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ABSTRACT 

The rise of online selling proliferated during the second quarter of 2021. In a fast-changing industry, the utilization of social 

media, specifically Facebook, has become the mainstream of marketing and selling. This study aimed to conduct an in-depth 

analysis of the promotional strategies adopted by online sellers who do not have physical stores. Furthermore, this research 

study sought to determine the challenges faced by online sellers as they market tangible products (i.e., accessories, clothing, 

cosmetics, food, and supplement). A one-on-one interview was employed to gather data from the participants’ lived 

experiences. The findings indicated that knowing the target market, use of graphics, Facebook boosting, and brand 

ambassadors were the most common strategies online sellers employ in marketing their products. For most of them, it 

contributed to increasing the sales of their products and has positively affected their livelihood. However, online sellers deal 

with challenges like difficult customers, technical issues, miscommunication, and limitations of stocks. The findings from this 

study provided an avenue for online sellers to enhance their marketing strategies which can increase their sales with fewer 

challenges encountered. 
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Introduction 
The advancement of technology has taken over 

how society looks at norms. People have to adapt from 

traditional methods to modern ones for a greater chance 

of achieving success. As a product of technological 

advancement, social media usage has become a 

requisite in everyone’s lives. Lutkevich and Witmore 

(2021) describe social media as “websites and 

applications that are focused on communication, 

community-based input, interaction, content-sharing, 

and collaboration”. Social media has also been used for 

product promotion, building brand images, and 

enhancing consumer relationships. With social media, 

marketing can provide personal channels, consumer-

driven networking, and social interaction.  

These social media platforms have attracted 89 

million online users in the Philippines, which comprises 

80% of its total population (Statista Research 

Department, 2021). Furthermore, based on a poll 

conducted by Pulse Asia in October 2021, Facebook is 

the most popular social media platform among Filipino 

internet users. As a result, the general attitude and view 

of Filipinos toward digital media are positive. Filipino 

consumers are influenced by advertisements found 

online, based on the high level of agreement on their 

preference for purchase intention.  

Amid the COVID-19 pandemic, people were 

locked down, minimizing face-to-face interactions. 

Filipino business owners were forced to close their 

businesses or move to a different type of platform, like 

social media (Jacinto et al., 2021). Facebook, being the 

top social media platform in the Philippines, can engage 

customers directly in a marketing activity. Because of 

the advanced features embedded in the application, it is 

no longer seen as a simple platform. When fully utilized, 
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using Facebook as a marketing tool can be easier and 

more convenient than having a physical store. It is also 

cheaper, effective, and can be used at any time. This 

strategy enables online sellers to promote their products 

to a much larger audience as online selling crosses 

geographical boundaries.  

This study was anchored on the combination of 

two different theories. First is Marshall McLuhan’s “Media 

Ecology theory” which focuses on the relationship 

between society and technology. This technology plays 

a major part in society and will remain central virtually in 

everyone’s life. This theory also stated that the media 

determine the thoughts and actions of people and 

society in a “soft way”. In a social media platform like 

Facebook, online sellers can use this to their advantage 

to influence the decision of their target market. The 

different promotional strategies they exhibit can 

persuade social media users to buy their products. Thus, 

the technology that transfers the message, such as 

social media, affects the way buyers think and act 

without them noticing it.  

The second theory is Kenneth Burke’s 

“Dramatism Theory” According to Burke, it is a way to 

analyze human relationships through interpretive 

studies. One of its key concepts is the “Dramatistic 

Pentad” which has five (5) elements; act (social media 

marketing), scene (Facebook), agent (online sellers), 

agency (promotional strategies), and purpose (to 

persuade). These elements can be used by online sellers 

to persuade an audience. If these are properly applied in 

their social media marketing, it can contribute to the 

increase of the sales of products, which will positively 

affect their socio-economic growth.  

In a course analysis of a study conducted by Dr. 

Moloy Ghoshal, “Social Media as an Effective Tool to 

Promote Business (2019)”, a gap was present between 

buyer’s expectations and business owner’s promises 

over social media advertising. Buyers disagree that 

social media is a good platform for solving their 

grievances. Also, the lack of personal touch is one of the 

major shortcomings of social media marketing, given 

that customers prefer to buy products they can touch 

and feel. This resulted in low product sales. Now that the 

world has shifted into the new normal, this study aims to 

thoroughly investigate the effectiveness of Facebook as 

a marketing strategy, especially during the Covid-19 

pandemic. Since a lockdown was implemented in the 

Philippines, online selling and online shopping might 

impose a different attitude and values on Filipino online 

sellers and consumers given that it has been a widely 

used method to purchase goods.  

This study aims to assess the effectiveness of 

Facebook as a marketing strategy for different products. 

Specifically, this study aims to address the following 

problems: (1) How do online sellers utilize Facebook as a 

marketing strategy for their products? (1.1) What are the 

promotional strategies online sellers use? (1.2) To what 

extent are the promotional strategies help market the 

products? (1.3) What payment scheme is adopted by 

online sellers, (2) what are the socio-economic impacts 

of using Facebook as a marketing strategy for online 

sellers? (3) What challenges are encountered by the 

sellers in using Facebook as a marketing strategy for 

online selling? and (4) What recommendations may be 

offered to address the identified problems?  

Since there is limited literature or case study 

that analyzes the lived experiences of online sellers 

explicitly when using Facebook to market a certain 

product, this study would be crucial for current online 

sellers as well as for those who are planning to venture 

the social media marketing. Knowing effective Facebook 

marketing strategies can generate significant value for 

the business. In addition, it can create development 

within the plans and actions needed to be taken for the 

success of product marketing. 

Methodology 
This research employed a qualitative research 

method that describes the characteristics of variables 

under the study and attempts to collect data from the 

selected participants. Moreover, the researchers used a 

descriptive phenomenological method which focuses on 

how phenomena are experienced as subjects’ 

consciousness arise. It uncovers relationships, thoughts, 

feelings, and behaviors into an essential framework that 

describes “things as they are” (Vagle, 2018). This 

method was applied to gather the lived experiences of 

online sellers about the effectiveness of Facebook as a 

marketing strategy and its impact on them.  

The researchers used a purposive sampling 

technique in selecting participants. According to Kassiani 

(2022), purposive sampling is a technique that involves 

identifying and selecting individuals or groups of 

individuals that has the characteristic needed in the 

phenomenon of interest.  

There was a total of five (5) participants. Each 

one of them must meet all of the criteria listed by the 

researchers: (1) must be an independent online seller 

within Makati City, (2) must be selling any of the following 

products: accessories, clothing, cosmetics, food, and 

supplements, lastly (3) must have an active Facebook 

page for their products.  

In selecting the participants, there was no 

specific number of years required regarding how long 

online sellers have been using Facebook marketing 

strategies. Moreover, the products were specified as 
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accessories, clothing, cosmetics, food, and supplements 

as these are the most common types of products sold 

online. This study does not only focus on one category 

to further evaluate the effectiveness of a certain 

promotional strategy as it may be effective for a certain 

type of product but might be ineffective for others.  

A semi-structured interview was used as the 

primary tool to gather data from the participants. It is a 

data collection method that relies on asking questions 

within a predetermined thematic framework (George, 

2022).  

A consent letter was sent to the selected 

participants. After all of them were fully identified, a link 

to a video-conferencing tool (Zoom) was sent. They 

were asked to enter one after another. The researchers 

clarified the protocols and the flow of the session. To 

attain accurate responses, it was explained to the 

participants that the session has to be recorded. Six (6) 

questions were posted through a PowerPoint 

presentation to obtain oral responses from them. The 

interview questions were based on how they use 

Facebook as a marketing strategy, and it was also used 

to dig deeper into their personal experiences as online 

sellers. After the interview, the data gathered were 

analyzed and interpreted.  

The researchers used the thematic analysis 

method, wherein data collection from chosen relevant 

participants will be identified and analyzed. Thematic 

analysis is a qualitative data analysis method that 

involves reading through a data set and identifying 

patterns in meaning across the data to derive themes 

(Delve & Limpaecher, 2020). The data that will be 

gathered should identify common themes or patterns of 

meaning. The result should also highlight the most 

important meanings present within the data set. 

Results and Discussion 
The results and discussion include information 

from the interviews. Furthermore, it contains additional 

literature and/or studies to strengthen the claims. The 

findings are presented under the following major 

headings: Marketing Strategies Utilized by Online Sellers 

Using Facebook, Socioeconomic Impacts of Using 

Facebook as a Marketing Strategy, and Challenges 

Encountered by Online Sellers. 

 

Marketing Strategies Utilized by Online Sellers Using 

Facebook Promotional Strategies 

 

Know the Target Market. For one of the 

participants (clothing), it is important to know first the 

market and location before anything else. This can be 

done by having a background check of the target market 

and knowing their needs. A participant said, “My target 

markets are millennials and Gen Z. I try to understand 

and do research about them because once I know who 

my target market is, I can play around with the strategies 

in promoting here on Facebook.” Aside from knowing 

the target market, the participant also emphasized 

knowing their location. 

 

My goal is to reach a wider range of audience as 

wide as possible. To do that, you must be 

realistic when reaching out to your target 

market. You should know where they came from 

because the way you communicate with them 

will vary. 

 

It is crucial because the participant uses a 

certain language or way of messaging when talking to 

customers. The way to approach clients from Metro 

Manila differs from those in the provinces. This is also 

applicable to the different generations that use 

Facebook. Since Facebook users are mostly comprised 

of Gen Zs, online sellers have to adapt to the way this 

generation communicates. Nowadays, different slang 

words such as “ghosting”, “flex”, “lowkey”, etc. are 

widely used on the internet. If Gen Z is the target market 

of online sellers, they should familiarize themselves with 

these terms and use this to their advantage to market 

their products. For instance, they could use either one of 

these terms in the caption of their Facebook post. Gen Z 

will automatically engage with it as they have 

understood what was meant in the post.  

The foundation of a business is the 

understanding and awareness of the target market. A 

product positioning, pricing, and marketing strategy 

could quickly fall apart without it. The marketing strategy 

will lack direction if an online seller does not know his 

target. Determining a target market consumes a lot of 

time, but it is essential as it allows online sellers to focus 

on marketing efforts in the most cost-effective way that 

would bring impact to the buyers. To define a target 

market, online sellers have to gather statistics and other 

marketing research data that will help them better 

understand their potential customers (Egan, 2021). With 

these data, the market can now be segmented into 

groups of buyers with similar preferences and buying 

habits. Segmentation can be classified into genders, civil 

status, socio-economic status, and others. Eventually, 

online sellers can discover how they can meet the 

buyers’ needs.  

Facebook also supports targeted marketing by 

helping online sellers reach the people who are most 

likely to be interested in their products. With Facebook’s 

advanced targeting options, the target audience can 

easily be defined. Core audiences are those targeted 

based on demographics, behaviors, and location. 
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Custom audiences allow online sellers to reconnect with 

people who have already interacted with their business. 

Lastly, lookalike audiences allow targeting people similar 

to people who have purchased the product but may not 

know about the business yet.  

 

Use of Graphics. All participants post photos 

and videos to promote their products on Facebook. 

They post creative content to entice potential buyers. 

One participant who sells clothes posts 70% photos and 

30% videos on the seller’s Facebook page. The 

participant explained, 

 

Originally, I wanted to post more videos 

because of their engaging content. However, 

making such is very time-consuming. So, I just 

post pictures on the Facebook page on normal 

days, while videos are posted when there are 

special events such as the launching of new 

items. 

 

Most of the participants post at least twice 

during weekdays and once over the weekend. This 

strategy has proven to establish a presence on the feed 

of the Facebook page’s followers. Consistency and 

quality are the keys to success in social media marketing 

to determine when is the best time to post, online sellers 

must monitor their Facebook Insights. It is a section on a 

Facebook business page that allows online sellers to 

keep track of analytics. Information about the page’s 

views, likes, followers, post engagements, etc. can be 

seen in this section. Online sellers can make use of this 

data by analyzing it extensively and aligning their 

marketing strategy to it.  

In terms of graphic designing, four participants 

(accessories, clothing, cosmetics, and food) edit their 

photos and videos to be posted on the Facebook page. 

Online graphic design tools such as Canva and Adobe 

Photoshop are popular and helpful for online sellers. 

They do not hire professional graphic artists anymore as 

it will be costly. Selecting the best image for Facebook 

graphics is important. Online sellers avoid graphics that 

have too much text as it will only overwhelm Facebook 

users and might just skip the post.  

On the other hand, the online seller of 

supplements posts photos and videos that directly came 

from the company. Since the product to be sold is a 

supplement, the participant has to be careful of what she 

posts because she cannot overclaim something about 

your product on Facebook. One participant claimed:  

 

It is really helpful to post feedback and 

testimonies. However, you have to be careful 

because Facebook has a lot of restrictions and 

your account might get restricted as well. So, to 

avoid this, I only post contents that are provided 

by the company.  

 

The participant posts videos of doctors’ 

statements about the supplement so that more people 

will believe that the products and seller are legitimate. 

This is a great way to build trust between the seller and 

buyers. Posting graphics that include proof of online 

sellers’ successful transactions with their previous 

buyers helps prove the legitimacy of their business, thus 

helping them to increase sales and attract other online 

users.  

Graphics is a huge factor in attracting and 

gaining potential buyers. It greatly influences the 

decision of customers before buying online. According 

to Bergman and Noren (2017), infographics are 

substantial for social media because they combine 

engaging visuals with helpful information. It is one of the 

helpful tools in promoting and selling their products to 

their customers online. Alongside it is the information 

that customers need to know and understand better the 

kind of product they will buy or order online. In addition 

to that, graphics enable online sellers to create social 

media posts that are both informative and engaging. At 

the same time, it helps online sellers to visualize the 

products they want to sell and the customers to know 

what the product is all about and avoid scams. 

 

Facebook Boosting. Only two of the 

participants (accessories and food) use paid advertising 

to promote their products on Facebook. Boosting allows 

the content of online sellers’ Facebook pages to reach a 

wider range of their target audience, especially those 

who haven’t “liked” or “followed” their pages yet. This 

creates more interaction with potential buyers as they 

will be engaged with each other frequently. They will 

appear in comment sections or in messenger to inquire 

about the product. Boosting also helps online sellers get 

more messages, video views, and even calls. Through 

Facebook Boost Post, the expansion of the audience is 

possible in just a few minutes.  

According to the seller of food, one thousand 

pesos (Php 1,000.00) is already good for a week of 

boosting, but as for the seller of accessories, she usually 

spends a minimum of two thousand pesos (Php 

2,0000.00) a day. They usually use Facebook boosting 

at least once or thrice a week. The more you spend on 

boosting, the more people your post will reach. 

Facebook has a recommendation on how much 

advertising budget to spend, but online sellers could 

customize it depending on their needs. It is advisable for 
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sellers that are new to Facebook boosting to spend no 

more than one thousand pesos (Php 1,000.00) a day and 

observe its effect on their businesses. They could adjust 

their budget and duration later on.  

The efficiency of boosting depends on the 

seller. One participant (food) mentioned that it is more 

convenient for them if they do it during holidays when 

promos are also in demand. The participant explained, 

“Facebook boosting is effective when there are holidays 

and promos. For example, I will have free deliveries 

within Makati City then I will boost that post. I do gain a 

lot of customers when I use that strategy.”  

Whether it is holidays or the business’ 

anniversary, online sellers could use these special events 

to their advantage by having a promo and discount on 

their products during those specific days. They could 

announce it using their Facebook pages by posting 

photos and/or videos. To further gain potential buyers, 

online sellers could use Facebook boosting on the same 

day so that the post will reach a wider range of audience. 

In Facebook boosting, sellers have also access to 

analytics in which they can monitor how well the past 

post performed. (Newberry, 2022). The result of the 

boosted post can be seen in the Ad Center section of 

the Facebook Page where data like post engagements 

can be seen. This will help in understanding what best 

works for Facebook marketing goals, so sellers can 

easily adjust their marketing strategy. 

 

Brand Ambassadors. Participants who sell 

clothing and cosmetics promote their products with the 

help of their brand ambassadors. Participants use 

photos and videos of their ambassadors wherein their 

brands are being represented.  

“I post videos of my five (5) brand ambassadors 

where they are promoting all of my products. They 

swatch all types of cosmetics and skincare on their eyes, 

lips, and cheeks,” one of the participants (cosmetics) 

said.  

Brand ambassadors are usually individuals who 

are paid to endorse or promote particular products or 

services (Choursia, 2018). Most of the time, brand 

ambassadors are those personalities that have well-

known faces to the public such as vloggers and 

influencers. They can also be average consumers that 

sometimes work for free. Small businesses start first by 

having brand ambassadors who are close to them such 

as relatives and friends because it is less expensive. A 

participant (cosmetics) mentioned that her brand 

ambassadors only receive free products from her shop 

in return for endorsing her brand.  

 

For me, having Brand Ambassadors is an 

investment. They help me promote my products 

and increase my brand image. In return, I gave 

them free products I sell, and they are also being 

exposed on my social media accounts.  

 

Selecting brand ambassadors takes time and 

effort because sellers have to pick someone that is best 

suited for their brands. For the seller of cosmetics, most 

of her brand ambassadors are women because her 

products are make-up and skincare. These brand 

ambassadors are people who are active on different 

social media platforms and not just on Facebook. For the 

seller of clothing, his brand ambassadors are both men 

and women who are part of Gen Z. All of these brand 

ambassadors must understand the value and goals of 

the brand they are endorsing. Ideally, they should have 

large social media followers and can engage effectively. 

They should also be able to create high-quality content 

and should be well-versed in social media marketing.  

Brand Ambassadors serve as faces or 

representatives of the brand that the audience can rely 

on when purchasing a product. They play an important 

role because they are building and creating an image in 

the minds of consumers. Djafarova and Rushworth 

(2017) averred that influencers-endorsers have a greater 

impact on young consumers’ brand views and 

purchasing decisions. Ambassadors share user-oriented 

product reviews, recommendations, and personal 

experiences on their social media channels, such as 

beauty influencers demonstrating make-up articles in 

their vlogs, which increases their credibility and 

trustworthiness among customers/viewers.  

The way online sellers utilize Facebook as a 

marketing strategy for their products reflects the five (5) 

key elements of Burke’s Dramatistic Pentad. The 

promotional strategies used by the online sellers were 

coherent to market the products. It enabled them to 

persuade the customers by knowing the target market 

and the goal to reach a wider range for the best way of 

communication. The promotional strategies also 

intervened through the use of graphics, Facebook boost, 

and brand ambassadors, which highly contributed to 

increased product sales. 

 

The Extent to Which Promotional Strategies Help 

Market the Products 

 

Attract Customers. Participants who sell 

accessories, clothing, cosmetics, food, and supplements 

stated that the promotional strategies they utilized on 

Facebook helped them attract customers to buy their 

products. With the use of Facebook as a marketing tool, 

it has become more convenient for online sellers to 

market their products and publicize them to their target 

audiences.  
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A participant (clothing) said that because of the 

promotional strategies he utilized, his efforts were not 

put in vain because he knew that he is tapping the right 

customers for his products. By using a specific target 

market technique, the participant has more detailed 

information about his customers. From there, he can 

design a new marketing strategy or improve the existing 

one. Since Gen Z is the target market of the online seller, 

he started creating content that is relevant and enticing 

for this generation. The design of his products which 

were posted on his Facebook page helped in attracting 

new customers because these are trendy. It became 

evident that this strategy is useful because the users 

who engage in his business are mostly Gen Z.  

Furthermore, the participant explained that 

these promotional strategies also helped convince 

customers to visit other pages and platforms for their 

business, like Shopee shop accounts.  

Since I do not have a website yet, I just monitor 

how many customers visit my Shopee shop who 

originally came from Facebook. Then, later on, I can also 

monitor how many of them will check out my products.  

Because users became attracted to the posts 

they saw on the seller’s Facebook page, it led them to 

check the shop of the seller from another platform, look 

for more products, and eventually purchase from it.  

According to one of the participants (food), 

using different promotional strategies provided him the 

capability to expand the target audience throughout the 

platform. He has observed that he has more customers 

when there is a promo on his products and there are 

more engagements on his boosted posts rather than on 

normal ones.  

When a business has an effective marketing 

strategy, it can attract more customers (Ray, 2019). 

Because of this, online sellers can communicate well with 

them and understand their demands and desires. 

Promotional strategies further appeal to the target 

market and convince them to purchase the product 

especially if it is on sale. Facebook pages that post eye-

catching visual content also help attract customers. 

 

Increase Sales. As stated by the participants 

who sell clothing and food using Facebook marketing 

strategies has helped increase the sales of their 

products. One of the participants (clothing) stated,  

 

I noticed an increase in sales after launching for 

three months. I’ve seen many people engaging 

with my brand, and my target market seems 

interested. Once you see a spike in your sales, 

you will automatically follow it with your new 

collections. It’s a cycle.  

After three months, the participant noticed that 

his sales are still continuously increasing. He was able to 

maintain it because did not stop trying various marketing 

strategies until he found out what best works for him. He 

also introduces new products which provide a broader 

range of selection for customers. From clothes, he also 

started selling tote bags, hats, face masks, and more. 

The participant also mentioned that whenever he posts 

on his Facebook page, he includes the Shopee account 

link of his shop in the caption. By using this strategy, he 

easily converts his Facebook audience to directly check 

his online store and eventually buy from it, thus 

increasing sales because his products are being exposed 

on different platforms.  

Another participant (cosmetics) stated, “It isn’t 

giving that much help, especially if you are new on 

Facebook and a new online seller. Marketing outside 

Facebook can still be more helpful to gain customers, 

usually through referrals from friends and family.”  

Referrals are proven to generate high-quality 

sales leads for a business (Shannon, 2021). Asking 

people, especially existing customers, to introduce and 

say good words about your products can increase sales. 

A well-built referral marketing strategy can increase 

brand awareness while boosting sales at the same time. 

This can be done by having refer-a-friend programs or 

trying various customer referral campaigns.  

Marketing and sales are inextricably linked. The 

amount of time and effort sellers put into their marketing 

plan determines the success of their business. It is 

essential to have a marketing strategy that reaches and 

engages with the target market.  

The extent to which promotional strategies 

helped market the products relates to the Media Ecology 

Theory of McLuhan as it shows how online sellers 

promote their products more than the information itself, 

attracting customers and increasing sales. Through the 

use of Facebook, online sellers can influence the decision 

of their target market to their advantage. Thus, the social 

media platform unintentionally affects how buyers think 

and act.  

 

Payment Scheme Adopted by Online Sellers 

 

Cash on Delivery (COD). Participants who sell 

clothing, food, and supplement consider this kind of 

payment method because they believe that most of their 

customers use this type of payment to ensure that their 

items are delivered to them. It is mainly considered to be 

a standard mode of payment when it comes to online 

business. Up until now, COD is still mostly prepared by 

customers as they have more assurance of having the 

item right before they pay for the purchased goods. A 
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participant who sells clothing said, “I adopted cash on 

delivery because most of the buyers who have the same 

age as mine (young adult) prefer this one.” The 

participant further explained, “I embrace accepting cash 

on delivery because most of my customers are my close 

friends. So, there are times that I deliver personally the 

items to them and they will just hand me the cash.”  

Cash on delivery is a payment method in which 

customers do not pay immediately for the product they 

have bought online until they have received it. This can 

be done when the customer communicates with the 

online seller through the Facebook page and confirms 

the product he wants to purchase. Once confirmed, the 

seller will now process the shipment of the product and 

give updates to the customer. Contrary to the name of 

the payment method, cash is not the only way a 

customer can pay when the product has been delivered. 

Oftentimes, delivery riders also accept mobile payments.  

According to Halaweh (2018), using cash on 

delivery can help the sellers track down the references 

and the customers’ particular needs and types in buying 

online. It also prevents sellers and customers from 

getting scammed and knows the updates about the 

product ordered online. Since customers will only pay 

once they have received the product, it is less time-

consuming instead of going to banks or going online to 

pay for the product. However, cash on delivery can still 

be risky for online sellers because they cannot 

guarantee that they will get paid for the products they 

have sent. To avoid this, the seller must confirm first the 

identity of his customer. Since the transaction is done 

through a Facebook page, the seller could ask his 

customer to send a valid ID for verification purposes. The 

seller could also check the Facebook profile of the 

customer and other social media accounts linked to it to 

confirm the legitimacy of the customer. 

 

Electronic Wallet (E-wallet). Participants who 

sell clothing, cosmetics, food, and supplements also 

consider using e-wallets (i.e., GCash and PayMaya) as 

payment methods for fast transactions. It is convenient 

for customers who do not have on-hand cash. It has also 

become one of the mainstream when it comes to the 

mode of payment for online shopping.  

 

I am talking to Gen Z and millennials so I have to 

adapt to their mode of payment, especially 

during the pandemic. Imagine, during the new 

normal, everyone is still adjusting, so, I chose to 

have a mode of payment that everyone is 

comfortable with. One of them is GCash which 

has been widely used.  

 

An electronic wallet is a financial transaction 

application that runs on mobile devices. It securely 

stores payment information and passwords. These 

applications allow customers to pay when they are 

shopping online so that they do not have to carry cash 

anymore (Kagan, 2018). Customers have options of 

whether to link it with their credit/debit card or not.  

Digital wallets provide a safe, secure avenue to 

make purchases or payments electronically. Its usage is 

also convenient for customers as they can easily pay 

online. Carrying a physical wallet full of cash and credit 

cards to make purchases can be eliminated. Digital 

wallets are growing in popularity all over the world. 

Because e-wallets are easy to use, there is increasing 

popularity of using them all over the world.  

Despite the convenience brought by this mode 

of payment, security might still become an issue if an 

online user does not fully understand how e-wallets 

work. If the phone isn’t password-protected, the user 

risks giving someone else access to their finances if they 

lose their phone. The recent increase in cyberattacks 

around the world has only fueled the perception that e-

wallet is nota safe way for storing users’ money. 

Another risk that is associated with using e-

wallets is a personal liability in the event of fraud. 

Fraudsters take advantage of e-wallets as they can 

serve as a gateway to other malicious activities such as 

money laundering and identity theft. There is also the 

existence of fake e-wallets that contains malware. It is 

designed to carry out a wide range of malicious 

activities, such as stealing login information or 

conducting spam attacks.  

To have a secure digital transaction, both online 

sellers and customers should monitor online transaction 

notifications, avoid sharing passwords and other 

personal information and verify the payment recipient 

and other details first. 

 

Bank Transfer. Some participants who sell 

accessories, food, cosmetics, and supplements use bank 

transfer as a payment method for big transactions, 

especially when the customer orders a pack of items to 

be delivered. Though a small amount of money can still 

be processed through bank transfer, customers just 

sometimes opt to use cash on delivery for small 

transactions. A participant who sells cosmetics said,  

 

I generally use online banking because 

sometimes, there are purchases that exceed 

Php 50,000. Clients request bank details and 

other bank records of the seller to ensure its 

legitimacy.  
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One of the participants who sell accessories 

only uses bank transfer as a mode of payment because 

the prices of items are high. Since not everyone has a 

bank account, some potential customers back out.  

 

This somehow became a hindrance in 

connecting with customers because some do 

not have a bank account. They are requesting a 

COD, which I do not allow because a large sum 

of money is involved in selling accessories.  

 

Unlike with cash on delivery where there is a risk 

of customers not paying for what they have ordered, 

online sellers do not have to worry about security when 

using a bank transfer because the money should first be 

transferred to their bank accounts before they process 

the shipment of the product.  

A bank transfer is a payment method that allows 

online sellers and buyers to directly transfer money to a 

bank account (Findling, 2022). Banking money can have 

ease and customer satisfaction when it comes to 

security and service because the information given by 

the customers to the online sellers is not exposed to the 

public. Money is also secured mainly if the customers 

pay large amounts for the product. In addition, there is 

also a receipt showing the amount of money you paid 

for the transaction, which is the same thing as when 

withdrawing money from the bank. 

 

Socio-economic Impacts of Using Facebook as a 

Marketing Strategy 

 

Improved Livelihood. A participant who sells 

supplements said that sales and income increased 

because of online selling. Consequently, the participant 

sells more items that are now being sold online. Aside 

from that, the participant can now buy basic household 

necessities because of the added income from online 

selling. A participant who sells cosmetics has a similar 

experience. This online seller can now provide payment 

for electricity and water bills and buy groceries for the 

family. A participant who sells accessories also said the 

same thing.  

 

Online selling covers my monthly bills. I have 

also gained some friends. That’s why my 

network expanded.  

 

Income is one of the key aspects in having an 

increase in the sustainable livelihood of an individual for 

it is directly related to and reflected in the level of 

community livelihood. According to Beheshti and Salehi-

Sangari (2020), online business has become the new 

system that provides consumers and customers the 

information about products through internet-based 

services. Because of this, sellers can save income and 

money to produce banners and flyers to attract 

customers due to the use of the Internet and social 

media to sell and promote their products online. In 

addition to that, there is also an increase in the 

establishment of connections in terms of outsourcing 

and maintaining old and new relationships between 

consumers and sellers.  

 

Financial Security. Participants who sell 

clothing and food feel financially secure as they continue 

with online selling. One participant who sells clothes 

mentioned that because of online business, worrying 

about money is no longer an issue because of the 

savings that can be used in the future. Another 

participant who sells food feels that the family is 

financially secure. As a result, this seller can spend on 

luxurious things and sufficient money for the family’s 

travels.  

 

We rarely have family bonding before because 

we find it expensive. But when I started online 

selling, slowly, we could afford to dine out and 

have some small get-togethers. I can also afford 

to buy other things that I want because of it.  

 

Financial security means different things to 

different people. Simply, it refers to having enough 

financial assets to cover expenses, emergencies, and 

retirement without worrying about running out 

(Appleby, 2021). One good way to measure financial 

security is through the “4% rule”. Being able to withdraw 

4% from investment accounts every year safely and 

never run out of money, it’s probably safe to say that 

someone is financially secure. Online sellers can be 

financially secure after a couple of months of opening an 

online business while it might take years for some.  

To be financially secure, online sellers must first 

determine the right business for them. For the 

participant (food), running a food business is something 

that his family has been doing and it picked his interest. 

Another way to select what business to pursue is by 

considering factors such as skills and passion. Online 

sellers should also determine the budget they are willing 

to spend for the first time. In the Philippines, the starting 

capital could be around four thousand pesos (Php 

4,000.00) more or less, depending on the type of 

business. To manage online business finances, online 

sellers could try adding extra capital as it contributes to 

the growth of the business. Online sellers must also 

establish internal financial protocols, even if it’s as simple 
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as dedicating set time to review and update financial 

information. 

 

Starts to Gain Profit. All of the participants 

earned profit sometime after they did online selling. One 

participant who sells accessories even said that there is 

now a plan to expand business outside Makati City to 

gain more customers. While another participant who 

sells supplements is planning to sell other items to grow 

the business, as well. This seller added,  

 

I have also gained profits because of it. 

Instead of spending those profits on luxury, I 

added it to the capital so I can sell more 

products. Aside from supplements, I was able to 

sell other items such as alcohol and other 

necessities during the pandemic. 

 

 Small business owners need to change their 

practices to focus more on profit (York, 2019). Once 

online sellers start to gain profit, they have to closely 

track their profitability. Profits can be used as part of 

savings to guarantee that there will be an adequate fund 

for the business once there is an emergency expense or 

an unexpected revenue slowdown. Profits can also be 

used for business growth and expansion, as was done 

by the participants.  

The socio-economic impact online sellers 

experience with marketing strategies can be visualized 

and related to the five elements of Burke’s Dramatistic 

Pentad. Online sellers as agents maximized the use of 

Facebook (scene) and promotional strategies (agency) 

to persuade potential buyers of their products. It has 

contributed to their socioeconomic growth. Likewise, 

Marshall McLuhan’s Media Ecology Theory is related to 

how Facebook served as the technology that transfers 

messages to its audience. The online sellers used this to 

their advantage to influence their target market’s 

decision resulting in more profit and improving their 

livelihood as well. Thus, Facebook marketing affected 

how buyers think and act without them noticing it. 

 

Challenges Encountered by the Sellers in Using 

Facebook as a Marketing Strategy for Online Selling 

 

Technical Issues. According to two participants 

who sell cosmetics and food, they are struggling with 

technical issues in using Facebook to promote their 

business and products. They have experienced 

troubleshooting when taking customers’ orders and 

having late responses or notifications when using the 

said application. The participant (food) said, “There was 

this time when I was about to deliver the customer’s 

order. However, there was a connectivity issue with 

Facebook, so I struggled to connect with my customer.”  

As a result, the customer thought he was being 

ignored or not noticed by the online seller. It is inevitable 

for some Facebook users to encounter problems while 

accessing the app and its features and services. Some 

could not load their Facebook feeds, and others could 

not send messages on Facebook Messenger. The 

network’s speed can also affect business in many 

aspects. A slow internet connection can cause slow 

productivity and make it difficult to assist a customer 

with a specific problem quickly. Problems with internet 

connectivity might lead to an unsatisfying transaction 

and the potential loss of a customer (Jones, 2018).  

Since online sellers do not have control over 

slow internet connectivity and other technical issues, it is 

best to inform their customers about the issue they are 

encountering by trying different methods. For instance, 

the seller could use other devices in communicating with 

the customers. They could also switch to mobile data just 

in case there is a problem with Wi-Fi connections. 

Informing them about the problem can lessen the 

misunderstanding between the seller and the customer. 

When it comes to an unresponsive webpage or 

application, online sellers can basic troubleshooting 

techniques such as refreshing it, logging out and back in, 

clearing cache and cookies, and restarting devices. 

These are just some of the ways online sellers could do 

to take action on some technical issues that they may 

encounter using Facebook. 

 

Miscommunication. Having a misunderstanding 

is also a problem when it comes to promoting and selling 

business online. According to the two participants, 

clothing and food business owners, misunderstandings 

sometimes happen when taking customers’ orders, 

leading them to deliver the wrong products to their 

addresses. “It is hard to keep in touch with the customers 

because we are not meeting face to face. All of the 

transaction is done online, which is why it is challenging,” 

said the participant (clothing). Additionally, the online 

sellers have stated they are having difficulties promoting 

and selling their products online using Facebook.  

Miscommunication in social media can happen 

because of various reasons. Online sellers steer clear of 

miscommunication with their customers to avoid any 

unpleasant feedback or reviews of their business. To 

overcome miscommunication virtually, online sellers 

must know first their customers (Dudlets, 2022). It is 

important to know whom they are talking to before 

sending them messages. Factors like age and 

background affect how they react to messages. The 

message to be sent must be proofread first before 

sending it. Taking time to re-read messages prevent 
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typographical errors that would affect how the customer 

will receive the message. Sending wrong and 

inappropriate messages to a customer can cause 

misunderstanding. Moreover, since the business is done 

online, it is hard to express feelings. Emoji is a great way 

to express emotions as long as the sellers do not go 

overboard because it might affect professionalism. 

 

Limitations of Stocks. Selling products online is 

not easy, especially when running out of stock. Two out 

of five participants (food and supplements) have stated 

that they encountered getting out of stock to having no 

products when the customers are inquiring or ordering 

from their online shop.  

 

"There are times that the company where I get 

products is also running out of stock. So, it’s a 

problem. My customers would just pre-order 

every time that happens,” the participant 

(supplement) said.  

 

According to Reyes (2019), online sellers in the 

Philippines have potential growth. However, lacking 

resources and a workforce can hinder this achievement. 

The drive for online sellers and small business owners to 

multitask also contributes to this. To avoid the 

occurrence of limited stocks, online sellers have to know 

how to manage their inventory. By prioritizing it, they will 

know which items need to be ordered/bought more 

frequently. The inventory should also be audited. Make 

it a point to physically count the inventory regularly. For 

online sellers who have suppliers, the supplier’s 

performance should be analyzed. Unreliable suppliers 

can cause problems in the inventory. If the current 

supplier is habitually delaying the deliveries or frequently 

shorts an order, it is better to take action and look for 

new suppliers. 

 

Difficult Customers and/ or Scammers. 

Participants who sell accessories experienced dealing 

with a scammer wherein a fake receipt was sent to show 

that the payment was already deposited to the bank 

account. Upon confirmation, it was revealed that no 

money had been transferred to the seller’s bank account 

yet. The same participant also experienced dealing with 

difficult customers.  

 

It will take much patience to deal with customers 

like that. You shouldn’t get mad at them 

because they might not consider buying your 

product in the end. As much as possible, I 

always try to stay calm.  

 

The participant who sells food had the same 

experience, “Some customers kept asking for free 

delivery and discounts even though we were not 

providing it during that time. It was hard to explain things 

to them because they might misunderstand.”  

Based on the Federal Trade Commission data in 

2022, scam is the most profitable fraud on social media. 

Online shopping fraud, along with other forms of scams, 

accounted for over 70% of reported losses to social 

media scams in 2021. Online sellers as well as customers 

are prone to scammers. When it comes to online 

transactions, users must not immediately give their 

personal or financial information in response to a request 

that they are not expecting. Research or a quick 

background check must be done first to determine 

whether the customer is legitimate.  

The challenges encountered by the sellers in 

using Facebook as a marketing strategy for online selling 

are related to Marshall McLuhan’s “Media Ecology 

Theory” which states the relationship between society 

and technology. This technology (Facebook) serves a 

major part of every online seller to market their products. 

That is the reason why there are some challenges that 

online sellers face in using Facebook. Some technical 

issues are uncontrollable and can affect the operation of 

a business. 

 

Conclusion and Recommendations 

Based on the study, the following conclusions 

can be drawn: using Facebook as a marketing strategy 

is efficient and effective. The most common is the use of 

graphics wherein all participants utilized. Participants 

prefer to edit their graphic design using online editing 

tools because this is less expensive than hiring a 

professional graphic artist. This study found that 

customers tend to buy products that have visually 

appealing posters on the Facebook page. Facebook 

boosting and brand ambassadors also helped market 

their products because these strategies can easily reach 

their target audience. By spending a certain amount on 

Facebook boosting, online sellers can easily 

communicate with potential buyers especially those who 

haven’t liked/followed their Facebook pages yet. On the 

other hand, brand ambassadors are helpful because 

they have a wide range of followers. By using 

appropriate techniques, they can influence the 

purchasing decisions of potential buyers.  

Because of these promotional strategies, it is 

easier for online sellers to attract customers. Since the 

strategies are designed to fit the needs of the targeted 

audience, they create more engagements on the 

Facebook pages. Online sellers receive inquiries about 

the products they sell through messages and comments. 
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These have also contributed to an increase in sales. 

Effective marketing strategies are those that are 

targeted toward a specific audience and are focused on 

key benefits based on the audience’s point of view and 

interests (Chron, 2021).  

Online sellers’ payment schemes also contribute 

to marketing their products. An online seller who uses 

different payment methods tends to have more buyers 

because of their flexibility. Some customers tend not to 

buy once they find out that their preferred payment 

method is unavailable. In selecting the best mode of 

payment for the business, online sellers must consider 

factors like accessibility, security, and ease of use.  

Online selling led to positive socio-economic 

impacts on the lives of the sellers. All of them started to 

increase profits which helped them to expand their 

business. Livelihood improvement is also visible because 

the sellers can now afford what they fail to afford before 

engaging with online selling. The feeling of being 

financially secure is vital in this aspect, as well. However, 

since sellers market their products on Facebook, it is 

inevitable to deal with challenges. Technical issues, 

miscommunication, limitation of stocks, and difficult 

customers and/or scammers were the problems 

mentioned by the participants. As online sellers, it is easy 

to feel overwhelmed by each of these. While it may 

seem impossible at times, the right planning can help 

them overcome almost anything. When these arise, 

online sellers should be knowledgeable, flexible, and 

resourceful to solve these. Preparing ahead of time and 

having backup plans are necessary as it prevents further 

problems. 

Based on the findings and conclusions 

presented above, the following recommendations are 

offered:  

 

For Online Sellers. Facebook has been an 

integral part of the marketing strategy of every online 

seller. It helps them promote their products, but at the 

same time, causes them problems throughout the 

business operation. Based on the study, researchers 

have found out that knowing the target market, uses of 

graphics, Facebook boosting, and brand ambassadors 

have helped online sellers promote their products. The 

researchers would like to recommend these strategies 

to help other online sellers who market their products on 

Facebook.  

In identifying the target market, they can use 

Facebook’s Audience Insights tool which will help them 

delve deeper into their potential customers to find 

information such as gender, education, relationship 

status, location, language, Facebook usage, and even 

past purchases. Visual posts that will be posted on the 

Facebook page should be professionally designed. 

Online sellers are also advised to post high-quality video 

content because it receives higher engagement than 

images. They can also spend money on Facebook 

advertisements because according to eMarketers, 

Facebook is the most effective social media advertising 

platform for return on ad spending.  

In terms of the common challenges happening 

on Facebook, online sellers should practice how to 

communicate and handle their buyers properly. 

Miscommunication is hard to avoid, especially in the 

online environment, but learning the basics of good 

communication skills will greatly help. Sellers should 

empathize with their customers by actively listening to 

them and providing polite responses. No matter how 

irritating the situation is, sellers should always use 

positive language and make the conversation clear and 

concise. Dealing with difficult customers is also 

unavoidable. Therefore, they should always be careful 

and alert. 

 

For Online Buyers. With the current situation, 

many people depend on online transactions, whether it 

is for buying food, clothes, or other necessities. In this 

study, the researchers recommend that buyers increase 

their awareness and be careful about online transactions 

because scammers are everywhere. Always practice 

safe online shopping. This can be done by carefully 

disclosing information, intently observing, and having a 

background check on the online seller to know if they 

are legitimate or not. 

 

Digital Marketing Specialists. Even though 

Digital Marketing Specialists are known for being experts 

in the field, this would still help them widen their idea by 

staying relevant in a digital-centric world. They can use 

this study to look for other solutions based on the 

different point-of-view given by the participants. They 

could develop enhanced marketing strategies that 

would cost less but could greatly help online sellers. To 

assure the success of a business, they can strategize 

with other marketing professionals to create an effective 

marketing campaign. 

 

Facebook Meta. Facebook has been improving 

since the day it was launched up until now. Because of 

this, the company is giving different opportunities for its 

users to stay connected and learn how they can earn 

money using the platform. In connection with this, the 

Facebook team can use this study to know the different 

problems online sellers encounter while doing business 

on their platform. This will give them an idea on what are 

the things that they still have to fix and improve on to 

help their users. 
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Social Media Specialist. The main job of a Social 

Media Specialist is to manage social media by 

conducting thorough research and publishing content 

using their skills to build a brand image, boost their 

client’s sales, and grow their client’s audience. These 

ideas and perspectives will help them attract more 

clients and use this study to know the different problems 

these online sellers encounter. This could help them 

support their client to get the right customers and build 

a cohesive plan that suits their client’s goals.  

 

For Future Researchers. This research was 

confined to online sellers of accessories, clothing, 

cosmetics, food, and supplements within Makati City. 

The participants were selected based on the typical 

products marketed online observed by the researchers. 

For future studies, choosing online sellers who sell 

different products is a good idea. Future researchers 

may also use a quantitative research design to address 

this topic.  

Additionally, the researchers recommend 

selecting another social media platform, such as Twitter, 

Instagram, and Tiktok, where products can be marketed. 

This might impose different results from this study 

because the mentioned platforms have other features 

from Facebook. Future researchers could also focus on 

a particular issue in this study. They could delve deeper 

into any of the following topics: Facebook marketing 

strategies, socio-economic impacts of Facebook 

marketing, or challenges experienced by online sellers. 

References 

Appleby, D. (2021, August 30). 10 Tips for Achieving 

Financial Security. Investopedia. https://www. 

investopedia.com/articles/retirement/06/10sec

ureretirementtips.asp   

Behesti, H. M., & Salehi-Sangari, E. (2006).The benefits of 

e-business adoption: an empirical study of 

Swedish SMEs. Service Business. 233–245.  

Bergman, G., & Noren, F. (2017). Graphical elements that 

can invoke trust in online web shops. Kth Royal 

Institute of Technology. 

https://doi.org/https://www.diva-

portal.org/smash/get/diva2:1114620/ 

FULLTEXT01.pdf  

Choursia, M. (2018). A Study on Importance of Brand 

Ambassadors for Brands in Marketing. Pramana 

Research Journal, 8(7). 

https://doi.org/https://www.pramanaresearch.

org/gallery/prj_c_j_33.pdf 

Contributor, C. (2021, July 12). Most Effective Marketing 

Strategies. CHRON. Retrieved January 1, 1, from 

https://smallbusiness.chron.com/product-

target-market-market-segment-68719.html  

Delve, Ho, L., & Limpaecher, A. (2020a, August 31). How 

to Do Thematic Analysis. Essential Guide to 

Coding Qualitative Data. 

https://delvetool.com/blog/thematicanalysis  

Djafarova, E., & Rushworth, C. (2017). Exploring the 

credibility of online celebrities’ Instagram 

profiles in influencing the purchase decisions of 

young female users. Computers in Human 

Behavior, 68, 1-7. 

https://doi.org/10.1016/j.chb.2016.11.009  

Dramatism theory. (n.d.). Healthresearchfunding.Org. 

https://healthresearchfunding.org/dramatism 

Dudlets, K. (2022, January 31). 8 Tips for Avoiding Digital 

Miscommunication. TELNET WORLDWIDE. 

Retrieved January 1, 1, from 

https://www.telnetww.com/blog/remote-

work/avoid-digital-miscommunication/ 

Egan, P. (2021). “Nowcasting modified domestic demand 

using monthly indicators,”. Economic and Social 

Research Institute (ESRI).  

Findling, D. (2022, June 8). Bank Transfer: What They 

Are and How to Do Them. Square. 

https://squareup.  

Fletcher, E. (2022, December 5). Social media a gold 

mine for scammers in 2021. 

https://www.ftc.gov/ news-events/data-

visualizations/data-spotlight/2022/01/social-

media-gold-mine-scammers-2021  

George, T. (2022, January 27). Semi-Structured 

Interview | Definition, Guide & Examples. Scribbr. 

https:// www.scribbr.com/methodology/semi-

structured-interview/  

Ghoshal, M. (2019). Social Media as an Effective Tool to 

Promote Business An Empirical Study. 

https://www.researchgate.net/publication/3313

44176_Social_Mediaas_an_Effective_Tool_to_

Promote_BusinessAn_Empirical_Study_Social_

Media_as_an_Effective_Tool_to_PromoteBusin

essAn_ Empirical_Study   

Halaweh, Mo. (2018). Cash on Delivery (COD) as an 

Alternative Payment Method for E-Commerce 

Transactions: Analysis and Implications. 

International Journal of Sociotechnology and 

Knowledge Development (IJSKD), IGI Global 

10(4), 1-12  

Jacinto, M. A., Molina, K. S., Jungco, J., Cardaño, A., 

Berboso, J., Vargas, A. J., Bautista, J. P., 

Espinosa, R. G., & Francisco, C. (2020). Social 

Media Platform and its Impact on the Academic 

Performance of Senior High School Students in 

the New Normal Learning System. International 



13  Volume 10, No 2, November 2022, pp. XX-XX 
 

 

Journal of Academic Multidisciplinary Research 

(IJAMR), 5(1), 30-34. 

https://doi.org/https://www.researchgate.net/

profile/Christopher-

Francisco/publication/348930104_Social_Medi

a_Platform_and_its_Impact_on_the_Academic

_Performance_of_Senior_High_School_Studen

ts_in_the_New_Normal_Learning_System/links

/6017c94ea6fdcc071ba92f23/Social-Media-

Platform-and-its-Impact-on-the-Academic-

Performance-of-Senior-High-School-Students-

in-the-New-Normal-Learning-System.pdf   

Jones, M. (2018). 7 Ways Slow Internet Speeds Are 

Affecting Your Business. https://www.google. 

com/amp/s/www.coxblue.com/7-ways-slow-

internet-speeds-are-hurting-your-

business/amp/.  

Kagan, J. (2018, December 18). Is Amazon Pay a trojan 

horse digital wallet to retailers? Retail Customer 

Experience. 

https://www.retailcustomerexperience.com/blo

gs/kagan-is-amazon-pay-a-trojan-horsedigital-

wallet-to-retailers/  

Lutkevich, B., & Wigmore, W. (2021, September 11). What 

is social media? WhatIs.com. https://www. 

techtarget.com/whatis/definition/social-media  

Media Ecology Theory. (n.d.). 

https://slcc.instructure.com/courses/429441/ 

pages/media-ecologytheory  

Newberry, C. (2022, February 28). How the Facebook 

Algorithm Works in 2023 and How to Make it 

Work for You. Hootsuite. 

https://blog.hootsuite.com/facebook-

algorithm/  

Nikolopoulou, K. (2022, August 11). What Is Purposive 

Sampling? | Definition & Examples. Scribbr. 

https://www.scribbr.com/methodology/purposi

ve-sampling/  

Ray, L. (2019). Marketing Strategies to Attract 

Customers. Azcentral.Com. 

http://yourbusiness.azcentral.com/marketing-

strategiesattractcustomers-6563.html   

Reyes, R. R. (2019, February 21). Local online sellers must 

address challenges to achieve growth. 

BusinessMirror. 

https://businessmirror.com.ph/2019/02/23/loca

l-online-sellers-must-address-challenges-to-

achieve-growth/.  

Shannon, A. S. (2021, June 10). Why Sales Referrals are 

Important to Your Business. SalesIntel. https:// 

salesintel.io/infographics/why-sales-referrals-

are-important-to-your-business/   

Statista. (2021, May 27). Number of active social media 

users APAC 2021, by country. 

https://www.statista.com/statistics/295606/so

cial-media-mau-asiapacificcountries/   

Thematic analysis of qualitative data: Amee Guide no. 

131. (n.d.). 

https://www.plymouth.ac.uk/uploads/producti

on/document/path/18/8247/Kiger_and_Varpio

__2020__Thematic_analysis_of_qualitative_ 

dta_AMEE_Guide_No_131.pdf    

Vagle, M. D. (2018). Crafting Phenomenological Research 

(2nd ed.). Routledge. https://www.routledge. 

com/Crafting-Phenomenological-

Research/Vagle/p/book/9781138042667  

York, M. (October 28, 2019). 6 Ways to Increase Profits 

for your Small Business. The balance. 

https://www.thebalancemoney.com/steps-to-

increase-small-business-profits-1200720   

Author’s Bio-note 

Aivan Realeen F. Adamy is a 4th-year communication 

and service management student at the University of 

Makati. On May 2022, she volunteered during the Bantay 

Balota Election Coverage of RMN DZXL. She received 

the “Best in Research” Award in 2019 when she was in 

Senior High School. Trained as a feature writer, she 

became part of school publications like The Blazon 

(2018-2019) and Puting Pilas (2016-2017) where she has 

written news features and human-interest stories.  

 

Janeth P. Cortas is a 4th-year communication and 

service management student at the University of Makati. 

She is a consistent Dean’s lister at the university. As part 

of her self-development, she acquired skills and a 

passion for business and the arts, which eventually 

molded her to be more interested in research. As a 

student, she started her own business and aspires to 

have a Coffee and Cake shop in the future. She believes 

in the saying “Nothing is impossible if you work hard”.  

 

Emmanuel P. Mecayer is a 4th-year communication and 

service management student at the University of Makati. 

In pursuit of his dream, he joined Contact Center Circle 

and became an officer from 2019-2021. He served this 

organization and learned a lot of things about how he 

can improve his communication skills and ability to work 

under pressure. Despite having a few people around, he 

was still able to manage not to be distracted by what 

people might say. Like any other student, he also loves 

listening to music, exploring new things, and being 

challenged.  

 

Christina Kyla R. Pol-ot is a 4th-year communication and 

service management student at the University of Makati. 

As a student, she is a consistent dean’s lister and has 

always been engaged with different school activities. An 



14  Adamy, Cortas, Mecayer, Pol-ot,  & Tacuyan, Facebook as a Marketing Strategy for Online Sellers 
 
 

   
 

advocate of Media Information Literacy in line with her 

achievements in campus journalism which also led her 

engrossed in doing research. Joining organizations and 

competitions molded her into someone who now knows 

the path she wants to be in. In her spare time, she takes 

part in philanthropic activities, pageantry, and writing 

stories online. 

Contributor's Bio-note 

Kaila Marie M. Tacuyan is a 4th-year communication and 

service management student at the University of Makati. 

She has been a consistent Dean’s Lister since senior 

high. She is also a former officer of the Contact Center 

Circle where she served as a treasurer and was a 

secretary in her organization back in senior high school. 

To fulfill her goal of becoming a journalist, she pursued a 

course related to communication to improve her 

knowledge and skills in both written and verbal 

communication. In her spare time, she listens to music 

and reads classic novels. 

 


