
TABLE OF CONTENTS
EXECUTIVE SUMMARY…………………………………...……………………………………………..3

CHAPTER 1-------------------------------------------------------------------------------------------------7

7INTRODUCTION


9Objective


10CHAPTER 2


11LITERATURE REVIEW


11What is Internet Marketing?


14Creating an E-Marketing Plan


15The Ps in e-Marketing


15Product


15INTERNET MARKETING STRATEGIES--INTERNATIONAL SCENARIO


18Mansfield Motors


20LIBERTY BOOKS


24COMPANY ANALYSIS


24History


24Vision of FCI


24Mission Statement


25Policy Guidelines at FCI


25CUSTOMERS


25Procurement


26Supply Chain Management


26SWOT ANALYSIS


26Strengths


26Weaknesses


26Opportunities


26Threats


27Product Portfolio


27PROPOSED BUSINESS MODEL


28OPPORTUNITY ANALYSIS


28DEMAND AND SUPPLY


28BRAND DIFFERENTIATION AND POSITIONING


28Dry Block Technology


28Customization


29Positioning


29CURRENT MARKETING ACTIVITIES


30E-MARKETING PROPOSAL


30E-BUSINESS OBJECTIVES


31THE E-MARKETING STRATEGIES


31PRODUCT


31NEW-PRODUCT TRENDS


33DISTRIBUTION CHANNEL


35E-MARKETING COMMUNICATION


39CHAPTER 4


40BUDGETING


40Expenses


40Development Costs


40Maintenance


40Marketing Expense


41Recommended E-Marketing plan for Frontier Cable Industries:


49REFERENCES





EXECUTIVE SUMMARY

Today the world around us is very unique and moderate. Computers, Internet, e-mail, and all those dot.com commercials are dominating the Super Bowl. All those businesses that have strategy to grow in the future are making sure to have presence on the World Wide Web and having a web site is now a day is same as having an outlet in the market.  All the big corporations and businesses in the world are making their presence online and following very effective marketing strategies on Internet. Internet marketing strategies are same as the traditional marketing strategies to gain more customers through more effective segmentation, targeting, differentiation, and positioning. If a business wants to attract the customers on the web they must have to develop a strategic plan which includes the following.

 •A complete product or service.

 •A great website which can convince the visitor to buy your product.

 •An aggressive marketing strategy.

All the above three steps are essential in your overall strategy. If a business do not pay full attention to every single step, then it could be possible that the chances of success fall down.


It is very important to understand that to just have a web site is not sufficient.  A web site is just a part of overall marketing strategy and it is very essential to have knowledge of internet marketing strategies to cater more market share and to make your online business a successful one. Every single day the competition on the web is getting more and stiffer because of the number of web sites and the new entrances of the same kind of suppliers on the World Wide Web. Internet has given more power to the buyers and suppliers of the world and made it difficult to cater the market share for the businesses on the web, until or unless you make your web page a brand of that product or service which you are offering to the world. The Internet has dramatically changed the ways of buying and selling and also has increased the power of buyers and suppliers to offer their products and services in a very competitive online market where you must have to ready to change your tactics day by day and it needs continuous updating. It has also changed the way electronic data interchange is used to establish structural relationships between suppliers and buyers. Most of the successful businesses are using content sponsorship, direct selling, infomediary, or intermediary.

Usually a six step e-marketing plan is being followed to gain success in the cyber world marketing. In international business scenario the leading companies, which are famous for their e marketing, are Dell, Amazon, and Peapod who had achieved greater efficiencies in their businesses and are worth mentioning. While in Pakistani scenario the emerging businesses are of jafferjees, liberty books, air blue and Pakistan international airlines. They had some achievements while operating in Pakistani environment. A proposed e-marketing plan based on six step e-marketing plan in also being recommended for frontier cable industry, which operates in business-to-business transactions.
PROJECT TITLE

“THE  EFFECTS  OF  INTERNET  MARKETING  ON  THE  SALES  OF  FRONTIER  CABLE  INDUSTRIES.”

CHAPTER 1

INTRODUCTION

INTRODUCTION

Today the world around us is very unique and moderate. Computers, Internet, e-mail, and all those dot.com commercials are dominating the Super Bowl. All those businesses that have strategy to grow in the future are making sure to have presence on the World Wide Web and having a web site is now a day is same as having an outlet in the market.  All the big corporations and businesses in the world are making their presence online and following very effective marketing strategies on Internet. By this sort of reviews and discussion people has increased their know-how about the internet and there is a question that concerns most of the small business entrepreneurs is what can it do for me?
We are going to share some information which will assist us to answer this question. In America, 55% of the total population has access to a personal computer at home and 60% have access during work. According to a survey from Inteco Corp., Norwalk, Conn., there was a 68% flow in the number of U.S. households with Internet access from 1997 to 1998. And the next generation will think nothing of being online - 90% of new college freshman use the Internet for research and homework and 75% communicate via e mail.

 (Source: Articles of Michele Pariza Wacek)

	INGREDIENTS OF CYBER MARKETING

	Web site

	Online public relations

	Advertising

	Customer interest and loyalty


                                                                            
   (Source: www.roserockdesign.com)
Determine what marketing information prospects need 

This is important that most of companies don’t know that what kind of information they should pass on to customer and how much they should retain. The rule of thumb is to pass on top three from the most important “top five”. 
Plan your target market 

In cyber marketing we should know what's our final goal. Then we have to find the websites where we should advertise and reached to our prospective customers.

Build Brand Awareness and Loyalty 

It is only possible when you offer unique products having good quality to your customers to make them loyal to your product and your brand. 

Educate Your Market 

Give the details and processing of your product on the web site to your customers to ensure them that they are buying the perfect product and you are sincere to them and educating them towards the right way. Many research reports shows that people tend to buy those products which they understand well and in which they find a value. 

Demonstrate and Distribute 
This technique gives the results by distributing hand-in-hand along with a team who shows the demonstration part. Until or unless a person sees a demonstration with his own eyes in front of him, it is difficult to convince him that this product has some value for him. It also motivates the people into impulse purchasing. 

Public Relations 

It is a trend now days that many business media’s are in search of new entrants in the market, so we should search these media groups and journalists to get coverage of your business. It is a new trend to introduce your business on the mass media. 

Feedback 

Feedback is very important while doing an online business. It can come from a customer who is using your competitor’s products. If you are getting feedback on your website it means your potential customers are helping you to formulate your tactical changes in your marketing strategy and to update your products according to your customer needs.

Promote Your Web Site 

It is worldwide trend that until or unless you create awareness about your product in your target market, the chances of growing your business are minimal. On the web you have to get the specific traffic to your web site to offer the products and service you have for them. If you do not launch an advertising campaign then it is very difficult to convey your message to your potential customers. 

Objective
To make the students aware about the current trends, issues and problems being faced by the industries. It gets them involved and update in all those difficulties, so that they could get a complete knowledge of related issues and complexities.

Cyber Marketing is a modern trend in online industry. For us it’s something novel and we are aimed at getting into it and extend our knowledge about this subject.

The most important objective of this project is to make aware the businesses of the Pakistan about the importance of the Internet marketing and dealing on the Internet. In this project we are going to elaborate the effective ways of internet marketing, forming a web site, how we can give traffic to our web site, our recommended promotion plan, and the difference between traditional marketing and internet marketing as well. In this project we are also going to emphasize on e-business ways and how it can give boost to business sales and how it could be a medium to get customers feed back direct from the very customers as well. We are getting FCI as a case and are going to give recommended plans to them for launching a web site and doing business on the web to cater greater market share. 

Scope
The scope of my project will be

· Cyber marketing-mix in international arena.

· Cyber marketing-mix in Pakistan.

 Methodology
· A thorough research on the internet.

· By consultation of Text Books.

· By consultation of Cyber magazines and Journals.

· By consultation of Business magazines and Journals.

· By consultation of our project supervisor.

· By consultation of the regional sales manager of the Frontier Cable Industries.

· By consultation of senior student papers and news papers journals such as spider etc.

CHAPTER 2

LITERATURE REVIEW

LITERATURE REVIEW

What is Internet Marketing?

Internet marketing is the application of a broad range of information technologies for:

· Transforming marketing strategies to create more customer value through more effective segmentation, targeting, differentiation, and positioning strategies.

· More efficiently planning and executing the conception, distribution, promotion and pricing of goods, services, and ideas.

· Creating exchanges that satisfy individual consumer and organizational customers’ objectives.

This definition has a lot resemblance with the definition of traditional marketing. Internet marketing is nothing else but its way where we use the same traditional marketing techniques by applying information technology. E-marketing affects traditional marketing in two ways Second, e-marketing renovate  many marketing strategies as it is applied on the web and many new strategies emerge every day. 

(Source: Judy Strauss, Raymond Frost.)

There are certain overlaps between Internet strategy and internet marketing, particularly if a company adopts a broad perspective of marketing by engendering customer focus throughout the business. Indeed the two terms can be regarded as synonymous. 

                                                                                     (Source: Lisa Harris and Charles Dennis)
Developing Your Product



Now a day it is not very difficult to develop your own product but beware that it is not a piece of cake to develop a competitive product to offer the most aware audience of today’s world. The best idea of developing a new product is that which exists in your mind and when you go in that way the outcome will be always a different thing as compare to existing products in the market. 


Developing Your Website


If you have developed a great product which is ready to offer, then the next step will be to develop a great website. The web site must be designed in the same way like a superb outlet designed to attract and sell your products.


We must have to keep in mind that “SPEAKING WORDS” creates impulse buying. Everything on your webpage should have one purpose -- getting your visitor to take action towards buying decision. The right words will turn 
your
visitors 
into
customers. 

Your words are the entire foundation of your business. Your product, your website and your marketing strategies all depend upon your words. Fancy graphics don't make sales -- words do.

(Source: Shelley Lowery)
Every word, headline, sentence and paragraph should have one particular goal -- to lead your potential customer to your order page and make him a buyer. 

Developing Your Marketing strategies


Developing a marketing strategy for your plan is essential. It includes both short term and long term marketing strategies which should very balance on each side.

 
Short term strategies gives temporary boost in traffic and usually it is used for launching a new web site and its promotion. A company shouldn’t focus too much on short term marketing strategies. 

Short term marketing strategies include:


 •Purchasing advertising

 •Bulletin Boards

 •Search Engines


Long term plans gives long terms results which needs steady and long term continuous investment as well. It takes years to give the desired results but also builds customer loyalty and brand image as well. 


Long term marketing strategies include:


 •Opt-in Lists

 •Freebies
 •Content

By using theses strategies and implementing them in a balanced way, the company could be able to achieve its desired results over the period. But it is very important to keep in mind that we cannot choose any one of them. To achieve the maximum results we must follow both strategies side by side.

(Source: Shelley Lowery)
Search Engines

To gain top ranking in top ten of a search engine is a difficult battle which never ends. First step is to submitting the web site to the search engines. Every search engine has its different algorithm and has different priorities to rate the content in high rankings. E.g., Google rate the sites by calculating the number of affiliations of different high traffic web sites including the uniqueness of content. 

Long-term marketing strategies include: 

Opt-in lists

In this technique the company has to develop a form on their web page which will ask the visitors their names and email addresses and a short research which will ask them about their perfect products. By this way companies can gather a valuable data of their prospective customers. Offer them some free valuable publications and free research reports about anything.

 
Freebies


Give away something of value engraved with your name, business, product or service. Your freebie might be software you've created, a free eBook, or even a free course. The key to creating a long-term marketing freebie is to allow it to be freely distributed. If your freebie is good, it will quickly saturate the Internet and continue to circulate eternally. 


Content


Provide the Internet community with free content. Content comes in a variety of forms such as articles, tutorials, tips, reports or whatever you'd like. Allow your content to be freely published in ezines and web sites. Content is a highly sought after commodity and can provide you with a great deal of free exposure for years to come.


A solid Internet marketing plan will include everything from your ad to your thank you and follow-up letters. Each process in your plan must perform a specific task.

A marketing plan is an absolute must. If you have no directions ultimately you will never reach to your goals. Plan your work then work your plan. The outcome will be surprised. 

THE WEB SITE IS NOT THE END ALL OF INTERNET MARKETING STRATEGY

It is very important to understand that to just have a web site is not sufficient.  A web site is just a part of overall marketing strategy and it is very essential to have knowledge of internet marketing strategies to cater more market share and to make your online business a successful one. Every single day the competition on the web is getting more and stiffer because of the number of web sites and the new entrances of the same kind of suppliers on the World Wide Web. Internet has given more power to the buyers and suppliers of the world and made it difficult to cater the market share for the businesses on the web, until or unless you make your web page a brand of that product or service which you are offering to the world. The Internet has dramatically changed the ways of buying and selling and also has increased the power of buyers and suppliers to offer their products and services in a very competitive online market where you must have to ready to change your tactics day by day and it needs continuous updating. It has also changed the way electronic data interchange is used to establish structural relationships between suppliers and buyers.

                                                                                              Source;www.sales-mastersworld.com
Creating an E-Marketing Plan

The e-marketing plan is a blue print for e-marketing strategy formulation and implementation. It is a guiding, dynamic document that links the firms’ e-business strategy with technology driven marketing strategies and lays out details for plan implementation through marketing management.

The e-marketing plan serves as a road map to guide the direction of the firm, allocate resources, and make tough decisions at critical junctures. Two common types of e marketing plans are the napkin plan and the venture capital plan.

Napkin Plan

It is for small and mid-size firms. Many dot com entrepreneurs jot down their ideas on a napkin over lunch or cocktails and than run of to find financing. These are basically ad hoc plans and are not recommended when substantial resources are involved. This is because sound planning and thoughtful implementation are needed for long-term success in business and e-business.

Distribution Strategies

Many firms use the internet to distribute products or create efficiencies among supply chain members in the distribution channel. Many firms sell directly to customers, bypassing intermediaries in traditional channel for some sales. In B2B markets, many firms realize tremendous cost reductions by using internet to facilitate sales. The other way is to use the services of the agents like eBay and E-trade by paying them a specific fee for every single transaction made by them.

The Ps in e-Marketing

Product

A product is a bundle of benefits that satisfies the needs of organizational or consumers and for which they are willing to exchange money or other items of value. A product can be a tangible good, a service, an idea, a person, a place, or something else. 

When developing new online products, e-marketers can turn to customer co design, invite electronic input, work on Web content development, and use internet properties to spark other opportunities. They can choose among six categories of new product strategies (discontinuous innovations, new product lines, additions to existing product lines, improvements/revisions of existing products, product repositioning, and me-too lower cost products) and are generally required to estimate revenues, costs, and ROI or payout for management review and approval. 

Pricing

Price is the amount of money we pay to fulfill our general needsFixed price refers to big brands and usually renowned brands in the market use this strategy because of their brand awareness and customer loyalty in the market.

INTERNET MARKETING STRATEGIES--INTERNATIONAL SCENARIO

Internet marketing strategies-International scenario

.

Using E-Business To Sell Books: AMAZON

Amazon.com was launched in July 1995. Since 1995, Amazon.com has added music, toys, electronics, software, and home improvement equipment to its list of product offerings. Amazon.com purchases some of its books direct from publishers and buys the remaining titles from distributors.

Revenue Impact Of E-Business On The Book Industry

E-business has actually not helped profits in the book industry, as in case of Amazon.com because of the presence of an additional intermediary—the distributor. E-business has resulted in long supply chains in the book industry; it leaves lower margins for Amazon.


[image: image1]
Source; www.silicon.com 

Using E-Business To Sell Groceries---PEAPOD

Peapod is one of the oldest online groceries store. This industry has got poor track record, one could surmise that this is an industry not well suited for e-business. Peapod started by supplying orders using workers at grocery stores to pick and deliver orders. The company has now moved to supplying orders from centralized fulfillment centers and also some large supermarkets.

Revenue Impact Of E-Business On The Grocery Industry

Peapod and other online groceries have tried to sell convenience and the time savings they offer to customers. For most people, grocery shopping is a chore that is time consuming and rarely enjoyable. Peapod allows customers to place orders at any time and have them delivered at home, eliminating a trip to supermarket. This can be a significant convenience especially in urban areas where customers have to walk to a supermarket and carry all their groceries home.

Peapod is able to increase revenues by creating a personalized shopping experience for customers and delivering customized, one-to-one advertising and promotion. This is done using extensive member profiles that peapod creates based on online shopping behavior, purchase histories, and surveys. Unlike a supermarket where the store does not know what the customer have selected until they check out, Peapod can guide online customers based on what they purchase. For example, if a customer wants some pasta, peapod can suggest a type of pasta sauce or some parmesan cheese. Over long periods, peapod can collect shopping patterns and suggest products that make a customer’s preference. 


[image: image2]
Source; www.silicon.com 

Peapod also adds to its revenues by giving consumer goods companies a formula for targeted interactive advertising and electronic coupons. Peapod increases revenues by selling data on consumer choices to product manufactures. Consumer choices available to an online grocer are more valuable than scanner data from a supermarket because scanner data only reveals the customer’s final purchases. An online grocer, in contrast, can record the customer’s decision process.

Cost Impact

Inventory Cost
Compared to a super market chain, online grocer like peapod can lower inventories by aggregating the inventory in a few large replenishment centers. The degree of aggregation, however, is less than that achieved by Amazon.com or Dell because Peapod needs fulfillment centers in every urban area it serves to get food to the customers in an acceptable condition. The benefits of aggregation are further diminished by the fact that the majority of products sold at a supermarket are staple items with steady demand.

Facility Cost

E-business allows peapod to lower facility costs because it only needs warehouse facilities and can save on the cost of retail outlets such as supermarkets. Processing costs at Peapod to fulfill an order, however, are significantly higher than those for a supermarket, and overwhelm the savings from fewer facilities. Peapod saves on checkout clerks compared to a supermarket but must pick the customer order, a task the customer performs at a supermarket and one that is much more time consuming than checkout.

Transportation

An online grocer like peapod has significantly higher transportation costs than a supermarket. Supermarkets have the advantage of having to bear only inbound transportation cost for products, with customers providing transportation from the supermarket to their homes. Inbound transportation costs tend to be low because supermarkets have large deliveries that enable them to exploit economies of scale in transportation. Peapod, in contrast, has to bear inbound transportation cost to its fulfillment centers and than outbound delivery costs from the fulfillment centers to customer homes. Outbound delivery costs are high because individual orders must be delivered to each customer’s home. The task becomes all the more problematic given the different temperature requirements for different types of food.

Mansfield Motors

Mansfield Motors has launched a website to create an export market for Land Rover parts and created a sophisticated website for brand building and community marketing.

Mansfield Motors used the web as powerful marketing tool and build strong customer community by using discussion boards and newsletter tools to encourage the customers for repeat visits and asking users for ideas for improvement.

“The website has to look professional and be functional, but it also has to have a human touch,” says Director Mike Hands. “We wanted to make the online buying process as much like buying face to face as possible.”

 After implementing the internal system successfully Mansfield motors has allowed limited secure access to their suppliers to their stocks so they can check the availability of stock and can place orders in time. This is system makes their work more speedy and efficient and it also strengthens the relationship between the business and their suppliers. 

Source; www.dti.gov.uk/bestpractice
Internet Marketing Strategies—PAKISTANI Scenario
The Pakistani IT Industry 
The IT industry within the country can be categorized as follows: 

· The "Internet Service Providers" and other similar entitities. Few years back this sector was known as a small sub-sector but from the last three years billions of dollars are invested by different major players in this sector and day by day this sub-sector is increasing rapidly as now days everybody is interested in to have a high speed internet facility. PTCL is an industry leader and they launched first the broad band facility in the major cities of the country. After that WATEEN came in to this sector and launched Wi-Max technology and many other small companies are competing together and offering latest and low cost services day by day to large number of fastly growing customers.

·  The "IT-enabled Services" or "Business Process Outsourcing" (BPO) sector. 

· Call center companies in this sector has a rapid growth from some few years as currently more than 3000 people are employed in this sector serving international clients and almost same number of companies. Providing services to domestic customers as well. Call centers of the leading telecom companies like PTCL, Mobilink, Telenor, U-fone and Zond also have large number of employees in this sector.

The significant elements of the strategy are: 

· The poor international image of the Pakistan in It industry is a major problem. For improving this image we should first approach to those multi-country firms whom are earning a lot getting great profit  by their business operations in Pakistan. Such as Nestle, British American tobacco, Philips and Siemens and so on.  There is a need to start strategic relationship with those multinationals whom have been selling their products in Pakistan such as Microsoft, IBM, NCR, ORACLE and other similar companies by offering them innovative incentives so these companies can set-up software development centers in Pakistan and they should also link with Pakistan IT universities.

                                                                                                Source; www.pseb.org.pk
LIBERTY BOOKS

Liberty Books established in 1980 and it is well known dealer in the book industry in Pakistan. Liberty book has expanded its business in variety of new scope of business and got the sole distribution ship of many of well known and best selling magazines in the world like Newsweek, National Geographic, Reader's Digest and The Economist. 
Now liberty has strong relationship with the distributors of the books world wide and they has wide range of variety of books almost on any subject in the world.

Liberty is continuously increasing database of its customers through direct mails, seasonal offers and freebies. They have expanded to 14 stores all over the Pakistan.

Over the 22 years, Liberty has actively participating in this industry and has been the first choice of the maximum book readers. They are offering any content which includes the interests of students, professors, intellectuals, scientists, journalists to marketers. 

Source; www.libertybooks.com 

Forms of Payment 

Now in Pakistan the trend of being shopping online is increasing steadily and the forms of payment is also as same as the developing countries are following. Plastic money is also in business in Pakistan. 

· American Express 

· MasterCard 

· Visa 

NIRALA
Nirala's legend began with the sub continent partition when Mr. Taj Din migrated from Amritsar, India to Lahore, Pakistan. In 1952-53, Mr. Taj Din started selling methai as a complimentary line. He hired the best methai makers in the market. In 1965, Nirala became the Official Methai Supplier for the Governor House.

The business is now operating on a whole new level since its humble beginnings more than half a century ago, the tradition of taste and quality is still prevalent. Most of the products are still as original as they were two generations ago. Nirala only changes for the better.

The Nirala team consists of dedicated professionals such as MBAs, CAs, Food Technologists, Graphic Designers, who are always in quest of exceeding your expectations through latest products and work practices. The Nirala team is a select group of highly motivated professionals who reflect the highest levels of accomplishment in the industry. Together, we form a collaborative and cohesive group, which will deliver you the best products and customer service.

Nirala's management believes in people values. We build on a firm belief that only by delegating responsibility and functions can we take the holistic approach that will make our company unique - ensuring consistent and quality-focused performance on all assignments.

Nirala has taken firm steps toward building premier brand and marketing capability, having on board managers and professionals with broad industry experience to plan and drive upcoming product launches. Nirala decides on your behalf for products and services through extensive research techniques and feedback. 

A mix of outdoor and indoor campaigns and number of media channels and tools are employed by Nirala to cater to various segments of markets we serve.

Source; www.nirala.com 

The basic drawback with nirala is that, although it had made a good website and made its entry into cyber world with its excellent quality products, but it is not selling its products online. Nirala therefore must go for online ordering system and also the delivery of products to customers. It will help them to further enhance their image.

EXPORTS

Global IT companies using Pakistan as a regional hub:
NCR – Teradata Global Consulting Center, Islamabad 
IBM – Regional support office for Middle East consulting services, Karachi 
Oracle – Pre- and post-sales support for the SAARC region, excluding India 
Hyundai IT – Regional financial services solutions for South Asia and the Middle East 
Halliburton – Global support on key petroleum software packages, Islamabad 
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CHAPTER 3

COMPANY ANALYSIS

COMPANY ANALYSIS

History

Telecom oriented firm, Electro Zone Private Ltd, involved in international trading for supply of high capacity copper telephone cable, had been operating for the last 15 years in Pakistan. Having this much experience, its management decided to venture into the manufacturing of Optical Fiber cable keeping in mind the futuristic trends in data transmission and communication. Thus Pakistan’s first private Optic Fiber cable industry, Frontier Cable Industry, came into being on June 4th 2003. Within a short span of time its market demand, both in the private and public sector, has tremendously increased due to comparatively lower cost and highest possible capacity. Their constant research and technology development coupled with effective management and quality system has paved substantial prospects for long term profitability. FCI has now become a reputed optical fiber cable manufacturer and it has developed special expertise to address the needs of the clients.

Source; www.frontiercables.com 

What FCI believes in is to satisfy its customers while making sure that the company does not compromise on quality which is truly embedded in the mission statement of the company

In a short span, FCI has supplied Optical Fiber cable to almost every user including a bulk supply of 700 KM to Coastal Highway Project and 550 KM to PTCL. It has delivered 36km of order to Mobilink and lately it has grabbed an order worth of 6000km from Al–Warid.  In the growing trends the Optic Fiber Cable based communication is the only reliable media for long-term solutions. 

Initially the price of the cable was approximately Rs. 2, 35,000/km which reduced to Rs.67, 000/km with the introduction of FCI and this has broken the monopoly previously enjoyed by LTE. 

Vision of FCI

FCI has envisioned to becoming the customer’s First choice by offering cost effective product that is well suited to their requirements in terms of quality and convenience.  

Mission Statement

“FCI has been created to efficiently serve PTCL & other Telecom Operators through international competitive bidding & providing state of the art designs which meet highest international quality standards.”

Quality Statement

“The fundamental purpose of “Frontier Cable” is to provide cost effective, highest quality products manufactured with excellence and reliable services, thus creating and delivering value to our customers.” 

Policy Guidelines at FCI

The fundamental purpose of “Frontier Cable” is to provide highest quality products manufactured with excellence and reliable services, thus creating and delivering value to their customers. Frontier Cable intends to engage in business relationships that are equally beneficial to their clients and to themselves. They strive to be competitive and have solid prospects for long-term profitability and to be one of the advanced optical fiber cable manufacturer in the world.

CUSTOMERS

So far FCI has been catering to the demand within Pakistan and has made Pakistan Telecommunication Co. Ltd. Islamabad and ZTE, Chinese Company for their NLC Coastal Highway Project are the biggest customers to which it has supplied over 550 and 780 km of cable in just one year. Its major clients are Dotcom People, Pakistan Telecommunication Company Limited (PTCL) and Xing Telecom Pakistan (pvt) LTD.

Other than these names of some of the other small scale customers are listed below:

· M/S UCP PAKISTAN, Islamabad

· World Call Broand Ltd, Karachi

· Satcom (Pvt.) Ltd

· M/S CET (PVT.) LTD, Islamabad 

· New Generation Technologies

· Logi Tech Technologies 

Procurement

FCI has suppliers spread all over the world since the raw materials needed for production are manufactured by them keeping in view the international quality standards.                  One of the basic components i.e. fiber optic needs to be carefully produced and that requires very latest as well as highly expensive Fiber Drawing machinery. FCI did a cost /benefit analysis for importing the machine but found it feasible not to incur such a huge cost until Pakistani market demand for the cable rises significantly. 

FCI even made an attempt to get one of the local manufacturers to produce Identification Tape, used in the cable production, for them but had to drop the idea after the very first delivery when they found its quality very much low. FCI has built very cordial relationship with its suppliers and the activities have been synchronized by keeping a close contact through information channels with the suppliers. The list of the suppliers is mighty long since the number of raw materials is quite large. 

Source; www.frontiercables.com 

Supply Chain Management

An important issue for a manufacturing plant is to minimize the level of inventory in case it is attempting to follow just-in-time (JIT). Since FCI is conducting its business in a market where public needs to be educated on the benefits of the fiber optic cable, the demand that FCI could easily fulfill that is aligned with its capacity will require some time. For this reason and the fact that it is attempting to follow JIT, FCI is provided with its raw materials only when they demand based on the customer requirement. By doing this it is making effective use of the On-demand (direct response) delivery.

But this procedure has also to do with increased lead times regarding the fact that since the raw materials are imported from international suppliers, when the order is placed it takes considerable time to reach the factory and this delays the production process. But the management has found a temporary solution and that is they insert Safety time while negotiating with the customer. This helps them to deliver their product on time and so far there have been no complaints from customers on late delivery.

Source; www.frontiercables.com 

SWOT ANALYSIS

Strengths

· It is the only private sector industry to manufacture high quality fiber optic cable.

· FCI has the capability to produce a range of designs that no local manufacturer can cater for.
· Highly professional staff that has proficiency in the related field of telecommunication and have built relationships in the industry, thus bringing in more customers for the company.
Weaknesses

· Inadequate marketing, relying mostly on word-of-mouth

· Usage of information technology restricted to just a web site presence on the net; absence of e-business objectives and strategies

· Not making use of IT tools to project itself in the international market

Opportunities

· Develop industry linkages

· Implement EDI with suppliers to better coordinate the supply of raw materials and other products.  

· Make use of information technology tools to gain prominence in the industry

· Market itself effectively to create a dominant position and gain long term benefits from it.

Threats

· Competition from LTE 

· Changing political environment can result in change in regulations for the industry

· Foreign company may try to explore the local market of Pakistan

· Inability to cope up with the ever changing market needs and technology

Product Portfolio

The company is manufacturing mainly three types of cables depending on the method of laying procedures. These are:

1. Armored Direct Buried cable.

2. Duct cable

3. Aerial cable

4. Premise cable

PROPOSED BUSINESS MODEL

The business model that suits the company business and is appropriate with regards to their expending on IT is the activity based model because the company is in its initial years of operations and needs to go step by step to gain proficiency in this field. Its e-marketing objectives presently is to gain efficiency by making use of IT tools that lower its cost structure and bring in more profits for the company. Once the cycle is established, they will set aside a portion of their sales profit to be invested in developing e-marketing model. 

Regarding the model, the nature of the product is such that it can not employ online purchasing. It can use the capabilities of the web site to create a relationship with the existing and prospective customer and its suppliers. The company will use the website capabilities to take small scale orders only. E-mail is already used by FCI to interact with its international suppliers and local customers.

The company got its website developed by outsourcing the activity but it itself works on upgrading the information to keep the viewer updated to the latest news and information about the product and company achievements.

The firm can engage in online advertising by getting space on the website of Ministry of Telecommunication Pakistan. Not only that but internationally to gain prominence, it can advertise free of cost on the websites of its suppliers, L.G Korea being the most recognized in the world over.

The company will engage in dynamic pricing by organizing its price structure based on the order size and the customer, whether existing one or new. 

OPPORTUNITY ANALYSIS

DEMAND AND SUPPLY

Market segmentation:

This Business to business conduct of activities has customers who are related to the telecommunication industry. 

The cable operator companies are quickly laying fiber-optic lines from key signal distribution points most of the way to residential areas, and then they use the existing coaxial cables to the home.

With rapid advancement and in extending the infrastructure, the value of fiber optic cable has come to the forefront. The mobile service providers are laying out their network based on optic fiber technology in order to provide uninterrupted service where interaction takes place in a speedy and reliable manner. 

Then there are the telephone exchange lines that have suffered inadequate data transmission due to defaulted copper cable. PTCL, being one of the primary customers of FCI, is working towards enhancement of its service by switching to fiber optic cable for a more reliable and hassle free service.

With respect to IT structure, high speed on Internet access is in hot demand as the need to get immediate response, fast transmission and receiving of data continues to grow.  

BRAND DIFFERENTIATION AND POSITIONING

Its brand differentiation comes from its offering of Dry Block technology and customization of the product to customer specifications. 

Dry Block Technology

This is not used by its one and only competitor in Pakistan but is very popular in countries outside Pakistan. 

Customization

FCI manufactures optic fiber cable purely on the basis of customer requirements. It offers some standard designs and among them makes changes as customer wants. These changes may vary from color of fiber, number of fibers to be put into the loose tube, inner /outer sheathing, steel tape corrugation etc. In the designing of cable to its production, PDCA (plan, do, act and check) cycle is followed.

Customer provides the specifications and according to them FCI produces a sample after designing the cable. The sample is then tested to evaluate if it performs the functions for which it is required. After thorough inspection the production starts to deliver the product to customer on time. During this procedure contact is maintained with the customer to keep him updated to the development and also to suggest alternatives if the design fails.

Positioning

With regards to positioning it can make us of its unique selling points of customization and dry block technology. Within Pakistan, it can make use of this technology innovation while to project itself in the global world, it proposition should focus on its lower cost structure, ultimately resulting in passing on the benefit to the customer in the form of lower price while all the way focusing on providing un matched quality. This message it can deliver by making use of the internet capabilities to reach out to the global customer. Within the country, it can create awareness of the product by effective use of e-marketing and other conventional means of marketing.

CURRENT MARKETING ACTIVITIES

In Pakistan, the problem faced by the industry is that of awareness about the new technology and when that is achieved to some extent individuals and corporations take time to adopt it. Same is the case with Fiber optic cable that has revolutionaries the telecom industry world wide but is still to make its mark in Pakistan. 

Due to these reasons, FCI management has to gone through tough times to get appropriate orders for its survival in its first and second year of operations. 

Now it regularly takes part in technology exhibitions, the most important being ITCN Asia that is held annually in Expo center Karachi from 9-11 August. It is attended by high profile corporations and individuals and act as a platform where sellers and both local and international buyers can meet and interact. 

Other than that for PR activities, FCI arranges get-togethers periodically to build its relations in the industry, inviting its existing clients as well as prospective ones as well. Overall in all of its marketing efforts, it spends annually 0.1 to 0.25 millions.  

FCI has created its presence on the web through its website www.frontiercable.com that has been developed through the expertise of Comsats Pakistan. It’s a dynamic website that is regularly updated by the FCI related staff. 

E-MARKETING PROPOSAL

On having discussed with the company as to whether it will spend on its existing marketing taking into account the e-marketing tools, it has been analyzed that the company is ready to spend a lac or 2 on this due to the reason that it still is its infancy stage. But it is firmly believed by all that by employing e-marketing strategies, it will bring in new customers and create loyalty through their performance and also create awareness about their product in Pakistan. Internationally they wish to project Pakistan in telecommunication industry and compete on lower prices and competitive quality. 

Just recently they started to wok upon analyzing e-marketing tools to help them generate more sales but due to engagement in their recent Al-Warid project, this was left incomplete. Now the company feels more than inclined to get the cost/benefit analysis from this report and get the work started out as early as possible.

It is also to be kept in mind that while in Pakistan, their concern is to create awareness about the product and then about brand name, in the global market they want to project Pakistan as being a provider of innovative telecom solutions.

E-BUSINESS OBJECTIVES

 In case of FCI, the e-business objectives are:

· Increase market share by attracting new customers

· Increase sales revenue

· Reduce cost

· Achieve maximum customer relationship goals, customers loyalty.  
· Achieve higher level of supply chain management increasing the level of coordination between the members.

THE E-MARKETING STRATEGIES

PRODUCT

It is very important to launch a successful internet marketing strategy. The company has to develop and implement a strategic plan which must include the following:

  • A great product

  • A website specifically designed to sell

  • A killer marketing strategy

Every single step is essential and it is advised that this strategy must be developed in a very calculating way. 

After forming lot of surveys and market research the company should offer a product which fulfills the exact need of its potential customers. The product should must very unique and should not be in a competition of hundreds of same products in the market. 

A product is a bundle of benefits that satisfies the needs of the organizations or consumers and for which they are willing to exchange money or other items of value.  There are two types of products:

· Consumer products

· Industrial products

Industrial products are used in the operations of an organization, as components of for manufacturing into final products, or for resale (B2B).

The product of Frontier Cables i.e. Optical Fiber Cable falls in the category of industrial goods. It is used in the organizations for their operations like telecommunication industry. The Internet is used as new information distribution channel for the organization. 

NEW-PRODUCT TRENDS

There are four new product trends in the B2B market, with the potential to improve efficiency and effectiveness in marketing functions such as sales, distribution, supply chain management, and marketing research. The new product trends in case of FCI are:

· Value chain automation

· Information sharing

· Centralizing information access

VALUE CHAIN AUTOMATION

Value chain automation means to have software designed specially for your whole value chain procedure. It gives the quick outlook of your projects running currently in your manufacturing procedure. It also helps in reducing the cost and maintaining the quality level of the products. In case of FCI it will be able to automate existing business processes i.e. order execution, customization as well as enabling processes of data mining. 

PROMOTIONS

To manage the promotional activities on the web companies can buy affiliate programs which helps in targeted advertising, personalized promotions, and sales.

Affiliate Programs

FCI should start doing affiliation with the websites of its own kind businesses and with vendors of its raw materials. This is relatively a low cost method to drive most targeted traffic to the web site. 

Sales

In the B2B market the information technology helps to maintain proper relations with the customers and the prospects. By keep updating the web pages of your business, your customers are always aware of the fresh pricing details including economies of scale and order lead-time. 

Personalized promotions 

Now days many web sites creates custom web pages for different customers where they focus on their preferences and promote their products to their target customers more efficiently by reaching them directly. The vendors and the finished products customers knows directly what the company is offering. It creates better relationship and also make aware to the vendors what kind of raw material they have to provide in near future and its technical details.

.

INFORMATION SHARING

FCI will be able to put less effort to share the fresh information within and outside the organization. By giving separate logins FCI can drive their business operations with more pace. Every different department heads can get the latest orders from their heads in more reliable, clear and efficient way. It also eliminates the paper work and saves time to receive information. 

PRICING OBJECTIVES

FCI should focus on market-oriented objectives because usually low-cost builds the market share. FCI has to focus on long term objectives of building a brand in this industry but it needs a lot of money to be spent on higher performance quality and the high cost of R&D. FCI can reach up to that level by increasing its market share.

PRICING STRATEGY 

FCI should drive with the dynamic pricing strategy. Dynamic pricing means different prices for different customers at a time which will help them to decrease the prices on the deals with the major clients and continuous deals as compare to individual on-time customer. It will help them to maintain the rates for longer periods and retain more customers. 

In general marketers can employ three types of pricing strategies offline and online

· Fixed pricing

· Dynamic pricing

· Barter

DISTRIBUTION CHANNEL 

A distribution channel is the group of interdependent firms that work together to transfer product and information from the supplier to the consumer. Many functions must be performed in moving products from producer to consumer, regardless of which intermediary performs them. These functions can be broadly categorized as transactional, logistical, and facilitating. (Lamb, Hair, and McDaniel 2002)

CONTACT WITH BUYERS

The Internet provides a new platform where the company’s outlet will remain open for 24 hours a day and 7 days a week. It will bring more awareness to the customers and affiliate programs will bring more referral sources to the organization. It also ease-up the way company can get more fast feed back and can get more orders from outside the country by making a good relation with the prospective customers and providing them details of the products. 

MARKETING COMMUNICATIONS

Marketing communications covers the overall promotion of the advertising campaign. It helps in several ways to reduce cost by automation of the functions and application of information technology it will assist to reduce the cost by eliminating manual labor work. It also reduces the cost of stationary; printing and saves the time to launch the campaigns at exact time. By having the e-mail id’s of different customers FCI can send the advertised messages direct to the mail boxes of the target market. 

FACILITATING FUNCTIONS 

Facilitating functions performed by channel members include market research and financing. In case of FCI, the only facilitating function performed over the Internet is market research.  

MARKET RESEARCH 

Market research is a major function of the distribution channel. The benefits include an accurate assessment of the size and characteristics of the target audience. The Internet will help FCI to increase the value of market research in four ways. First, much of the information is available on the Internet, especially government reports, is available for free. Second, manager and employees can conduct research from their desks rather than making expensive trips to libraries and other resource sites. Third, information from the Internet tends to be timelier. Fourth, Web-based information is already in the digital form, so e-marketers, can easily load it into a spreadsheet or other software.  

Source; www.cityofbatavia.net/projects/BB/FAQ_Tech.html 

E-MARKETING COMMUNICATION

Forming a marketing strategy is the final step of marketing plan to launch it and to get both short term and long term objectives of the organization.

The short term strategy results in temporary increase in the traffic and also used for creating an awareness of the product in the prospective target market. FCI shouldn’t rely upon it as a premium campaign for promotion. 

Short term marketing strategies include:

  • Purchasing advertising

  • Bulletin Boards

  • Search Engines

Long term marketing strategies are those that bring a steady stream of targeted traffic over time. 

It takes years to give the desired results but also builds customer loyalty and brand image as well. 

Long term marketing strategies include:

  • Opt-in Lists

  • Freebies

  • Content

By creating and implementing a balanced marketing strategy, using both short-term and long-term strategies, firm will drive a steady stream of targeted traffic to its website.

Marketing communication can be used to build brand equity or to elicit a direct response in the form of a transaction or some other behavior. The tools that will be used by FCI for marketing communication are:

· E-Mail Advertising

· Web Site Advertising

· Search Engine Optimization

· Opt-In Lists

WEBSITE ADVERTISING 

In order to be successful online, it is very important to have a continuous internet presence and this technique gives more results instead of designing a great web site or offering a perfect product. The very first step is to list the company’s web site on the search engines and improve its ranking among top ten websites. 

DAILY PROMOTIONS

FCI should closely watch its daily promotions and analyze it whether they are moving according its plan and target or not. The first step is to place ads on the free classified ads web sites. Although now days this technique doesn’t give such results as it gave in the current past but increases the linking of the FCI web site to some more reliable web pages.

FCI can place their ads by just filling a form on the web pages.Some of those free classified ads web sites:

· Yahoo Classifieds

· AdlandPro Networked Classifieds 5000+

· Web Sitings Networked Classifieds 40,000+

· Epage Networked Classifieds 16,000+

(Source: www.freereports.net/classifieds.html)

MONTHLY PROMOTIONS

FCI should adopt the articles posting technique in the area of its expertise by publishing new and unique content based on their feed-back and research will help them in maintaining the traffic to their web page.

Writing Articles

Article writing is a specific technique which creates link building and traffic driving. There are many web sites where we can publish the articles free of cost. If the content is based on some research and unique it attracts the search engine spiders to give higher ranking among the hundreds of thousands web pages. Quality articles has the potential to be viewed by millions of web users. 

Here are some promotional resources to help FCI get its articles published free of cost:

· IdeaMarketers

· EzineArticles

· WorldWide Information Outlet

· Syndicator

· Author Connection

· Marketing Seek

· Go Articles

Quality articles give free promotion of the web site as well as linking among the articles drive the reader to your web site. If researched articles are to be posted on regular basis it also make your content more and more reliable which ultimately cause increase in the sales.

LINK EXCHANGES

Exchange links with websites similar to FCI site, but not in competition. Many Search Engines are now utilizing a system that tracks and ranks sites according to the number of links pointing to a particular website. By exchanging links with similar websites, FCI will not only increase its Search Engine ranking, but it will also increase its website traffic. FCI will exchange links with its supplier’s site to drive the traffic. This will benefit both the suppliers and FCI.

SEARCH ENGINE OPTIMIZATION

To gain top ranking in top ten of a search engine is a difficult battle which never ends. First step is to submitting the web site to the search engines. Every search engine has its different algorithm and has different priorities to rate the content in high rankings. E.g., Google rate the sites by calculating the number of affiliations of different high traffic web sites including the uniqueness of content.

It should be kept in mind that the title, headings and sub-headings of the content must be unique to gain higher ranks in the search engine. Keyword is a term in search engine which means the most same words used for search on a search engine. Google and other search engines also give the monthly details of the search words or “keywords” being searched by the users. It is a trend now days that above 80% of the prospective web customers use the web to search the products they need.

                                                                           (Source:www.bizline.com.pk/onlinemarketing.html)
KEYWORDS AND KEYWORD PHRASES

The first step towards improving the of firm’s website listing is selecting keyword phrases that best reflect its web page. 

A keyword phrase is two or more words that best describe the web page e.g. If an organization web page is focusing on grooming a dog, then the best keyword phrase will be "dog grooming." When preparing the web pages, one should concentrate on just a couple of keyword phrases (for each page) used in different variations. Avoid using general one-word keywords, as in this case firm definitely won't rank high in the Search Engines. 
For website and search engine optimization, the company will use the services of Bizline, a software developing company. This company will help FCI to optimize its website for quick search over the internet. 

OPT-IN LISTS 

The FCI will use Opt-in lists strategy for promotions. It will ask its visitors' name and email address. In return, it will provide them with a valuable publication, a free course or some other valuable information. By continuously building its opt-in lists, FCI is creating a long-term database of potential customers. 

CONTENT


FCI should give free content to internet community based on free publications, research reports, articles and some tips regarding the product. This content will provide FCI a great exposure by posting it on different free web sites like ezines and many others. This kind of activity creates link building which will assist the FCI to improve its ranking on the search engines. 

AFFILIATE PROGRAMS

One of the most effective methods you can use to drive targeted traffic to your web site is your own affiliate program. If a firm is selling its own products and/or services online, having its own affiliate program will not only assist it in making more sales, but it will also provide it with hundreds or even thousands of links pointing to its web site. So, FCI will go for affiliate programs. It will use its suppliers as well as its customer’s websites for this purpose who are well renowned in their businesses and have a strong internet presence. Its suppliers include LG Korea, DSM USA etc well established organizations.  

NETWORKING / RECIPROCAL LINKING 

FCI will create partnerships with sites similar to it, but not in competition. They can promote one another, provide recommendations or exchange prominent links. Reciprocal links will also play a major role in boosting FCI rankings in search engines. www.1tsexchangelinks.com is a site that will be used to exchange links with other similar sites. 


ONLINE PRESS RELEASES

Using a press release can be a highly effective way to get a rush of visitors fast to a company website. Press releases get new websites fast publicity.  PRWeb.com is a free online press release distribution service. The PRWeb.com website offers helpful tips and a press release template, great for a newbie like FCI. The editors even give the press release a score out of 5 and make helpful suggestions where necessary. The editors score the press release on a number of factors based on the submission guidelines and the quality of the content, including format, grammar, spelling, use of jargon and creativity. FCI will use the service of PRWeb.com to increase its website popularity and to attract more customers to its site.

CHAPTER 4

BUDGETING

BUDGETING

A very important part of a strategic plan is to identify and forecast the whole expenses of the campaign and its expected ROI. Budgeting includes all the details of the promotion scheme, the rates and all other details of the campaign.

In the proposed revenue based strategy, revenues can be generated through the following:

· Subscription/joining Fee

· Banners

· Online transaction share

Expenses

Development Costs

This head includes the salaries given to web site developers, data collectors etc who will work on the construction of the website. The total expense, according to Munir Brothers would account to almost Rs 50,000 per month. Total time taken for the design and implementation of the web portal is approximately 2 months. Therefore total development cost of the portal comes to about Rs 100,000. This is one time expense and would occur only in the first year of operations.

Maintenance

Maintenance costs include costs for web hosting and utilities and day to day, routine upgrades on the website. This expense comes to about Rs 7,000 per month or Rs 84,000 per annum. 

Marketing Expense

Marketing is required for creating awareness among the target audience of our website. The marketing techniques that will be used for this purpose are as follows:

· Advertise on websites: Small banner ads on different websites will be placed. However other websites that we advertise on will cost the site. The websites that will be used to advertise on include;

· Brain Net

· WOL

· Apni Isp

· Spider (www.spider.tm)

Recommended E-Marketing plan for Frontier Cable Industries:

We contacted these websites and their rates are as follows;

Brain Net:
Brain Net  is renowned web site and have above than 16000 hits per day and it is recommended it advertise their to drive more specific traffic. Details are as follows:
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www.spider.tm

Adverts in newspapers and magazines; We are allocating a fixed advertisement expense annually to cater for this promotional tool. The following magazines and newspapers will be advertised in;

· Spider: Spider magazine is read by all the internet enthusiasts in Pakistan and abroad. It has a wide subscriber base comprising of people that are active on the internet and have no inhibitions about shopping online. Therefore Spider’s readers form our core target market. The rates for publishing advertisement in the magazine are as follows:

· [image: image4.png]Advertise




	Rates for SPIDER

	 
	US dollars

	Colour Advertisement
	Per Insertion

	4 colour Full Page
	500

	Contracts

	For minimum 06 insertions
	450

	For 07 to 12 insertions
	400

	Facing Pages Spread-Twice the application rate for one page.

	Black & White Advertisement
	Per Insertion

	Casual
	300

	Contract for minimum 06 insertions
	250

	Contract for 07 to 12 insertions
	200

	Note: (Above all contract rates are subjected to calendar year).

	Fixed Position
	Per Insertion

	Back Cover
	1,000

	Inside Front Cover
	900

	Inside Back Cover
	800

	Gate Fold
	Per Insertion

	Inside Front Cover
	1,100

	Inside Back Cover
	1,000

	Technical Data.

	4 colour full page:
	26.5cms height * 19cms width

	4 colour bleed:
	28.5cms height * 21cms width

	4 colour centre spread:
	26.5cms height * 37cms width

	4 colour bleed:
	28.5cms height * 40.5cms width

	B&W full page:
	26.5cms height * 19cms width

	
Note: Bleed ad will be charged 10% extra over the applicable rate. Special Colours will be charged 50% extra over the applicable rate. Colour offset pages will be inserted at the rate of 100% extra over the applicable rate for minimum 2 pages. 


Source;www.spider.tm 

	Tool
	Expense

	
	Monthly
	Yearly

	Brain Net
	4,000
	48,000

	Spider.tm
	
	6,000

	Spider Magazine (6 Insertions)
	16,000
	96,000

	Banners
	
	20,000

	Fliers
	
	5,000

	Total
	
	Rs.175,000


The company will utilize the services of Bizline Company. Bizline - is a web designing company dedicated to provide online solutions.  The package information provided by the company for search engine optimization is given in the table below:

	Featured Plans
	Basic  Plan
	Commercial Plan
	Corporate
Plan

	Maximum Keywords
	12

	25

	35


	Keyword Research
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	Title Management
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	Meta-Tag Creations
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	Number Web page optimization
	5-7

	12-16

	20-24


	Unlimited Email & Phone Support
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	Competitive analysis
	-

	-
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	Package Fee
	US$60

	US$100

	US$150


		PKR 3562.2

	PKR 5937

	PKR 8905.5


	Order Now
	Order Now
	Order Now
	Order Now


	2500 Search Engines Submission



	
	Some Search Engines



	

	
       
        
       
       


       
        
     
       


       
        
       
        




(Source: www.bizline.com.pk/search-engine-optimization.html)

FCI will use the commercial plan to have search engine optimization of its site. It will cost the company Rs.5937. 

The email program used by the company will be bought from Eudora Company. The cost of Eudora Software Email Program incurred by the company will be US$49.95 or Rs.2965.53. In this cost, the company will be provided with 1 year free services from Eudora.         

Variation in Annual sales
	Variation in Annual sales from the website


	
	Companies giving orders on the web

	Year
	PTCL
	ZHONG XING
	Fibre Link (Kenya)
	MOBILINK PAKISTAN
	KONNECT HOLDEN
	S.C.O.

	2003
	4.2 %
	2.0%
	1.2%
	4.6%
	0.9%
	0.4%

	2004
	5.7%
	2.8%
	3.1%
	5.0%
	2.1%
	1.9%

	2005
	10.2%
	3.7%
	3.4%
	10.9%
	6.8%
	2.9%

	2006
	11.3%
	8.6%
	5.6%
	12.0%
	8.0%
	5.3%

	2007
	15.6%
	8.3%
	6.8%
	10.9%
	8.2%
	7.0%

	2008
	11.1%
	8.0%
	 6.3%
	      9.7%
	6.3%
	5.8%


(Source: www.eudora.com)

Annual sales (all amounts are in hundred thousands)
	Year
	Sales to end customers
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	6
	
	

	2003
	4,238
	 
	

	2004
	4,975
	 
	

	2005
	5,409
	 
	

	2006
	5,671
	 
	

	2007
	6,465
	 

	2008
	6,587
	


                                                         (http://frontiercable.com/?link=achievements)

Frontier cable industries launched their web site in 2003 and started online marketing for their products. Their e-marketing strategy was to target the corporate clients for their fiber optic products. In early 2003 they got results of their search engine optimization.

      In the start their e-marketing techniques were not so effective and they were not getting proper results. Gradually FCI sales increased because they found a massive traffic to their web site because of effective internet marketing techniques. Including this a boom came in to Pakistani telecommunication industry and FCI got a lot of benefits.

After 2005 the sales increased immediately because of certain things which we will discuss below and by which every industry sales could gain a massive upward trend. But in the year 2008 these sales drop down because there was no more big space for fiber optics where companies can invest and capture the market, so sales dropped down because of  no further big orders to the manufacturers. But still FCI have almost 1200 km fiber optic cable orders to complete it in the coming year.

The demand of fiber optics and other products regarding this increased immediately which results in a high boom in the sales of FCI. By looking at the above sales report we can figure out that if online orders increased at this rate how much actually the demand was increased.

Privatization of PTCL, including commencement of other players in the market like Wateen, Mobilink’s link dot net and Wi-Tribe was those big players whom came into this industry and showers the orders of fiber optics to the manufacturers including FCI.

CONCLUSION AND RECOMMENDATIONS:

After research and finding the solution for the company to increase the sales by using the web media we found that:

1. By using S.E.O (Search engine optimization) techniques properly companies and businesses can boost the traffic to their web sites, because unless someone knows about the company or retailer on the web sales could not be done.

2. By advertising properly on the related products websites FCI can be able to generate more clients even from outside the country. Because on the web every country and every visitor could be your prospect.

3. FCI should allocate a proper budget for their advertising campaign on the web and off the web for finding more corporate clients.

4. FCI is not such kind of company who is selling products to the common people so they have to design their advertising campaign very carefully. Because they are making products for corporate sector.

5. FCI should link their website to the related products renowned web sites by which they can increase more specific traffic to their web site that will actually interested in their products.

6. We have recommended FCI a detailed advertising campaign by mentioning the websites and the other media which could beneficial for them in finding more specific and actually interested clients.

7. FCI is more interested in find clients within Pakistan but by applying the modern Search Engine Optimization techniques and by improving their search engine rankings they could be able to find customers outside the Pakistan as well. 
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