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EXECUTIVE SUMMARY 

This study is conducted on “EVALUATING THE IMPACT OF DIGITAL 

MARKETING STRATEGIES ON CUSTOMER ACQUISITION AND 

RETENTION AT ADITYA BIRLA SUN LIFE INSURANCE”. This project 

report provides general information about how digital marketing strategy will 

impact the customer retention and acquisition of Aditya Birla Sun Life Insurance 

company, Mangalore. 

The study was conducted for the period of 6 weeks. The main objective of this 

study is to understand the impact of digital marketing strategy on customer 

retention and acquisition of Aditya Birla Sun Life insurance. 

This analysis incorporated a comprehensive examination of pertinent academic 

articles, case studies, and primary research methods such as surveys, 

questionnaires, and interviews with customers. These approaches aim to provide 

valuable insights into the impact of digital marketing strategies on customer 

acquisition and retention. 

From the study it can be concluded that ABSLI's digital marketing initiatives have 

significantly boosted online visibility and brand recognition among their target 

audience, leading to higher customer acquisition and retention rates. Leveraging 

techniques like personalized content, social media engagement, and data-driven 

optimization, they've successfully cultivated brand loyalty and attracted younger 

demographics, while recognizing the value of a balanced approach that combines 

digital and traditional marketing for comprehensive results." 

 


