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ABSTRACT

This research article studied about social media
influences on baby care products. ‘Baby care
products’ is an umbrella term which includes skin-
care, hair care, baby food, toiletries [diapers and
wipes], apparels, footwear, toys, baby convenience,
safety products etc. The primary and secondary data
used in this paper. The primary data collected
through well-framed questionnaire. Totally 45 nos
of questionnaires collected through young mothers
from Kerala State. In this research work studied
their demographic factors like, educational
qualification, occupation, age, etc.., Companies are
always looking to develop the most suitable
products with the most suitable prices. But the
question is how parents determine which products
are the best and which ones are simply claiming to
be the best. Are they simply guessing or they are
looking carefully at all the facts. Parents look at
product websites, consumer product review
websites, consumer reports, blogs, and get word of
mouth referrals to try to figure out which product is
going to be the best for form. The study focuses on
consumer attitude, awareness, opinion level of
satisfaction and factors that influences the customers
to buy Baby products

Key words: Consumer buying behaviour, baby
products, social media, etc.,

I. INTRODUCTION

Babies need a lot of stuff like cribs, cots,
toys, etc. and parents generally look up online for
baby care products. Most companies have websites
selling all their products online but to market it and
reach out to parents they must take the help of social
media. Since young people spend a lot of time on
social sites, having a social presence for your
company becomes very important. In case you are
absent from the social scene, potential customers
may get diverted to your competitors who are
networking on social sites. The role of social media

in your marketing is to use it as a communication
tool that makes you accessible to those interested in
your product and makes you visible to those that
don't know your product. For brands and
businesses, social media can be used to target
specific customers and create relationship as
“humans”.

INTERNET AND SOCIAL MEDIA
MARKETING STRATEGY

Have a really good website: How a
website looks and navigates is a big factor when
parents are looking for quality products for their
child. First thing is to have a good basic web design
and then search engine optimization needs to be
done so that every page and category is properly
optimized for keyword searches. With careful
research, at least some of the products will be able
to get good rankings in keyword search results.

Offer advice: First time parents will have a
lot of question and would really like to know about
taking care of their babies. Young parents of today
naturally turn to internet for tips on baby care issues,
sleep strategies, development issues and lot of other
baby stuff. This gives baby care companies a good
opportunity to attract parents to their website with
blogs that offer advice on baby issues — problems,
difficulties and the joy of it as well.

Share: You must have presence on social
networking platforms since that is where most
people devote a lot of their time. Content posted on
social sites should eventually be able to divert traffic
to your blogs and website. A lot of creativity and
enthusiasm will have to go into engaging parents on
social sites.

Measure sales generated from social
networking: Use a sophisticated web analytics to
measure sales generated from social sites and to
know if the online purchasers came to your site
directly from your Facebook page or from a
mommy blog. If it is not possible to use a web
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analytics, insert a drop down menu in the shopping
cart area of your website asking your customers how
they were referred to this site.

MOTHERS ON SOCIAL NETWORKING
SITES
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Get to know mommy bloggers: Mommy
bloggers virtually dominate the baby social media
world. The reasons are simple — they talk about their
own experience which makes their blogs sound very
genuine to other moms as they can relate to it very
easily. The same is not true when a corporate does
it. Thus including mommy bloggers somehow is
very important for success of online strategy for
companies. Mommy bloggers are essentially
mothers who share their opinions and experiences of
motherhood and baby care through their blogs.
Some mothers even post product reviews. This is
something that can be used to your advantage as
shown by Johnson & Johnson who send samples of
their products to be reviewed by mommy bloggers.
When these mommy bloggers post the reviews on
their blogs, it gives word of mouth publicity to the
company and its products.

Have a strong presence on popular social
networking sites: New mothers are glued to social
networking sites and spend a lot of time online.
Having a social presence for a baby care company
on social sites like Facebook, MySpace, Twitter, etc.
makes it easier to interact with mothers and engage
them. For example, Evenflo’s Facebook page has
16,689 likes and mainly educates users of the page
on safety aspects of child car seats.

Encourage Photo/Video sharing: Mothers
like to post photos and videos of their kids online.
They also like to watch videos of others’ kids as
well as instructional videos. This presents baby care
companies with the opportunity to grab the attention
of mothers by sharing advice on baby matters
through interesting graphics, photos or videos. Also,
having video contests is a good way to engage
mothers.

Invite mommy bloggers to experience
your world: Companies like J&J have tried building
a personal relation with mommy bloggers by
inviting them to tour their headquarters and attend
events. Others ways to make an impression on
mothers would be to send them a gift voucher that
can be used on your baby care products and
services. Be creative with your ideas. For example,
Dodge gave moms the experience of test-driving the
new Dodge Caravan for a week.

II. LITERATURE REVIEW

Kalia, Ashutosh (2017) Effect of online
advertising on consumers an analysis. The main aim
is that to analyze consumers response towards
online advertising. To study the types of layout used
the designing websites. She mainly used survey
method and pilot study. At least she concluded there
is consumers are more attracted on visual aids and
colors, etc...

GurneetKaur (2017): The importance of digital
marketing in the tourism industry. Main objective of
this article is analyzed the concept digital marketing
and role of digital marketing in tourism. Today
digital marketing more interested to expand their
business through digital marketing.

Lariisoh Ella, Eva —Lilsa Oikainen, martisarela,
Matti, muhos, TauliaNikunen (2017) : Perceptions
of digital marketing tools in new micro enterprise :
This study aims that how digital marketing tools are
used in new micro — Enterprises. This study conduct
the case study is the best method. Cost effective and
performance measurement is the important
challenging in this study.

AparnaKrishna Bhagat (2018) : To study the
impact of digital marketing on customer purchasing
behavior in the pharma industry. The aim is that the
use of digital marketing customer purchasing
behavior in pharma industry, existing marketing
strategies of pharma industry, and analyse the
awareness of digital marketing among the
customers. Exploratory research are using in this
study and other interview or observation technique
are also used. In quantitative technique random
sampling technique are wused. This study
questionnaire prepared for 200 doctors and 400
patients so that clear idea on the views of doctors
and patients for the traditional marketing and digital
marketing.

Charles Gibson (2018): The most effective digital
marketing strategies and approaches. This study
helps a in depth study and to examine the effective
digital marketing strategy. Use  primary and
secondary methods for data collection. This study
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represents different digital marketing strategies
helpful to business, company.

Juan Jose Lopez Garcia, David Liz can, Celia
MQ Ramos and Nelson matos (2019): Digital
marketing actions that achieve a better attraction and
loyalty of users an analytical study. This study is
aims that to identify which users can be attained or
retained by using digital marketing. Delphi method
was using and in depth in technique. The digital
marketing is wider scope in the future. But these
was only some participants are included the Delphi
survey.

STATEMENT OF THE PROBLEM

“Babies” are defined as kids ranging from
newborns to age one. Classing baby care supplies
according to age-suitability is often difficult. Many
of these baby products such as shampoos, toys, and
pacifiers are often used by toddlers or even
preschoolers. Due to this it is virtually impossible to
exclude sales for these uses. After globalization and
liberalization there is a hectic competition among
the companies in the Baby Care Product (BCP)
market. The companies face many problems such as
increasing cost, changing life style of the
consumers, difficulties in the prediction of
consumer’s behaviour because of frequent changes
in the consumer preferences and so on. The market
is widely covered by a range of baby care products

under different brands. Here, the researcher interest
to study about social influences in baby care
products consumers’ behaviour in Kerala State.

SCOPE OF THE STUDY

The scope of the study is confined to only select
mothers in rural and urban Calicut District, Kerala
State.

OBJECTIVES OF THE STUDY
The researcher framed research objectives based on
their requirement of the research work as follows:

. The explore social media influences and
impact in baby care products
. The socio-economic back ground of the

young mothers of baby care products

III. RESEARCH METHODOLOGY

Research methodology is a way to
systematically solve the research problem. In this
research article includes the primary and secondary
data. The primary data collected through well-
framed questionnaire. The published research
articles, books and journals are used in secondary
data. Here, the researcher selected 45 numbers of
respondents on the basis of Random sampling
method.

IV.  ANALYSIS AND INTERPRETATION

AGE WISE CLASSIFICATION OF THE RESPONDENTS

SL.No Age No.of Respondents Percent

1 20-25 years 10 22.2%

2 26-30 years 17 37.8%

3 31-35 years 12 26.7%

5 Above 35 years 6 13.3%
Total 45 100

Source: Primary Data

The above table shows that the age wise classification of the respondents. Here, the majority (37.8
percent) of the respondents are comes under the category of 26-30 years age group and 13.3 percent of the
respondents are comes under the age group of above 35 years.

The majority (37.8 percent) of the respondents are comes under the age group of 26-30 years of age.
SLNo Educational Qualification No.of Respondents Percent
1 Higher secondary level 09 20.0
2 Under Graduate Level 18 40.0
3 Post Graduate Level 10 22.2
5 Professional Level 08 17.8
Total 45 100

Source: Primary Data
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The above table shows that ‘Educational wise classification of the respondents’. The most (40 percent)
of the respondents are comes under the UG level education. 17.8 percent of the respondents are having
professional level education.

Under the head ‘Educational wise classification of the respondents’, 40 percent of the respondents having
UG level education

SL.No Occupation No.of Respondents Percent
1 House wife 17 37.8
2 Self-Business 10 22.2
3 Private Employee 14 31.1
5 Govt. Employee 04 8.9
Total 45 100

Source: Primary Data

The above table shows that, ‘Occupation wise classification of the respondents’. The majority (37.8 percent) of
the respondents is house wife category and 8.9 percent of the respondents are act as a Govt. employee position.

In the sub-head, ‘Occupation wise classification of the respondents’. 37.8 percent of the respondents are
belongs to House wife category.

SLNo Family Type No.of Respondents Percent
1 Nuclear Family 32 72
Joint Family 23 28
Total 45 100

Source: Primary Data

The above table shows that, ‘Family wise classification of the respondents’. Here, the majority (72 percent) of
the respondents are belongs to Nuclear family and 28 percent of the respondents are belongs to Joint family

type.

The majority (72 percent) of the respondents are live in Nuclear family.

SL.No Annual Income No.of Respondents Percent
1 Below Rs.1,00,000 18 40
2 Rs.100,001- Rs.3,00,000 16 36
3 Rs.3,00,001- Rs.5,00,000 6 14
5 Above Rs.5,00,000 5 11
Total 45 100

Source: Primary Data

The above table shows that, ‘Annual Income wise
classification of the respondents’. The majority (40
percent) of the respondents are earned Below Rs.1,
00,00 annual income category. Minimum 11 percent
of the respondents are earned above Rs.500,000.

The majority of the respondents are earned below
Rs.1, 00,000 categories.

V.  FINDINGS OF THE STUDY
e  The majority (37.8 percent) of the respondents
are comes under the age group of 26-30 years

Under the head ‘Educational wise classification
of the respondents’, 40 percent of the
respondents having UG level education

In the sub-head, ‘Occupation wise classification
of the respondents’. 37.8 percent of the
respondents are belongs to House wife
category.

The majority (72 percent) of the respondents
are live in Nuclear family

The majority of the respondents are earned
below Rs.1, 00,000 categories
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VI. SUGGESTIONS OF THE STUDY

e To provide best for gentle baby skin

e To collect frequent suggestions from the
customers regarding allergic reactions on the
baby skin.

. The companies have to check its  product
many times before selling it in the market.

. To announce discounts offered to the
customers for their regular purchases.

. Manufacturers should concentrate more on the
colours and flavours.

. The models of bottles should be re-instigated
with latest designs.

VII. CONCLUSION

The above research works are studied about
digital marketing and social media influenced in the
field of automobile industries, pharma industry,
micro-industry, tourism, FMCG, difference between
traditional marketing and modern marketing, the
effectiveness of digital marketing, facilities of social
media, consumer power in digital marketing, online
shopping etc.,. so, the past studies are based on the
above topics only. Here, the researcher differ from
previous studies i.e., the researcher like to study
about how social media and digital marketing
change the young mothers’ buying behavior for their
baby products.
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