
 

Digital Marketing Tutorial for Beginners 

Introduction 
Puzzled by all the confusing terms and have no idea where to start? Feeling left out of 

some essential online growth? You are not alone! Our easy, beginner-oriented tutorial 

will step you through the digital marketing ‘must-knows’ in simple jargon-free steps. 

Stop feeling lost and start building real online impact today! Ready to see the path? 

View our full digital marketing course syllabus now! 

Why Students or Freshers Learn Digital Marketing? 
Digital Marketing is an essential skill for students and freshers because of the following: 

●​ High Demand: The fact that all types of companies need people to manage their 

online presence and campaigns makes this a very lucrative job market. 

●​ Crucial Skills: Future-proof your skills in SEO, social media, and analytics to 

stay ahead in a constantly changing digital landscape. 

https://www.softlogicsys.in/digital-marketing-course-syllabus/


●​ Versatility: It opens the door to multiple career tracks, like content creation, paid 

advertising, and data analysis. 

●​ Entrepreneurship: It gives the knowledge on how to successfully launch or 

promote one’s business or side hustles. 

●​ Higher Earnings: Digital roles command competitive starting salaries. 

Ready for the next step? Access Our Top Digital Marketing Interview Questions and 

Answers Now! 

 

Step-by-Step Digital Marketing Tutorial for Beginners 
This comprehensive digital marketing tutorial for beginners is designed to take you 

through the necessary steps, right from setting up to running your first campaign. We 

will focus on basic and inexpensive activities that are ideal for any beginner, whether 

you market a small business, personal brand, or a new idea. 

Phase 1: Foundational Setup & Strategy 
You need a solid ground before getting into the tactics. Digital marketing is not all about 

posting; it’s about strategy. 

Step 1: Secure Your Digital Assets (The Setup) 
The great news is most of the basic digital marketing tools are free to get started with! 

Establish a Home Base: Website/Platform 

https://www.softlogicsys.in/digital-marketing-interview-questions-and-answers/
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●​ If you have a website: Great! Make sure it loads fast, is mobile-responsive, and 

has a clear CTA. 

●​ If you don’t have a website yet: Set up something simple and free, like 

WordPress.com for blogging/content, or set up a professional presence via 

something like LinkedIn for personal/B2B, or even a free Shopify trial page for 

e-commerce ideas. The home base is where everything leads to. 

Setup Google Analytics (GA4) 

●​ This is non-negotiable in tracking performance. 

●​ Go to Google Analytics and create a new account/property. 

●​ Follow the on-screen instructions to get the tracking code, and install it on your 

website (or ask your website developer). This tool will tell you who visits your 

site, where they come from, and what they do. 

Set up Google Search Console 

●​ This tool shows how Google sees your website. 

●​ Go to Google Search Console and verify your website ownership. 

●​ GSC will report on technical errors, what keywords you rank for, and how often 

your pages appear in search results. 

Step 2: Define Your SMART Goals and Audience 
Without clear objectives, digital marketing does not work. 

●​ Set SMART Goals: Define what success looks like. Your goals should be: 

○​ Specific: For example, increase website traffic, not get traffic. 

○​ Measurable (example: Increase traffic by 25%). 

○​ Attainable: Increase traffic by 25%, not 500%. 

○​ Relevant, for instance: Is this in line with my business objective? 

○​ Time-bound: for example, Increase traffic by 25% in the next 6 months. 

●​ Identify Your Target Audience: Create Buyer Personas 



○​ Who is your ideal target in need of your product/service/content? 

○​ Create a profile (Persona). Ask: 

■​ Demographics: age, gender, location, income, education. 

■​ Psychographics: interests, values, lifestyle, pain points of their 

problems, and goals. 

■​ Online Behaviour: What social media platforms does he or she 

use? Which blogs/websites does he or she read? What does he or 

she search for? Example: “Marketing Manager Mary, 35, uses 

LinkedIn daily, searches for productivity tools, and her pain point is 

time management.” 

Step 3: Competitor Analysis 
See what works- and what does not- for others in your space. 

●​ Identify Top Competitors: Enumerate 3-5 competitors, both direct and indirect. 

●​ Analyze Their Presence: 

○​ Website: What do they cover? How is the site structured? 

○​ Social Media: What platforms do they seem most active on? What kind of 

content garners the most engagement-likes, comments, shares? 

○​ Keywords: What words/phrases do they seem to rank for on Google? 

(Use a free tool like Ubersuggest or Google’s Keyword Planner to get a 

high-level view). 

●​ Find Your USP: How, based on the analysis, can you be different or better? This 

will inform all of your content. 

Phase 2: Content and Search Engine Optimization (SEO) 
The content is the fuel that runs your digital engine. SEO is like a map that directs them 

to the fuel station. 

Step 4: Master Keyword Research 



Keywords include words that are typed into a search engine such as Google. 

1.​ Brainstorm Seed Keywords: Begin with 5-10 words/phrases related to your 

product or industry. Examples: “handmade jewelry,” “business productivity tools,” 

“beginner yoga poses.” 

2.​ Free Tools: Use your seed keywords in Google’s Keyword Planner-accessible 

with a free Google Ads account-or use free tools such as Ubersuggest or Google 

Trends. 

3.​ Focus on Long-Tail Keywords: These are phrases of 3 or more words that are 

highly specific with low competition. They will, therefore, be easier to rank for as 

a beginner. 

○​ Instead of: “jewelry” 

○​ Try: “how to clean sterling silver jewelry at home” 

4.​ Map Keywords to Content: Create a simple spreadsheet. Take one main 

keyword and map it to one piece of content you plan to create, be that a blog 

post, a service page, etc. 

Step 5: Content Creation and On-Page SEO 
This is where you execute your plan through creating valuable content. 

1.​ Create Cornerstone Content: Develop high-quality, detailed content-like blog 

posts or guides-which directly answers the user intent behind your chosen 

long-tail keyword. Remember, focus on value-not selling. 

2.​ Optimize Your Content – On-Page SEO: This is how you tell Google what your 

page is about. 

○​ Title Tag: Include your main keyword as close to the beginning as 

possible. 

○​ Meta Description: A short, yet engaging summary of under 160 

characters that contains your keyword and impels a click. 



○​ URL: Make it short, incorporating the main keyword, such as 

yoursite.com/clean-silver-jewelry. 

○​ Headings: Remember to also use your main keyword in the H1 (your 

main title) and related keywords/questions in your H2’s and H3’s 

subheadings. 

○​ Images: Compress your images for fast loading and use the keyword in 

the Alt Text (Alt Tag). 

3.​ Internal & External Linking: 

○​ Internal: Link to other relevant pages on your own website. 

○​ External: Link to other high-authority websites, such as credible news 

sites or research journals, where your readers can go for further 

information. 

Phase 3: Traffic Generation & Relationship Building 
Once your content goes live, you need to bring people to it. 

Step 6: Social Media Marketing (SMM) 
Quality over quantity: don’t try to be on every platform. 

1.​ Core Platforms: Which ones do your Buyer Personas use the most? Choose 

1-2. 

○​ Instagram/TikTok: Visuals, short-form video Reels/TikToks. Best for: 

lifestyle, fashion, food. 

○​ LinkedIn: professional content, thought leadership, B2B. 

○​ Facebook/X: Community building, news, general consumer content. 

○​ YouTube: Video tutorials, long-form reviews. 

2.​ Optimize Your Profile: Use a professional photo/logo, a clear bio with your USP, 

and a link back to your website-especially the link in bio. 

3.​ The 80/20 Rule: 



○​ 80% of your content shall be informative, valuable, or entertaining: 

answer questions, share tips, go behind the scenes. 

○​ Promotional content-asking for a sale or promoting a product-can 

comprise 20% of your content. 

4.​ Engage: Social media is a two-way street. Respond to every comment and 

message. Ask questions to encourage interaction. 

Step 7: Email Marketing 
While email is the most direct and high-converting channel, 

1.​ Choose an Email Service Provider: Begin with free plans from companies like 

Mailchimp, MailerLite, or HubSpot. 

2.​ Create a Lead Magnet: The incentive in exchange for email addresses is to offer 

something of value for free. This is your bait. 

○​ Examples: A free PDF checklist, a mini-eBook, an exclusive discount 

code, or a template. 

3.​ Email List Building: Highlight sign-up forms on your website – via pop-ups, 

sidebars, and footers – and link to them in your social media bios. Use this lead 

magnet as an incentive. 

4.​ Send Your First Campaign: 

○​ Welcome Sequence: A series of automated emails, ranging from 3-5, that 

welcomes the new subscriber to your brand story, shares your best 

content, and then makes a soft offer. 

○​ Newsletters: send out regular, useful content-not necessarily sales-to 

keep the relationship going. 

Phase 4: Measurement and Optimization 
The important final step is to analyze your efforts and make improvements based on the 

data. 



Step 8: Analyze and Interpret Data 
Use the free tools you setup in Phase 1. 

1.​ Google Analytics GA4: 

○​ Sources of Traffic: Where are your visitors coming from? Google Search, 

Social Media, Direct, and Email? Double down on what works. 

○​ Top Pages: Which of your blog posts or pages are getting the most 

views? Develop more content around those themes. 

○​ Conversions: Are people taking your desired action-signing up for the 

email list, buying? If not, your pages need to be optimized. 

2.​ Google Search Console-GSC: 

○​ Queries: What keywords are people actually using to find your site? Are 

you on page 2 or 3 for something important? No problem-just optimize that 

page further! 

3.​ Social Media Analytics: 

○​ Which posts had the highest Engagement Rate (likes + comments + 

shares / reach)? Make sure to use that format and topic more often. 

Step 9: Continuous Optimization – The Cycle 
Digital marketing is not a one-time project; it’s a loop. 

1.​ A/B Testing (Test and Learn): Test different versions of the same thing. 

○​ Example: Change the Title Tag on a low-performing blog post to see if 

your click-through rate improves in GSC. 

○​ Example: Publish a Facebook post with two different images to determine 

which one receives more clicks. 

2.​ Refine Your Personas: As you gather more data out of GA4, update your 

understanding of who your audience is. Are they younger/older/in a different 

location than you initially thought? Adjust your tone and content to reflect that. 



3.​ Keep Up to Date: Regularly read key industry blogs: Search Engine Land, 

HubSpot, and Google’s blogs. Algorithms and best practices change daily! 

You have now gone through the entire foundational cycle of Digital Marketing! 

Consistency is key to success, with continuous iteration based on data. 

Does the digital landscape still give you a headache? Want to know how experienced 

marketers tackle real-world challenges? Discover proven strategies! Download our 

Guide to Digital Marketing Challenges and Solutions now! 

Real Time Examples for Digital Marketing Tutorial for Learners 
Applying concepts to real-world scenarios makes learning stick. Here are concrete 

examples mirroring the steps in your tutorial: 

SEO & Content: 

●​ Goal: A small, local bakery wishes to have more customers searching for 

“gluten-free bread.” 

●​ Action: They create a blog post entitled “Top 5 Tips for Baking the Perfect 

Gluten-Free Sourdough at Home” (a high-value, long-tail keyword). They 

internally link this post to their main product page for gluten-free loaves. 

●​ Result: The post ranks in Google, directing people interested in the subject 

directly to their site, many of whom buy the ready bread. 

Social Media & Engagement 

●​ Goal: A personal fitness trainer aims to expand his online community. 

●​ Action: They do an Instagram Reels live Q&A, answering questions about 

“common squat form mistakes” (a huge pain point), and ask viewers to drop a 

comment with their biggest fitness goal. 

●​ Result: High engagement and instant responses proved that “at-home cardio” 

was a popular topic, guiding them toward the creation of the next content. 

https://www.softlogicsys.in/common-challenges-in-digital-marketing-with-solutions/


Email Marketing & Lead Magnet 

●​ Goal: A SaaS company wants sign-ups for a free trial. 

●​ Action: They invite visitors to download a “Free Productivity Checklist PDF” from 

their homepage in return for an email address. They welcome new subscribers 

with an email sequence that highlights the benefits of their trial, rather than 

immediate sale. 

●​ Result: They capture qualified leads and nurture them through automated, 

non-aggressive communication, significantly increasing trial conversions.  

Ready to put these examples into practice and build your portfolio? Explore our curated 

list of Digital Marketing Project Ideas now!  

FAQs About Digital Marketing Tutorial for Beginners 
1. How can I start learning digital marketing? 

Begin with the free online classes, such as Google’s, about the basics of SEO and 

content. Create a personal project, like a blog or a social media page, in which you can 

practice firsthand and build a portfolio. 

2. What are 7 types of digital marketing? 

The common 7 types include SEO-Search Engine Optimization, PPC-Pay Per Click, 

SMM-Social Media Marketing, Content Marketing, Email Marketing, Affiliate Marketing, 

and Marketing Analytics. 

3. What are the 7 steps of digital marketing? 

The procedure involves: 1) Define Goals, 2) Identify the Target Audience, 3) Competitor 

Analysis, 4) Developing Strategy & Channels, 5) Creation of Engaging Content, 6) 

Implementation of SEO/PPC, and 7) Monitoring and Optimization of Results. 

4. What is the 70 20 10 rule in digital marketing? 

This content strategy guideline refers to the fact that: 70% of content shall be educative 

or add value, 20% engagement or curated, for instance, sharing other people’s content, 

and 10% promotional or sales-oriented. 

https://www.softlogicsys.in/digital-marketing-project-ideas/


5. Which skill is most demanding in digital marketing? 

The answer is Data Analysis and Performance Marketing. Professionals who are able to 

make sense of campaign metrics-ROI, conversions from tools like Google Analytics-to 

optimize spending and drive business strategy remain the most sought after. 

6. What is PPC marketing? 

PPC stands for Pay-Per-Click and is an online advertising model in which advertisers 

pay a fee every time a user clicks on their ad. Common platforms include Google Ads 

(Search Ads) and ads on various social media channels. 

7. Which digital marketing tool is best? 

The best tool includes Google Analytics GA4 and Google Search Console GSC. They 

are free, foundational, and at the center of tracking website traffic, understanding user 

behavior, and monitoring search performance. 

8. What is the easiest job in digital marketing? 

Entry-level jobs like Social Media Assistant or Content Uploader/Data Entry are usually 

the easiest to enter into. They require mainly good organization, attention to detail, and 

the ability to write well. Explore the best digital marketing professional salary in 

India. 

9. Is AI replacing digital marketing? 

No, AI isn’t replacing digital marketing; it’s transforming it. In fact, AI automates only the 

very repetitive tasks-like basic copywriting or data collection-but doesn’t replace the 

essentials: human creativity, high-level strategy, empathy, and campaign management.  

10. Is digital marketing in danger? 

No, digital marketing is not in danger. While it is constantly changing with new 

technology and privacy regulations, the core need for businesses to connect with 

customers online and drive measurable results is stronger than ever.  

Conclusion 
You have grasped the essential building blocks, from setting up your digital presence 

and mastering the foundation of SEO to generating traffic through social media and 
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email. Always keep in mind that success in digital marketing is based on continuous 

learning and iteration. Always monitor your data, test new ideas, and stay agile. The 

online world is waiting for your creativity. Ready to delve into more advanced lessons, 

cut through complex concepts, and enjoy personalized attention? Enroll in our complete 

Digital Marketing Course in Chennai today and become a certified professional! 
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