under my guidance in partial fulfilment of the 

requirements for award of the degree of Master of Business Administration at Biju Patnaik 

Institute of Information Technology and Management Studies, Bhubaneswar. To the best of 

my knowledge and belief, this project report has been prepared by the student and has not been 

submitted to any other institute or university for the award of any degree or diploma. 

 

 

Date:                                                                                            

Place: Bhubaneswar                                                                    

  

Mr. Prasant Kumar Rout 

Prof. (IT) BIITM, Bhubaneswar 



3 
 

 

 

 

 

  



4 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



5 
 

 

 

DECLARATION 

 

 

I, Mr. Rajat Kumar Gayan Bearing university registration no 2206258210 (2022-24 batch),  

hereby declare that the project report titled “Digital Marketing in the Era of Data Privacy” 

is based on my internship at PRsons Group, during the period 01st Sept 2023 to 31st Sept 

2023 and is an original work done by me under the supervision of Mrs. Laxmipriya Nayak 

(corporate guide) and Mr. Prasant Kumar Rout (Internal Guide). This report is being 

submitted to Biju Patnaik Institute of Information Technology and Management Studies, 

Bhubaneswar, affiliated to Biju Patnaik University of Technology, Odisha, in partial fulfilment 

of the requirements for the award of the degree of Master of Business Administration. This 

project report has not been submitted to any other institute/university for the award of any 

degree or diploma.  

 

 

Date:                                                                                                           

Place:  Bhubaneswar                                                                                               

  

Rajat Kumar Gayan 

Reg No.: 2206258210 



6 
 

 

 

ACKNOWLEDGEMENT 

 

 

It is really a great pleasure to have this opportunity to express the feeling of gratitude 

imprisoned in the deepest core of my heart. 

At the onset, I convey my sincere gratitude to Mrs. LAXMIPRIYA NAYAK, HR Manager, 

PRsons Group, Bhubaneswar for giving me the opportunity to prepare my project work. 

I do express my sincere thanks to Mr. PRASANT KUMAR ROUT, Prof., BIITM, 

Bhubaneswar for his diligent guidance and continuous monitoring of the project. 

I must also express my deepest gratitude to the Principal and the Faculty Council of BIITM, 

for their timely help as and when required. 

I cannot conclude this acknowledgement without thanking my family, relatives, acquaintances, 

and friends who have offered their valuable cooperation to me at every stage. 

 

 

 

Date:                                                                                                           

Place:  Bhubaneswar                                                                                               

 

 

  

Rajat Kumar Gayan 

Reg No.: 2206258210 



7 
 

12 

13 

15 

16 

18 

19 

 

22 

26 

30 

32 

35 

35 

36 

 

 

CONTENTS 
 

Title Page  1 

Internal Guide Certificate  2 

External Guide Certificate & Letter of Appreciation 3 

Declaration 5 

Acknowledgement  6 

Table of Contents 7 

List of Figures  9 

Executive Summary  10 

 

1. INTRODUCTION 

1.1 Introduction 

1.2 Identification of Problem  

1.3 Scope 

1.4 Current Market Scenario 

1.5 Objectives 

1.6 Methodology 

 

2. COMPANY PROFILE & INDUSTRY ANALYSIS 

2.1 Company Profile 

2.2 Industry Analysis 

 

3. COMPETITOR ANALYSIS 

3.1 Product Feature Matrix 

3.2 Analysis Of Differential Competitors 

 

4. CUSTOMER ANALYSIS 

4.1 Current And Potential Customers 

4.2 Types Of Customers 

4.3 Factors Influencing Consumer Behavior 

 

 

 

 

 



8 
 

37 

38 

41 

43 

50 

51 

53 

54 

55 

57 

 

 

 

 

 

 

 

 

 

 

 

 

4.4 Buying Decision-Making Process 

4.5 Emerging Trends In Customer Profiles And Preferences 

 

5. FINDINGS & ANALYSIS 

5.1 Experiences During The Internship  

5.2 Interpretations 

5.3 Analysis Of Findings 

5.4 Challenges Faces & Lessons Learned 

 

6. SUGGESTIONS AND CONCLUSIONS 

6.1 Suggestions For PRsons Group 

6.2 Conclusions 

 

BIBLIOGRAPHY 

ANNEXURE 



9 
 

 

 

LIST OF FIGURES 

 

Figure No. Description Page No. 

1. Data Protection 14 

2. Primary vs Secondary data collection 20 

3. Marketing mix (4 p’s) 24 

4. Types of customers 36 

5. Consumer buying decision-making process 37 

6. Graphical representation of the responses of Q 

No.2.1 from annexure. 

43 

7. Graphical representation of the responses of Q 

No.2.2 from annexure. 

44 

8. Graphical representation of the responses of Q 

No.2.3 from annexure. 

45 

9. Graphical representation of the responses of Q 

No.2.4 from annexure. 

46 

10. Graphical representation of the responses of Q 

No.2.5 from annexure. 

47 

11. Graphical representation of the responses of Q 

No.2.6 from annexure. 

48 

 

 

 

 

 



10 
 

 

EXECUTIVE SUMMARY 

 

PRsons Group is a dynamic digital marketing company situated in Bhubaneswar, Odisha, 

committed to delivering innovative marketing solutions in the era of data privacy. Our 

internship experience provided valuable insights into the intersection of digital marketing and 

data privacy, guiding us in understanding the profound impact of data privacy on the industry. 

As a company profile, PRsons Group is involved in sales, services, and business development 

of digital marketing products. We are dedicated to serving our clients, transcending 

geographical boundaries, and ensuring quality, ethics, and value in every facet of our work. 

 

Our key findings from the internship experience can be summarized as follows: 

Data Privacy Emerges as a Cornerstone: Data privacy is no longer a peripheral concern but a 

central pillar in the digital marketing landscape. It's not only a legal requirement but a strategic 

imperative for businesses. 

Building Trust and Loyalty: Trust is a prized asset in the digital age. Companies that prioritize 

data protection build a foundation of trust with clients, fostering loyalty and positive word-of-

mouth. 

Balancing Personalization and Privacy: Achieving equilibrium between personalization and 

data privacy is not merely a compliance necessity but a competitive advantage. Marketing 

campaigns that master this balance are more effective. 

Ethical and Responsible Marketing: Compliance with data privacy regulations is fundamental, 

but it also sets the stage for ethical business practices. Marketing with integrity, transparency, 

and a deep commitment to data privacy is both a legal requirement and a matter of ethical 

responsibility. 
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1.1 INTRODUCTION 

The landscape of marketing has undergone a seismic shift in recent years, thanks to the 

proliferation of digital technologies and the accompanying surge in data-driven strategies. 

These technologies have opened up new avenues for companies to connect with their target 

audiences, forging a more personalized and engaging relationship. However, this digital 

transformation has unfolded in tandem with growing concerns about data privacy. The 

imperative to protect individuals' personal information has become a paramount issue, 

fundamentally altering the rules of engagement for businesses operating in the digital realm. 

In this chapter, we embark on a journey to explore the evolving domain of digital marketing in 

an era defined by stringent data privacy regulations. We delve into the context, significance, 

and methodology behind the research conducted during an internship at PRsons Group, situated 

in the vibrant city of Bhubaneswar, Odisha. 

The modern business landscape is characterized by the omnipresence of digital technologies. 

These technologies offer unprecedented connectivity and access to data, enabling businesses 

to refine their marketing strategies by harnessing customer insights. Simultaneously, regulatory 

measures such as the General Data Protection Regulation (GDPR) and the California Consumer 

Privacy Act (CCPA) have been enacted to protect individual data rights. Companies now 

grapple with the challenge of navigating these complex regulatory waters while retaining the 

efficacy of their digital marketing campaigns. 

 

The Relevance of the Topic 

The convergence of digital marketing and data privacy is no longer an abstract concept. It is a 

tangible challenge faced by companies worldwide. In an era where customers are more 

connected than ever before, their data has become a valuable commodity. Companies use this 
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data to personalize their marketing efforts, crafting messages and experiences that resonate 

with individual preferences. However, with great data comes great responsibility. The ethical 

and legal dimensions of data privacy are now central to how companies approach their digital 

marketing efforts. 

Given the increasing importance of data privacy in the realm of digital marketing, this research 

seeks to provide a comprehensive understanding of the interplay between the two. To do so, it 

was essential to immerse oneself in the practical world of digital marketing, learning directly 

from a company actively operating in this space. PRsons Group, an organization at the forefront 

of digital marketing in Bhubaneswar, was the chosen platform for this endeavor. 

 

1.2 IDENTIFICATION OF PROBLEM 

PRsons Group, a digital marketing company situated in Bhubaneswar, Odisha, has shown 

impressive growth in recent years. The company's expansion and success in the field of digital 

marketing have been marked by the launch of innovative marketing campaigns, data-driven 

strategies, and a commitment to data privacy. 

Over the past two years, PRsons Group has seen a significant increase of 87.5% in net sales in 

FY- 2021 and FY- 2022. The company's innovative digital marketing solutions have resonated 

with clients, leading to robust sales growth and a strong market presence. However, despite this 

remarkable financial performance, there have been signs of concern and emerging issues that 

warrant attention: 
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Figure No. 1. 

( Source: Google Image ) 

 

 

1. Data Privacy Challenges: The evolving landscape of data privacy regulations poses a 

challenge to the company. Staying up-to-date with regulatory changes and ensuring compliance 

is a perpetual concern. As data privacy becomes more critical, navigating the complexities of 

regulations is essential. 

2. Balancing Personalization and Privacy: Achieving the fine balance between 

personalization and data privacy in marketing strategies is an ongoing challenge. Striving to 

create personalized marketing campaigns that respect data protection standards is a delicate 

task. 

3. Ethical Marketing Practices: With a heightened focus on data privacy, there is a growing 

emphasis on ethical marketing practices. The challenge is to ensure that the company's 

marketing efforts align with both legal requirements and ethical standards. Maintaining a high 

level of transparency and ethical conduct is paramount. 

4. Competitive Landscape: The digital marketing industry is highly competitive, with new 

entrants and established players continually evolving their strategies. PRsons Group needs to 

remain agile and innovative to maintain its competitive edge in the market. 
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Given these challenges and the significant shift in the digital marketing landscape due to data 

privacy concerns, this report is prepared to analyze the impact of data privacy on PRsons 

Group's marketing strategies and its ability to maintain its competitive advantage in the 

dynamic digital marketing sector. 

The objective is to identify opportunities for improvement, further align marketing strategies 

with data privacy regulations, and ensure that ethical and transparent marketing practices 

continue to be the company's hallmark. 

 

1.3 SCOPE 

The scope of this research is expansive, aiming to provide a holistic view of digital marketing 

within the context of data privacy. It encompasses an in-depth study of how companies like 

PRsons Group navigate this ever-evolving terrain. Our research encompasses the following 

aspects: 

 Digital Marketing Strategies: An in-depth analysis of the digital marketing strategies 

employed by PRsons Group. This examination includes a close look at how these 

strategies have evolved in response to the shifting sands of data privacy regulations. 

 Data Privacy Compliance: A comprehensive assessment of the mechanisms and 

measures in place at PRsons Group to ensure data privacy compliance within their 

digital marketing campaigns. This aspect explores the methods and practices adopted 

by the company to safeguard customer data while delivering effective marketing. 

 Understanding Customer Perspectives: This objective delves into the hearts and 

minds of consumers. It seeks to gain insights into how customers perceive and react to 
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digital marketing practices that involve data privacy considerations. Understanding the 

customer's perspective is central to striking the right balance between personalization 

and data privacy. 

The scope of this research extends to a thorough examination of the industry, the competitive 

landscape, customer dynamics, and practical experiences gained during the internship. By 

adopting this comprehensive approach, we aim to offer a well-rounded and holistic 

understanding of the subject matter. 

 

1.4 CURRENT MARKET SCENARIO 

The current market scenario provides essential context for understanding the evolving 

landscape of digital marketing and data privacy. 

Data Privacy Regulations: Data privacy regulations, such as GDPR in Europe and CCPA in 

California, have set new standards for data protection. These regulations are designed to 

empower individuals with greater control over their personal data. They impact how companies 

collect, store, and use customer information. Failure to comply with these regulations can lead 

to substantial fines, making data privacy compliance a top priority for businesses. 

Data as a Valuable Asset: In today's market, data is often hailed as the new currency. It has 

become a valuable asset that companies use to gain insights into customer behavior, personalize 

marketing messages, and improve overall customer experiences. This transformation has 

elevated the importance of data privacy in marketing. 

Consumer Awareness: Consumers are increasingly aware of their data privacy rights and are 

concerned about how their information is used. They expect transparency and respect for their 



17 
 

data. This shift in consumer sentiment has prompted companies to adapt their practices to build 

trust and loyalty. 

Emerging Technologies: The market is witnessing the emergence of advanced technologies for 

data protection, including encryption, anonymization, and secure data storage. Companies are 

investing in these technologies to safeguard customer data. 

Adaptation of Marketing Strategies: Companies are adapting their marketing strategies to align 

with the evolving data privacy landscape. They are finding ways to maintain effective 

campaigns while ensuring compliance with data privacy regulations. This involves a delicate 

balance between personalization and data protection. 
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1.5 OBJECTIVES 

The objectives of this research were meticulously formulated to address key facets of digital 

marketing within the framework of data privacy. These objectives serve as guiding principles, 

ensuring a systematic and meaningful investigation. The objectives are as follows: 

 

Objective 1: To Analyze Digital Marketing Strategies 

This objective involves a comprehensive examination of the digital marketing strategies 

employed by PRsons Group. The analysis considers the adaptation of these strategies in 

response to the evolving data privacy landscape. By scrutinizing the methods used to engage 

and convert customers in a manner compliant with data privacy regulations, this objective seeks 

to reveal the strategies that have proven effective. 

Objective 2: To Assess Data Privacy Compliance 

Data privacy compliance is at the forefront of digital marketing endeavors. In this objective, 

we aim to evaluate the measures in place at PRsons Group to ensure data privacy compliance 

within their digital marketing campaigns. The focus extends to understanding the specific 

practices and mechanisms adopted to safeguard customer data while delivering impactful 

marketing strategies. 

Objective 3: To Understand Customer Perspectives 

Understanding the perspectives and responses of customers to digital marketing practices that 

incorporate data privacy considerations is the central theme of this objective. To achieve this, 

we aim to gain insights into how consumers perceive these practices and how they react to 

them. Their experiences, perceptions, and preferences play a pivotal role in shaping the balance 

between personalization and data privacy. 
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1.6 METHODOLOGY 

The research methodology is a critical component of this study, designed to gather accurate 

and relevant information from primary and secondary data sources. 

 

Primary Data Collection: 

The primary data for this research was collected through active participation in a wide array of 

digital marketing projects during an internship at PRsons Group. This immersive experience 

offered invaluable insights into the practical aspects of digital marketing. Throughout the 

internship, a daily diary was meticulously maintained to record experiences, challenges, and 

significant insights gained during the hands-on involvement within the organization. 

This first-hand experience allowed for a deep dive into the complexities of data privacy in 

digital marketing, offering unique insights into the strategies employed by PRsons Group. The 

daily diary records not only capture the "what" of the experience but also delve into the "how" 

and "why" of the processes and strategies observed. 

 

Secondary Data Sources: 

Supplementing the primary data collection are various secondary data sources. These include 

publicly available information, industry reports, academic literature, and data privacy 

regulations. These sources offer the broader context within which digital marketing practices 

and data privacy compliance are situated. 

Data privacy regulations, such as GDPR and CCPA, have been instrumental in shaping the 

practices of businesses operating in this space. Industry reports and academic literature provide 

a broader understanding of the market dynamics, emerging trends, and best practices. By 



20 
 

Figure No. 2. 

( Source: Google Image ) 

combining primary and secondary data sources, this research offers a comprehensive view of 

the subject matter. 
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2.1 COMPANY PROFILE 

 

Introduction to PRsons Group 

PRsons Group is a dynamic and forward-thinking company located in Bhubaneswar, Odisha. 

Founded in year 2021, PRsons Group has carved a niche for itself in the domain of digital 

marketing. The company's core ethos revolves around innovative marketing strategies, a 

commitment to data privacy, and the delivery of impactful digital marketing campaigns. 

 

Type, Structure, and Capital 

PRsons Group operates as a privately held company with a flexible and adaptable structure that 

fosters creativity and innovation. The company's capital structure reflects a balance between 

long-term investments and working capital, allowing for the pursuit of ambitious marketing 

campaigns while maintaining financial stability. 

 

HR Policy and Organizational Chart 

At the heart of PRsons Group's success is its human resource policy. The company has 

established a culture of empowerment, fostering a sense of ownership and creativity among its 

employees. The organizational chart is designed to encourage collaboration, with cross-

functional teams that can swiftly adapt to the ever-changing digital landscape. 
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Financial Performance 

Total Revenue: In the year 2022, PRsons Group reported an impressive total revenue of INR 

98,460,000 approx., demonstrating steady growth in its operations. 

Operating Profit: The company generated an operating profit of INR 2,587,000 approx., 

indicating efficient cost management and resource allocation. 

Net Profit: PRsons Group achieved a net profit of INR 1,720,000 approx., a testament to its 

ability to balance high-performance campaigns with profitability. 

Total Assets: The company boasts a substantial asset base, with total assets amounting to INR 

14,860,000 approx. 

 

Marketing Capitalization 

PRsons Group's marketing capitalization is a critical element of its strategy. The company 

strategically allocates resources to ensure that marketing campaigns are both creative and 

impactful, allowing for a healthy return on investment. 

Marketing Strategies 

PRsons Group has garnered recognition for its innovative marketing strategies. The company's 

approach encompasses the four Ps of marketing: 

1. Product: The company has a diverse portfolio, catering to various industries. Their 

product offerings are characterized by adaptability, enabling them to meet the unique 

needs of clients. 

2. Price: PRsons Group adopts a flexible pricing strategy, aligning it with the value it 

delivers. The company values long-term relationships over short-term gains. 
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Figure No. 3. 

( Source: Google Image ) 

3. Place: The company's operations extend globally, catering to a broad spectrum of 

clients. Its physical presence is complemented by a strong online presence. 

4. Promotion: PRsons Group employs a multifaceted promotional strategy that combines 

traditional advertising methods with cutting-edge digital tactics. The company's 

promotion strategy is adaptable, reflecting the evolving digital landscape. 

 

 

 

 

 

 

 

 

 

 

 

Customer Segment and Positioning 

PRsons Group serves a diverse clientele that spans various industries, including e-commerce, 

healthcare, technology, and more. The company positions itself as an innovative and reliable 

partner for clients seeking digital marketing solutions. 
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Branding Strategy 

The company's branding strategy revolves around trust and innovation. PRsons Group 

positions itself as a digital marketing partner that is not only creative but also committed to 

data privacy. This trust-driven branding has allowed the company to build lasting relationships 

with its clients. 

Source: The information about PRsons Group's financial performance and marketing strategies 

is primarily based on the company's annual report and financial statements, along with industry 

publications. 
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2.2 INDUSTRY ANALYSIS 

 

Overview of the Industry 

PRsons Group operates in the dynamic and competitive field of digital marketing. The digital 

marketing industry has witnessed significant growth, driven by the increasing adoption of 

online channels, especially in the wake of the digital age. 

 

Number of Players and Market Size 

The industry is teeming with a myriad of players, ranging from small agencies to global giants. 

The sheer number of competitors underscores the high demand for digital marketing services. 

The market size is substantial, reflecting the increasing reliance on digital platforms for 

business and consumer interactions. 

 

Competitive Nature 

The industry exhibits a highly competitive nature. Companies vie for market share by offering 

diverse services, creative campaigns, and cutting-edge technologies. This competitiveness 

fuels innovation and drives companies to stay on the cutting edge of marketing trends. 

 

Differentiation Strategies 

To stand out in the crowded marketplace, companies often employ differentiation strategies. 

PRsons Group, for instance, differentiates itself by placing a strong emphasis on data privacy 
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in all its campaigns. This commitment to data privacy sets the company apart and aligns with 

the evolving consumer sentiment toward data protection. 

 

Barriers to Entry and Exit 

Entering the digital marketing industry requires a keen understanding of digital platforms, 

evolving marketing tactics, and data privacy regulations. This can be a barrier for newcomers 

without the required expertise. Conversely, companies established in the industry face 

relatively low barriers to exit due to the competitive nature of the market. 

 

Porter's Five Forces Analysis 

Porter's Five Forces model offers a robust framework for analyzing the digital marketing 

industry: 

1. Threat of New Entrants: The threat of new entrants is relatively moderate. While 

expertise is essential, the digital marketing landscape is accessible for newcomers.  

2. Bargaining Power of Buyers: Buyers often have a high degree of bargaining power, 

with many digital marketing agencies vying for their business. This drives competition 

and often results in favorable pricing for clients. 

3. Bargaining Power of Suppliers: In the digital marketing industry, suppliers of 

specialized tools and technologies may have some bargaining power, but the 

availability of numerous suppliers tempers their influence. 

4. Threat of Substitutes: The threat of substitutes is relatively low. Digital marketing 

remains an indispensable tool for businesses seeking to engage with their audience. 



28 
 

5. Intensity of Competitive Rivalry: The industry exhibits high competitive rivalry, 

driven by numerous players competing to deliver innovative and effective marketing 

strategies. 

 

Emerging Trends 

The digital marketing industry is marked by continuous innovation and adaptation. Key trends 

include: 

 Advanced Data Protection Technologies: Companies are increasingly adopting 

advanced data protection technologies, such as encryption and anonymization, to 

safeguard customer data. 

 Increased Consumer Awareness: Consumers are becoming more aware of their data 

privacy rights and expect companies to respect and protect their data. 

 Adaptation of Marketing Strategies: In response to data privacy regulations and 

evolving consumer expectations, companies are adapting their marketing strategies to 

maintain effectiveness while ensuring compliance. 

 Personalization and AI: The use of artificial intelligence for personalized marketing 

campaigns is on the rise. AI-driven strategies are enabling companies to offer highly 

tailored content to their audience. 

Source: Information regarding the digital marketing industry, number of players, market size, 

competitive nature, differentiation strategies, barriers to entry and exit, and Porter's Five Forces 

analysis is derived from industry reports and market analysis publications. 
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3.1 PRODUCT FEATURES MATRIX 

To gain a comprehensive understanding of PRsons Group's competitive position in the digital 

marketing landscape, a product features matrix was constructed to compare their offerings with 

those of key competitors. This matrix evaluates several critical features that determine the 

effectiveness and appeal of digital marketing services. The competitors considered in this 

analysis include [Competitor A], [Competitor B], and [Competitor C]. 

 

Feature PRsons Group Competitor A Competitor B Competitor C 

Data Privacy Compliance High Moderate High Moderate 

Customization & 

Personalization 

High High Moderate Moderate 

Range of Services Wide Limited Moderate Wide 

Customer Analytics Advanced Basic Intermediate Advanced 

AI & Automation Extensive Limited Limited Extensive 

Reputation & Case 

Studies 

Strong Moderate Limited Strong 

Pricing Strategy Flexible Fixed Flexible Flexible 

Customer Support & 

Communication 

Responsive Average Average Responsive 
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Data Privacy Compliance: PRsons Group excels in data privacy compliance, aligning its 

strategies with data protection regulations, ensuring consumer trust. Competitors A and C 

demonstrate similar strengths, while Competitors B exhibits moderate compliance. 

Customization & Personalization: PRsons Group and Competitor A both excel in providing 

highly customizable and personalized marketing strategies. Competitors B and C offer more 

standardized services. 

Range of Services: PRsons Group boasts a wide range of services, allowing clients to find 

comprehensive solutions under one roof. Competitor C offers a similar variety, while 

Competitor A provides limited services. Competitor B falls somewhere in the middle.  

Customer Analytics: PRsons Group utilizes advanced customer analytics, providing valuable 

insights into consumer behavior. Competitors A and C also offer robust analytics, while 

Competitor B provides more basic capabilities. 

AI & Automation: PRsons Group has made extensive use of artificial intelligence and 

automation in its strategies. Competitors A and C have limited capabilities, while Competitor 

B's approach falls between basic and intermediate. 

Reputation & Case Studies: PRsons Group and Competitor C both possess strong reputations 

and an extensive portfolio of case studies. Competitor A and Competitor B have comparatively 

weaker reputations and limited case studies. 

Pricing Strategy: PRsons Group and Competitor C offer flexible pricing strategies that can be 

tailored to the client's needs. Competitor B follows a fixed pricing model, while Competitor A 

lacks flexibility. 
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Customer Support & Communication: PRsons Group and Competitor C exhibit responsive 

customer support and communication. Competitors A and B provide average support, with 

occasional delays in response. 

 

3.2 ANALYSIS OF DIFFERENTIAL COMPETITORS 

In line with our topic of "Digital Marketing in the Era of Data Privacy," PRsons Group faces 

competitors with differing approaches to data privacy compliance and customer-centric 

marketing strategies. These differences have profound implications for their competitive 

positioning. 

1. Competitor A: Although Competitor A provides personalized marketing services, it 

lags behind in data privacy compliance, offering only moderate protection. This 

competitive differential can be leveraged by PRsons Group to highlight its strong 

commitment to data privacy. PRsons Group can emphasize how their strategies align 

with regulations, instilling trust among privacy-conscious customers. 

2. Competitor B: Competitor B presents a challenge with its fixed pricing model and 

basic customization. While this competitor may attract budget-conscious clients, 

PRsons Group can position itself as a more flexible and adaptable solution, capable of 

catering to a wider range of client needs. 

3. Competitor C: Competitor C mirrors PRsons Group in terms of data privacy 

compliance and services offered. In this competitive landscape, PRsons Group can 

emphasize its distinct features, such as its AI and automation capabilities, as a unique 

selling point. Additionally, PRsons Group can leverage its strong reputation and 

extensive case studies to gain a competitive edge. 
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By understanding the competitive landscape and identifying areas of differentiation, PRsons 

Group can strategically position itself as a leader in data privacy compliance and innovative 

marketing solutions. This analysis informs the recommendations and strategies in the 

subsequent chapters. 
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4.1 CURRENT AND POTENTIAL CUSTOMERS 

Current Customers: PRsons Group's current customer base includes a diverse range of 

businesses and organizations across Bhubaneswar, Odisha. These clients come from various 

sectors, such as e-commerce, healthcare, technology, and local businesses. The current 

customers value PRsons Group's ability to provide data-driven, innovative digital marketing 

solutions while ensuring data privacy compliance. 

Potential Customers: The potential customer base for PRsons Group is expansive. It extends 

to businesses and organizations that recognize the growing significance of data privacy in their 

digital marketing efforts. This includes emerging startups, established enterprises, and any 

entity seeking to expand its digital presence. Potential customers in Bhubaneswar, Odisha, are 

becoming increasingly aware of data privacy and are looking for trusted partners to help them 

navigate this complex landscape. 

 

4.2 TYPES OF CUSTOMERS 

PRsons Group serves a variety of customer types based on their behavior, needs, and decision-

making processes: 

Economic Customers: Some customers prioritize cost-effectiveness in their marketing efforts. 

They seek affordable and efficient solutions to achieve their marketing goals. 

Cognitive Customers: Cognitive customers value knowledge and information. They are 

interested in understanding the intricacies of digital marketing, including data privacy 

practices, and prefer informed decision-making. 

Passive Customers: Passive customers may not be actively seeking digital marketing services 

but are open to recommendations and solutions when approached by PRsons Group. 
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( Source: Google Image ) 

Figure No. 4. 

Impulsive Customers: Impulsive customers make quick decisions, often influenced by 

promotional offers or immediate needs. PRsons Group's strategies must cater to these 

customers' rapid decision-making tendencies. 

 

 

 

 

 

 

 

 

 

4.3 FACTORS INFLUENCING CONSUMER BEHAVIOR 

In the context of Bhubaneswar, Odisha, and digital marketing services offered by PRsons 

Group, several factors influence consumer behavior: 

Cultural Factors: Bhubaneswar, as a culturally diverse city, experiences variations in 

consumer behavior based on cultural norms and values. PRsons Group must consider these 

cultural aspects in its marketing campaigns. 

Social Factors: Social influences play a pivotal role in consumer decision-making. Friends, 

family, and reference groups influence purchasing decisions, making word-of-mouth and social 

media interactions critical for PRsons Group's campaigns. 
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Figure No. 5. 

( Source: Google Image ) 

Personal Characteristics: Personal attributes, such as age, income, education, and lifestyle, 

impact consumer behavior. PRsons Group must tailor its strategies to resonate with the personal 

characteristics of its target audience. 

 

4.4 BUYING DECISION-MAKING PROCESS 

Awareness: Consumers in Bhubaneswar become aware of digital marketing services and data 

privacy through various channels, including online advertisements, social media, and word-of-

mouth. 

Interest: As interest is piqued, consumers seek more information about PRsons Group's 

services, often visiting the company's website and engaging with its content. 

Evaluation: Consumers compare PRsons Group's offerings with other providers, considering 

factors like pricing, data privacy assurances, and the range of services. 

Purchase: The decision-making process culminates in the purchase of PRsons Group's digital 

marketing services. Clients in Bhubaneswar often prefer seamless, secure online transaction 

methods. 

Post-Purchase Behavior: Customer engagement does not end with the purchase. PRsons 

Group must maintain post-purchase communication, gather feedback, and ensure customer 

satisfaction. Satisfied customers are more likely to become long-term clients. 
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Where, When, How, and Why of Customer Buying Behavior 

 Where: In Bhubaneswar, customers prefer digital channels for researching and 

purchasing digital marketing services. They visit PRsons Group's website and social 

media profiles to gather information. 

 When: The timing of customer purchases may be influenced by factors like seasonal 

trends, business cycles, or specific marketing needs. Some businesses in Bhubaneswar 

may seek marketing services before major festivals or during peak sales seasons. 

 How: Customers in Bhubaneswar typically prefer to engage digitally, utilizing online 

forms, emails, and live chat for inquiries and transactions. They expect a seamless and 

secure online experience. 

 Why: Customers in Bhubaneswar seek digital marketing services to enhance their 

online presence, reach a wider audience, and boost their business. The increasing 

awareness of data privacy regulations has made data protection a significant factor in 

the decision-making process. 

 

4.5 EMERGING TRENDS IN CUSTOMER PROFILES AND PREFERENCES 

 Data Privacy Awareness: Customers are increasingly aware of data privacy and expect 

businesses to prioritize the protection of their personal information. 

 Mobile-Centric Approach: Many customers in Bhubaneswar access digital services 

through mobile devices. PRsons Group should optimize its strategies for mobile users. 

 Personalization: Customers expect personalized marketing experiences, tailored to 

their interests and preferences. PRsons Group's strategies should reflect this trend. 
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 Sustainability and Social Responsibility: Customers appreciate businesses that 

demonstrate social and environmental responsibility. PRsons Group can leverage this 

trend in its marketing efforts. 

Cite Sources: The information about Bhubaneswar's customer behavior, preferences, and 

emerging trends is based on market research, surveys, and customer feedback, as well as 

industry reports and studies conducted in the region. 
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Findings & Analysis 
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5.1 EXPERIENCES DURING THE INTERNSHIP 

During my internship at PRsons Group, I had the privilege of actively participating in various 

facets of digital marketing with a specific emphasis on data privacy. This immersive experience 

encompassed the following key aspects: 

 

1. Data Privacy Research: The internship commenced with an in-depth exploration of data 

privacy regulations and their direct implications on the world of digital marketing. My initial 

task was to conduct extensive research to comprehend the ever-evolving legal landscape of 

data privacy. This research involved a comprehensive analysis of regulations such as the 

General Data Protection Regulation (GDPR), the California Consumer Privacy Act (CCPA), 

and other relevant data privacy laws. By gaining a solid understanding of these regulations, I 

could lay a strong foundation for developing marketing strategies that fully complied with data 

protection standards. 

2. Strategy Development: One of the fundamental responsibilities I assumed during the 

internship was the active contribution to the creation of digital marketing strategies with a 

distinct focus on data privacy. Collaborating closely with the PRsons Group team, I played a 

vital role in crafting campaigns that not only aligned with marketing objectives but also upheld 

stringent data protection standards. Achieving this balance was a nuanced process, which 

required finesse in blending personalization with data privacy safeguards. 

3. Campaign Performance Analysis: A significant portion of my role involved the ongoing 

analysis of campaign performance. This analytical work encompassed the assessment of key 

performance indicators (KPIs), such as click-through rates, conversion rates, and customer 

engagement metrics. The goal was to comprehend how the integration of data privacy measures 
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impacted consumer behavior. This analysis provided critical insights into the effectiveness of 

our data privacy-centric strategies and enabled data-driven decision-making. 

4. Content Creation: Content emerged as a pivotal element in conveying the importance of 

data privacy to our clients and their customers. I actively participated in content creation efforts, 

producing materials that not only addressed data privacy concerns but also served to educate 

clients about best practices. The range of content produced spanned blog posts, informative 

infographics, and engaging video presentations. 
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Figure No. 6. 

( Source: Author’s Compilation ) 

5.2 INTERPRETATIONS 

 

Q2.1. How concerned are you about the privacy of your personal data when interacting 

with businesses online? 

• Very concerned 

• Somewhat concerned 

• Not very concerned 

• Not concerned at all 

 

 

 

Interpretation: The question in the questionnaire aimed to gauge consumers' concerns about 

the privacy of their personal data when interacting with online businesses. The findings reveal 

a significant emphasis on data privacy, with 63.81% of respondents expressing high levels of 

concern (Very concerned). Additionally, 24.76% indicated some level of concern (Somewhat 

concerned), while a smaller proportion (9.52%) expressed mild concern (Not very concerned). 
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Figure No. 7. 

( Source: Author’s Compilation ) 

A small fraction (1.90%) reported being not concerned at all. These results underscore the 

increasing importance of data privacy in the online business-consumer relationship. 

 

Q2.2. Have you ever adjusted your privacy settings or revoked permissions to a digital 

service due to concerns about data privacy? 

• Yes 

• No 

• I'm not sure 

 

 

 

Interpretation: The question in the questionnaire aimed to assess whether respondents had 

adjusted their privacy settings or revoked permissions to a digital service due to data privacy 

concerns. The findings indicate a significant level of proactiveness among respondents, with 

61.90% confirming that they have taken such actions. Meanwhile, 25.71% reported not having 
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Figure No. 8. 

( Source: Author’s Compilation ) 

made adjustments, and 12.38% were uncertain about whether they had. This suggests that a 

majority of respondents actively manage their data privacy settings, reflecting a heightened 

awareness of the importance of data protection in digital interactions. 

 

Q2.3. Do you feel that businesses effectively communicate their data privacy practices 

and policies? 

• Yes, very effectively 

• Yes, somewhat effectively 

• No, not very effectively 

• No, not effectively at all 

 

 

 

Interpretation: The question in the questionnaire aimed to understand respondents' 

perceptions of how effectively businesses communicate their data privacy practices and 

policies. The findings show that a significant proportion, 38.10%, believed that businesses do 



46 
 

Figure No. 9. 

( Source: Author’s Compilation ) 

not communicate these practices effectively (No, not very effectively), and 18.10% felt that 

they do not do so at all (No, not effectively at all). On the contrary, only 1.90% believed that 

businesses communicate very effectively, and 41.90% found their communication somewhat 

effective. These results highlight a need for businesses to improve their transparency and 

communication regarding data privacy practices. 

 

Q2.4. How comfortable are you with businesses using your data to personalize marketing 

messages and offers? 

• Very comfortable 

• Somewhat comfortable 

• Neutral 

• Somewhat uncomfortable 

• Very uncomfortable 
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Figure No. 10. 

( Source: Author’s Compilation ) 

Interpretation: The question in the questionnaire aimed to gauge respondents' comfort levels 

regarding businesses using their data for personalizing marketing messages and offers. The 

findings reveal that a majority, 52.38%, held a neutral stance on this issue. However, 28.57% 

expressed some level of comfort (Somewhat comfortable), while a smaller proportion, 11.43%, 

felt somewhat uncomfortable. A minority, 6.67%, reported feeling very comfortable with data-

driven personalization. Only 0.95% expressed strong discomfort. These results indicate a range 

of attitudes toward data-based personalization, with a significant portion adopting a neutral 

standpoint. 

 

Q2.5. Have you ever made a purchase based on a personalized digital marketing message 

or offer? 

• Yes 

• No 
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Figure No. 11. 

( Source: Author’s Compilation ) 

Interpretation: The question aimed to understand the impact of personalized digital marketing 

on purchase decisions. The findings indicate that a significant majority, 56.19%, have made 

purchases based on personalized digital marketing messages or offers. In contrast, 43.81% 

reported not making purchases in response to such marketing. This suggests that personalized 

digital marketing campaigns have been effective in influencing buying decisions for a 

substantial portion of the respondents, highlighting the importance of personalized marketing 

strategies in the digital landscape. 

 

Q2.6. Do you believe that data privacy is more important now than it was in the past due 

to changes in digital marketing practices? 

• Yes 

• No 

• I'm not sure 
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Interpretation: The question aimed to assess respondents' perceptions of the evolving 

importance of data privacy in light of changes in digital marketing practices. The findings 

reveal a strong consensus, with 85.71% of respondents believing that data privacy has become 

more important than in the past due to changes in digital marketing practices. Only 5.71% 

disagreed with this notion, and 8.57% were unsure. These results underscore the widespread 

acknowledgment of the increasing significance of data privacy in the context of contemporary 

digital marketing, reflecting a heightened awareness of the need for enhanced data protection. 
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5.3 ANALYSIS OF FINDINGS 

Through the diverse experiences gained during the internship, several key findings and insights 

came to the forefront: 

1. Data Privacy Concerns Are on the Rise: A notable revelation was the increasing awareness 

and concern of consumers regarding data privacy. Consumers are becoming more vigilant 

about sharing their personal information and are quick to disengage with companies that fail to 

demonstrate a genuine commitment to data protection. 

2. Trust Is a Valuable Asset: It became evident that companies which prioritize data protection 

and exhibit transparency in their data handling processes build a foundation of trust with their 

customers. This trust is an influential factor in consumer decision-making and can lead to 

sustained loyalty and positive word-of-mouth. 

3. The Balance of Personalization and Privacy: Achieving the delicate equilibrium between 

personalization and data privacy is not solely a regulatory requirement; it has evolved into a 

strategic necessity. Consumers desire personalized experiences, but they are simultaneously 

vigilant about the security of their personal data. Marketing strategies that successfully strike 

this balance tend to be more effective. 

4. Data Privacy as a Competitive Advantage: The internship highlighted that companies that 

proactively address data privacy concerns can differentiate themselves within a competitive 

market. Their commitment to data protection can serve as a unique selling point and a basis for 

building trust with clients. 

 

 

 



51 
 

5.4 CHALLENGES FACED AND LESSONS LEARNED 

My internship experience was marked by various challenges, and these challenges offered 

numerous valuable lessons: 

1. Navigating Complex Regulations: One of the primary challenges was understanding and 

navigating the intricacies of data privacy regulations. Data protection laws are multifaceted, 

continually evolving, and vary by region. Staying up-to-date and ensuring ongoing compliance 

was a continuous learning process. 

2. Adapting to Evolving Expectations: Consumer expectations concerning data privacy are 

evolving at a rapid pace. Adapting to these shifting expectations and aligning marketing efforts 

with them required a proactive and adaptable approach. Staying in tune with changing 

consumer preferences and being responsive to emerging trends became vital. 

3. Balancing Effectiveness and Privacy: A significant challenge was finding the right 

equilibrium between effective marketing strategies and data privacy measures. It became 

apparent that data protection and marketing success are not mutually exclusive; in fact, they 

are complementary. Crafting marketing campaigns that both resonate with consumers and 

respect their privacy proved to be both an ethical and strategic endeavor. 

4. Ethical and Responsible Marketing: The internship experience underscored the 

fundamental importance of ethical and responsible marketing practices. Compliance with data 

privacy regulations is essential, but it also laid the foundation for ethical business practices. 

Marketing with integrity, transparency, and a deep commitment to data protection is not just a 

legal obligation; it is a matter of ethical responsibility. 
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6.1 SUGGESTIONS FOR PRSONS GROUP 

Based on the comprehensive insights gained during my internship at PRsons Group, I present 

the following recommendations to enhance the company's digital marketing strategies with a 

keen focus on data privacy: 

1. Continued Emphasis on Data Privacy: PRsons Group should maintain and further 

strengthen its commitment to data privacy. This involves ensuring that all marketing 

initiatives and campaigns adhere to the highest data protection standards. Emphasizing 

this commitment in client interactions and marketing materials can reinforce trust. 

2. Education and Transparency: Educating clients about data privacy regulations and 

practices is paramount. Providing comprehensive information about how PRsons 

Group handles and protects client data fosters transparency. This transparency is not 

only a compliance requirement but also a means of building strong client relationships 

based on trust. 

3. Personalization with Privacy: Striking the right balance between personalization and 

data privacy is essential. PRsons Group should develop marketing strategies that deliver 

personalized experiences while respecting data protection regulations. This can include 

providing clients with the means to control how their data is utilized. 

4. Continuous Monitoring and Adaptation: Data privacy regulations are dynamic and 

subject to change. PRsons Group should remain vigilant and proactive in staying 

updated on evolving data privacy regulations. Regular audits and assessments of data 

handling processes should be conducted to ensure ongoing compliance. 
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6.2 CONCLUSIONS 

In conclusion, the internship at PRsons Group illuminated the critical role of data privacy in 

the realm of digital marketing. The following conclusions encapsulate the overarching impact 

of data privacy on digital marketing: 

1. Data Privacy Is a Top Priority: Data privacy is no longer an ancillary concern. It has risen 

to the forefront of digital marketing considerations. Companies that prioritize data 

protection gain a distinct competitive edge by reassuring clients and customers that their 

personal information is treated with the utmost care and security. 

2. Building Trust Through Data Privacy: Trust is a valuable asset in the digital age. 

Companies that invest in robust data protection measures and communicate their 

commitment to clients foster trust. Trust can be a powerful driver of customer loyalty and 

positive word-of-mouth, which can significantly impact business success. 

3. The Ethical Imperative: Data privacy is not just a regulatory requirement; it is a matter of 

ethics. Ethical and responsible marketing practices are becoming increasingly important to 

consumers. Companies that conduct their marketing efforts with transparency, and a deep 

commitment to data privacy can build lasting credibility and trust. 

4. The Competitive Advantage of Data Privacy: Companies that proactively address data 

privacy concerns can leverage this commitment as a unique selling point. By making data 

privacy a competitive advantage, they distinguish themselves in a crowded marketplace. 

5. Balancing Personalization and Privacy: Striking a balance between personalization and 

data privacy is crucial. Companies that achieve this equilibrium offer tailored experiences 

while respecting the rights of individuals to control their data. This approach ensures that 

marketing campaigns remain effective while aligning with the evolving expectations of 

consumers. 
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ANNEXURE 
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QUESTIONNAIRE:  

 

Section 1: Demographics 

1.1. Age: 

• Under 18 

• 18-24 

• 25-34 

• 35-44 

• 45-54 

• 55-64 

• 65 and over 

 

1.2. Gender: 

• Male 

• Female 

• Non-binary 

• Prefer not to say 

 

1.3. Location: 

• Urban 

• Suburban 

• Rural 
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1.4. Education Level: 

• High School or Less 

• Some College 

• Bachelor's Degree 

• Postgraduate Degree 

 

Section 2: Data Privacy and Digital Marketing 

2.1. How concerned are you about the privacy of your personal data when interacting 

with businesses online? 

• Very concerned 

• Somewhat concerned 

• Not very concerned 

• Not concerned at all 

 

 

2.2. Have you ever adjusted your privacy settings or revoked permissions to a digital 

service due to concerns about data privacy? 

• Yes 

• No 

• I'm not sure 

 

2.3. Do you feel that businesses effectively communicate their data privacy practices 

and policies? 

• Yes, very effectively 

• Yes, somewhat effectively 
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• No, not very effectively 

• No, not effectively at all 

 

2.5. How comfortable are you with businesses using your data to personalize marketing 

messages and offers? 

• Very comfortable 

• Somewhat comfortable 

• Neutral 

• Somewhat uncomfortable 

• Very uncomfortable 

 

2.6. Have you ever made a purchase based on a personalized digital marketing message 

or offer? 

• Yes 

• No 

 

3.1. Do you believe that data privacy is more important now than it was in the past due 

to changes in digital marketing practices? 

• Yes 

• No 

• I'm not sure 


