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Abstract

Social networks are becoming a bigger part of an individual’s life with the passage of
time. The interactive nature of social networks and the solicitation facilities offered by these
platforms intrigued the marketers to come ahead and use this platform for the sake of interaction
with customers. This gave rise to the concept of online stores, where marketers sell their
products to the customers on Facebook particularly. Rocxial is one such new venture; they offer
a platform to the brands to create online stores on their respective Facebook pages. The study
aims to find out the appropriate bundle of services, customers’ awareness level, willingness to

purchase and online business aesthetics of the local market.

The research is qualitative in nature. The research was conducted by visiting the urban
marketplaces, meeting up with the brand people and accessing the feedback via instruments like
interviews and questionnaires. The results showed us that the potential corporate clients overall
show a positive sentiment to the idea of an online store and are willing to pay decent amount if
pitched properly. The research has been concluded with an action plan and recommendations.
The most important of these propositions is to develop a sales pitch that is effective on those
individuals as well who do not know the concept of online stores or marketing on Facebook in

the local setting.



Acknowledgement

We would like to start with our thanks to Almighty Allah, who gave us the opportunity to reach
out to this level in life and who blessed us with the intellect and enabled us to gain knowledge

through this project.

We also thank all those individuals who helped us in the completion of this project especially

faculty members of Bahria University and our seniors.

We extend our generous gratitude to our supervisor Mr. Azm Dar who cooperated with us and

guided us with his kind attitude and keen interest in the preparation of the project.



Contents

Chapter 1: INTrOQUCTION .......eiiiiiieiee et bbbttt 3
N ST (o To I e (0] o] (=T 1 =T USSP 3
1.2 RAtioNale OF the STUAY:......ceieiiie e 3
1.3 RESEAICH ODJECTIVES: ... .t 4
O I 01 LA ] PR 4
1.5 Social NEtWOIK INUSTIY ... 5

15,1 USEI STALISTICS: ...veueiiie ittt sttt bttt ettt e b et et eene e nreennennes 6
1.5.2 Social sites in social NEtWOrK INAUSEIY: .......ooviiiiiie i e 6
1.6 Lifecycle Of SOCIAl NEIWOIKS: .......c.ooiiiie i 7
1.7 Globally the most well-known Social NetWOrKS: ..........cccooiiiiiiniiieeee e 8
1.8 SWOT analysis of the industry (Social Networks in terms of Marketing & Selling):.......... 9
18,1 SEIENGLNS ..t ra e re et anes 9
1.8.3 WVBAKNESSES: .. evteeee ettt sttt ettt skttt ettt b et b et b e s e st et et b et et e b neene e 10
ST @ o] o0 ¢ (0 ) TSR UOSORRSR 10
18,5 TRIBALS: .eeveeeieie ettt bbbt r ettt e bbb n e 11
1.9 COMPANY OVEIVIEW.......oeiuiiiiieieciee sttt ste e ste et s et e s e ste et e s e e s be e beessesreesseeneesneentaennenreas 12
1.9.1 ADOUL ROCXIAL ...ttt bbbt 12
1.9.2 FOUNAEr OF ROCKXIAL: ....vvivieiieieie b 12
1.9.3 BUSINESS UETINEA: ......eiitiiiiiiieieie bbb 12
11014 SBIVICES ..ttt ettt bttt bbb bbbttt nas 12
1.9.5 How to make an online store on ROCXIAl:.........cccoiiiiiiniiinessee e 14

Chapter 2: Problem Definition and Requirement ANalysiS .........cccovveveiiriieie s 15
2.1 ProbIem STAIEMENT: ... .oceiiiee ettt e b et neesre e e neenraeeenreas 15
2.2 ReqQUITEMENT ANAIYSIS: .....eiiiiieiieieiete ettt 15
2.3 PUIPOSE OF The PrOJECE . ....eeiiieiieiei ettt sn e 15
2.4 DeSITed ENA RESUIL: ...ttt sttt e sneennes 16
2.5 MajJOr DElIVEIADIES: ... 16

Chapter 3: Design and IMplementation ..........cccoeiieiiiiniieee e 18
B L TYPE OF STUAY ..ttt b et et e et e e nbeennenneas 18



3.2 SAMPIE SHZE ...ttt 18

3.3 Data COIECLION TOOIS. ....cc.eeiiieiiiieeiie ettt sttt esre e e nreennenneas 19
3.3 L PrIMArY DALA.....cuiieeiiieieeieieite et bbbt 19
3.3.2 SECONAAIY DALA.......coiuieiiiiieiiieie sttt sttt bbb ne e sre e be e e nneas 20
TR R o (0 Tor =T 1] £ PRSP TR PR OPURRPRRPRS 20

(O F= o) TSP USSP PPRURRTRN 22
Testing and DEPIOYMENT.........oo i ettt sb et sreeeeenes 22

4.1 QUESTIONNAITE ANAIYSIS: ...eeiiiiiieitieii ettt sb e 22

4.2 INTENVIEW ANAIYSIS. ...c.viiiieiieecie ettt e st e et eeste e e e sreesreeneesreenreanes 27
4.2.1 Respondents who only promote products on Facebook: .............cccovveveivieiieiicce s, 30
4.2.2 Respondents who promote & sell on Face booK: ..........ccccoveiveviiiiiicce e 35

Chapter 5: ACLION PIaN.........ooiiiecc et re e e e re e beeeeeneenreas 38

5.1 Action Plan & EXECULION PIAN ......c.ooiiiiiiiiiicesseeee e 38
5.1.1 Develop Effective Sales PItCh ...........cco i 40
5.1.2 Promote RocxXial 0n DIgital ..........c.ccoveiiiiiiiiec i 40
5.1.3 Enhance Portfolio — Get CHENTS ........cccviiiiiiiiiceneeee s 41
5.1.4 RECIUIT WOIKFOICE .....cviiiiiieie ettt 41
5.1.5 Plan VAS (Value Added SEIVICES).......cciueiieriiiieiieie e seesie e sieesiesee e eee e e eaesnees 41
5.1.6 DESIGN VAS ..ottt ettt et e st e b e s e s be e te e e e s ae e teeneeere e teeneennen 43
5.1.7 Launch VAS on website &promote internally ... 43
5.1.9 Conduct Audits & Meet the Clients after every QUarter............ccocoovvrieniiniinicienenns 43

5.2 General ReCOMMENTALIONS: ......civeieiieiieie ettt st nee e e nteeneenneas 44

(O F= 0] (=] o TSP P PP PR PRUPPPPPI 45

(070 0 0] (113 (o] o SO PRTORORSPRO 45

31 o] [ToTo ] 2= o] V2RO PRSPPI 46



	Documents
	Theory

