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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.




Contents

Department Of ManagementT SCEENCE.......cccocriiirinenieieeee sttt i
ACKNOWLEDGMENT ...ttt ettt sttt st st st st e be e beesbeesbeenaeas i
AAB ST RACT -ttt sttt sttt et et e e st e e st e e s be e sbeesae e s et e saeesat e e ateenbeeabeentesabeebeebeen eens iii
INTRODUGCTION ..ottt ettt ettt ettt sttt st re e b e e be e bt e sbeesbeesaeesanenas 1
Project RAtIONAIE........cc.icieeeecece ettt ettt s re et e s be e reensesbeeneeneas 1
g 0T T=Tod B U [ 0T S 1
PrOJECT GOI ..ottt et be e s 2
g 0] 101 M@ o] 1= €=U 2
WESTON. .ttt bbb bbbt b et b et sebent et ens 2
MISSION STATEIMENT......c.eiiiiiiiiieitete ettt st 3
EStimated TIMETIaME .....c..oviiieeeee ettt 3
EStIMATEd BUAGET......ce ettt s 3
MaJOr DEIIVEFADIES. ..ottt 4
KBY SUCCESS FACIOIS ...ttt ettt ettt ettt e e s be e sate e sbe e e sateesabeesabeesabeeenabeesans 4
REVENUE STIEAIMS ...ttt s st e e n e s 4
PrOJECT RISK ...ttt sttt b et n e s 5
SOFEWATE RISK ..veeieiieiieeeesee ettt sttt sttt sa et este e st esbesteeseensesteeseensessessnenes 5
PrOJECt SCNEAUIR.......ceeiie bbb ettt 5
ShOrtage OF RESOUICES ....cvieeeeiiitieiee sttt sttt st re et e s teebeeaestesreessesbesreensenes 5
REQUIFEMENTS CLANILY ...ocvveeiecie ettt et et e e be e b e be e raeneeas 5
TECHNICAT RISKS ...ttt 6
USer Frendly INTEITACE ......coceeieeeecese ettt ettt s 6
Challenging task OF SECUTILY ........eccveiiiiieieie ettt s 6
THE THEORETICAL REVIEW. ...ttt sttt 7
TYPES OF E-COMMIEBICTE ....eeceieeie ettt sttt te e e te et e te e te e be e taesteesraesreesneesnsesnsesnseensennsenns 9
BUSINESS-0-BUSINESS (BZ2B) .....ooviviieiieiieiiiiesieeeeet sttt 9
Business-t0-CONSUMET (B2C) ......ccveieriirieierieseeeesieseeete e seestesteseeesaestesseesesresseensessesseensenes 9
This business is basically done with the general people like catalog utilizing shopping
SOTEWAIE. ..ttt st b ettt e 9
ConsuMEr-t0-CoNSUMET (C2C).....ccuiiiiieieitieieeteste et eteste e et et sre et e e sre e e aesreesaesesreesaense e 9
OBNEIS bbbttt b e e b 9
E-COmMMErce AQVANTAGES ........coerieeeieiieiietertertetet ettt sttt s 10




(0] 111 0] & FETSTTTTT TR TP UPTRRP 10

B I L0 T=TE = V2L T U 10
EASY 10 COMPAIE ...ttt ettt et et e e sbe e s bt e s bt e s aeesaeesateeaneeateeas 10
2417, 305 JAYS ...veeeeeeieeeeeieseee sttt ettt ettt e et te et e et et e ere et e teeneenaenreeneenes 11
E-COMMERCE DISADVANTAGES ......oootitirtertente sttt sttt et saeesaee e 11
1Y 1o A L [0 I L= Yol U ] SRS 11

L@ U RS 11
HIQGEN COSES ...ttt sttt b et neenes 11
CrEUit CANT ISSUES .....evititeteteteit ettt sttt ettt sttt ettt st b e sttt st e bt be st et et e e eseeneneen 11
Challenges Of E-COMMEICE ......ccveiieieeeesiecteee ettt ettt b e st esae b e sre e s e sesnaennenes 12
THE LITERATURE REVIEW ..ottt s 13
YEIHOW PAQES ..ottt ettt e e e et e et e e be e st e e sbaesaeesneesaeesstesntesnteenteenteensens 13
SWOT ANGAIYSIS OF YP ..ottt sttt ettt neeseesneeneeeas 15
=T =] 1oL TSRS 16
Provide CUSTOMET SUPPOIT .....ecveeiicieeeetecte ettt te et e e et s te e saesteessebesreesaessesseenseseas 17
Raise brand awareness and promote positive word-of-mouth...........ccceveevievieiiencecienen. 17
Build Up YOUT OWN Brand.......co.ooueieiiiieee e 18
Promote YOUT DIOQ.......cveiiiriiec e 18
FING 8 JOD 1ttt aan 18
FINA NEW EMPIOYEES .....eeeeveticeieie ettt ettt ettt st e sreesae s besreesaessesraessestessnensens 19
Effect of Attracting Likes 0n ONling SAleS.......cccuviivevieiiccieeeseeree e 19
ONIINE SAIES ...ttt b e et e e ebe b e 19
AUFACTING LIKES ..ottt sttt teese e aesreesa e sesseessesresseeneans 20
Facebook Marketing for Small BUSINESSES........cccvecverireeriiricieie ettt 20
Key Features Of FaCEDOOK ........cc.ivieieiiiieeecteeerte ettt st 20
SWOL ANAIYSIS ..ottt e e te e e et e et e e be e baesbeessaesreesaeesatesnteenteenteenses 21

1O ] ) GO RUPRRPR 22
BUSINESS MOTEl OF OLX .....oviiiiiiiieiiicictctc s 23
HOW OLX WOTKS? ...ttt 23
HOW d0es OLX MAKE MONEBY?.....ccviiieiieeieeie et eteesteesteesieesteesteesreessaesssessassssesssesssesssesnsennns 24
SWOL ANAIYSIS ..ottt s ae e te et e et e e be e ba e seesraesanesaeesaeeanteenteenteenees 25
PAKWWNEEIS ...ttt ettt s 26
SWOUL ANAIYSIS ...veeieeiieiieiesieeee ettt st et e e s e e e e s e e st e s e steeseessetesseessesesseessessesseensas 27




Diversity of Cas MOUEIS t0 CALEN .......c.eevieiieeeee e sene 31
Surge pricing teCANOIOGY ........coeieiiiiireeee et 31
UDber Other than Car FAES........cceviieieieere e 31
SWOL ANGIYSES .ttt sttt b e st b et be bt b e st st e e et eseene e 32
SYSTEM DEVELOPMENT AND METHODOLOGY .....cccciiiiiiiiiiieiieeeeeieeniee e 33
0] S RS T [0 11 =T S 33
DeVElOPMENT PRESES.......ooeeieiieee sttt sttt et et st eesseeneenseseesneeneens 33
SOFIWAIE PIANNING. ...ttt sttt be et nee 33
Requirements collection and SyStems ANAIYSIS .......cccveverieierereeeecece e 34
SOFEWANE DESIGN ..ttt sttt et e st e b e s teeree b e s teeseessesbeeseessesseeneeneas 34
Software/Application DeVElOPMENT ..........cccveiieiieie e 34
INtegration and TESLING .....coceverieee ettt st ettt eeneeneeeas 35
Software/Application IMpIEMENTALION...........coiviiieiiirireeeeee e 35
Operations and MaiNENANCE ........cccceeeeriiriieeetereee ettt sre e e e s e sre e e eaesreeseenseses 35
PROJECT ORGANIZATION ...ttt st st st st st st s aeesaeenee e 36
ROIES & RESPONSIDIITIES ...ttt 36
Malik Adnan Ahsan, ProjeCct Manager .........c.ccvveeeiereeeeriene ettt eneas 36
0333 5110117, admalik_ Q1@IIVE.COM ......vieiierieieeteete ettt ettt e eave e ve b ebe s 36
Malik Adnan Ahsan, Development Team Manager ...........cceevereeeevesieneeseseeeeseeseeeenes 36
0333 5110117, admalik_91@IIVE.COM .....eeeiieiieieeieee et e e e et 36
Muhammad Hafeez, Marketing Manager ...........ccecereeeerenieierieseeeese et 37
0300 8500697, hafeez.minhas@gmMail.CoOM ........cceecveririeierereee e 37
Irum Yasmeen, Documentation Office alnuaimi@gmail.com ........cccoevvevieineninencnienne. 37
Muhammad Jalal Shah, Developer, Test Engineer 0343 5353116,
M_jalajshan@g@Mail.COM.......cceeiiiiicieiceeee e s e eas 38
Shafaq Naheed, Developer, Test Engineer shafag_naheed @gmail.com...........cccccueu.n.e. 38
MARKETING STRATEGIES ...ttt st 39
MAFKET ODJECTIVES......oeieeieiee ettt ettt et ettt e teseeene e tesseeneensesneeneenes 39
SETATEGIES. ...ttt b et b bbbt h e a e bttt a b bt e tene e 39
[ = To Y = =1 (] o TSRO 40
INtEractive MArKEIING ......ccoeeieeiiecie et s re e et be e b e e rneenas 40
Four basic PS Of MArKeting ........coeoeieiiinineee s 41

Vi




PLACE ...t s e 42
PrOMOTION ...ttt s b bbb ne e 42
ol TSP 42
ADVERTISING ..ottt st st st st st sttt e s se e beebeesbeesbeesseenaeenaes 43
SMS OF AQVEITISING.....civiieieieiicectect ettt a et b et e sbeeab e beereessesreesneneas 43
IVHISSION .ttt b b e e ettt re e n e a e e 43
IVIOMIBY ...ttt b e bt s h et s h e s at e st e et e et e et e e be e be e ebe e eheeeateeateeateeateeat saeas 43

Y (et o [ TSSO P U TR PRRP ST 43
MBI ..ttt snene 44
MEASUFEIMENT....c.oiiiiiiiiiiiiiiiiet et a e s sa e s sr e sre e 44
RESULTS AND DISCUSSION ..ottt ettt sttt st 45
POTIIE .ttt e ae e 45
User Friendly Interface and aCCOUNTS .........covivirieiieieiririeseeeeeeeie et 46
COMMUNICALIONS SYSTEIM ....viiiieieiicieeeetesteete ettt sttt e e st e b e s ressae b e steessessesneenneses 46
Design and other technical PersPeCLIVES ........ccvvviieireie e 46
TAIGEE ATEBS ...ttt ettt r e bbb bt et e b sh e e n e re e nenr e reeanen 48
CUSTOIMET SEIVICES. .....euiitirtisteieteiteie ettt sttt ettt sttt b e sa e b e et et b e sb e b et e s e ese e st renee 48
MArKEt aNd CUSTOMETS.......cuiiiiitiriirteieieieeteste sttt ettt ettt eb sttt s et besb e s b st e e e enenaeas 48
SWOT ANGIYSIS ...vivieeieiesieeiete sttt ettt et et e s e s e et e s be s s e tesbeessestesteessensesreessesesseenees 48
L0 o 1= Vo TS 49
LIMITATIONS ...ttt sttt e e b ettt e e 50
Technical [IMIALIONS.........cceiiiiiiic e 50
Non-technical [IMITALIONS ..........ccoiiiiiiieic s 50
[T o I =T] oo RS TOR 51

o 0] (0] 1 -SSP 52
CONCLUSIONS &FUTURE ENHANCEMENTS ...ttt 55
Business Process and Revenue Generation FIOWS..........c.coevviveninenieinineneseeeeeeeee 56
OUF CUSEOMELES (SY'S) ..uiiitieieiteeieeieste ettt et et e e te s e et e tesre e s e s tesreessestesseensesseesaessesseensenes 57
CUSTOIMELS ...ttt et ettt r e bt r e s r e e e e b sbe e e e sneeanes 57
FUture ENNANCEMENTS. .....c.oiiiiieee et 58
RETEIEINCES ...ttt b ettt bbb b et et e st e b e st ne e eenen 59

Vi




