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Introduction

Regional Media in India has demonstrated 

strong growth over last few years and continues 

to have a positive outlook. Given the size and 

diversity of the Indian market, media owners 

and advertisers are eying to attract more and 

more customers from the regional front and 

shifting the focus towards national to regional 

while adopting new strategies to cater regional 

the content as it is being done by the print media. 
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As a result, regional markets have grown in size 

and importance. There has been a great future 

for the regional media in language driven market 

of south but the other Hindi regional markets 

are also showing a sign of acceptance from the 

viewers and with the shift of national media 

players to these regions will add new feathers to 

the growth of media industry. 

The key drivers of growth in the regional media 

regional content with the focus on socio-political 
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issues related to particular regions and stronger 

engagement with customers in contrast to 

national Hindi programming.

Review of Literature

Regional is the new national. This is the kind 

of strength regional media command which 

has put them in the frontline. The brands need 

to understand the power of the regional media 

so that the media can attain the path of steady 

growth. Regional media experts and eminent 

media researchers made some observations 

that paint a very positive picture of the future of 

regional content. There have been predictions 

that the regional media will surpass English 

media in the near future and also it will give a 

advertising revenues. 

Indians are attached to their local cultures. They 

want to be aware of local happenings whether it 

is politics, culture, development, crime amongst 

others. Besides food, language, music, emotions, 

everyone want to relish. In print media, hyper 

local is the new concept which is accepted by one 

and all. 

The sheer logic of market pressure emphasizes 

on localizing the products to reach a wider 

consumer base and increase advertising revenues 

which is possible through exploring local market 

through regional media.

The increasingly international orientation of 

television seems to have excluded the majority of 

Indian people especially those living in the rural 

area are remarkably absent from programmers 

on channels such as Zee. According to a survey, 

less than 2 percent of Zee viewers live in rural 

areas. (Satellite &Cable TV, 1999) a socially 

relevant television agenda, therefore, does not 

which appear to be interested only in the 

demographically desirable urban middle class or 

the NRI’s with the disposable income to purchase 

the products advertised on such channels.

Given these constraints a development-oriented 

television remains largely under-explored, 

primarily because it does not interest advertisers. 

It is ironic that the country that pioneered the 

use of space technology for education, with the 

satellite instructional television Experiment 

(SITE) of 1975-76, which brought TV to the 

poorest villages the most inaccessible area, and 

where a good percentage of the population is 

still illiterate. Though Doordarshan receives 

substantial support from the government, which 

extended its reach and added new channels (in 

2000. it had 21 channels), it is under pressure 

to provide entertainment as well as education. 

One result of such competition is the ideological 

shift in television cultural from public service 

commoditization of information and the trend 

towards western inspired entertainment are 

affecting the public service role of television, 

whose egalitarians potential remains hugely 

under-explored in India.

Hypothesis

H0: Regional news channels primarily depend 

upon non-government advertisements. 

H1: Regional news channels primarily depend 

upon government advertisements. 

Objective

popularity of regional news channels amongst 

local advertisers. The survival of any media 

house depends on the revenue generation 

options through advertisements. Any regional 

channel could not survive without the support 

of local advertisers. The study will try to analyze 

the advertising strategies adopted by the news 

channel to attract the private owners. Regional 

news channels of Rajasthan are giving a tough 

delivery. Since this media is very popular 

amongst illiterate people, local government is 

using this platform very effectively to spread 

social messages through advertisements. The 

government share of advertisements. 

Methodology

An analytical study has been conducted to 

understand the market for advertising in regional 
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news channels of Rajasthan. A questionnaire had 

been framed for the sales team of the leading 

regional news channels including Zee Marudhara 

and ETV Rajasthan based on different aspects 

of advertising and strategies adopted by the 

channels to attract the advertisers. The responses 

and information shared by the members of the 

sales department were analyzed. Also, I have 

observed the regional channels of Rajasthan 

throughout a week to get an idea about the various 

types of private and government advertisements 

shown by regional news channels. Through the 

observation, researcher tried to analyze how 

government advertisements playing a crucial 

role in the survival of regional media. 

Findings and Discussions

Rajasthan is one of the leading investment 

destinations in India after Maharashtra and 

Gujarat because of peaceful environment, better 

law and order situation, excellent infrastructure, 

investment friendly climate and very less 

population density. 

The survival of a news channel is perfectly goes 

establishing a news channel is around 3 cr but it 

takes a lot to sustain the channel in a long run. 

Since more and more new channels are entering 

the market the competition has become tough. 

In this cut throat competition, the channel needs 

to really work hard in building relations with 

the customers and adopting new techniques 

according to the needs of the advertisers is really 

important. The channels with a brand name 

like Zee TV, ETV, Sahara Samay and India News 

don’t need to prove credibility because they are 

already a brand at a national level. But news 

channels like First India, Samachar Plus, Jan TV 

and many more are new in the industry and they 

are not a brand as compared to channels that are 

known nationwide, so to attract the advertisers 

and have to prove their credibility through 

content delivery. 

Rajasthan is a print driven market. Regional 

news papers are leading the regional media in 

the state. Rajasthan Patrika is the one which is 

reaching every nook and corner of the region 

through hyper local editions. The advertisers 

advertise while electronic media concept is 

still new for the advertisers. Every advertiser 

believes in instant results and this purpose is 

solved by newspapers to an extent but in the case 

of electronic media, it’s a time taking process as 

shown. Print media gives instant results whereas 

to the advertisers in a long run. 

DTH platforms have given an impetus to 

the distribution level as a result television 

advertising witnessing a steady growth. If we 

talk about television penetration in the state, 

Tata Sky has occupied the 60% market, Dish TV 

is covering 30% while cable has only 5% share 

and Airtel, Videocon and Reliance etc share the 

remaining market which turn out to be 80:20 

ratio. Zee Marudhara and ETV Rajasthan are the 

only channels that have 100 percent penetration 

on DTH in the state. 

The regional channels are studying and 

monitoring the regional market very closely. 

The main target of the sales team working in the 

organization specially the big regional players 

like Zee and ETV, is to tap the regional clients 

who want to get exposure at not only regional 

but also national and international level. 

Zee Marudhara, ETV Rajasthan, Samachar Plus 

Rajasthan, Sahara Samay Rajasthan and India 

Television Audience Measurement. TAM report is 

important for the advertisers to keep a tab on the 

channels that are doing well in the region along 

with a high reach so that their product can reach 

to a large number of people.
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Retail and real estate advertisers are more 

inclined towards advertising in the electronic 

media while lifestyle and other product 

advertisers have still yet to explore this media. 

We can broadly categorize the advertisement 

advertisements these are advertisements given 

by the government to all the regional news 

channels. This is the major source of revenue 

for the survival of a news channel. Almost 70 

percent of total ad revenue is generated through 

government advertisements. Local government 

advertises to generate awareness about social, 

introduces new techniques, seeds, fertilizers 

through advertisements. 

The second category is local to local 

advertisements. This category is for the 

advertisers who want to publicize the product in 

a local area and don’t want their product to be 

known nationwide. 

In the third category, the advertisers could be 

local but they want their product should be sold 

out outside the state or all over the country then 

in this case they can advertise their product 

throughout the nation through their national 

channels. 

List of various departments of government 

active in advertising

Water Resource Department, Physical Health 

Engineering Department, Medical (NRHM, 

Ayurveda), Road & Transport, Election, Depart-

ment of Information and Technology, Tourism, 

Jaipur Municipal Corporation, Rajasthan Dairy 

Federation, Gramin Vikas Yojana, Panchayati 

Raj, Energy Department, Housing Board and 

Agriculture Department. There are various 

departments in the government that are actively 

spending on advertising. These departments 

give advertisements according to the suitable 

time, condition and circumstances. For example, 

health department started releasing health tips 

and precaution measures during the time of 

So, the regional channels are also providing a 

national platform to the advertisers so that they 

can promote their product not only in the state 

but out of the state also through a single platform. 

News channels have been offering different 

properties to advertisers according to their 

budget and needs. They are offering many 

options like billboards, Spot, Scroll, L band, 

Aston, bug, break bumper etc. L band, Aston, 

bug, scroll are those types of ads which can be 

seen not only in the breaks but also when the 

news content is showing while spot ads are those 

which are shown only in between the breaks. So, 

if the advertisers want to advertise their product 

during the news content they can go for such 

options because generally viewers switch on 

other channel when ad break appears. 

Various types of advertisements shown on 

Television: SPOT, Scroll, L band, Aston: pop-

pup, Bug- during programs very costly 5 lakh 

cost on zee, AFP- event shoot, half an hour 

program, Break Bumper

Also, regional news channels have introduced 

one more impressive feature (AFP) Air Funded 

Programme. In this category, an advertiser can 

purchase half an hour slot on the channel in 

which the details about the product can be given 

in the form of events etc or a programme. Nirmal 

Baba has invested a huge amount and purchased 

so many such slots for the promotions. Besides, 

the advertisers can advertise the product in a 

programme for example, if an advertiser owning 

a Masala product and he wants his product to be 

used in the programme then this masala can be 

used in a cookery show to cook the food. 
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While print sells space, news channels sell 

time. So, the time factor is very important for 

the advertisers. The primetime is when the 

viewers are large in number but the rate of 

advertisements is also very high while the non-

primetime catches fewer viewers but the rates 

are minimal. So, it depends on advertisers which 

slot they want to purchase. 

News channels offer different time bands in 

different situations. Run On Schedule (ROS) 

has minimum rates but it depends upon the 

availability of inventory which means the 

advertisers will be given the time slots according 

to the time available on the channel. It can 

be early in the morning or may be late in the 

night or might be in the afternoon. In this case, 

the advertisers do not have a choice to select a 

particular time band. 

News channels sell time on day parting as well. 

Zee News has two day parting in which non-

primetime band is between 6 am and 6 pm while 

primetime band is evening 6 to 12 in the night. 

While ETV and other channels practice three day 

parting and consider 7am to 11 am as morning 

primetime, 11am to 6pm as non prime-time and 

6 pm to 10 pm as evening primetime. 

There is a lot of difference in the rates of 

advertisements in primetime and non primetime 

bands. The rate of primetime band is 6 times 

higher than the rate of Run On Day Part (RODP) 

of a channel. 

Conclusion

After Uttar Pradesh, Madhya Pradesh and 

Jharkhand, Rajasthan is the next big Hindi 

medium region for the media players to focus 

great potential in terms of pulling media owners 

to come up with regional channels to serve the 

society. Though, this medium is less popular 

amongst local advertisers but the day is not that 

much far when they will understand the power of 

the regional channels and shift their focus towards 

electronic from print media. Government is still 

using this medium to reach to a large extent and 

it is still a great source of revenue generation for 

the advertisers but sooner or later private owner 

will also join the wagon. All in all we can say that 

regional news channels have a great future ahead 

the print media to survive. 
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