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ABSTRACT 

 

Sell Your Self (Services) is a platform, which will make use of information technology in 

the form of web app/mobile app in order to create the money earning opportunities for 

those needy people who are educated, having certain skills or degrees in their hands, but 

they are unable to find the jobs. It will also provide an opportunity to those educated, 

skilled and professionals who are free or have plenty of time and want to earn money in 

part time like after their job hours etc. 
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