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Chapter 1

Introduction

1.1 Prelude

A marketing strategy is a long-term plan for achieving a company's goals by
understanding the needs of customers and creating a distinct and sustainable competitive
advantage. It encompasses everything from determining who your customers are to

deciding what channels you use to reach those customers

Onoyar Panchali is the online shopping Facebook page in Bangladesh. We sales the
women products like Ladies undergarments and Ladies shoes . Our journey has started
just as a little Facebook page in 2020 at the period of Corona , in that time Facebook
online shopping was not very popular concept here in Bangladesh. We had to work very
hard to get where we are now today. We had lots of ups and downs in this timeline of our
business. But now Alhamdulillah we have 35k followers in our Facebook page and we
have so many customers every where in Bangladesh. our sales are improve day by day
and we update our products very quickly. Now we import the products from china. We
can proudly say that it would have never been possible without our customer's
appreciation and support, each and every customer who spent a penny in our products

has a great role in our success.

Onoyar panchali has its unique ability to capture our customer's heart through our
communication, presentation and unearthly beautiful collections. We always put our
customer's choice first while choosing our products. We bring items focusing on our
customer's preferences rather attracting customers for our products that is why we have
become our customers first choice in case of online purchasing from Facebook in
Bangladesh. And we have such good people working in our team who are more like a
family to us than employees so that we are able to provide the best to our customers. We
not only sell women cloths here we also made a big community here where our
customers come and enjoy. As we post regular updates of our collections on our page
about our collections, we come live on a regular basis (every Sat, Mon, Wed - 3 pm) our
customers have become habituated to see our lives and our collections, they wait for us

to come live, to show new collections, they comment on our posts and lives, give



reactions to the feedback who purchased from our lives. Onoyar panchali is not only a
cloth and shoes selling page its a community of women in Bangladesh who love to wear
shoes and ladies wear, see new collections, have ideas how to style and wear them, give
feedback, see others feedback and interact with other people who buy from us. Onoyar
panchali is most trustworthy, because we are giving our customers services that require
no advance payment. We deliver our goods first then customers pay the prices. So that
our customer doesn’t have to worry about paying in advance or getting a false product
afterwards, that is why our services got huge popularity in our community. Onoyar
Panchali is open to all new ideas and constructive criticism but we never allow any hate
speech or false allegations against anyone in our community. We share a ton of feedback
of our products and these feedback speaks volume about our products, quality and
services. We never needed to say much about ourselves, our customer's feedback says it

all.

Social media marketing is still a key strategy in this world. It involves creating and
sharing content on social media platforms to engage audiences, build brand awareness,
and drive traffic to websites. With the right approach, it can be a powerful tool for

businesses to connect with their target audience and achieve their marketing goals.

Social media marketing has evolved significantly since its inception. It began with the
rise of platforms like Six Degrees in the late 1990s, which allowed users to create
profiles and connect with others. However, it wasn't until the mid-2000s with the
emergence of platforms like MySpace, LinkedIn, and Facebook that social media truly

gained traction for marketing purposes.

Initially, businesses used social media primarily for brand awareness and customer
engagement. They would create company profiles and share updates, promotions, and
content to connect with their audience. However, as social media platforms expanded

and became more sophisticated, so did marketing strategies.

With the introduction of platforms like Twitter, Instagram, and later Snapchat and
Pinterest, , businesses began to experiment with new forms of content, such as short
videos, images, and influencer partnerships. Social media marketing became more
targeted and personalized, with businesses using data analytics and advertising tools to

reach specific demographics and track campaign performance.



Today, social media marketing is an integral part of most businesses' marketing
strategies. It encompasses a wide range of tactics, including organic content creation,
paid advertising, influencer marketing, and community engagement. The landscape
continues to evolve with the introduction of new platforms, features, and trends, but the
core principles of building relationships, providing value, and engaging with audiences
remain constant.

1.2 Problem statement

"The problem statement for studying social media marketing strategy is to understand the
effectiveness of various tactics, platforms, and content types in reaching and engaging
target audiences, amidst a constantly evolving digital landscape. This includes
addressing challenges such as algorithm changes, platform saturation, audience fatigue,
and measuring ROI to develop strategies that maximize brand visibility, engagement,

and conversion rates."
1.3 Importance of the study

This internship report is originated as a partial fulfillment of the MBA program. This
report is a mandatory requirement for completion of MBA. | have worked at Onoyar
Panchali online page Dinajpur for 90 days and the experience of working at Onoyar
Panchali has helped me to match my theoretical knowledge with practical understanding.
As an intern of Onoyar Panchali | was provided with the topic "Social Media Marketing

Strategies for Women Products".
1.4 Objectives for studying Social Media Marketing Strategy

1. To know the products details of Onoyar Panchali
2. To know the promotional strategy of Onoyar Panchali

3. To know and evaluate the distribution strategy of Onoyar Panchali



1.5 Literature Review

Smith, A. N., Fischer, E., & Yongjian, C. (2012). Social media marketing: Strategies for
engaging in Facebook, Twitter & other social media. Que Publishing.

This book provides comprehensive insights into various social media platforms and
offers practical strategies for businesses to effectively engage with their audience and
achieve their marketing objectives. It covers topics such as content creation, community
building, influencer marketing, advertising, and analytics, making it a valuable resource
for both beginners and experienced marketers in the field of social media marketing.

Evans, D. (2019). Social Media Marketing Workbook: How to Use Social Media for
Business (2019 Updated Edition). CreateSpace Independent Publishing Platform.

This workbook-style guide offers practical advice and step-by-step instructions for
developing and implementing a successful social media marketing strategy. It covers a
wide range of topics, including platform selection, content creation, advertising,
analytics, and optimization techniques. With its hands-on approach and updated content,
it serves as a valuable resource for businesses looking to harness the power of social

media for marketing purposes.
Zarrella, D. (2013). The Social Media Marketing Book. O'Reilly Media.

This book provides a comprehensive overview of social media marketing strategies,
covering topics such as content creation, audience engagement, influencer marketing,
and analytics. It offers practical tips, case studies, and best practices to help businesses
navigate the complexities of social media marketing and achieve their marketing
objectives effectively. With its clear and accessible writing style, it serves as a valuable

resource for marketers at all levels of experience.

"Social Media Marketing: A Strategic Approach” by Melissa Barker, Donald I. Barker,
and Nicholas F. Bormann - This book provides a comprehensive overview of social
media marketing strategy, covering topics such as goal-setting, audience targeting,

content creation, engagement tactics, advertising, and analytics.

"The New Rules of Marketing and PR" by David Meerman Scott - This book offers

updated strategies for leveraging social media and digital marketing to reach and engage



audiences effectively. It covers content marketing, influencer outreach, real-time

marketing, and measurement techniques.

"Social Media Marketing: An Hour a Day" by Dave Evans - This book provides a
structured approach to developing and executing a social media marketing strategy, with
practical advice and exercises for each day of the week. It covers strategy development,

content planning, community management, advertising, and measurement.

"Social Media Strategy: Marketing and Advertising in the Consumer Revolution™ by
Keith A. Quesenberry - This book explores the role of social media in the consumer
decision-making process and offers a strategic framework for integrating social media
into marketing and advertising campaigns. It covers audience analysis, content strategy,

platform selection, and campaign evaluation.

"The Zen of Social Media Marketing: An Easier Way to Build Credibility, Generate
Buzz, and Increase Revenue™ by Shama Hyder - This book combines practical advice
with a philosophical approach to social media marketing, emphasizing authenticity,
creativity, and mindfulness. It covers branding, storytelling, influencer partnerships, and

customer relationship management.



Chapter 2

Methodology

3.1 Methodology of the Study

Each and every research plan should follow some basic type of procedures. Examination
technique manages conduct and instruments utilized in the investigation. As indicated by
the condition of the issue, the examination type is between authoritative field research
and therefore the strategies are member's perceptions, Mass perceptions, Personal

Interview, contextual analysis.
The methodologies that will receive in the investigation are as per the following
3.2 Type of Research

This study regarding Marketing Strategies for Women Products: A case study on Onoyar
Panchali because | just want to draw a picture of the topic as what are the factors that
influence customers. The study also describes the problems regarding social media
marketing strategy. In general, two types of research methods are being used quantitative
and qualitative. 1 would like to go for quantitative method in our research as it is a

precise way.
3.4 Classification of Data
3.4.1 Primary data

1. Conversation with the customer of Onoyar Panchali.
2. Direct observation

3. Observing practical work

4

Discussion with the employees.
3.4.2 Secondary Data

1. Onoyar Panchali database
2. Official Page Facebook



Chapter 3

Organizational Overview

Onoyar Panchali is the online shopping Facebook page in Bangladesh. We sales the
women products like Ladies undergarments and Ladies shoes . Our journey has started
just as a little Facebook page in 2020 at the period of Corona , in that time Facebook
online shopping was not very popular concept here in Bangladesh. We had to work very
hard to get where we are now today. We had lots of ups and downs in this timeline of our
business. But now Alhamdulillah we have 35k followers in our Facebook page and we
have so many customers every where in Bangladesh. our sales are improve day by day
and we update our products very quickly. Now we import the products from china. We
can proudly say that it would have never been possible without our customer's
appreciation and support, each and every customer who spent a penny in our products

has a great role in our success.

Onoyar panchali has its unique ability to capture our customer's heart through our
communication, presentation and unearthly beautiful collections. We always put our
customer's choice first while choosing our products. We bring items focusing on our
customer's preferences rather attracting customers for our products that is why we have
become our customers first choice in case of online purchasing from Facebook in
Bangladesh. And we have such good people working in our team who are more like a
family to us than employees so that we are able to provide the best to our customers. We
not only sell women cloths here we also made a big community here where our
customers come and enjoy. As we post regular updates of our collections on our page
about our collections, we come live on a regular basis (every Sat, Mon, Wed - 3 pm) our
customers have become habituated to see our lives and our collections, they wait for us
to come live, to show new collections, they comment on our posts and lives, give
reactions to the feedback who purchased from our lives. Onoyar panchali is not only a
cloth and shoes selling page its a community of women in Bangladesh who love to wear
shoes and ladies wear, see new collections, have ideas how to style and wear them, give
feedback, see others feedback and interact with other people who buy from us. Onoyar
panchali is most trustworthy, because we are giving our customers services that require

no advance payment. We deliver our goods first then customers pay the prices. So that



our customer doesn’t have to worry about paying in advance or getting a false product
afterwards, that is why our services got huge popularity in our community. Onoyar
Panchali is open to all new ideas and constructive criticism but we never allow any hate
speech or false allegations against anyone in our community. We share a ton of feedback
of our products and these feedback speaks volume about our products, quality and
services. We never needed to say much about ourselves, our customer's feedback says it
all.

3.1 Capital Structure

Starting Capital: 30,000 Tk. (US$ 272.74)
Present Capital: 10,00,000 Tk. (US$ 9091.22)
3.2 Sales Status

Last month sales: 15,00,000 Tk. (US$ 13636.83)
3.3 Employees

2 types of employee

1. Online employee: 5 people
2. Offline employee: 7 people

3.4 Vision
To open an outlet in biggest market place or mall in Bangladesh.

3.5 Mission

1. Develop a long term customer relationship to achieve the repeat customer and get
customer positive review.

2. To engage, inspire, and connect with our audience through authentic and
compelling content, fostering meaningful relationships and driving positive
impact while staying true to our brand value

3. To effectively leverage various social platforms to build brand awareness, engage
with the target audience, drive traffic to the website, generate leads, and

ultimately increase sales and revenue. It involves creating and sharing valuable



content, interacting with followers, analyzing data to optimize performance, and
staying aligned with the overall marketing objectives and brand identity.

3.6 Strategic objectives

1. Increase brand awareness: Reach a wider audience and ensure that your brand is
recognized and remembered by potential customers.

2. Drive engagement: Encourage interactions such as likes, comments, shares, and
mentions to deepen connections with your audience.

3. Generate leads: Use social media to capture leads through tactics like gated
content, contests, and lead ads.

4. Increase website traffic: Direct users from social media platforms to your website
to explore products/services and make purchases.

5. Enhance customer loyalty: Build strong relationships with existing customers by
providing valuable content, addressing concerns promptly, and offering exclusive
deals.

6. Improve customer satisfaction: Use social media channels as a platform for
customer service, responding to inquiries and resolving issues in a timely and
helpful manner.

7. Gather market insights: Utilize social listening tools to monitor conversations
about your brand and industry, and gain valuable insights into customer
preferences, trends, and competitors.

8. Optimize ROI: Continuously track and analyze key metrics to measure the
effectiveness of your social media efforts and make data-driven decisions to

improve performance and maximize return on investment.
3.7 Corporate profile

e Name of the Organization: Onoyar Panchali
e Owner: Refat Kowsar Shawon
e Managing Director: Sumaiya Mumtaha

e Secretary: Punam Ahmed



3.8 Operational network of the organization

Owner

\

Managing Director

\

Secretary

\

Employee

4

Online employee
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y

Offline employee




Chapter 4

Analysis and Interpretation

4.1 What is ladies under garments

"Ladies undergarments,” also known simply as "women's underwear" or "women's
lingerie,” refers to clothing worn beneath outer garments, typically worn for hygiene,
modesty, comfort, and/or aesthetic reasons. These undergarments are designed to provide
support, coverage, and shaping to different parts of the body, depending on the specific
garment. Common types of ladies undergarments include bras, panties, shapewear,
lingerie sets, camisoles, tanks, and hosiery. Each type serves a different purpose and
comes in various styles to accommodate different body shapes, preferences, and

occasions.

Bras provide support and shaping to the breasts, while panties offer coverage and
protection to the genital area. Shapewear garments help smooth and contour the body
silhouette, while lingerie sets are often designed for aesthetic appeal and may include
matching bras and panties made from luxurious fabrics like lace or silk. Camisoles and
tanks are sleeveless tops worn under clothing for additional coverage or layering, and

hosiery includes garments worn on the legs, such as stockings, pantyhose, and tights.

Overall, ladies undergarments play a significant role in providing comfort, support, and
confidence to women, and they come in a wide range of styles to suit different

preferences and needs.
4.2 Product details of ladies under garments

Given the sensitive nature of discussing intimate apparel, it's important to maintain
professionalism and discretion. However, | can provide a general overview of the types

of products that may fall under the category of ladies' undergarments:

1. Bras: This includes various styles such as push-up bras, sports bras, Tshirt bras,
bralettes, strapless bras, and nursing bras. Bras are designed to provide support, comfort,

and shaping to the breasts.
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2. Panties: Panties come in different styles such as briefs, bikinis, thongs, hipsters,
boyshorts, and high-waisted. They are worn under outer clothing to provide coverage
and hygiene.

3. Shapewear: Shapewear includes garments like bodysuits, waist cinchers, thigh
shapers, and control briefs. They are designed to smooth and contour the body, creating a
streamlined silhouette under clothing.

4. Lingerie Sets: These often include matching bras and panties, sometimes with
additional pieces like garter belts, stockings, or robes. Lingerie sets are designed to be
visually appealing and may feature lace, satin, or other decorative elements.

5. Camisoles and Tanks: These are sleeveless tops worn under clothing for modesty or
as a layering piece. They may have built-in bras for added support.

6. Hosiery: This includes stockings, pantyhose, and tights, which are worn on the legs
for warmth, modesty, or fashion.

4.3 Promotional Strategy

A promotion strategy is the plan and tactics surrounding a product’s promotion. It
consists of the goals behind your promotion and the steps you’ll take to promote your

product with the most advantages possible.

Facebook

1. Product Promotional Strategy in Facebook
2. Product Promotional Strategy in Instagram
3. Product promotional strategy in website

12



4.4 Product Promotional Strategy in Facebook

Promoting products on Facebook can be an effective strategy due to the platform's
extensive user base and robust advertising features. Here's a comprehensive promotional

strategy for showcasing products on Facebook:

1. Create a Business Page: If you haven't already, set up a dedicated Facebook business
page for your brand. Make sure your page is complete with a profile picture, cover
photo, and detailed information about your products and services.

2. lIdentify Target Audience: Utilize Facebook's targeting options to define your target
audience based on demographics, interests, behaviors, and location. Understanding your

audience will help tailor your promotional content for maximum impact.
3. Engaging Content Creation:

e Visuals: Use high-quality images and videos showcasing your products from
different angles. Consider using lifestyle imagery to demonstrate product use in
real-life scenarios.

e Captions: Write compelling captions that highlight product features, benefits,
and unique selling points. Use clear and concise language to convey your
message effectively.

e User-Generated Content (UGC): Encourage customers to share their photos
and experiences with your products. Repost UGC on your page to build trust and
authenticity.

e Interactive Content: Experiment with interactive content formats such as polls,

quizzes, and contests to engage your audience and drive participation.

4. Regular Posting Schedule: Maintain a consistent posting schedule to keep your
audience engaged and informed about your products. Use Facebook Insights to

determine the best times to post based on when your audience is most active.
5. Facebook Ads:

e Boosted Posts: Boost your top-performing organic posts to reach a larger
audience and increase engagement.
e Carousel Ads: Showcase multiple products within a single ad unit, allowing

users to swipe through and explore different offerings.
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e Dynamic Ads: Automatically promote relevant products to users based on their
browsing behavior on your website or app.
e Lead Ads: Collect leads directly from Facebook by offering incentives such as

discounts or freebies in exchange for contact information.

6. Messenger Marketing: Utilize Facebook Messenger to engage with customers in

real-time, answer inquiries, and provide personalized product recommendations.

7. Facebook Live: Host live streaming sessions to showcase product demonstrations,
behind-the-scenes footage, Q&A sessions, and exclusive offers. Encourage audience

interaction by responding to comments and questions in real-time.

8. Facebook Groups: Create or join relevant Facebook groups where your target
audience congregates. Share valuable content, participate in discussions, and subtly

promote your products when appropriate.

9. Measure and Optimize: Monitor the performance of your Facebook posts and ads
using Facebook Insights and Ad Manager. Analyze key metrics such as reach,
engagement, click-through rates, and conversions. Use this data to refine your

promotional strategy and optimize future campaigns for better results.

By implementing these strategies, you can effectively promote your products on
Facebook, increase brand visibility, drive traffic to your website or online store, and

ultimately boost sales and revenue.
4.5 Product Promotional Strategy in Instagram

Promoting products on Instagram requires a thoughtful and strategic approach to
leverage the platform's visual nature and engaged user base. Here's a comprehensive

promotional strategy for showcasing products on Instagram:

1. Create a Business Profile: If you haven't already, convert your Instagram account
into a business profile to access advanced features such as Insights and advertising

options.

2. Optimize Your Profile: Ensure your profile bio is complete and includes a clear

description of your brand, products, and a clickable link to your website or online store.

14



3. High-Quality Visual Content:

e Product Photography: Invest in professional-quality product photography
showcasing your products in various settings and angles.

e User-Generated Content (UGC): Encourage customers to share photos of
themselves using your products. Repost UGC on your profile to build
authenticity and trust.

e Visual Consistency: Maintain a consistent aesthetic theme, color palette, and
visual style across your Instagram feed to create a cohesive brand identity.

4. Engaging Captions: Write engaging captions that complement your visuals and
provide context, storytelling, or product details. Use relevant hashtags to increase

discoverability and reach.
5. Utilize Instagram Features:

o Instagram Stories: Use Stories to share behind-the-scenes content,

e product demos, polls, Q&A sessions, and limited-time offers.

e IGTV: Post longer-form videos such as product tutorials, how-to guides, and
customer testimonials on IGTV to provide value and engage your audience.

e Carousel Posts: Showcase multiple products or different variations of a product

within a single post using the carousel feature.

6. Influencer Collaborations: Partner with relevant influencers or microinfluencers in
your niche to reach their followers and tap into their credibility and influence.

Collaborate on sponsored posts, giveaways, or product reviews.

7. Instagram Shopping: Utilize Instagram Shopping features to tag products in your
posts and Stories, allowing users to shop directly from your Instagram feed. Ensure your
product catalog is synced with your Instagram account for seamless shopping

experiences.

8. Engage with Your Audience: Respond to comments, messages, and mentions

promptly to foster community engagement and build relationships with your audience.

9. Run Instagram Ads: Utilize Instagram's advertising platform to create targeted ads

that reach specific demographics, interests, and behaviors. Experiment with different ad

15



formats such as photo ads, video ads, carousel ads, and story ads to find what resonates
best with your audience.

10.Measure and Optimize: Monitor the performance of your Instagram posts, Stories,
and ads using Instagram Insights and adjust your strategy based on key metrics such as

reach, engagement, website clicks, and conversions.

By implementing these strategies, you can effectively promote your products on
Instagram, increase brand visibility, drive traffic to your website or online store, and

ultimately drive sales and revenue.
4.6 Product promotional strategy in website:

1. Visual Content: Showcase high-quality images of garments, including different
angles, close-ups, and models wearing them. Consider using videos to demonstrate how

the garments move and fit.

2. Seasonal Promotions: Offer seasonal promotions such as summer sales, winter

clearance, or holiday discounts to capitalize on consumer buying behavior.

3. Fashion Trends: Highlight trending styles, colors, and patterns to appeal to fashion-
conscious customers. Provide styling tips and outfit inspiration to showcase the

versatility of the garments.

4. Limited-Time Offers: Create a sense of urgency with limited-time offers and flash
sales. Use countdown timers or "last chance™ notifications to encourage immediate

action.

5. Personalization: Utilize data from customer preferences and browsing history to
personalize product recommendations and promotions. Offer personalized discounts or

exclusive offers based on individual shopping behaviors.

6. Social Proof: Incorporate customer reviews, testimonials, and user-generated content
to build trust and credibility. Showcase real-life examples of customers wearing the

garments to demonstrate their popularity and satisfaction.

7. Cross-Selling and Upselling: Implement cross-selling and upselling techniques by
recommending complementary garments or accessories based on the customer's purchase

history or browsing behavior.
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8. Influencer Collaborations: Partner with fashion influencers or bloggers to promote
your garments to their followers. Host giveaways, sponsorships, or collaborations to
increase brand visibility and credibility within the fashion community.

9. Email Campaigns: Send targeted email campaigns featuring new arrivals, exclusive
promotions, or personalized recommendations to subscribers. Use catchy subject lines
and visually appealing layouts to entice recipients to click through to your website.

10. Measure Performance: Monitor key performance indicators (KPIs) such as website
traffic, conversion rates, average order value, and customer lifetime value to assess the
effectiveness of your promotional strategies. Adjust your tactics based on data insights to

optimize results over time.
4.7 Distribution Channel

A distribution channel is the network of businesses or intermediaries through which a
good or service passes until it reaches the final buyer or the end consumer. Distribution

channels can include wholesalers, retailers, distributors, and even the internet.

Types of distribution channels

Distribution

Channel

Direct Indirect
One Level Channel Three Level Channel

Two Level Channel
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4.8 Distribution Strategy of Online Garments Products

Developing a robust distribution strategy for online garments products is essential for
reaching your target audience, maximizing sales, and ensuring efficient order fulfiliment.

Here's a comprehensive distribution strategy tailored for online garments products:

1. E-commerce Platform Selection: Choose the right e-commerce platform(s) to host
your online store. Consider platforms like Shopify, WooCommerce, Magento, or Etsy,
depending on your specific needs, budget, and scalability requirements.

2. Multi-channel Selling: Expand your reach by selling on multiple online channels
such as your own website, third-party marketplaces (e.g., Amazon, eBay), social media
platforms (e.g., Facebook Shop, Instagram Shopping), and online fashion aggregators.

3. Product Fulfillment Options:

e In-house Fulfillment: Manage order fulfillment in-house, including inventory
storage, picking, packing, and shipping. This provides greater control over the
process but requires significant resources and infrastructure.

e Third-party Logistics (3PL): Partner with a third-party logistics provider to
handle order fulfillment, warehousing, and shipping. This option is cost-effective
and scalable, allowing you to focus on core business activities.

e Dropshipping: Partner with suppliers or manufacturers who ship products
directly to customers upon order placement. This eliminates the need for
inventory management and upfront investment but may result in lower profit

margins and less control over the fulfillment process.

4. Inventory Management: Implement inventory management systems to track stock
levels, monitor product availability, and prevent stockouts or overstocking. Utilize

inventory forecasting techniques to anticipate demand and optimize stock replenishment.
5. Shipping and Delivery Options:

o Offer a range of shipping options including standard, expedited, and international
shipping to accommodate diverse customer preferences.
e Provide free shipping thresholds or discounted shipping promotions to incentivize

larger purchases and enhance customer satisfaction.
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o Partner with reliable shipping carriers to ensure timely and cost effective delivery
of orders.

6. Return and Exchange Policies: Develop clear and customer-friendly return and
exchange policies to instill confidence in potential buyers and facilitate hassle-free
returns or exchanges when necessary. Communicate these policies clearly on your

website to manage customer expectations.

7. Customer Service and Support: Provide responsive customer service through
various channels such as email, live chat, and social media to address inquiries, resolve

issues, and provide assistance throughout the purchasing process.

8. Localization and International Expansion: Tailor your distribution strategy to local
market preferences, regulations, and consumer behaviors when expanding into new
geographic regions. Consider offering multilingual websites, localized marketing

campaigns, and region-specific product assortments to cater to diverse audiences.

9. Data Analytics and Optimization: Leverage data analytics tools to track and analyze
key performance metrics such as sales, conversion rates, customer acquisition costs, and
customer lifetime value. Use these insights to refine your distribution strategy, optimize

marketing efforts, and identify areas for improvement.

10. Continuous Improvement: Stay agile and adaptable in response to evolving market
trends, technological advancements, and customer feedback. Regularly assess and refine
your distribution strategy to remain competitive and meet the changing needs of your
target audience. By implementing a comprehensive distribution strategy tailored to
online garments products, you can effectively reach your target audience, optimize sales
channels, and deliver a seamless shopping experience that drives customer satisfaction

and loyalty.
4.9 Analysis about social media marketing strategy

An analysis of social media marketing strategy involves examining various aspects of
how businesses utilize social media platforms to achieve their marketing objectives.

Here's an overview of key areas typically analyzed:

1. Platform Selection: Evaluate which social media platforms businesses choose to

engage with based on their target audience demographics, industry, and marketing goals.
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Assess the strengths and weaknesses of each platform in terms of reach, engagement, and
ad targeting capabilities.

2. Content Strategy: Analyze the types of content businesses produce and share on
social media, including text posts, images, videos, infographics, and interactive media.
Evaluate the effectiveness of different content formats in driving engagement, brand

awareness, and conversions.

3. Audience Engagement: Examine how businesses interact with their followers on
social media, including responding to comments, messages, and mentions, as well as
fostering discussions and user-generated content. Assess the level of engagement and

sentiment of audience interactions.

4. Influencer Marketing: Investigate businesses' collaborations with influencers to
promote their products or services on social media. Analyze the selection criteria for
influencers, the types of partnerships formed, and the impact of influencer endorsements

on brand perception and consumer behavior.

5. Paid Advertising: Assess businesses' use of paid advertising on social media
platforms, including sponsored posts, display ads, and influencer partnerships. Analyze
the targeting options, ad formats, and performance metrics to determine the effectiveness

of paid social media campaigns.

6. Community Building: Evaluate businesses' efforts to build and nurture online
communities on social media, including the development of branded groups, forums, or
hashtags. Assess strategies for fostering user engagement, loyalty, and advocacy within

these communities.

7. Metrics and Analytics: Analyze the metrics and analytics used to measure the
performance of social media marketing efforts, such as reach, engagement, click-through
rates, conversions, and return on investment (ROI). Assess the tools and methodologies

used for social media monitoring, reporting, and optimization.

8. Integration with Other Channels: Examine how social media marketing integrates
with other digital marketing channels, such as email marketing, content marketing, and
influencer partnerships. Evaluate the synergies and cross-channel effects of integrated

marketing campaigns.
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9. Trends and Innovations: Identify emerging trends and innovations in social media
marketing, such as live streaming, augmented reality (AR), chatbots, and social
commerce. Assess the potential implications of these trends for marketing strategy and

consumer behavior.

10. Ethical Considerations: Consider ethical considerations in social media marketing,
such as transparency, authenticity, data privacy, and responsible advertising practices.
Evaluate businesses' adherence to ethical guidelines and industry standards in their social

media marketing activities.

By analyzing these aspects of social media marketing strategy, businesses can gain
insights into their performance, identify areas for improvement, and make informed

decisions to optimize their marketing efforts on social media platforms.
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Chapter 5

Findings, Suggestions and Conclusion

5.1 Findings about social media marketing strategy

Here are some potential findings about social media marketing strategy based on

research and analysis:

1.

Platform Effectiveness: Certain social media platforms may be more effective
than others for specific marketing objectives. For example, Instagram and TikTok
might be more effective for reaching younger demographics, while LinkedIn
might be better for B2B marketing.

Content Preferences: Research may reveal that audiences prefer certain types of
content over others. For instance, video content might generate higher
engagement rates compared to text-based posts, especially on platforms like
YouTube and Facebook.

Influencer Impact: Studies might show that influencer marketing can have a
significant impact on brand awareness and purchasing behavior, particularly
when influencers have a genuine connection with their audience and align with
the brand's values.

Engagement Strategies: Analyzing engagement metrics could reveal which
engagement strategies are most effective in driving interactions with followers,
such as asking questions, running contests, or sharing user-generated content.
Research might demonstrate the ROl of paid advertising on social media
platforms, including factors such as cost per click (CPC), click-through rates
(CTR), and conversion rates. It could also identify the most effective targeting
options and ad formats.

Community Building Success: Findings may indicate that businesses that invest
in building and nurturing online communities on social media see higher levels of
engagement, loyalty, and advocacy from their followers.

Metrics and Analytics Insights: Analysis of metrics and analytics could reveal
patterns and trends in social media performance, helping businesses understand
what types of content, posting times, and engagement tactics are most effective

for their audience.
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7.

Integration Benefits: Research might show that integrating social media
marketing with other digital marketing channels, such as email marketing or
content marketing, leads to greater synergies and improved overall campaign
performance.

Trends and Innovations Impact: Findings may highlight the impact of
emerging trends and innovations in social media marketing, such as the rise of
live streaming or the adoption of social commerce, on consumer behavior and
marketing strategy effectiveness.

Ethical Considerations Adherence: Analysis might indicate the importance of
ethical considerations in social media marketing, with businesses that prioritize
transparency, authenticity, and responsible advertising practices building stronger

connections with their audience and avoiding reputational risks.

These findings can provide valuable insights for businesses looking to optimize their

social media marketing strategies and achieve their marketing objectives effectively.

5.2 Suggestions about social media marketing strategy

Here are some suggestions for refining your social media marketing strategy:

1.

Define Clear Goals: Clearly define your marketing objectives, whether it's
increasing brand awareness, driving website traffic, generating leads, or boosting
sales. Having specific, measurable goals will guide your strategy and help track
your progress.

Know Your Audience: Understand your target audience's demographics,
interests, behaviors, and pain points. Use analytics tools and audience insights to
gather data and create buyer personas that inform your content and messaging.
Choose the Right Platforms: Select social media platforms that align with your
target audience and marketing goals. Focus your efforts on platforms where your
audience is most active and where your content is likely to perform well.

Create Compelling Content: Develop high-quality, engaging content that
resonates with your audience. Experiment with different formats, such as videos,
images, infographics, and interactive content, to keep your audience interested
and entertained.

Be Consistent: Maintain a consistent posting schedule to stay top-of-mind with

your audience and maintain engagement. Use scheduling tools to plan and
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automate your posts, but also be responsive and engage with your audience in
real-time.

6. Engage with Your Audience: Foster two-way communication with your
audience by responding to comments, messages, and mentions promptly.
Encourage conversations, ask questions, and solicit feedback to build
relationships and loyalty.

7. Utilize Influencer Marketing: Partner with influencers who align with your
brand values and have an engaged following relevant to your target audience.
Collaborate on content creation, promotions, or giveaways to leverage their
credibility and reach.

8. Invest in Paid Advertising: Supplement your organic efforts with paid
advertising to expand your reach and target specific audience segments.
Experiment with different ad formats, targeting options, and budgets to optimize
your ROI.

9. Measure and Analyze Performance: Use analytics tools to track key
performance metrics, such as reach, engagement, click-through rates, and
conversions. Analyze the data to identify trends, patterns, and areas for
improvement in your strategy.

10. Stay Updated on Trends: Keep abreast of the latest trends, features, and best
practices in social media marketing. Experiment with new tools, formats, and

strategies to stay ahead of the curve and maintain a competitive edge.

By implementing these suggestions and continuously refining your social media
marketing strategy based on data and insights, you can effectively reach and engage your

target audience, drive meaningful interactions, and achieve your marketing objectives.

24



5.3 Conclusion

In conclusion, social media marketing strategy is a dynamic and essential component of
any modern marketing plan. By leveraging the power of social media platforms,
businesses can effectively connect with their target audience, build brand awareness,
drive engagement, and ultimately achieve their marketing objectives.

Throughout this process, it's crucial for businesses to understand their audience, choose
the right platforms, create compelling content, engage with their followers, and utilize a
mix of organic and paid tactics to maximize their reach and impact. Additionally, staying
updated on industry trends, measuring performance, and adapting strategies based on
data and insights are key to maintaining relevance and competitiveness in the ever-

evolving social media landscape.

Ultimately, a well-executed social media marketing strategy can lead to increased brand
visibility, customer loyalty, and revenue generation. By continuously refining and
optimizing their approach, businesses can effectively navigate the complexities of social

media marketing and drive sustainable growth in the digital age.

25



References

Barker, M. S., Barker, D., Bormann, N. F., Neher, K. E., & Zahay, D. (2013). Social
media marketing: A strategic approach (p. 330). Mason, OH: South-Western

Cengage Learning.

Evans, D. (2019). Social Media Marketing Workbook: How to Use Social Media for
Business (2019 Updated Edition). CreateSpace Independent Publishing Platform.

Evans, D., Bratton, S., & McKee, J. (2021). Social media marketing. AG Printing &
Publishing.

Hyder, S. (2016). The zen of social media marketing: An easier way to build credibility,

generate buzz, and increase revenue. BenBella Books, Inc..

Quesenberry, K. A. (2015). Social media strategy: Marketing and advertising in the

consumer revolution. Rowman & Littlefield.

Scott, D. M. (2009). The new rules of marketing and PR: how to use social media,
blogs, news releases, online video, and viral marketing to reach buyers directly.
John Wiley & Sons.

Smith, A. N., Fischer, E., & Yongjian, C. (2012). Social media marketing: Strategies for

engaging in Facebook, Twitter & other social media. Que Publishing.

Zarrella, D. (2013). The Social Media Marketing Book. O'Reilly Media.

26



