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ABSTRACT
This project has been developed by adding from the existing system advertising
services with the computerized using online as an additional channel of promoting and
.
.
mcreasmg revenue.
The online advertising services and consultant website will emphasize on media
planning, media buying and media consultant services with the relation to media
suppliers. Online Advertising services and Consultants aim to satisfy the basic needs for
both the suppliers and the customers. Information and other features are added into the
site to increase the customers' value. Analytical documents are provided to improve the
work efficiency, to increase convenience for customers in saving cost, time, and energy
and to serve customers with media innovative plan.
Finally, the Advertising Services and Consultant Website is integrated specifically
with technicality and marketing insight. It can guide the customers what to do when
using the Online Advertising Services and Consultants and steps to access into the
services.
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I. INTRODUCTION

1.1

Background of the Project
The Internet has created many new trends and opportunities for individuals and

businesses. It links the whole world together, greatly reduces the speed of the
information exchange. It has changed the way to do business and more and more
businesses rely on it. E-commerce is a new branch of business on the Internet.
E-commerce has been divided into three categories:
(1) Business to Business (B2B): It is e-commerce involving electronic business
transaction between businesses. This typically involves transactions between
trading partners.
(2) Business to Consumer (B2C): It is e-commerce involving electronic
transactions between a business and an individual consumer.
(3) Consumer to Consumer (C2C): It is e-commerce involving electronic
transactions between 2 consumers.
As the world is moving forward the Internet and e-commerce we use a secure
online shopping which is 24 hours a day and 7 days a week available for lifestyles.
The physical well being is influenced by going online. This means the chance of
establishing online business is the chance to succeed Internet economy.
Doing online business can create the opportunities which include:
( 1)

Reaching the Instant Global.

(2)

Providing the new way to reach clients and gam advantages among
competitors.

(3)

Creating other distribution channels and other logistical operations.

The Internet creates a lot of advantages to the company that wants to increase
sales volumes and sales services, whether they are creating a company which exists
both in the online or physical business.
Creating website is a good opportunity to reach more target groups of the clients.
Here are the reasons why I decided to create a website and provide online services:
( 1)

Reaching the customers worldwide.

(2)

Opening 24 hours, no time zone barrier.

(3)

Opening new channels of distribution for company.

(4)

Offering lower costs to customers.

(5)

Creating additional sales more easily.

(6)

Reducing cost and time to approach the customers.

(7)

Interacting with the customers

(8)

Attracting the customers by providing multimedia and pictures of the online
services.

In the world of Advertising Business, I found that the Advertising Agencies are
the most popular firms that can create:
(1)

The Brand Awareness of or an interest in a company's product or services in
order to motivate purchases.

(2)

To encourage requests for information about the company products,
samples, and so on.

(3)

To increase sales.

(4)

To create a favorable image of a company.

In the growth of the Internet and Electronic Commerce Technology, most
businesses are processed by using website as a medium of doing transactions both
online and offline.
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Figure 1.1.

Relationships between Advertising and Sales.

This project is influenced by my position as the media planner in the Advertising
Agency for 2 years. I have been working for many of both International Accounts such
as Nestle (Thai), Garnier (L'Oreal), and California Fitness Center. The process of
media planner consists of the series of decisions made to answer the question such as
"What are the best means of delivering advertisements to prospective purchasers of the
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brand and service?" This is rather general, but it provides a broad picture of what media
planning is all about.
Within the broad context, a media planner attempts to answer specific questions,
such as the following:
(1)

How many prospects (for purchasing a given brand of product) do I need to
reach?

(2)

In which medium (or media) should I place ads?

(3)

How many times a month should prospects see each ads?

( 4)

In which months should ads appear?

(5)

Where should the ads appear? In which markets and regions?

(6)

How much money should be spent in each medium?

When all questions have been asked and decisions made the recommendations
and rationales are recognized into a written document called a media plan. The plan,
when approved by the advertiser becomes a blueprint for the selection and use of
media. Once the advertiser has approved the plan, it also serves as a guide for actually
purchasing the media.
Media Planner should be thought of as a process or a series of decisions that
provides the best possible answers to a set of problems. A planner might find that a
solution to a given problem does not guarantee it will work when other factors are
considered. Finding the best solutions to a set of problems represents the main task of
planners, and this is what makes media planner so intellectually challenging. Of course,
there is no website to promote these services yet.
From the existing system, the Advertising Agencies still use the manual system to
plan the media for all customers. It begins from the way to approach and communicate
with the customers, meeting and negotiating, proposing the media plan until the project
4

is ended or approved which will take a long time in closing services for each customer.
So I think that doing this project is a good opportunity in promoting and serving their
customers via the web - base technology because customers want their products or
services to meet the needs for sales of volumes.
1.2

Objectives of the Project

The objective of the project is developing a prototype model for adve1iising
services and consultant website, which are:
(1)

To increase the efficiency of Adve1iising services from the existing system.

(2)

Enhancing Media Business by serving the customers with Advertising
Services via web - based technology.

(3)

Increasing a channel of Advertising Services via web - based environment
for commercial proposes.

(4)

Offering Innovative Media to meet Customer's need and providing other
services in the field of Advertising such as Media Planning, Media Buying
and Media Consultant services.

( 5)

Getting requirements of customers, communicating with customers and
sharing information between Advertisers and Customers by using electronic
mail to make commercial and business transaction.

(6)

Proving Advertising Information to interested persons.

(7)

Increasing an oppo1iunity in promoting Adve1iising Business and earning
income from the website.

(8)

To supp01i customers in terms of information and help.

(9)

To use the website as communication tool for the remote customers and
persuade them to use our services including helping the customers to make
the decision quickly and easily.
5

(I 0) Ability to apply concepts of the internet and E-Commerce Technology in
real practice.

1.3

Scope of the Project
This project covers the scope of advertising services and consultants on website,

which can be categorized as follows:
(1)

Type of Advertising Services - Media Planner, Media Buyer and Media
Consultants Services

(2)

Related Adverting Services - Introduce the suppliers and receive the
commission from those suppliers.

(3)

Advertising Information Service - Company Profile, Media Plan Services,
Tip and Trick for Home, FAQs, Suppliers lists and contract company.

1.4 Deliverables

(1)

Prototype of

'l,

actual online shop in October 2004.
(2)

Project Report
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which will be published as an

H. THE EXISTING SYSTEM

2.1 Background of the Existing System
Over the past two years of my working experiences in the Adve1iising Agency, as
the media planner. I have been responsible for International Accounts such as Nestle
(Thai), Garnier (L'Oreal) and California Fitness Center. For the existing system, the
Advertising Agency cooperates with several groups of people. Actually, there are four
players: the Consumers, the Manufacturers, and the Media Owner and of course, the
Advertising Agency.
Spending Adve1iising Money is participation for 4 groups of people.
(1)

The Consumer is concerned with only two of the other players: the
manufacturer and the media owner. The consumer sees media primarily as
a source of information and entertainment.

(2)

The Manufacturer's objective is to make a profit by finding and satisfying a
demand for a product. This objective can be taken as a definition of the
marketing task. It is the location or stimulation of the market and the selling
of the goods to it which matters. Advertising competes with all the other
ways by which products can be made attractive and available to the
consumers. Advertising is only a part of the marketing mix, of the armory
available to the manufacturer. Advertising is one of the ways a firm achieves
an identity. It becomes known by its product, its personnel and its share
price, but it is also advertising which shows the world what a firm is about.
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(3)

The Media Owner covers all media such as the owner of TV Programs, the
owner of the newspaper, the owner of the radio station, the owner of the
transit and the owner of the out of home media.

(4)

The Agency, why then use the agency?
(a)

To get the best possible advertisements, the agency's existence
depends essentially on its ability to turn a marketing objective into
words and pictures which successfully persuade the consumer.

(b)

To get an independent but informed view of a marketing plan.

(c)

To avoid the chore of media buying, and use the agency's negotiating
skill and weight.

(d)

To get access to other agency services.

The Advertising Team can get the customers in two ways. First way is that the
business owner or the manufacturer will hire us for creating the media plan. Second
way, the suppliers or the media owner will come to us to present all media they have,
try to buy those media to our responsible products that we have to plan the media for.
The Advertising Team doesn't have the website to promote the company yet. For this
reason, the customers don't know about the services of our company and the customers
cannot contact the advertiser directly. In addition, the Advertising Team still uses the
traditional way to approach to the customers such as by telephone before they go to
customers' site. The Advertising Team cannot get the requirements of customers via
web - based system.
In the part of communication between Advertising Team and Customers, the
Advertising team doesn't have the e-mail system yet because they don't have own
website and the computer is not connected to the Internet. When we compare it with
other Advertising Services Companies, we will see that the manual system cannot be
8

used in the area. There are many competitors in Adve1iising Services and they already
have own web sites.
In the existing system, the process of work is slow. The Advertising Team have to
use a long period of time and waste cost in closing sales in meeting and negotiation,
proposing the media plan until the project is ended or approved by the customers.

2.2 Advantages and Disadvantages of Existing System
For the existing system, Advertising Services and Consultants has the advantages
and disadvantages as follows:
Advantages of Existing system
( 1)

The manual system is easy for customers to track their services by
themselves.

(2)

Most documents are hard copy which can be evident in purchasing
Advertising Services.

(3)

Customers can appoint the Advertisements to see the progress of the media
in order to share their ideas and comments in every period before the
services is finished.

( 4)

Customers can meet the Advertisers to negotiate as face to face
communications.

Disadvantages of Existing System
( 1)

The paper works are more and some are not available, inconsistent, and
repetitive.

(2)

Customers have to waste cost and time in meeting with Advertiser every
time to achieve a project and referring for information at every step.

(3)

Energy lost for customers in tracking their services and sometimes
negotiating is unsuccessful.
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(4)

Most people do not know the company yet, it may cause the company to
grow slowly

2.3 Existing Business Functions
For the existing system, advertising services look like the manual system. The
customers have to come to contact with the advertiser by themselves. They have to
waste time and cost for traveling to the advertising agency. It may not only take time in
traveling to tell their requirements to the advertiser but it may be several times
especially if problems occur. Both customers and advertiser have to waste their power
and energy until the project is approved.
The Advertiser can collect all details about the customers' requirements from the
customers directly by asking them. The customers may give a file of clippings or a
written program concerning the media plan to the advertiser. Some customers are the
marketers; they will lay out very specific ideas and marketing techniques based on their
backgrounds. These are the examples of typical media:
(1)

Television

(2)

Radio

(3)

Magazines

(4)

Newspapers

(5)

Out-of-Home Media

The customers still contact the advertiser with telephone system for the
appointment each time. The advertiser may request to visit customer's site in order to
view the media plan that they want to create or promote their products or services.
After the advertisers know the customer's requirement, they have to go back for the
media plan, and analyzing the marketing problem, the situation analysis, the marketing
strategy plan, and the creative strategy plan.
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HI. THE PROPOSED SYSTEM

3.1 Advertising Services and Consultants Online
Millions of people around the world use their computer almost everyday to access
the information via the Internet. So, online business becomes the popular way to sell
products and services on the website where the customers can look for when they need
or search for information on all sorts of topics in wide variety of areas.
Before the customers choose the advertiser to create their media plan, they have to
use the time in making decision. To kick off the processing of selecting an advertiser,
nowadays, the internet is the modern medium that the customers can access the website
24 hours a day, seven days a week In order to look for advertiser from many
advertising agencies. Internet can help the customers a lot in searching the advertising
services that they need. Many advertisers are creating their own website, which will
allow the customers with little effort to view several illustrations of their works.
For this reason, Internet is a profitable place to conduct business and together with
the website, is a new channel of promoting the advertising services online. Website
makes the customers to have more chances to select the best advertiser to create the
media plan. To make sure of the quality of the services that they will receive, the
customers can see the advertising agency's profile, and present information before they
start contacting the advertiser via the website or sending e-mail to the advertiser or they
can call the advertiser directly.
At the same time, the customers can inspect the advertiser's portfolio from the
website. They can give their requirements to the advertiser by filling the information
via the website such as the types of the media, the cost and the percent discount for
each media. The advertiser can keep their information as customer's record from the
11

website. In addition, they can ask lots of questions about the projects, what the costs
are, whether they can run over budget and time, how long the media plan will be
created, whether there are any problems with the plan, and they can share their
comments and suggestions to us online too. The advertiser may recommend customers'
new needs. To think for a long term; how many years the customers intend to promote
their products and services.
The clear communication of the customers' thoughts and the requirements to
advertiser is of prime importance, as it is from these that the brief, and hence, the media
plan will be created. The customers can discuss their budget and timetable. This will
enable the advertiser to create a plan, so be straightforward and direct about the
customers' resources, otherwise time will be wasted.
For the first appointment between the customers and the advertiser, the advertiser
already knows their requirements, budget and timetable, so the adve1iiser can suggest
the media plan which is formulated from the ideas. The advertiser may request to
survey the customers' site for accurate measure. Then, the advertiser has to use the
media plan period for first planning. All information having been gathered, initial
creating proposals can be planned for customers' consideration. The advertiser may
submit alternative, even conflicting, ideas for customers to choose between. This will
help customers and express their own preferences. The customers can share their
comments to the advertiser directly while they are meeting or they can post the
comments online to tell their ideas to the advertiser.
After the advertiser receive the customers' comments, they have to improve and
incorporate all the comments and requests the customers have made previously plus
any new ideas that these have been generated in the advertiser's mind. Creating media
plan will start to be a longer scale, making it easier to imagine the media pan proposed.
12

If the customers think that the costs is too high and they have the limited budget,

they should spend a lot of time discussing with the advertiser how best to spend their
money and the potential ways in which the customers can make the most of less
expensive options.
At the end of the details media plan stage, the information will be sufficiently
complete to enable the plan to be sent out to the media. This is a vital stage, and it is
important that the customers do not have the changes of mind or additional
requirements that will disrupt the work of advertiser and team of the consultants.
3.2 Factors for Advertising Services and Consultants

The task of the advertiser is to create the media plan for the responsible products
and services which satisfies the needs of the customers and the user. Specifically the
structure should be safe, economical to create and maintain, and aesthetically pleasing.
Advertiser may interpret media plan as being the production of the media to show what
an innovative media looks like.
These are many inputs into the Advertising Services and Consultants:
(1)

Customer Brief

(2)

Marketing Factors

(3)

A Site Investigation

(4)

Types of Media

(5)

Environment Factors

The starting point for the advertiser is normally a conceptual brief from the
customers, who may be an entrepreneur or the business owner or perhaps a
government The conceptual brief may simply consist of some media plan prepared by
the customer. Experience is crucially important, and the customers will always demand
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that the adverting agency they are hiring has the previous experience planning similar
structures.
In today's marketing strategy it is very important that the advertiser should be
constantly aware of the competitiveness of our customers. The Advertising Services
and Consultants idea is to create a workable media plan achieving reasonable media,
while keeping analyzing marketing and competitions.
Advertiser must also understand how the structure will fit into each media and the
environment for which it is created. Today, many proposals for advertiser structures
stand or fail on the basis, so it is part of the advertiser's job to try to anticipate and
reconcile the environmental priorities of the public.

3.3 Advertising Services and Consultants Online Process
The starting point to determine the scope and cost of the media plan is the
program which may be a statement of the number of media needed, or it may be a
period ; how long each media will be placed. Or the customers may included detailed
requirements, such as the period to launch new product or to have the promotion
campaign. The advertiser is supposed to guide the media plan through all phases and
ensure that the budget will be respected while also seeing to it that all the customers'
needs and aspiration are fulfilled.
For the process of the advertiser services and consultants online, we can divide
into two cases:
( 1)

The customers mention specific media, budget and period in the media
plan, the advertiser just work as the media buyer to negotiate with the
media suppliers that the customers have planned.

(2)

The customers mention only the budget and it is the task for the advertiser
to propose for the media plan.
14

Then the process of work of these two cases may be different which we can see as
follows:
The customers mention specific media, budget and period in the media plan, the
advertiser just work as the media buyer to negotiate with the media suppliers that the
customers have planned.
The process will start with the customers who visit Advertising Services and
Consultants Website and they are interested in our adverting services so the customers
will begin to contact our company by both e-mail or calling to us directly to ask for
some information. After that, if the customers are satisfied and agreed to hire our
advertiser to buy for all media they have planned, then the process of work should be:
( 1)

The customers present the media planned they have created.

(2)

If there is no recommendations from the advertiser about the media plan,

that is both advertise and the customers agree with the plan, the advertiser
will go to the next step. But if not, both of them have to discuss it again.
(3)

The advertiser find the suitable media suppliers that they can negotiate
with.

(4)

If the customers approve and agree with the advertiser then the advertiser

buys those media.
Or we can draw the steps in the basic advertising services and consultants online
and its process for the above case as follows:
The customers mention only the budget and it is the task for the advertiser to
propose for the media plan.
The process will start with the customers who visit Advertising Services and
Consultants Website and if they are interested in our advertising services, the customers
will begin to contact us via the e- mail or by telephone directly to ask for some
15

information. After that , if the customers are satisfied and agreed to hire our adve1tiser
to create the media plan, then the process of the work should be:
( 1)

The customers fill their information by using the form that we create on the
website submitted it to the advertiser.

(2)

The customers may send the additional information by using FAX machine
to the adve1tiser such as copy of their products and service information that
the advertiser should know their competitors and etc.

(3)

The advertiser will send FAX or e-mail back to the customers about scope
and process of work, and services charge for customers.

( 4)

The advertiser starts creating the media plan which match the customer's
products and services.

(5)

The customers have to pay for the first time charge 10% of creating media
plan by transferring the money through the bank account that we provide

(6)

The advertiser will continue to send the media plan to the customers.

(7)

If the customers approve the success of the project, the customers have to

pay for the second charge around 20% of creating media plan by
transferring money to the bank account that we provide.
(8)

The advertiser will send the complete media plan, related marketing and
competitors analysis via parcel post to customers according to customers'
addresses.

(9)

The advertiser will buy the media for customers if the customer agrees, if
not go to step 10.

(10) The customers have to pay for the last time charge of the rest of the creating
media plan service by transferring money to the bank account that we
provide.
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On Advertising Services and Consultants Website, the customers can select and
buy the media as the advertiser post on the web page.
For the payment method, the customers can negotiate with the advertiser about
the payment when the media plan is finished. The customers can transfer the money
through bank account and send the transfer evidence to our advertising agency. If the
adve1tiser receives the evidence of the bank document from the customers, the
advertiser will call back the customers for the confirmation again.
In addition, the customers can find some information about the advertiser from
the company profile, Tip and Trick for Home, FAQs, and Suppliers Lists.

3.4 Hardware and Software Requirement

Table 3. 1.

The Hardware Specification for PC.

Specification
Intel Pentium 4 1.3 GHz, FSB 400 QDP,
Multiplier 3.25, Vcore 1.70 V, Interface
FC-PGA423
Hard Disk
Seagate Bara ATM4 40.0G IDE
UDMA I 100 7200rpm 2M
ASUS P4B266 i845D, Socker 478,
ATX,
Main board
DDR, AGP 4X, ATA/100
Memory/RAM Kingston (Brand) 256 m RIMM, RDR
PC800
CD-ROM Drive ASUS CD-RW 24xl0x40 Burn Proof
Floppy Disk
1.44 MB
Keyboard
I 04 keys Thai I English
Mouse
Stand board mouse PS/2
Win Fast GcForce2 MX200
SDRAM32M
Display Card
Monitor
Sony CPD-E230 17 11 FD Trinitron
1280xl024
Modem
Jaton WinComII 56K Internal PCI, V. 92
Hardware
CPU
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Table 3.2.

The Software Specification.

Software
Operation
System
Application
Software

Browser

Table 3.3.

Window XP Professional
Microsoft Office 2000, Adobe
Photoshop 6,
Illustrator 9, Macromedia Dream
weaver 4,
Visio 2000, Acdsee 4
Microsoft Internet Explorer 6

The Printer and Scanner Device Specification.

Hardware
Scanner

Laser Printer
Color Printer

Table 3.4.

Specification

Specification
Epson 1250 SU 1200x2400 USB

HP Laser 1000
HP DeskJet 930C

The Power Supply Device Specification.

Hardware
UPS

Specification
Leonics Green III 500 VA

3.5 Securities and Control
For the proposed system, we have to ensure the security of the hardware and the
software, and the private information of the advertiser and each customer in the
information system. To protect data and computerized system from the unauthorized
parties to access, modify, destroy, and even misuse, we propose to protect the data with
these methods as follows:
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3. 5.1

Access Control
(I)

The advertiser should set the private username and password before they
access into the computerized system or they may set the secret username
and password for only authorized person. When a user logs in, the
computerized system will ask for the username and the password.

(2)

The system will allow only authorized person to access it if the username
and the password match with the ones that are known by the system. If not,
the system will alert the user to reenter the password again. For example,
adve11iser consultants cannot access to data of advertiser who creates the
media plan.

3.5.2

Physical Security
The

failure of the mam electricity causes the computerized system to be

interrupted. Therefore, the proposed system should use UPS or Uninterruptible Power
Supply to supply the power instead of the main electricity supply.
3.5.3

Software Security
To protect the data in the computerized system, the users should install the

software for the computer security such as antivirus software. Antivirus software can
repair common virus infections automatically, without interrupting work. It scans and
cleans both incoming and outgoing e-mail, and defends against script-based viruses
even between virus definitions updates. In addition, antivirus software offers us to
update for a new version to keep data protected against new viruses.
3. 5. 4

Other Security
(1)

The adveriiser should back up the important information every time when
they finish it in order to prevent undesirable events. For example, hard disk
damage.
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(2)

The data should be corrected immediately after detecting the errors.
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IV.

MARKETINGANALYSIS

4.1 Market Target
Our market target is focuses on both Thai and International business owners and
the government that want to promote or create the media plan , including the media
buying and using media consultants services via the website.
4.2 Market Strategy

For market strategy, we will create brand awareness, attract the customers with an
interesting promotion an special discount, customize the advertiser services, appeal to
customers who are our target audiences, offer lower costs to customers and beat
competitors, make additional services on the website more easily, and attract the
customers by providing multimedia and pictures of services online.

4.3 SWOT Analysis
The Existing System
SWOT analysis can be determined both internal and external analysis as follows:
4.3.1 Strength
(1)

The team work has experiences over 2 years of creating media plans for
International Products and related services.

(2)

The advertisers have worked with several media projects such as Nestle
(Thai), Gamier (L'Oreal) and California Fitness Center.

(3)

Our Advertiser Media Plan is unique and outstanding for customers.

(4)

The advertisers can discuss with customers closer when they need to consult
about their media plan.

4.3.2
( 1)

Weakness
Low brand awareness of company
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(2)

The customers don't know about the company so they cannot get the
services from us.

(3)

Both advertisers and the customers have to waste time, costs and energy to
meeting together.

4. 3. 3

Opportunities

( 1)

The company can get the opportunities to provide the services to customers.

(2)

Growth in market demand of several media projects.

(3)

Improving the media services and quality of media plan through adoption of
better verities and management of customers.

4 .3 .4

Threat

(1)

Demand of increasing market is decreased from the past.

(2)

Economy of Advertising trends to maintain since 2003 which affects media
services.

The Proposed System
SWOT Analysis is determined from using web
4.3.5

based technology as follows:

Strength

( 1)

Creating brand awareness to customers who visit our website.

(2)

Promoting our advertisement services and other related services to
audiences.

(3)

Ability to provide more services from the existing system by making
services different from competitors.

(4)

Strong advertising team with experiences more than 2 years.

(5)

Eliminate problems of time consuming, and cost for processing the media
services.
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4.3.6

Weakness

( 1)

Few Advertisers are interested in this target market.

(2)

Brand is not so appealing to create market.

(3)

Fewer Advertisers staff support the customers, In case of a lot of customers,
the process of work may slow sometimes.

(4)

Lack of security system, reliability, and standards on the Internet.

4. 3. 7 Opportunities
(1)

Develop strategic alliances in media suppliers or in the media markets and
more competitive market service.

(2)

The increasing opportunities of the internet offer us other areas of
customers. When the customers want more help about advertising services,
we are in a better position to give it to them.

(3)

Sharing ideas and suggestions between other experienced people and our
team work.

4.3.8

Threat

( 1)

Possibility of slower growth rates in media project.

(2)

New Technology on the Internet come rapidly, it can make our products
and services look obsolete.

(3)

New competitors of advertisers entering the web market at all times.

4.4 Market Needs

Most people who visit Advertising services and Consultants Website have needs
to promote or create the media plan for their products and services. They would like to
find out the advertiser who can create the media plan that they want or they may look
for the media services or media suppliers lists.
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The customers have many choices to select the media services and the media plan
that they want. If they don't like the complete media plan, we can customize media plan
for them. The customers can participate in the media plan. Advertising services and
Consultants Website can fulfill their need as follows:
( 1)

Accessibility - The customers visit the website and see the sample of media
plan from the web page. If they need to customize their media plan, they
can contact company easily by sending e-mail to us.

(2)

Selection - The customers have many choices to select the media plan
online.

(3)

Customization - If the customers need to create the media plan by
themselves, we can customized the media plan and we will act as a media
consultants until the project is finished.

(4)

Competitive Price - All products and services are competitive pnces
because we will compare the price from several competitors before we set
up the prices for customers.

4.5 Market Trends
Nowadays, the advertising economy recovers slowly after it met critical situation
for last 3 years. We will see that many advertising projects competitors advertise and
promote their projects everyday via the media such as magazines, newspapers and
billboard.
From the survey of the researchers, we find that the advertisers can increase
revenues from the customers. This growth of advertising services market is in the
period of recovery time and hope that it will become better in the near future.
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V.

5.1

FINANCIAL ANALYSIS

Cost Estimation
Before the companies create a new system, they have to discuss about the cost

and benefit which they have to confront in the long run. Cost and benefit analysis is
used to evaluate alternative system. It can help all the anticipated costs associated with
the system.
Cost Estimation occurs from evaluating the resources that will be needed to
develop and operate the system. These resources include the necessary expenses for
personnel, computer hardware, application software, and etc. The cost is measured in
Baht value.
The expenses can occur during the developing process and operating system as
follows:
(1)

Computer Hardware

(2)

Software Development Tools

(3)

License for Software Application

(4)

Website Design

(5)

Domain Name Registration

(6)

Internet Access Cost

(7)

Web Hosting Fee

(8)

Email Hosting Fee

(9)

Utilities, Rent office Space
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Table 5.1. Projected Cost of Establishing the Proposal System in Baht.

PC Hardware

2

Price I Unit
40,000

Scanner

1

5,300

5,300

Laser Printer

1

10,500

10,500

Color Printer

1

7,500

7,500

UPS

I

2,450

2,450

Software Application

1

1,500

1,500

2 Years

3,000

3,000

Web Hosting 10 MB

12 months

400

4,800

Email Hosting 3 accounts

12 months

300

3,600

Internet Access 60 hours

12 months

395

4,750

Rental Office Space

12 months

5,000

60,000

Description

Quantity

Domain Name Registration

Total Expense

Total Price
80,000

183,400

5 .1. 1 Benefit Estimation
Benefits can be measured by increase of revenue. There is no set fee arrangement
for a type of project. Benefits are estimated in a number of ways, depending on the type
and size of the project plus the extent and nature of services required from an
advertiser.
Common methods of compensation include: hourly rates, a stipulated sum based
on the advertiser's consumption proposal, a stipulated sum per unit of what is to be
created, a percentage of media cost or a combination of these methods. The advertiser
will explain how a fee is to be established. Then, the basis for the fee, the amount and
the payment schedule are issues for clients and the advertiser to work out together.
Normally, the fees for adve1iiser services on a custom media plan can range from

10 - 15 percent of the total cost of the adverting agency. Factors that affect the fees
included the scope of the project, the level of the quality and details.
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In addition, the advertiser company gets the benefits from the website in three
ways as follows:
(I)

Commission from media suppliers - on website, our company includes
details of media suppliers for customers. If the suppliers get the customers
through Advertising Services and Consultants Website, the suppliers will
pay the commission for 8% - 15% of the closing prices.

(2)

Expense Reduction - by using website, we can save the telephone cost
around 25% - 30% from total cost. The customers can communicate with the
advertiser by using e-mail instead.

(3)

Selling Media Plan - Advertising Services and Consultants Website
provides the complete advertisements. The Customers can select the media
plan by briefing some information in the application forms.

Intangible Benefits
Intangible Benefits are difficult to measure in the exact value but it will occur in
the positive ways as follows:
( 1)

Gain the business opportunities.

(2)

Promote company and its business.

(3)

Create Brand Awareness to customers.

(4)

Exploit cost-effective entry.

(5)

Acknowledge of open opinion from customers.

(6)

Improve and apply the services relevant with client's needs.
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5.2 Break-even Analysis
Break-even analysis is the tool that we used in evaluating the economic feasibility
of a new enterprise or product. It is the point at which revenue is exactly equal to costs
where no profit is made and no loss is incurred. It calculates a break-even point based
on fixed costs, variable costs per unit of sales, and revenue per unit of sales.
Break-even analysis is based on two types of costs:
(1)

Fixed costs - overhead-type expenses that are constant and do not change as
the level of output changes.

(2)

Variable costs - variable expenses are not constant and do change with level
of output.

Once the break-even point is met, assuming no change in selling price, fixed and
variable cost, a profit in the amount of the difference in the selling price and the variable
cost will be recognized.
5,3

The Break-Even Analysis depends on three key assumptions:
(1)

Average per-unit sales price (per-unit revenue):
This is the price received per unit of sales. Take into account sales discounts
and special offers.

(2)

Average Variable per-unit cost:
This is the incremental cost, or variable cost, of each unit of sales.

(3)

Monthly fixed cost:
Technically, a break-even analysis defines fixed costs as costs that would
continue even if you went broke. It is recommended that the regular running
fixed costs, including payroll and normal expenses (total monthly Operating
Expenses) should be used.
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Interactivemedia.net would like to know the number of units required to reach the
break-even point in each month. Three key assumptions:

Average per-unit sales price

325.00

Baht

Average Variable per-unit cost

248.07

Baht

94,035.00

Monthly fixed cost

Baht/Month

Table 6.2. Break-Even Analysis.
Break Even Analysis:
Monthly Units Break-Even
Monthly Sales Break-Even
Assumptions:
Average Per-Unit Revenue
Average Per-Unit Variable Cost
Estimate Monthly Fixed Cost

1,222 Units
397,262 Bath

325 Bath
248.07 Bath
94,035 Bath

The Break-Even Point Analysis in Table 6.2. Calculates a break-even point on
fixed costs, variable costs per unit of sales, and revenue per unit of sales. Therefore, we
should sell an average of 1,222 units where neither profits nor loss would occur, as
illustrated in the table below.
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Figure 5.1. Monthly Units Break-Even Point.

Therefore, the Break-even Point Analysis determined what need to sell, monthly
or annually, to cover costs of doing business.

5.4 Return on Investment
A measure of the net income a firm is able to earn with it is total assets. Return on
investment is calculated by dividing net profits after taxes by total assets. I.e. what do I
get back for the money I am being asked to spend? The term means that decision
makers evaluate the investment potential by comparing the magnitude and timing of
expected gains to the investment costs.
Return on investment will be calculated by subtracting revenue while integrating
capital investment cost as well as pre-operation cost. The annual fixed cost and variable
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cost every year is included. The expense and revenue summary in the first five years is
shown below.

Return on lnvetment
Fifth Year
160000
140000
QI

:::i

c
Cl.I
>

~

120000
Fixed Cost

100000

Total Revenue

"O

c

"'

Total Cost

80000

Vi
0

0

IC

60000

0

I-

40000
20000
0

Time

Figure 5.2. Return on Investment.

At the figure above, the return on investment is shown in five years time frame,
while the detailed calculation is illustrated at the table displayed on at the next page.
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Web Implementation

10,000

Facilities
*Includes tele hone

10,000

10,000

10,000

10,000

10,000

Internet/Hosting

12,000

12,000

12,000

12,000

12,000

Advertisement

5,000

4,000

3,000

3,000

3,000

Transpo1tation/
Delivery Costs

8,400

9,240

10,164

11,180

12,298

45,400

35,240

35,164

36, 180

37,298

630,000

693,000

762,300

838,530

922,383

Direc~ Cost of Sales
*Includes Cost of Goods 530,000
Sold

583,000

641,300

705,430

775,973

0

0

0

0

0

530,000

583,000

641,300

705,430

775,973

100,000

110,000

121,000

133,100

146,410

54,600

74,760

85,836

96,920

109,112

Sales

Other Costs of Sales

Figure 6.3. Expenses and Revenue Summary.
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According to calculation shown in Figure 6.2. and Figure 6.3., total return in the
first year is 54,600Baht, therefore; the ROI period is one year.

33

VI. PROJECT IMPLEMENTATION

6.1 Overview of the Project Implementation
After we define the concepts of the system, then we plan, design, and start to
create the computerized system for this project. We have to set up both hardware and
software to suppo1i the data and the proposed system. We must test the system before
we will use it in reality. It may take a period of time to check the proposed system to
ensure that it is a complete system.
Advertising Services and Consultants website is designed and implemented in
HTML. Format. This website looks clean, smooth, warm and comfortable for
customers. When they visit the website, they can find the information about the
adve1iisement and the media that they need. Users should use the browser at least
Internet Explorer 4.0 to view the website.
After the company created the website, the online system will be implemented. At
the beginning of using online system, the company has to check for rating of visitors,
learn to promote and develop the website. The company can promote and publicize the
website in several ways such as register in search engine directories, link to
complementary home pages, post messages to appropriate newspapers and mailing
lists, and put web address on business cards.
For the implementation system, our company has to use the website as a medium
to create brand awareness and increase the number of customers from the only existing
system. The implementations of our system have the processes as follows:
(a)

Initial Awareness
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the brand awareness of the company. Online system bases on being user friendly,
easy to navigate and find the information those customers need.
(b)

Document Preparation
All documents are prepared to suppo1i the system such as handout to upload

the information of the company on the website, and document for training the
users.
(c)

Parallel Operation
The parallel operation is needed because some clients are not familiar with

the online system. The best solution of the problem is to adapt parallel operation
techniques together with the existing system.
(d)

System Evaluation
After the parallel operation process is completed the actual operation

system under an online system is performed. System Evaluation is a process to
ensure that online system achieve the objective of the project and can be
conducted for the system performance optimization.
6.2 Test Pian
Testing Plan is a very important phase in developing the proposed system because
the testing part acts as a key pa1t of accomplishment of the process. Testing plan may
take a period of time to test the new system in order to ensure that the users will get
what they want. Testing is used as determination that the website can achieve the goals
of the customers. The tester has to be a professional person who knows both
programming and designing the website well. If the errors occur in the system, the
tester should correct it and test the system again and again until the errors disappear.
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6.3 Conversion
To convert from the existing system into the new system with web - based
technology is the most significant step. We should use parallel conversion by allowing
both the existing system and the new system to operate at the same time because it wil I
make us know about the problems that happen with the new system and the problems
should be solved completely in time. If there are no errors in the new system, the
company can use the full online system.
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VU.

Au

CONCLUSION AND RECOMMENDATIONS

7.1 Conclusion
This project strives to increase the effectiveness of the existing system advertising
media and services by using the web - based technology as an additional channel to
promote the services, increase the revenue, and improve the efficiency of the services
from the manual system. The company should learn to change and implement changes
to take advantages of new ways.
Advertising Services and Consultants website emphasizes many main types of
services such as customized media plan, media services consultants with relation of
media suppliers who provide the special prices on this website. In addition, it will earn
more income from additional services such as selling media plan, selling media, media
consultants services.
The result of providing the advertising services using online system will benefit
both the company and customers as follows:
( 1)

Company has own website in order to communicate with current clients and
prospective clients.

(2)

Promote advertising services business and expand the business to other
areas of customers.

(3)

Improve the efficiency of advertising services and earn more income from
the website.

(4)

The advertising team can close sales faster and meet the customer's
requirements via the web - based system.
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(5)

Convenient to interact with customers because customers can contact the
adve1iisers by using communication tools such as e-mail.

(6)

Develop other types of media services.

(7)

Reduce cost and time to approach customers.

(8)

Easy for company to add more products and services on the website.

(9)

Company website can serve the services for everybody.

(10) Increase awareness about the new services, and promote prices to
customers.
( 11) Website can support customers in terms of information and help online.
(12) Allow the customers to order complete media plan online.
When the company compares cost and benefits of the online system, it finds that
the cost is not too high and appropriate to invest in the long term. The initial investment
will be recouped approximately one year and one month.
Advertising Services and Consultants website will need some period of time for
inspection of security and function of online system before uploading to the web
hosting server in September 2004. However, the company will still use both the
existing system and the online system at the same time because it will make the
advertisers know the problems in the new system and can correct it in time.
7.2 Recommendations
For the proposed system, there are several services that need to be developed and
added into the website in the future. The company should research the market and
attract the customers with additional services as follows:
(a)

E-Commerce
Using the website as a market place for direct shopping is a great
channel for selling in this era because of it provides the 24 hours a days, 7
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days a weeks availability, global reach, and ability to provide ordering via
the website. Online transaction system will enable the company to expand
the business, increase the profits, and reduce operating costs.
To increase the revenue from the website, the company may develop
the website as e-commerce system to provide additional products to the
customers. The products that will be sold via the website should relate with
media , media planning, media buying, and media services.
(b)

Security
The most important thing of transaction on the website is security that
can guarantee the customers' privacy and the information when they use ecommerce service. The customers need the safety when they use the credit
cards to purchase products and services via the website. Using of secure
services for online transactions can overcome this problem because it can
encrypt data that is sent over telephone lines so the information cannot be
intercepted by unauthorized persons.

(c)

Search Engine
To mcrease the efficiency of services, the company should
provide search engine on the website for the audiences to search and find
out some information that they need easily. In addition, the company should
promote the website by posting URL and its description to other search
Engines such as Yahoo, Google, and Thai seek and Etc. This will lead to
more amount of customers can access into the website.
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